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From The Editor B 


HE THING ABOUT GOOD TIMES IS THAT THEY CAN 
have a delusion-inducing effect: people expect, of- 
ten unrealistically, for them to continue. 
Unfortunately, that’s not what happens and when the - 
delusion is shattered, pain is caused. We're not being - 
party-poopers when we ask the question that headlines our 
cover story. The fact is after a stellar growth phase of over 
8.5 per cent in the last three or four years, the Indian 
economy could be slowing down. Already, some multi- ~ 
lateral agencies, like the Asian Development Bank, have i 
revised downwards the GDP growth rate for 2007-08 © 
from 9.2 per cent to 8 per cent and there are others that | 
have estimated even lower growth rates. 7 

What's queering the pitch? Blame inflation and interest - - 
rates. Inflation is well above the projected 5-5.5 per’ . 
cent and is growing. And, as a result of the Reserve * 
Bank of India's tight monetary policy, designed to contain : 
inflation, interest rates have been hiked by 3 percentage 
points in 18 months. Besides hitting hard individuals 
who have borrowed to buy homes, cars and other assets, 
the impact of high interest rates will be felt by the man- 
ufacturing sector that accounts for 
20 per cent of the GDP. A us slow- 
down could also impact Indian IT 
and ITES services, which depend 
overwhelmingly on the US market. 
Meanwhile, high interest rates have 
begun to impact retail lending by 
banks and may have slowed down 
car and home sales. It will also 
make it unfeasible for companies 
with big projects in the pipeline to 
borrow funds locally and some of them may like to put 
such projects on hold (although bigger firms with access 
to global markets can borrow at cheaper rates). | 

How real is the slowdown and just how bad is it. 
looking for the Indian economy? Our cover package 
(beginning page 66) by Assistant Editor Anand Adhikari 
and Special Correspondent Rishi Joshi examines and 
analyses the impact that inflation and high interest rates 
can have on demand, investment and growth. 

India's plan for unveiling Special Economic Zones 
(SEZs) that could become world-class urban and com- 
mercial centres has run into many problems, including 
resistance to acquisition of land. This has led to iterations 
by the government on the SEZ policy, which may now stip- 
ulate an unrealistic ceiling on how big they can be. In How 
to Save the SEZs (page 76), Assistant Editor Shalini S. Dagar 
attempts to find the answers to the most important ques- ` 
tions that the controversy over these zones has raised. | 

Another must read in this issue is our annual listing of 
India's fastest growing small, medium and large compa- „=== 
nies—be prepared for some surprises. 
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No Good News for the Poor 
THAT THE LIST OF INDIAN BILLION- 
aires is growing is a good sign. But 
then many of these billionaires have 
made wealth from real estate and 
the stock market, which do not 
contribute to the nation's wealth. A 
huge number of people continue 
to remain poor and it is their per 
capita income that has to rise to 
make a difference. Inflation and 
decrease in real interest rates have 
also made things harder for the 
middle class, whose savings will not 
count for much after retirement. 
MAHESH KUMAR, through e-mail 
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Multiply your possibilities with up to two times more performance when multi-tasking with smarter 
energy consumption. Intel Centrino Duo mobile technology with the Intel Core 2 Duo processor 
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Opportunity in Adversity 


HE INTENSITY OF GOVERNMENT INTERVENTION IN 
lm money markets has never been this severe in 
the recent past—hikes in interest rates by a cumulative 
ว percentage points and a slew of measures to reduce 
the prices of primary products. Given the extent of 
deregulation of the economy, there are few other 
controls left to tinker with. Inflation, a measure of ris- 
ing consumer prices, is abating, but at a snail's pace. 
Not surprisingly, the government is mulling increased 
regulation of capital flows into the country, like 
external commercial borrowings by Indian companies 
and Fil-issued Participatory Notes. 

Rather than adopt this regressive route, the gov- 
ernment, to begin with, ought to step back and com- 
prehend the outlook presented by the various agencies. 
The worst case scenario emanates from IMF at 7.8 per 
cent during calendar 2008. Rather than propitiating the 
rain gods to deliver good monsoons and meet the RBI 
estimate of 8.4-8.5 per cent, the government should 
aggressively go about attacking issues that hold up 
growth in the infrastructure sector—roads, ports and 
power sector. That little has happened on the ground 
is only corroborated by the recent industrial production 
figures—power generation has grown by a mere 3.3 per 
cent during the month of February. 

The i-factor, if one might call it, takes significance 
for a couple of reasons. The instruments used by the 
government to combat inflation also inflict considerable 
injury on the manufacturing sector. This, since the 
instruments target the demand side of the market— 
reduce liquidity in the market, raise interest rates and, 
consequently, moderate the buying power of the con- 





At a discount: Rising interest rates could hit consumption 


sumer. But the problem originally began on the supply 
side, with increased global commodity prices and a 
lower projected consumption by the us, the world's 
highest consuming nation. 

There is no better time to effect substantive meas- 
ures that will improve the competitiveness of the man- 
ufacturing sector—reduce power costs, and improve 
cess to consumption centres. This will enable com- 
panies to hold their prices, consequently, help in con- 
taining inflation. What this requires is political will that 
is not lost to the whims of the regional parties, who by 
virtue of being allies of the ruling party, control several 
infrastructure ministries. 

Evidently, the lowering of government controls 
over the years cuts both ways. Yes, we are no longer 
insulated from even the potential threat of a global slow- 
down. That said, we have margins to improve upon, that 
can mitigate the ill effects. Time for the right measures. 


ac 


What They Don’t Teach You... 





Budding managers: Should practise transparency early on 
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OR SEVERAL YEARS NOW, BUSINESS TODAY HAS BEEN 
F publishing an annual survey of placements at top 
Indian B-schools. Unfortunately, with every passing year, 
it has become increasingly difficult to source accurate 
information on salaries offered to newly-minted MBAs. 
Why? Most B-schools just don't want to reveal the num- 
bers. No doubt, there's excessive media interest in 
just one aspect of B-school placements: salary offers. 
And perhaps understandably so. There's a lot of 
vicarious pleasure that readers get from knowing that 
some 20-something walked away with a Rs 1 crore per 
annum offer (the highest domestic offer at nM Ahme- 
dabad this year), when most jobs in India fetch a 
fraction of that. Sometimes, all the media attention can 





OVN HYVNVHWUvNd V 










Introducing, 
shirts for summer. 
Made from | 
all-natural 

yarn that is light 

and dewy cool. 

Sunny days are a 

breeze with Tibre. 







H I R T S 
TED FOR COMFORT 


Tw 


=- 


" \ - 
X 44 ใ ด - W. p Ms Tj "a 
จ P - J Mri « Ps uv p l 
) IE ^ * , » 





ran 


+. 


y su. id rg NES — ae | 2 E. 
. Business Casuals e Brass Tacks ๑ Dynasty e Men at Work 


Manufactured and Marketed by Gangotri Textiles Ltd., 473/2, P.K.D. Nagar, Peelamedu, Coimbatore - 641 004 
g Ph: 91-422-4332100 Fax: 91-422-2576742 Email: tibre@gangotritextiles.com Website: www.tibre.com 





e Tamil Nadu : M/s. Vinay Garments - 098430 56666 * Kerala : M/s. Hi Fashion Clothing - 094471 43353 * Karnataka : 
M/s. V. K. Clothing - 098450 10620 * Andhra Pradesh : M/s. Sri Kamal Distributors - 098853 64769 » Mumbai : M/s. In-On Creation 
- 093200 95021 » Pune : M/s. Giriraj Agencies - 098220 21890 ๑ Gujarat : M/s. D. P. Enterprises - 098250 16316 + Uttar Pradesh: 
M/s. Karwa Agencies — 098390 62871 * Orissa : M/s. S. H. Apparels - 094370 26371 * Howrah : M/s. Tibre World — 098318 57590 
อ Delhi: M/s Satva Qnnarels BS 102 NZANS 2 Puniah : M/s Super Sneed Industrial Cornoration = 099150 77778 





bt editorials 


be too much for the students and their families. Last 
year, for instance, two IIM Bangalore students who 
received the highest offers requested the institute to not 
disclose their salary details to the media. The institute 
obliged, and this year too, it (and 1M Lucknow) has not 
disclosed any placement figures to the media. 

But the question is, are institutes such as IIM Bang- 
alore right in maintaining a shroud of secrecy over 
placements? Especially now that the Right to Information 
Act is applicable to government departments, and the 
IIMs are government institutions that come under the di- 
rect purview of the Ministry of HRD. More impor- 
tantly, simply as a matter of philosophy, transparency is 
something the IIMs should be practising, and not merely 
teaching to their students of business management. 
To say that compensation is a matter strictly between the 
student and the employer is not good enough. 

Take the American B-schools by contrast. Log on to 


Populist Ploy 


ITY THE BCCI MISSED THE WOODS FOR THE TREES— 
P. True, the Men in Blue had turned in a dismal 
performance at the World Cup. Somebody had to 
bite the bullet and take a few hard decisions to put 
Indian cricket back on track. But some of the pro- 
nouncements by the BCCI Working Committee defy 
logic. Examples: the decision to limit the number of 
products a cricketer can endorse; and the stipulation that 
sponsors can sign on only two players at any given point 
in time. At the time of going to press, there are indi- 
cations that these two issues are being reconsidered; but 
that's the point we're making—these, and several oth- 
ers, were ill-considered decisions that should not have 
been taken in the first place. 

The board seems to have overlooked the simple fact 
that sponsors court successful sports stars. So if com- 
panies fall over each other to woo a Sachin Tendulkar 
or ล Rahul Dravid, there are sound commercial reasons 
for this. Globally, sports stars earn staggering amounts 
from endorsement deals. Tiger Woods, Michael Jordan 
and Maria Sharapova are just three examples of sports- 
persons who have cashed in on their celebrity status and 
raked in millions of dollars from sponsorship deals. In 
2006, Woods earned nearly $99 million (Rs 445.5 
crore then); of this, $87 million (Rs 391.5 crore then) 
came from endorsements. Such deals have not dis- 
tracted these players from their sport. If anything, 
they act as incentives for them to scale greater heights. 

Then again, cricketers were denied natural justice 
when two of them (Tendulkar and Yuvraj Singh) 
were served show-cause notices for reacting to Greg 
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the Harvard Business School website and you can get 
just about any information on placements. Talking 
specifically of salaries, the school not just posts online 
salary details, but slices and dices them by industry, func- 
tion, and location. The only thing schools like HBS 
don't do is reveal salary offers by company. 

No one has yet tried to use the RTI Act to force the 
IIMs to divulge salary details, but it is quite conceivable 
that some aggressive reporters may want to resort to it 
some day. However, it will be a pity if the institutes part 
with information only under duress. They owe it to the 
public, which includes prospective students and re- 
cruiters, to share placement data as transparently as pos- 
sible. Just as B-school placements are a non-event in the 
Us—the American media takes note of it only when 
there's bad news—India too will soon cease to be 
amazed by top-dollar salaries. But in the interim, trans- 
parency will help. 





Not fair play: BCCI's Sharad Pawar (L) and Rahul Dravid 


Chappell’s leaks to the media. But in a glaring 
inconsistency, the coach wasn't asked to explain the 
series of sensitive team-related news that he is 
alleged to have shared with mediapersons during his 
22-month tenure. 

The Bcci, led as it is by one of India's canniest 
politicians, perhaps sensed that the public wanted blood 
and used the opportunity presented by India's dismal 
show in the World Cup to cut the players down to size. 
This seems to have gone down fairly well with an emo- 
tional Indian public. But what almost no one is asking is: 
what about the systemic flaws in the BCCI itself? There's 
no move to professionalise this supposedly *honourary" 
set-up; there has been no announcement of any plan to 
improve cricket at the grassroots level; and office-bear- 
ers are still not accountable for the thousands of crores 
of money that Indian cricket now generates every year. 

These are the key issues that need to be addressed. 
Unfortunately, though, populism seems to have won the 
day over performance. 8i 
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The first flush of results is encouraging. 
Will the trend hold? MAHESH NAYAK 


' 


The ee 24 


(From L to R) Infosys’ Murthy, Nilekani & Gopalakrishnan: All's well, but... 


bellwether Infosys Technologies reported a 69.98 per cent growth 

in net profit for the quarter ended March 31, 2007 to Rs 1,144 crore 
compared to Rs 673 crore in the previous corresponding quarter. The fig- 
ure was boosted by an extraordinary income of Rs 124 crore from a reversal 
of tax provisions. Revenues for the quarter rose 43.75 per cent to 
Rs 3,772 crore from Rs 2,624 crore. For the full year ended March 31, 
2007, its net sales and profits were up 45.92 per cent and 56.88 per cent, 
respectively, to Rs 13,893 crore and Rs 3,856 crore. The BSE rr Index gained 
nearly 4 per cent on Friday (April 13, 2007), but this rise had more to do 
with the future outlook of the company, whose guidance is expected to be 
the benchmark for the overall rr sector. 

A report by Morgan Stanley says: “As feared, the rupee-denomi- 
nated EPS growth guidance came in the low-20s, while the dollar guidance 
and overall commentary on the demand environment and margins were 
positive." Meanwhile, there are two key concerns—slowdown in demand 
in the Us and an erosion of margins due to the appreciation of the rupee 
and a rise in wage costs. 


T* FIRST FLUSH OF RESULTS THIS SEASON LOOKS GOOD. SOFTWARE 





INSTAN 


The fortnight's burning question. 


IS THE BOARD OF 
CONTROL FOR CRICKET IN 
INDIA (BCCI) JUSTIFIED IN 
PLACING A CAP ON PLAYER 
ENDORSEMENTS? 


No. Latika Khaneja, Director, 
Collage Sports Management (she 
manages Virender Sehwag) 

It is important to understand how 
the endorsement market evolved. 
The money comes from the public. 
Today, the endorsement market 
is dead. Advertisements are a 
by-product of successful cricket. If 
there is no successful cricket, 
there are no advertisements. 


No. m ee 
wicketkeeper and 


1983 World Cup squad - 
| do not see this as a big problem. 
It is not an embargo; and the 

board has indicated that it is open 










to revisiting the issue. So it is not 


as if the decision has been set in 

stone. There has already been talk 
of a dialogue between the parties 
and | am sure that the issue can 

be resolved once that is done. 


Yes. Venugopal Dhoot, Chairman, 
Videocon Group 

It is a good decision for the 
moment. The man on the street 
is very unhappy after India's 
early exit from the World Cup. 
Everyone was looking forward 
to India's participation in the 
Super 8s. However, | think it 

is a temporary phase and the 
issue will be resolved. 


COMPILED BY KRISHNA GOPALAN 
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Meanwhile, the 23 companies that have come out with their res- 
ults (till April 13, 2007), have reported a 90 per cent rise in their com- 
bined net profit to Rs 1,421.09 crore compared to Rs 748.6 crore 
in the previous corresponding quarter. Revenues rose 37 per cent to 
Rs 5,347.7 crore from Rs 3,896 crore. 

Among others, Ballarpur Industries, Mastek, iGate Global 
Solutions, Gujarat NRE Coke and Prism Cement also came out 
with their fourth quarter and annual results. Barring Gujarat NRE 
Coke, which reported a 220.5 per cent fall in net profit to Rs 51 
crore, the others reported profits that were higher by 22 per cent to 
375 per cent. (see Tbe Results Look Good). 

Says Sangeeta Purushottam, Head (Institutional Business), 
Religare Securities, an investment and research firm: “India Inc. will 
continue to roll out a strong performance for the fourth quarter of 
2006-07 on the back of strong sales growth." 


THE RESULTS LOOK GOOD 





According to estimates by Motilal Oswal Securities, another 
stockbroking and research firm, the Sensex companies, on aggregate, 
will report a 33.3 per cent growth in net profits; it pegs the Sensex 
EPS at Rs 709 (FY 2006-07). The surge is expected to be on the back 
of a strong revenue growth of 22.3 per cent and the operating profit 
growth of 26.1 per cent. Rajat Rajgarhia, Head (Institutional 
Research), Motilal Oswal, says: “Companies in the cement and 
telecom industries will witness the highest growth in net profits and 
the largest jump in EBITDA, while retail, telecom and rr companies will 
record impressive topline growth.” Adds Purushottam: “Only the 
sugar sector is expected to put up a dismal show.” 

If the trend of the first flush of results holds, then India Inc. will 
give the markets lots to cheer about. Growth in top and bottom lines 
has so far been robust and largely in line with market expectations. 
But, the bulk of results are still to come out. And remember, these 
are last year’s numbers; this year, high interest rates and the resultant 
price increases threaten to spoil the overall feel good mood (see Are 
the Good Times Over? page 66). And though Prime Minister 
Manmohan Singh and Finance Minister P. Chidambaram will be hop- 
ing otherwise, this year could well be different. 
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Q&A 
"Growth Alone is 
not Enough" 


UNCAN CAMPBELL, DIRECTOR 
1 deem: Strategy Depar- 
tment), ILO, was in Delbi in early April 
to attend a conference on the link 
between growtb and employment in 
South Asia. He spoke to BT’s Kapil 
Bajaj on a range of issues. Excerpts: 


ILO has expressed concern over the grow- 
ing disconnect between growth, invest- 
ment and employment the world over. 
Why is this happening? 

There’s been a weakening of the link 
between growth and job creation. A 
4 per cent growth in the world econ- 
omy today doesn’t create as many jobs 
as it did 25 years ago. The interde- 
pendence of economies has altered 
the traditional trade theory. The com- 
petition in the global markets is 
increasingly favouring higher-skilled 
labour, even in sectors like garments 
which have traditionally employed 
large numbers of low-skilled workers in 
the developing world. 


Why is that so? 

You cannot compromise on technology 
if you want to compete in the global 
markets. In the closed economies of the 
past, you could have hired more peo- 
ple instead of buying new machines, 
but not any more. And the best tech- 
nologies are specifically designed to 
cut down labour costs. 


What's happening in India? 
India has seen an absolute decline in 
manufacturing jobs. So growth alone is 
not enough. You need the right labour 
policies at the right time. 
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! IF TIME IS MONEY, 
THREE YEARS IS SMART MONEY. 


BIRLA SUN LIFE LONG TERM ADVANTAGE FUND - SERIES 1 


(A 3 Year Closed-end Small and Mid Cap Eauity Scheme with an Automatic Conversion into an 
Open-ended Scheme upon Maturity.) 
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Birla Sun Life 


Small and Mid Cap segment of the market provide ideal ground for identifying 


tomorrow's winners. Benefit from these two high growth potential segments without Mutual Fund 
letting short-term ups and downs come between you and wealth creation. Invest in Was 
à Birla Sun Life Long Term Advantage Fund - Series ] now. The clock is ticking! The name inspires trust 


Toll free: 1-800-22-7000 Non Toll free: 91 -22-6691 7777 SMS'GAIN' to 6767 www.birlasunlife.com 






New Fund Offer opens on 9th April 2007. New Fund Offer closes on 11th May 2007 
New Fund Offer price Rs. 10 per unit 


Statutory Details: Constitution: Birla Mutual Fund has been set up as a Trust under the Indian Trust Act, 1882. Sponsors: Birla Global 
Finance Ltd (since merged with Aditya Birla Nuvo Limited) & Sun Life (India) AMC Investments Inc [liability restricted to seed corpus of 
Rs. 1 Lac]. Trustee: Birla Sun Life Trustee Company Pvt. Ltd. Investment Manager: Birla Sun Life Asset Management Company Ltd. 
Objective: To generate consistent long-term capital appreciation by investing predominantly in equity & equity related securities of 
companies considered to be Small & Mid Cap. Asset Allocation Pattern: Equity & Equity Linked instr. of Small & Mid Cap companies: 
6596- 10096 (out of which Small Cap 10%-50%, Mid Cap 35% - 100%), other Equity & Equity related securities incl. Derivatives: 096-3596 
& Fixed Income securities (incl. Money Mkt. Instr): 096-2095. Load Structure: Entry: NA, Exit: Nil. [Investors offering units for 
repurchase/ switch-out before maturity /conversion of Scheme into open-ended will be charged balance proportionate unamortized 
issue expenses on the applicable NAV] Liquidity: At Monthly intervals at NAV based prices. Risk Factors: The Scheme intends to 
predominantly invest in Small & Mid Cap stocks, which involves greater volatility & liquidity risks. Mutual Funds & securities investments 
cure subject to market risks & there can be no assurance or guarantee that the objectives of the Scheme will be achieved. As with any 
P cue in securities, the NAV of the Units issued under the Scheme may go up or down depending on the various factors & forces 
ing capital markets & money markets. Past performance of the Sponsor / Investment Manager / Mutual Fund does not indicate the 
future performance of the Scheme & may not necessarily provide a basis of comparison with other investments. Birla Sun Life Long Term 
Advantage Fund Series ] is only the name of the Scheme & does not, in any manner, indicate either the quality of the Scheme or its 
future prospects or returns. The Scheme is required to have at a Portfolio level a minimum number of 20 investors & no single investor 
should account for more than 25% of its corpus immediately after the close of the NFO. In case of non-fulfillment of any one of the 
aforesaid criteria, the Scheme shall be wound up as per the SEBI guidelines. For further Scheme Specific Risk Factors & other 
details please read the Offer Document carefully before investing. 
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Cars Galore 


Three new cars were launched within two days of the start of the new fi 
see a lot more cars roll out. So, what has already come and what is ex 
the cars that have already come and some that are about to come. KU 


Make no mistake; this is the same old Palio with 
slightly updated interiors. The base model has a 
smaller 1100 cc engine, that promises to take care of 
the Fiat's bugbear, fuel economy. 

USP: Still the same underpinnings, meaning dri- 
vability will remain excellent. 

PRICE: Rs 3.5-4.3 lakh (ex-showroom New Delhi). 


ODA FARI 









Launch date: end-2007. 
This is the most important car that Skoda 
will introduce in India; so important that the 
Czech division of Volkswagen has put off 
the launch for years. Honda City, watch out. 
USP: Skoda plans to bring in a modern 
diesel engine that, along with fantastic 
build quality, should hold the car in great 
stead. And remember, in reality, what 
you're getting is a VW Polo. 

EXPECTED PRICE: Rs 6.5-7.5 lakh. 


Launch date: Early May. 

Maruti is ruining its staid image—first the 
Swift and now this? This car might actually give 
the Honda City a run for its money. 

USP: It is a Maruti, so reliability and economy 
Should not be issues, but how will it be to 
drive? That is the 30,000-cars-a-year question. 
EXPECTED PRICE: Rs 6.5-7.5 lakh. 


Launch date: mid-to-late 2007. 

The old Elantra was one of those unfortunate 
vehicles that didn't do too well despite being a 
good car. 

USP: Hyundai plans to give the new, much bet- 
ter looking Elantra an efficient diesel motor. It IERCEDES BENZ CL CLASS 

is the badge that is Hyundai's problem. So what if BMW and Audi are making inroads in 
EXPECTED PRICE: Rs 9-11 lakh. India? Mercedes has fired a shot across their 
bows by launching the superfast CL class. 
This is no poor man’s Mercedes and even 
though its delightful clean lines might seduce 
road users, you'll have to have an IPO to afford 
one of these babies, 

USP: 0-100 kmph in five seconds! Need we Say 
more? 

PRICE: Rs 1.2-1.6 crore (ex-showroom Delhi). 


nancial year, and the year ahead will 


pected in the future? We take a look at 
SHAN MITRA 


The Getz gets (pun unintended!) a 
makeover and a smaller 1100 cc en- 
gine; the production of the existing 1300 
cc model will continue. And a diesel one 
IS On its way before the end of the year 
USP: Fresher car, decent performance 
and better mileage as well. But the 
diesel will be worth the wait 

PRICE: Rs 3.9-5.2 lakh 


(ex-showroom New Delhi) 


Launch date: April-May 

The old Daewoo Matiz reborn from 
General Motors. It certainly looks funkier. 
but one has to wait and see what engine, 
and most importantly, which gearbox GM 
india puts inside the car. 


USP: GM claims that the car has been 
modified all over, so what if the 
bodyshell looks similar. The car will be 
slap-bang in Zen Estilo territory 


EXPECTED PRICE: Rs 3.25-4 lakh. 





For details on Mahindra Renault Logan, see BT Drive on Page 164 
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No Immunity 


ESPITE BEING AMONG THE 
largest producers of vaccines 
in the world, India is facing a crisis 
in its immunisation programmes. 
The reasons: a crumbling epi- 
demiological and disease surveil- 
lance mechanism and the complete 
lack of government capacity to fos- 
ter vaccine R&D and production 
and implement and regulate vac- 
cination programmes. “The situa- 
tion is so bad that no vaccine 
producer in the world knows 
which vaccines India (which has 
the largest immunisation req- 
uirement in the world) will need 
in the years to come," says Y. 
Madhavi, a researcher at National 
Institute of Science, Technology 
and Development Studies, a New 
Delhi-based csiR institution. 
R.K. Srivastava, Director 
General of Health Services in the 
Ministry of Health, declined to 
comment on the matter. When 
contacted, a top WHO official had 
no idea what projected demand 
for vaccines means in the Indian 
context. "The coverage of even 
basic vaccines (measles, diphthe- 
ria, pertussis, tetanus, oral polio 
and BCG) used in the Indian 


Universal Immunisation Progr- 
amme (UIP) has been poor mainly 
because of badly functioning pri- 
mary health centres. That does 
not augur well for vaccines against 
other diseases that will be needed 
in future. The government has 
no system in place to forecast de- 
mand on the basis of which ind- 
ustry can begin developing such 
vaccines," says Varaprasad Reddy, 
Managing Director of the 
Hyderabad-based Shantha 
Biotechnics, which makes a num- 
ber of WHO-pre-qualified vaccines 
for developing countries. 

This problem is compounded 
by the fact that despite having 
millions of children in need of 
immunisation, the country does 
not have a National Vaccination 
Policy. Government data on 
immunisation programmes are 
also misleading. “The govern- 
ment's claims about 'coverage' 
doesn't always reflect the true pic- 
ture of immunisation,” says a retired 
top official of the Ministry of 
Health, on condition of anonymity. 

The much-hyped Pulse Polio 
Programme is a case in point. 
The strategy of excessive OPV (oral 





Who is to blame? Reddy's dilemma 


polio vaccine) dosing and the fail- 
ure of the programme to deal 
with the persistence of the dis- 
ease in UP, Bihar, Delhi and West 
Bengal has been attacked by a 
number of experts. “After spend- 
ing more than Rs 2,500 crore on 
this misadventure, we are clearly 
far from the goal of elimination of 
poliomyelitis. Today, what con- 
cerns us the most is the poten- 
tial of future outbreaks,” wrote 
C. Sathyamala, a professor at 
Centre for Social Medicine and 
Community Health, Jawaharlal 
Nehru University, who co- 
authored and published a paper 
on the subject in 2005. 

There are 21 million babies that 
are born in India every year who 
run the risk of contracting polio. Is 
the government listening? 

KAPIL BAJA] 


MFs Train Their Sights Overseas 


HE INTERNATIONAL STOCK 
Eme are outperforming the 
Indian ones. So, investors are rush- 
ing towards mutual funds (Mrs) that 
invest in overseas markets. Last 
week, Fidelity AMC became the third 
MF to launch a fund that invests in 
overseas securities. Principal Mutual 
Fund and Franklin Templeton AMC 
are the only others that have 
launched similar funds. But ING MF, 
Kotak AMC, Sundaram BNP Paribas 
MF and Deutsche AMC are lining up 
funds to tap this small but growing 
niche within the MF industry. 
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LET'S INVEST ABROAD 


FUND NAME 


Says Ashu Suyash, Managing 
Director and Country Head, Fidelity 
AMC: "Diversification of assets is 
very important and our interna- 
tional investment expertise will help 


ABSOLUTE RETURNS IN PERCENTAGI 
} MONTHS 1 YEAR 


CORPUS _ 14 DATS — 1 MONTH 





achieve this for Indians.” The for- 
eign investment limit for retail 
investors remains at $50,000 (Rs 
21.5 lakh) per calendar year. 
MAHESH NAYAK 
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Advertising's Great Talent Crossover 


175 BEEN DUBBED THE FLIGHT OF 
I the creatives. India’s advertising 
agencies, once the bastion of the 
quirky and the talented, are bleed- 
ing human resources across all 
management levels. Exact num- 
bers are unavailable, but industry 
executives place the attrition rate 
at over 30 per cent. This trend, of 
creative personnel moving 
over to corporate positions 
on the client side, which 
first came to notice a cou- 
ple of years ago, is now 
threatening the very core 
of the industry. 

Rajiv Agarwal, the man 
behind campaigns such as 
Raymond’s The Complete 
Man, says in jest: 
“Somewhere along the line, 
the old advertising industry 
died but somebody forgot 
to tell us.” Agarwal, who 
quit his position as Managing 
Director & CEO, Bates India, 
may have done it for per- 
sonal reasons, but others 
who followed him through 
the exit door did it for pro- 
fessional ones. 

Piyush Pandey, 
Executive Chairman and 
National Creative Director 
(India and South Asia), 
Ogilvy & Mather, says ad 
agencies have always been a 
good sourcing ground for 
other industries. “Their (ad 
pros’) proficiency in communica- 
tion, presentations and negotia- 
tions makes them a lip-smacking 
proposition for many sunrise in- 
dustries, such as retail and tele- 
com, which want such skill sets," 
he says. 

It's worth noting here that 
while the creative agencies strug- 
gle to retain talent, it's ล much 
easier life for the media buying 
houses, many of which were spun 
off from the erstwhile combined 
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agencies, says Prasoon Joshi, 
Executive Chairman McCann 
India and Creative Director, 
McCann South and South East 
Asia. "Media buying is a spe- 
cialised field; so professionals here 
have limited (but highly lucrative) 
skill-sets. But people from the 
account management side are 





multi-specialised; this makes them 
more susceptible to offers from 
other sectors," adds Colvyn 
Harris, CEO, JWT India. Also, the 
fact that media buying remains a 
very lucrative sector helps. 

The problem lies in the 
unfavourable working conditions in 
pitch stops. “The biggest mistake 
was in doing away with the 15 per 
cent commission system,” laments 
Arvind Wable, Executive Director, 
FCB Ulka Advertising. That put 


pressure on margins, squeezing not 
just bottom lines but also pay pack- 
ages. Result: people began migrat- 
ing to greener pastures. It is not 
unusual for middle and junior man- 
agement personnel to receive 
100 per cent pay hikes when they 
switch over to sectors like retail, tel- 
evision and FMCG. Agrees Pandey: 
“When a sector such as 
banking and finance pays 
two-to-three times what 
agencies offer an IIM gradu- 
ate, it's unreasonable to exp- 
ect them to opt for this sec- 
tor." Harris is more blunt: 
"We can't afford to match 
the astronomical salaries be- 
ing offered by other sec- 
tors," he says. 

A sure sign that adv- 
ertising has lost its halo as a 
preferred career choice can 
be gauged from the cold 
shoulder given to the indus- 
try by B-school graduates— 
only six IIM students, out of 
a total of about 1,269 opted 
for it this year (see Sold on 
India on page 106)—who, 
till about five years ago, used 
to consider it an exciting ca- 
reer option. “Well, there are 
more exciting options avail- 
able now—television and 
movies for instance," says 
Joshi, who himself moon- 
lights as a scriptwriter and 
lyricist for Bollywood's 
masala genre. Santosh Desai, for- 
mer President & coo, McCann 
Erickson, and currently CEO, Future 
Brands, blames stagnation and the 
lack of upward mobility for this 
state of affairs. “Many senior guys, 
who were being groomed as suc- 
cessors, continue to languish as 
bridesmaids without getting to the 
altar," he says. 

What's the remedy? As of now, 
no one seems to have an idea. 

TEJEESH N.S BEHL 
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What is it? An eToken is a cigarette lighter-sized 
device that you plug into the USB port of your 
computer, enter your username and password, 
and start working. It protects owners of 
digital content and services from identity theft 
and unauthorised access. 


Why is it needed? An eToken provides two lev- 

els of authentication—the physical possession of it 

as well as your username and password, compared to only 

the usemame and password combination which can be stolen. Areas like internet 
banking, e-commerce and e-learning need more solid authentication. 


How's it implemented? The vendor, Aladdin Knowledge Systems, imports the 
implementing organisation's digital signature into eTokens and integrates it with 
databases of usernames and passwords. The eTokens are then distributed to 
the users. The process takes just a few days. 


How much does it cost? Rs 2,000-5,000 per eToken depending on the 
applications to be protected and their storage capacity; it is currently available 
in capacities ranging from 256 MB to 4 GB. 





KAPIL BAJAJ 
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2003-04 
Figures in Rs crore 


STATUS: Rs 3,44,050 crore (April 
2006-February 2007). 

IMPACT: Increased revenue mobilisa- 
tion means the govemment will have 
to borrow less from the market, free- 
ing up funds for other (mostly cor- 
porate and retail) borrowers. 
secondly, revenue buoyancy will all- 
ow the government to increase its 
spending on infrastructure and other 
developmental activity. 


Will the Story Turn? 


AE 


Mar. 30 Dec. 29 Sept 29 June 30 Mar 3] 
2007 — 2006 


Bank credit outstanding figures in Rs crore 
Source: RBI 





STATUS: Rs 1,56,848 crore (as on 
March 30, 2007). 
IMPACT: There was robust appetite for 
credit in the economy. However, the 
recent interest rate hikes are expected 
to lead to a slowdown in credit off- 
take during the current financial year. 
COMPILED BY MAHESH NAYAK 
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P-WATCH 


A bird’s eye view of what’s hot and what's 


not on the government's policy radar. 





ANDHRA COURTS INDUSTRY 


AVING BAGGED SEVERAL IT 
| LE investments, the 


Andhra Pradesh government is 
now aggressively marketing the 
staté to non-IT sector companies 
as well. *The total incentives 
extended by the state will amount 
to close to 20 per cent of the proj- 
ect cost. The equivalent in other 
states works out to around 8 per 
cent of the project cost," says 
Venugopal Dhoot, Chairman, 
Videocon, who preferred Andhra 
Pradesh to West Bengal for his Rs 
1,000-crore semi-conductor unit. 

50, what's the key to attract- 


ing investments? Land, water and power at conces- 
sional rates, says Dhoot, who decided on Andhra 





Making a pitch: Chief Minister Reddy 


Pradesh early this month. *Over the past two years, 


HVHNAISÍVM NOH 


we have been gathering informa- 
tion on the incentives other states 
are willing to offer and have been 
systematically trying to better 
that," says a state government 
official. 

The thrust on non-IT areas 
does not come at the cost of the 
IT industry, though. In the case 
of land allotment for Infosys' 
second campus in Hyderabad, 
the government is considering 
an alternate location since the 
current one is caught up in legal 
wrangles. 

Surely, non-exclusive mar- 


keting efforts will go a long way in ensuring inclu- 
sive growth in the state. 


E. KUMAR SHARMA 


STATE PLANS TO FILTER NEWS 


ILL RECENTLY, INFORMATION FROM THE GOVERNMENT 
Tea anything but forthcoming. Then came the 
Right to Information (RTI) Act, which allowed you 
access to government dealings. But what constitutes 
sensitive information and what doesn’t is something 
the government is grappling with. So expect new 
norms to follow shortly from the office of the Central 
Information Commission (CIC), which implements the 


RTI Act. 
MORE LEVERS 


Where does it cut? 
| Private sector interest 
m Norms in the works to define 
sensitive information 


is rampant in sectors 
| z where state or state- 
m May be tailor-made for specific : j 


sectors brokered procure- 
พ Aimed at averting use of informa- "ent is high— 
tion as a competition tool Defence, Railways, 


Power, Oil & Gas sec- 
tors top the chart. The challenge: ensuring national 
security; and providing information that is not used as 
a competition instrument. Evidently, it’s about under- 
standing the value of information in the marketplace. 
Hope, the bureaucrats get it right. 

AMIT MUKHERJEE 
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RBIFIRES SALVO AT P-NOTES 


HE RESERVE BANK OF INDIA DOES 
Te lose an opportunity to 
remind the Finance Ministry that 
the use of Participatory Notes 
(PN) in the country's stock mar- 
ket needs to be curbed. Earlier 
this month, it wrote a letter to North Block suggesting 
an urgent need to amend the existing regulations on 
short-term volatile financial portfolio inflows. 

The reason: swelling foreign inflows of 
Rs 2,20,523 crore of net investment in Indian equi- 
ties at last count—with over 1,000 registered Flis in 
India and 40 per cent of these funds relating to PNs 
issued by the Fils. RBI's aversion to PNs began a few 
years ago owing to a lack of identity information of 
the PN holder on an upfront basis. Governor Y. V. 
Reddy's objective now is two-fold—ease the central 
bank's job on battling inflation by stemmi ng avail- 
ability of funds and safeguard against any sudden 
pull out of "hot money" (FII pullout could trigger a 
free fall for the rupee in the foreign exchange mar- 
ket). Will the Finance Minister blink? 

ANAND ADHIKARI 
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P-WATCH COLUMN The why, what and how-to of policy making. 








A GENTLE REMINDER 

EARLIER THIS MONTH, ESSAR’S TOP 
management got a taste of its 
own medicine, at the hands of 
the bureaucracy. The issue: 
whether or not the Vodafone sale 
breached the 74 per cent FDI 
norms. The government's take: 
inspector raj to monitor the FDI 
door, which continues to remain 
only ajar on account of security 
concerns. 

Naturally, resistance from the 
company followed—only to be 
reminded about a letter that it 
had written to the government 
against Egyptian telecom major 
Orascom a year ago. The reason: 
security concerns. 

BC 


KEEPING WITH THE TIMES 


GENERALLY, INTERACTION BETWEEN 
the corporate world and the gov- 
ernment depends on the extent 
of regulation. But what happens 
when power shifts from the gov- 
emment ministries to the regulator, 
a phenomenon that is on the rise? 





Visits to the regulator increase. 
And, what better proof than the 
visit that was recently paid by 
Mukesh Ambani to the Secretary 
of the Petroleum Regulatory 
Board—even before the formal 
appointment of the members. 
Telling, it is. 

BC 
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BACKTO BASICS, PLEASE 


VERY NOW AND THEN, NEW CONTROVERSIES ERUPT IN THE INDIAN POWER 
EL Just when the ghost of the Dabhol (now Ratnagiri) project 
was beginning to fade away, the behemoth 4,000 Mw Sasan ultra- 
mega project has gained prominence. And, for most part, it is for the 
wrong reasons. 

Sloppy tendering by the state-owned Power Finance Corporation has 
now forced the authorities to reopen the award to the Lanco-Globeleq 
consortium on the grounds of alleged misrepresentation of facts relating 
to its financial abilities to execute the project. 

The intensity of this controversy is understandable—the tariffs 
offered are extremely competitive (Lanco has offered a tariff of Rs 1.18 
per unit while Reliance, a close second, had bid Rs 1.29 
per unit) and that too from the private sector which 
has shied away from participating in the power 
sector. The reasons for the latter are well 
known—for every rupee of power sold, 
only 65 paise is recovered, the rest lost to 
theft and technical losses. 

And, therein lies a larger debate 
flowing from the principal question: is 
this tariff reflective of the promoters' 
willingness to settle for lower profits, 
hoping that consumers will pay and 
investments to reduce technical losses will 
happen at ล fast pace? 

Not really. 

Consider: The tariff quoted does not include 
profits that the promoter can reap from selling coal 
(from the captive mine) to other power companies, given that the reserves 
are in excess of requirement. Hence, any comparison with the existing 
profile of generation tariff from new plants, which hovers around Rs 1.50 
per unit, in itself provides little justification for the government to broker 
the ultra-mega projects. 

There is, no doubt, a compelling argument in favour of government 
intervention—with rampant power shortages of as much as 20,000 Mw, 
the need for quick capacity addition is imperative. Furthermore, the inad- 
equately developed fuel sector—whether coal or gas or hydel resources— 
puts off private interest in the power generation business. 

How, then, should the ultra-mega power policy be altered? First, ramp 
down the capacity of the projects (two bid out, seven more to go) to under 
2,000 Mw as that will allow many more players to qualify. Besides, they 
will be far more viable as the possibility of payment default reduces. 
Secondly, recognise that until now, market appetite for private power has 
mostly been in the region of 500 Mw projects with lenders, who meet as 
much as 70 per cent of the project cost, daring no more. Clearly, if the 
market were ready for more private power, in terms of the key business 
constraint, payment ability, it would have happened without the Centre's 
assistance. The Centre ought to go easy on steroids. 

BALAJI CHANDRAMOULI 
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NUMBERS OF NOTE 4 
NEWS ก ณะ ๓ ! 


SHARAD PAWAR $6.5 billion (Rs 27,950 crore): FDI inflow into 
== india during the October-December quarter, according 
to the latest balance of payment figures 


28 per cent: Average annual growth of India’s 
services exports over the last five years. The 
corresponding figure for merchandise exports is 
22 per cent 


1,534, 166 Sq. km: Total agricultural land x 


in India 


148. New Delhi's rank in human resource 

consulting firm Mercer's 215-city Quality of Living 

aes ว i Survey. Two Swiss cities, Zurich (#1) and Geneva 
BCCI's Pawar: The going is tough (#2), top the list. Mumbai ranks #209. 


EE UU $37,668 uin nis projected GDP by 
amio for Sharadchandra Govind Rao Pawan — 3050, Jimost at par with the projected US GDP of 
66. The Maratha strongman, as he is often called, a $38,514 billion 
four-time Chief Minister of Maharashtra, is now 
Union Minister for Food and Agriculture. But it’s his 
other job, as President of the Board of Control for 
Cricket in India (BCCI), that has kept him in the news 


MEL am mda from the Rs 8,60,000 crore: The total worth of the 


is Indian cricket. Perhaps Pawar' instincts as a Indian food sector 
politician got the better of those of Pawar the ad- | 
ministrator. All the solutions—from pay cuts for Rs 6 lakh: The annual salary of President A.P.J. 
cricketers to the cap on the number of products a Abdul Kalam; this translates to $13,964. US President 
player could endorse to talk of dropping or "resting" George W. Bush, British PM Tony Blair and Russian 
underperforming seniors—reek of populism. They are President Vladimir Putin draw $400,000 (Rs 1.72 
also seen as arbitrary and one-sided; Sachin crore), $370,046 (Rs 1.59 crore) & $67,464 (Rs 29 
Tendulkar and Yuvraj Singh have been served notices —— 19^). respectively 
to explain their comments on the situation to the me- 
dia, but coach Greg Chappel's leaks of team infor- 500,000. Likely shortage of knowledge workers 4| 
mation have been glossed over. Can these measures in India by 2010, according to a McKinsey report 
really cure Indian cricket? The jury is divided. 

Meanwhile, things haven't been going well 1 7: The number of incidences of load shedding 
for Pawar politically. His party, NCP, which runs manufacturers face in a month in India. The numbers 
Maharashtra in coalition with the Congress, for Malaysia and China are 1 and less than 5 
received a drubbing at the hands of the Opposition 
Shiv Sena-BJP alliance in the Mumbai municipal 70. Percentage of new cars made in the US that 
polls, calling into question the longevity of the have iPod-compatibility as a standard feature 
Congress-NCP alliance. 

, These ate obviously not the best of times to bein | £2.5 billion (Rs 21,000 crore): Value 
Pawar's shoes. But the man is a survivor and is of Scotch whisky exported worldwide last 
known for his canny instincts. He will need to draw year, an all-time record. Export volumes 
on all of it to ride through the storm that seems to be were also at a new record high of 1.05 
enveloping everything he has touched recently. billion bottles. The US was the largest 

| KRISHNA GOPALAN destination, and imported Scotch worth 
£400 million (Rs 3,360 crore) 





SIPRA DAS 





Rs 7,3 10 crore: The projected tech spending x 
by India's retail industry by 2010 
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Nokia describes its 
N-Series phones as 
mobile multimedia 
computers—machines 
that can do a lot more 
than just be used for 
talking. Its latest device, 
the N95, has taken the 
ability of phone-makers 
to fill more and more 
features into a device to 
new heights. The N95 
showcases where 
mobile phones are 
headed, and the future 
looks pretty good. 
KUSHAN MITRA 


The N95 isn't the 
smartest looking phone 
on the market, but it 
has a cool double- 
slider and large 
320x240 pixel QVGA 
screen, and is also 
surprisingly light! 
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The N95 has auto-focus and 
Carl-Zeiss lens and takes 
darn good images with its 
3-megapixel sensor. Colour 
depth and image sharpness 
is very good. Sure, you can 
argue that it is twice the 
price of a regular point-and- 
click digicam, but cameras 
can't make phone calls can 
they? 
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NOKIA d Nokia's PC-to-phone software has just been 

| given an upgrade for the N95 and the latest 
version, 6.8, though heavy on system resources, 
is much easier to use. 





Global Trade: A Fine Balance 


As China, India, and the Eastern Bloc have opened up the world markets, opportunities to export have also expanded considerably 
for both advanced economies and developing countries. 


Exports of Developing Countries Imports of Developing Countries Manufacturing Exports of Advanced OECD Economies by Destination 
(per cent of advanced (per cent of advanced (per cent of total) 
economies’ exports) economies' imports) 2 
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Movie and Music Player 
The N95 has a second slider, which has 
Multimedia ‘hotkeys’. Nice touch, but the keys 
require a bit of force and dexterity to operate. 





Here is the catch, the N95 
not only has a GPS locator, 
it also has maps pre-loaded 
onto it. However, while the 
phone is capable of doing 
this, Nokia has disabled this 
feature for the Indian 
market, because of security 
concerns from the 
government. Hopefully, this 
should get sorted out soon. 





some (no touch-screen though), but 
function as well as India's limited wireless data speeds make this 
more of a show-device in India. It is a fantastic device, but all those 
features do take a toll on battery life. At an expected tag of Rs 40,000 
plus, this is a rich man's toy. 


The share of developing country products in the 
manufacturing imports of advanced economies has doubled 
since the early 1990s. Developing countries have also been 
capturing an increasing share of world markets. Their imports 
have been growing faster than those of advanced economies 
and the share of advanced economies exports going to 
developing countries has been rising (though not as rapidly 
as the share of developing countries in their own imports). 
The strong export dynamism of emerging markets and 


developing countries is in products made by both skilled 
and unskilled labour; developing countries’ share in world 
exports of skilled goods and services has been on the rise 
in recent years as well. India’s export basket is also changing 
rapidly towards skill-intensive services, but the country s 
weight in world trade remains small 
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“Inside Intel, we have an expression: If 

you have something tough, give it to the 
Americans. If you have something difficult, 
give it to the Indians. If you have something 
impossible, give it to the Russians" 

Steve Chase, President, Intel Russia, in Fortune 


“When you are young, you believe that you are 
superhuman and can do everything together. 
The truth is, you can’t. And even if you can, it 
will be for a limited period. Overambition, 
work pressure and the resulting stress will get 
to you eventually” 

Moninder Jain, Director (South Asia), Logitech, in Business Standard 


“I firmly believe that you can't shrink your 
way to greatness" 
Charles Prince, Chief Executive, Citigroup, on cost cuts, to Reuters 


*The worst thing about being a business 
owner is that you're worth a lot on paper, 
but cash flow is tight" 


Mark Nash, Partner, Personal Financial Services, PricewaterbouseCoopers, 
who works with high net worth mdividuals and closely-held businesses, in 
Fortune Small Business (FSB) magazine 


“At the end of the day a company must 

remain focussed on its core business. BILI 

was about paper, not newspapers or chemicals. 
[ brought the focus back to paper” 

Gautam Thapar, Chairman, BILT, in The Economic Times 


“The path to creation of wealth is the same 
for everyone. But the differentiator comes 
after you make a profit. The path should 
have certain values. Because values are like 
beacons, which take you to the safety of the 
harbour when you are on the stormy seas” 
J.J. Irani, Director, Tata Sons, in BusinessLine 


*For us, India is only one market in the world, 
albeit an important one” 
Malvinder Singh, CEO, Ranbaxy, เห Economist 


*A thunderous message is sent when a senior 
leader is removed not for failing to follow key 
rules but for failing to create the right culture” 


Ben W. Heineman Jr, Senior Fellow, Harvard Law School,in Harvard 
Business Review 
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ANNOUNCED: 
By Infosys Tech- 
nologies, the 
appointment of 
Nandan Nilekani 
as Co-Chairman of 
the company w.e.f. 
June 22. The 
boardalso appointed Kris Gopalakris- 
hnan, COO, President and Joint MD, as 
CEO and MD, and S.D. Shibulal as 
COO. N. R. Narayana Murthy will con- 
tinue to be the Chairman. 





RECORDED: By the Index of 
Industrial Production (IIP), a growth 
of 11 per cent during February 2007, 
against 8.8 per cent in the correspon- 
doing month last year. The manufac- 
turing sector improved by 12.3 per 
cent in February compared to 9.2 per 
cent in the same month of 2006. 
However, the poor performance of the 
electricity sector acted as a dampener 
and restricted the overall growth rate. 


TWEAKED: By the Government of 
India, the import norms for motor-cycles 
to allow the import of 800 cc and 
higher Harley Davidsons from the 
US; these bikes will have to 
adhere to Euro 
lll emission 
norms. Thus 
far, India 


SO FAR SO GOOD 
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had restricted the imports of high ca- 
pacity bike as there are no local facili- 
ties to test the vehicles. 


RANKED: By Deloitte Tax LLP, India 
as the world's eighth-largest market 
for M&A deals in the first quarter of 
2007. It ranked 11th in 2006. The fig- 
ures for the first quarter are 83 per 
cent higher than that of the full year fig- 
ures of last year which were at $13.97 
billion (Rs 60,071 crore). India has 
surpassed China and South Korea in 
the Asian league table and is only be- 
hind Japan in the M&A market. 


REDUCED: By Bajaj Auto, the price of 
100 cc Platina by Rs 3,000 to 
Rs 33,000. The bike is Bajaj's last 
remaining 100 cc offering in the Indian 
market. The company has already an- 
nounced its plans to exit this segment. 
The offer was made possible by the tax 
cuts and excise incentives offered by 
Uttarakhand where it has set up a 
new plant. 


CROSSED: By India's foreign exchange 
reserves, the $200-billion (Rs 8,60,000- 
crore) mark for the first time. Forex 
reserves for the week ended April 6 
stood at $200.34 billion 
(Rs 8,61,462 crore), giving 
India the #7 spot among 
emerging markets. 
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IT COS RAMP 


Foreign interns: Part of Indian strategy 


HE INFOSYS LEADERSHIP INSTITUTE, LO- 

cated on the company's 315 acre 
campus in Mysore, is becoming a key 
cog in the company's globalisation 
strategy. It is, at any given point in 
time, the temporary home to well 
over 100 American interns and has 
evolved into something of a calling 
card for an industry trying to play 
down the threat of job losses in the 
West. "We will hire 300 Americans 
over the next year," says T.V. 
Mohandas Pai, ED and Head of 
Education & Research at Infosys. 

Its cross-town rival, Wipro, mean- 
while, has announced plans of re- 
cruiting 500 employees in the UK 
over the next year. "The expansion is 
part of a strategic initiative to build a 
strong local presence there," says 
sudip Banerjee, President of Wipro's 
Enterprise Solutions Division. 
Cognizant, too, is ramping up its ros- 
ter of local recruits in Europe. 

This will do much to assuage local 
trade unions such as Amicus in the UK 
that have been critical of the Indian IT 
sector for allegedly taking jobs away to 
low cost centres in India. But there are 
allegations that Indian IT companies 
pay less than the industry average in 
these countries, a claim denied by 
industry executives. "We have to com- 
pete for the same talent in the UK 
and the US and can't afford to offer 
sub-standard pay," says Infosys' Pai. 

RAHUL SACHITANAND 
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How Businesses are Using Web 2.0 


Globally, companies aren't necessarily relying on the best-known Web 2.0 trends, such as 
blogs; instead, they place the greatest importance on technologies that enable automation 
and networking. In a recent survey, 2,847 executives worldwide were polled on their companies 
next moves on the internet. 

Executives from some industries and regions that were slow to invest in the internet during 
the past five years are poised to move more aggressively now. For example, retail executives, 
whose companies were more likely than the average company to invest cautiously in the 
past, now overwhelmingly say they will step up investment in Web 2.0 technologies in the 
coming years. 


Interest is Highest in India 
What are your company’s plans for investing in Web 2.0 technologies over the next 3 years? 


Investment in these types of technologies will increase 
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A Choice of Technologies 
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Popular Bets 
Is your company investing in any of the following Web 2.0 technologies or tools? 
Web services L—m6 80 
4 
Collective intelligence bem 26 . 
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Social networking = 2 
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*Really Simple Syndication 
Source: 2007 McKinsey Survey on internet technologies 
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Chandra's Circus 





Can ICL do for cricket what Packer managed? ANUSHA SUBRAMANIAN 


N 1977, KERRY PACKER 

hit upon an innovative 

approach to revive the 

languishing ratings of 

his Australian televi- 
sion station, Channel Nine. 
He launched World Series 
Cricket (WSC), a breakaway 
professional cricket compe- 
tition that took on the estab- 
lished format of the game by 
luring 50 of the best inter- 
national cricketers with lip- 
smacking pay-packets. The 
concept took its time to click, 
but by the time the second 
season began, Packer's unique 
day-night one-day matches— 
played under floodlights, 
with teams in coloured cloth- 
ing—began to gain in popu- 
larity. Sections of the media 
dubbed the series *Packer's 
Circus", but looking back he 
was responsible for taking the 
game to a new level—micro- 
phones in stumps, helmets, 
cameras at both ends of the 
pitch and ล variety of cam- 
era angles, much of which is 
taken for granted today, were a 
function of WSC. 

Now, 25 years on, Subhash Cha- 
ndra, the pioneering founder of the 
Essel Group, which broadcasts the 
Zee bouquet of channels, appears to 
be trying something similar. Last 
fortnight, he announced the launch 
of a parallel cricket series, dubbed 
the “India Cricket League” (ICL), in 
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Zee's Chandra: India's Kerry Packer? 


association with financial institution 
IL&FS. Ostensibly aimed at improv- 
ing the quality of cricket talent in 
India, 161 will be set up with an in- 
vestment of Rs 100 crore and will 
be the richest professional cricket 
league in India with an annual prize 
money of $1 million (Rs 4.3 crore). 
The amount by itself may not ap- 
pear mouthwatering—after all 


Indian one-day cricketers will 
be paid Rs 1 lakh per match 
(after a recent revision)—but 
what works in Chandra's 
favour is the timing of the an- 
nouncement; it comes as it Is 
in the wake of India's debacle 
at the ICC World Cup, and 
the fans’ disillusionment with 
the team, the game and the 
Board of Control for Cricket 
in India (BCCI). 

The format? The league 
will initially comprise six 
teams, which will be 
expanded to 16 after three 
years. According to Chandra: 
“A professional league is the 
need of the hour, as is a killer 
instinct. Budding talent must 
be groomed at the grassroot 
levels and given the experi- 
ence to play on competitive 
pitches and not on placid 
tracks which is usually their 
downfall when tested on 
international circuits.” ICL will 
have 50-over one-dayers as 
well as 20:20 format games. 
Each team will also have first 
and second division sides so as to 
maximise talent utilisation. 

So, is the ICL another WSC in the 
making? Not quite, if you go by 
what Harish Thawani, Chairman, 
Nimbus Sports, which has paid 
$612 million (Rs 2,632 crore) and 
got the rights to BCCI Cricket 
matches until 2010, has to say. 
“There are dozens of cricket leagues 


ษ ห ง จ ง 1 เพ ก อ ร 


played like the Kanga League, and 
the Buchibabu League, to name a 
few, and this is going to be no dif- 
ferent." However, it isn't as if the 
idea doesn't have its merits. Anirban 
Das Blah, Vice President, 
Globosport, a Bangalore-based 
sports management company pro- 
moted by Mahesh Bhupati, thinks 
the ICL is the way to go. “This is the 
model followed worldwide for any 
sporting activity to flourish. But if 
they did it in partnership with the 
BCCI, it would be much better,” he 
says. Chandra, at the official 
announcement in Delhi, did men- 
tion that league would be comple- 
mentary to the work of the BCCI, 
which could draw from the talent 
that ICL produces. It is understood 
that the BCCI has already been app- 
roached by the Essel Group to co- 
operate in this effort, but no reply 
had been received so far. Ratnakar 
Shetty, Chief Administrative Officer 
of the BCCI, when contacted by BT 
was non-committal. “We do not 
have any clarity on the issue and, 
therefore, cannot comment.” 

Comparisons with the WSC may 
be premature. ICL has yet to rope in 
any players, current or former. 
Himanshu Modi, CEO, Zee Sports, 
says: “We are talking to quite a few 
players. It will be a mix of players 
still playing and players who are at 
the verge of retiring.” ICL will also 
need the BCCI’s consent to play in 
existing stadiums. Modi doesn’t see 
that as a problem. “The BCCI does 
not own properties directly. They 
are state-owned properties and if 
we pay the necessary fees I do not 
see a reason why we cannot get the 
venues.” ICL, for its part, may have 
plans for creating infrastructure, 
and that may be the reason for hav- 
ing IL&FS on board. V. Kapoor, CEO, 
IL&FS, was unavailable for comment. 
The ict clearly is still ล gleam in 
Chandra's eye, and he's got to follow 
up his announcement with some 
hard-nosed innovation, execution 
and negotiation. 


Eye of the Tiger 


Tram Sena wants more abe qon ร ย ส ด 


HEN THE MUMBAI-BASED SHIV 
Sena recently announced it 
would push for 80 per cent reser- 
vations of jobs for locals in malls 
and BPO outfits, few were sur- 
prised. After all, the political party 


came to power in the recent 


municipal elections in Mumbai 
on the plank of the welfare of the 
Maratbi manoos (man). And that 
agenda has been the party's 
favourite since the 60s. But when 
the party's trade union, the 
Bharatiya Kamgar Sena (BKS), pick- 
eted and shut down operations 
of three outlets of retail chain Big 
Bazaar for a couple of hours last 
fortnight, more than a few eye- 
brows were raised in the business 
community. The bone of con- 
tention was the axing of 120 
employees on probation. *We are 
against the firing of employees 
who have worked for more than 
six months. Companies do not 
have the right to sack employees 
overnight," says BKS General 
Secretary Kiran Pawaskar, who 
claims that the management of 
Big Bazaar was trying to break 
“the unity of employees". 


เท ณา ร ร ร ท 24 


Laid Low 


Why aren't Frito-Lay's snacks 
available in Big Bazaar stores? 


I: YOU'RE ONE OF THOSE BINGE CHIP 
eaters, and if you're accustomed 
to picking up your fix of Frito-Lay 
snacks—namely Lavs, Kurkure, 
Cheetos, Uncle Chips, and Lehar 
Namkeen—from the Big Bazaar 
chain of 50 stores nationwide, you 
might just need to check into rehab. 
Reason? The Future Group’s flag- 
ship retail chain has stopped stock- 
ing these products from the PepsiCo 
India subsidiary. That may be 
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“probationary 

of FES on is qul 
floors. However, bowing to pres- 
sure from the unions, the company 
has taken back the fired employees. 
Says Kishore Biyani, Chairman, 


gone. I hope everybody under- 
stands that.” The BKS meantime is 
training its sights on the hospitality, 
aviation and BPO sectors. 

T.V. MAHALINGAM 


because Frito-Lay has stopped sup- 
plying to Big Bazaar on the grounds 
of a breach of contract. According to 
Damodar Mall, President & CEO, 
Food Business Division, Big Bazaar, 
“the fault lies entirely with Frito-Lay, 
as apart from reducing our margins 
and supporting other retailers, Lay 
took some unilateral action which 
was not in keeping with the terms of 
agreement.” Manu Anand, Man- 
aging Director, Frito-Lay India, 
denies the accusation. “This is a 
part of normal business routine but 
it is not a fair representation of the 
matter,” he says. 

Anand may not say it, but Frito- 
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Snack story: Need for a resolution 


Lay may just be a bit cut up with Big 
Bazaar for increasing its promo- 
tions around ITC's latest offering of 
potato chips and finger snacks, 
Bingo. Pantaloon's own in-house 
brand, Tasty Treat, which includes 
savouries like namkeens and chips, 
is also being pushed aggressively. 
Mall points out that this is happen- 
ing simply because there's no new 
stock coming in from Frito-Lay. 
Big Bazaar officials claim that the 
size of this category has actually 
increased since the new brands have 
been introduced. “The sales have 
actually picked up over the last two 
weeks. Bingo and Tasty Treat are 
going off the shelf faster than Frito- 
Lay products and we are very happy 
with the change,” says Mall. 

So will the PepsiCo company 
lift the ban on Big Bazaar and 
recommence stocking its snacks 
with this chain? Anand says no 
decision has yet been taken, but 
points out that this need not be a 
definite end to the relationship. 
Mall says: "Since Frito took the 
first action, it totally depends on 
them but we are in the business 
of extending choice to the cus- 
tomers and will gladly restock the 
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products." Mall adds that if the is- 
sue intensifies, it could snowball 
and affect the stocking of the par- 
ent company's flagship range of 
soft drinks too. *The tendency to 
act unilaterally like supporting 
other retailers and engage in preda- 
tory pricing seems to emerge from 
MNCs and the Indian market should 
be ready to face this as a chal- 
lenge," thunders Mall. The days 
ahead will determine which side 
has its chips. 

PALLAVI SRIVASTAVA 





Turn Now 


Infosys now has a brand 
ambassador—its former CEO. 


T'S A RITUAL THAT'S PLAYED OUT 
E quarter, as the gaze of mar- 
ket watchers and analysts is fixated 
on the glass-and-chrome structures 
dotting the verdant campus of 
Infosys Technologies in Bangalore. 
Quarter after quarter, like clock- 
work, the well-oiled PR machinery at 
Infosys rolls out its top brass as they 
beamingly announce yet another 
set of record-breaking numbers. 
Every quarter, for the last 20, the 
numbers have not only matched up 
to Street expectations, they have 
had that little bit extra as to beat 
consensus forecasts from the Street. 
The mood emanating from these 
numbers usually set the tone for 
the market at least for the next few 
days and definitely sets the bar as far 
as the IT sector itself is concerned. 

This carefully-choreographed 
dance, in which the media is a will- 
ing—in fact eager—participant, has 
held little surprise. In a classic 
Infosys recipe, this time the story 
comes with a twist. But first the 
numbers: The company ended fiscal 
2006-07 with revenues of Rs 13,893 
crore (a 45.92 per cent growth over 


the previous year), a net profit of Rs 
3,856 crore (a 56.88 per cent 
growth year-on-year) and 72,241 
employees on its rolls. It has pro- 
jected that it would end the ongoing 
year with revenues of at least Rs 
17,038 crore. Result? The markets 
duly ended the day the results were 
announced 260 points higher. 

The twist in the tale was, come 
the following quarter, the main vis- 
age beaming down the podium 
would be that of the quiet and shy— 
but details-oriented, S. Gopalakrishnan 
(popularly known as Kris), the cur- 
rent Chief Operating Officer and 
Joint MD of the company. Current 
CEO & MD Nandan Nilekani will 
go on to become Co-Chairman of 
the board of directors and S.D. 
Shibulal, another co-founder, would 
be elevated as the coo of the com- 
pany. While Infosys usually assem- 
bles all its big hitters, including 
Chief Mentor N.R. Narayana 
Murthy, Nilekani and other board 
members on results day, it is usually 
the CEO who gets the maximum 
time under the arc lights. 

Exactly five years after he took 





Infosys' Gopalakrishnan: New role 
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Visit Malaysia Year 2007 
mega events include: 


Eye On Malaysia 
Malaysia international 
Aerospace Exhibition 


KL International Tattoo Show 
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be a major influence, just as the 
other members of the promoter 
team, Kris will become a new and 
important power centre. The move 


smacks of a policy of rotation, i 
where other promoters have a turn Will SEBI acknowledge the 


at the top job.” Nilekani himself existence of hedge funds? 


seemed sanguine about his ‘eleva- F MARKET REGULATORS GLOBALLY 
tion’ and said: “I will focus on key | ies terrified of hedge funds, that 
client relationships, be a brand may have to do with their inability 
ambassador, deal with broad to exorcise the ghost of the Black 
industry issues, provide global Wednesday of September 16, 1992. m 
thought leadership, lead some trans- The man who’s credited with 
formation initiatives and contribute “breaking the Bank of England” on 
to strategy." The new cEO that day is perhaps the most suc- 
presumably will have other things cessful speculator of all time, George 
on his plate. Soros. His private hedge fund, had 


over the mantle of CEO and MD, 
Nilekani is making way for co- 
founder Kris in what is seen as a 
well-orchestrated move to give the 
other promoters a look-in at the 
top job. According to Murthy: 
* ..Nilekani voluntarily decided, at 
a young age, to pass on the baton to 
a worthy successor..." That state- 
ment has been greeted skeptically in 
some quarters. Says an analyst with 
a leading brokerage firm who did 
not want to be identified: *Nilekani 
is hardly 51. If age is a factor, Kris is 
actually older than him. In spite of 
being enormously successful, 
Nilekani has clearly been kicked 
upstairs. While he will continue to 


We're | 
Not That Bad 


VENKATESHA BABU 
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On the Money Trail 


SEBI can now track funds coming in from safe havens. 


FEW, SMALL AGREEMENTS 
Å reached last fortnight may 


prove to be a giant step against 
money laundering. Last fortnight, 
at the annual conference of the 
International Organization of 
Securities Commission (IOSCO) in 
Mumbai, the Securities and 
Exchange Board of India (SEBI) 
and other market regulators across 
the globe were able to convince 
their in tax havens 
like Luxembourg, the British 
Virgin Islands and Bermuda to 
enter into multilateral memoranda 
of understanding (MMOU). 
Following this agreement, regu- 
lators who've signed the MMoU 
will be able to access information 
from these safe-haven markets. 
This makes life somewhat easier 
for SEBI as the regulator will now 
be in a position to track the source 
of money which comes into India 
from these tax havens. Till date 
the Indian market watchdog was 
helpless as it wasn't able to get 
information on the money that 
came in through offshore deriva- 
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tive instruments or participatory 
notes. Says Andrew Larcos of 
10560: “This has been one of the 
biggest milestones for us, as this 
will help us in tracking the flow of 
money from one country into 
other." In fact, 10SCO is in the 
process of convincing regulators in 
other markets like Costa Rica, 
Indonesia, Uganda, Mauritius, 
Thailand, Kenya, Tanzania, 
Vietnam, the Philippines and 
Brunei to sign the MMoU with 
IOSCO. However, it isn’t as if all 
safe-haven countries are a part of 
the MMoU. Says a Mumbai-based 
market watcher: "Unlike 
Mauritius, the money flow from 
these countries does not con- 
tribute much to the total flows 
of foreign institutional investors 
into India. The ratio of money 
coming through Mauritius com- 
pared to other tax heaven nation is 
in 10:1 in favour of Mauritius. 
Therefore, until Mauritius doesn't 
sign the treaty, the war is still on 
for countries like India." 
MAHESH NAYAK 
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SEBI's Damodaran: Wary about funds 


bet the pound, which was being 
artificially propped up, would fall, 
and in response had short-sold 
pounds worth more than $10 bil- 
lion. When the pound eventually 
did plummet, Soros made over a 
billion dollars in one day. That's 
testimony to the awesome power of 
hedge funds. It's also the reason 
why they're feared so much. Says 
John Gaine, President, Managed 
Funds Association: *There is a fear 
of the unknown. The regulators 
still have George Soros and the 
British Pound on their mind. They 
fear that retail investors will lose 
money and therefore they want to 
dispel hedge funds from their mar- 
kets.” “This is where they (market 
regulators) make a mistake," adds 
Alain Reinhold, Executive Vice 
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NEW DELHI, Jan. 2007 
Like many knowledge-based 
companies, AC Nielsen ORG- 
MARG depends on technology 
for its success. Because the 
organisation specialises in the 
assimilation of information, its 
analysis and dissemination, it is 
especially important to have an 
IT infrastructure that allows 
communication anytime and 
anywhere by enabling remote 
access over their mobiles and 
laptops. 


























this was a challenge. Since they 
had users on a variety of 
bandwidth options, they needed 
a platform that would provide 
N stable performance and ensurc 

lower downtime. Therefore, the 
logical choice for them was 
Microsoft Windows Server'" 
2003 and Exchange Server 2003. 


By consolidating its e-mail 
infrastructure using Microsoft 
Windows Server™ AC Nielsen 
ORG-MARG has created a more 


Ashok Choudhary for The Highly Reliable Times 


A RESEARCH PRESENTATION being made to a client at the 
office of AC Nielsen. 


For AC Nielsen ORG-MARG, 


For all stories go to WW w.microsoft.com/india/getthefacts ` i 
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AC NIELSEN CHOOSES WINDOWS 


Extensive field data requires 
reliable messaging platform 


By BIBHUTI V SINGH 





reliable and efficient messaging 
solution than their previous 
Linux solution. “Windows Server 
2003 and Microsoft Exchange 
Server 2003 provide remote 
access and faster, more reliable 
communication than our previous 
system,” says Bhushan Akerkar, 
Exec. Director of Information 
and Systems Technology. "This 
gives us a strategic lead over our 
competitors." 


With the Microsoft Windows 
Server™ in place, AC Nielsen 
ORG-MARG can now send 
research reports instantly via 
email, with grcater reliability 
which ensures no loss of 
attachments (a major problem 
with their earlier Linux-based 
system) and the email delivery 
time has reduced from up to 
2 hours earlier to 8 seconds 
now. Not only is the new 
solution much more reliable, 
but it has also accrued cost 
savings in the first year of an 
estimated Rs.36 lakhs. 


BREAKING NEWS: 
AC Nielsen achieves lower TCO after 
migrating from Linux 


The more reliable service of Microsoft Windows Server™ has 
AC Nielsen expecting to recover costs of deployment within 
— Continued on Page 5 
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President, ADI Alternative 
Investments, a Paris-headquartered 
hedge fund. “A hedge fund is not a 
risky investment, it’s a diversifica- 
tion. It’s a tool that has the same 
rate of success and failure as any 
activity.” Gaine and Reinhold were 
speaking to BT on the sidelines of 
the annual conference of the 
International Organization of 
Securities Commission (IOSCO) held 
last fortnight in Muinbai. 

Clearly hedge funds see them- 
selves as the providers of depth and 
liquidity to the system rather than as 
wealth eroders. An 10sco study of 
the French market reveals that 
"market abuse (price rigging or 
manipulation) is not much from 
hedge funds," says Philippe Richard, 
Secretary General, 1osco. What's 
more, although hedge fund 
blowouts are spectacular and high- 
profile, the study claims that the 
number of hedge fund failures is 
just 0.03 per cent of the $1 trillion 
investments managed by them glob- 
ally. Regulators in countries like 
Japan, France, Italy, Australia and 
Brazil appear to have taken note 
of these statistics, as they've gone 
ahead and registered hedge funds. 
Back home, the Securities & 
Exchange Board of India (SEBI) isn't 
ruling it out; not just yet. For the 
past two months SEBI has been in 
dialogue with various hedge funds 
for considering their registration in 
India. Says Sandeep Parikh, Legal 
Advisor, SEBI: *We will be fools if 
we think hedge funds aren't 
investing in Indian markets. Rather 
than being oblivious about their 
participation, it's better to register 
them. At least we will know which 
are the hedge funds investing in 
our market." Says Reinhold: *We 
have no problem getting registered 
and regulated. In fact this helps in 
bringing more flows from investors 
whose confidence will increase once 
we are regulated." The ball is now 
in SEBI's court. 

MAHESH NAYAK 
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DEENS ว ะ เซ ชา ร ว เร ฑ 
Idea in Play? 


It's only an idea, whose time 
may have not yet come. 


S ANOTHER TELECOM ACQUISITION 
la the horizon? A recent research 
report by UBS Securities on Idea 
Cellular points to the company as a 
"possible acquisition candidate." 
The rationale, according to the 
report, is Idea's geographical foot- 
print and access to 900 MHZ spec- 
trum in seven out of its 11 circles. 
The interesting part is that Idea 
was listed as recently as March this 
year. The market capitalisation for 
the company stands in excess of 
Rs 26,000 crore. 

Idea, an Aditya Birla Group 
company, operates in key circles 
like Delhi, Maharashtra, Gujarat 
and Andhra Pradesh. Across its 11 
circle operation, it has a subscriber 
base of over 14 million, which 
translates into a market share of 
around 8.5 per cent—India has a 
subscriber base of around 170 mil- 
lion. The company was earlier a 
Joint venture between AT&T 
Wireless, the Tatas and the Aditya 
Birla Group. The foreign partner 
and the Tatas have since exited and 
the Birlas are majority shareholders. 

Following the frenetic activity in 
the recent past on the Indian tele- 
com M&A front—the Hutch- 
Vodafone deal being the most 
obvious case—the interest from 
global telecom majors in India's 
telecom story has remained 
unabated. *We expect the Indian 
mobile market to consolidate over 
the next 3-5 years as we believe it 
can only support four national play- 
ers in the long-term. In our view, 
Idea Cellular is a strong acquisi- 
tion candidate because of its brand, 
access to 900 MHZ spectrum and a 
sizable footprint in some of the key 
circles," states UBS’ report. Bharti, 
Reliance, Hutch and the state- 
owned BSNL are the players that 
are larger than Idea. Sanjeev Aga, 


BHASKAR PAUL 


Managing Director, Idea, dismisses 
the speculation, saying: “This will 
(always) be an Aditya Birla Group 
company." 

UBS clarifies that Idea is not 
likely to be acquired in the short 
term since the Birlas could want 
to run the business and create 
shareholder value rather than sell 
out immediately. *The Indian mo- 
bile market is currently witnessing 
strong growth and we believe the 
growth is likely to slow down be- 
yond FY09 when penetration 
reaches north of 30 per cent. When 
growth slows, the market is likely 
to consolidate, in our view," adds 
the report. Analysts tracking the 
sector point out that following the 
Hutch-Vodafone deal, there are 
not too many large operations that 
are up for sale. With Idea looking 
to expand to new circles like 
Mumbai and Bihar, the valuations 
for the company could well move 
upwards. Macquarie Securities, in a 
recent report, points out that there 
will be strong acceleration in wire- 
less monthly net additions in 2007- 
08. Growth is clearly the idea, not 
a sell-out, for now. 

KRISHNA GOPALAN 


Idea's Birla: Focus on expansion 
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*Calm' from Daikin 





knowing that every inch of your premises has 


Experiencing a Daikin means experiencing calm. The calm of 
been scanned before deciding on an air conditioning solution. The calm of having a qualified after sales 

service at your beck and call. The calm of experiencing the world's latest air conditioning technology, the VRV GR y II] SYSTE 
System’ which means electricity & space savings, flexibility in design & usage. The calm of knowing that with THE INTELLIGENT 4 NDITIONING $Y 
Daikin working silently by your side, you get quality that goes beyond air conditioning. You get peace of mind 
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MARKETING HEADQUARTERS: DAIKIN AIRCONDITIONING INDIA (P) LTD.: Paharpur Business Centre, 21 Nehru Place, New De 26; 

32458509. Fax: 011-41207596 SALES & SERVICE OFFICES: Ahmecabad - Tel. 079-26421851-53, 079-32988495, 9824149241. Fax '9.26444893 * Bangalore 

080-32968496, 9980088891, Fax: 080-25590450 * Chandigarh Tel: 0172-5089862-63-64, 0172-3248497, 9876625566, Fax 172-5089861 * Chennal 

044-32988498, 9940011122. Fax: 044-24338622 * Delhi - Tel; 011-4°613867-68, 011-32458510, 9899070602. Fax 011-26385246 * Secunderabad 

98848912200, Fax. 040-66326642 * Jaipur - Tei: 0141-2223430, 2223439, 0141-3209910, 9829859596. Fax: 0141-2225569 * Kolkata 3-22894 

Fax: 033-22894259 * Lucknow - Tel: 0522-2787307. 2787340, 2787291, 0522-3238518. 9838182244, Fax: 0522-2787342 * Mumbai - Tel. 022-2438811 1367 
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24367045, 022-32440512-513. 9819147888, Fax: 022-24368017 * Pune - Tel: 020-26113879-8< : Je é 
Daikin Service Call Center (Delhi, Mumbai, Chennai): Toll Free-1800-22-9300 (For MTNL BSNL) Mobile: Delhi 9999229300, Mumbai 9920129300, Chenna! 9884309300 


9-89-96-97 32938516, 9881599099. Fax 
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Presenting the Variable Refrigerant Volume (VRV) System only in a Daikin 


A revolutionary technology that senses individual area heat load, ambient conditions 
and usage requirements to help the system adjust itself to match your needs. 
Technology that not only makes Daikin air conditioning solutions great electricity and 
space savers but also tremendously flexible in design and usage. Experience the 
wonder of the VRV System from the people who invented it and who continue being 
the world leaders in this technology. Experience ‘calm’ from Daikin. 
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THE INTELLIGENT AIR CONDITIONING SYSTEM 
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24367045, 022-32440512-513 9819147888, Fax: 022-24368017 * Pune - Tel: 020-26113679-89-96.97. 020-32938516, 9881599099, Fax: 020-261 13691. 


Daikin Service Call Center (Delhi, Mumbai, Chennai): Toll Free-1800-22-9300 (For MTNL/BSNL) Mobile: Delhi 9999229300, Mumbai 9920129300, Chennai 9884309300. 
Visit us at www daikinindia.com 
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New School 
of Thought 


Manipal group plans to plug 
industry's talent shortfall. 


AL-MART 15 THE WORLD'S 

largest employer in the pri- 
vate sector, with a global work- 
force of 14 lakh. The us retailing be- 
hemoth's entry into India will con- 
servatively call for an addition of at 
least 2-3 lakh in the next few years. 
That’s the kind of addition its com- 
petitors in the organised retailing 
space in the country, namely 
Reliance Retail and the Future 
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MEG's Sudarshan: Vocational courses show the way to a growing economy 


Group, are expected to make. The 
industry as a whole will need, ac- 
cording to estimates, 15-20 lakh 
people in the next two years. 
Where will they come from? 
In that question lies an oppor- 
tunity for educational institutes—to 
train a sea of people for employ- 


Becomes Rust 


Pensi reposiions ts so-cooured dirk afer n War Cup aso 


of the biggest ca 
PepsiCo's Rs 370-crore Blue 
Billion campaign. Another victim 
of the disaster in the Caribbean 
kc hia SRE to be Pepsi Si the 
limited edition gold-coloured cola 
launched to coincide with the 
cricket fiesta. The drink is osten- 
sibly Pepsi's tribute to the gold- 
coloured World Cup trophy and 
to the spirit of winning and going 
for gold; it is also supposed to 
embody the never-say-die spirit 
of the Indian cricket fan. However, 
with the World Cup trophy not 
headed home, with the team not 
quite attuned to the spirit of win- 
ning, and with the Indian cricket 
fan an oxymoron these days, what 
does Pepsi do with its gold- 
coloured fizzy drink? Simple, it 
rustles up a new commercial that 


attempts to portray the optimism 





. that characterises today's youth. 
> Needless to say, it does not have 


any celebrities (not cricketers for 


n sure). Instead it features a group of 


youngsters announcing that they 


will get the Cup, next time around 


(‘Agla World Cup Hum Layenge’)! 
The company hopes to bring in a 
wave of optimism amongst all 
those who have been disappointed 
with the Indian cricket team at 
the World Cup. *The campaign 
also showcases Pepsi Gold as a 
symbol of ambition and self-con- 
fidence of a young India—an India 
that may be down, but is not out," 
is how Vipul Prakash, Executive 
Vice President (Marketing), Cola, 
PepsiCo India, puts it. Pepsi has 
also pulled out its commercial 
*Ladega to Jeetega', which fea- 
tured Virender Sehwag, Rahul 
Dravid, Sachin Tendulkar, Yuvraj 
Singh and Mahendra Singh Dhoni 
and replaced it with ล new 
campaign featuring Shah Rukh 
Khan. That should make the 
billion less blue. 

PALLAVI SRIVASTAVA 


ment at the entry level across 
industry. That's what the Manipal 
Education Group (MEG) plans to 
do. It will impart vocational edu- 
cation to students in sunrise sec- 
tors such as telecom, media, banking 
and retail, after which they can be 
picked up by India Inc. Says K. 
Sudarshan, Managing Partner, EMA 
Partners International, an execu- 
tive search firm: "Sooner than later 
this had to happen. When you have 
a demand for 1,000 CEOs in the 
next 24 months, just imagine the 
amount of employees you require at 
the entry as well as middle and 
senior management levels." 

It's against such a backdrop that 
MEG plans to offer certificate and 
diploma courses in banking, retail, 
telecom, IT, BPO, media and infra- 
structure. Says Anand Sudarshan, 
Group President, MEG: “Supply and 
time constraints have seen organi- 
sations like ICICI Bank taking ini- 
tiatives with educational institutions 
for creating tailor-made courses that 
fit their requirement." Indeed, ICICI 
Bank has tied up with MEG to offer 
certificate courses in phone banking 
operations. The three-month course 
deals with all aspects of banking 
operations and products, including 
training on Finacle—a banking 
software—and credit card technol- 
ogy. Says K. Ramkumar, Chiet 
Human Resources Officer, ICICI 
Bank: *Trained manpower gives us 
the freedom to focus on our core 
business as against opening ล train- 
ing institute in my office. I have a re- 
quirement of 2,000 people every 
month and can't afford to waste 
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time training them from scratch in a 
competitive environment." The 
banking sector currently employs 
9 lakh people and the number is 
expected to double in the next few 
years. As per industry observers, 
ICICI Bank has a similar tie-up with 
NIIT for teaching tailor-made 
courses, and is also talking to sec- 
ond-tier B-schools to bring changes 
in their curriculum that will suit 
the banking industry. Says 
Sudarshan: “These courses are 
skilled-based training that will 
capture the needs of the industry." 
To start with, the course will be 
offered in six metros, including Pune 
and Hyderabad. *Within a year we 
plan to expand the vocational 
courses to 20 cities across India." 
The course duration varies from 
45 days to one year, with fees rang- 
ing from Rs 10,000 to Rs 1 lakh. 
Apart from icici Bank, MEG has also 
tied up with IBM, Bharti Comtel, 
Shoppers' Stop, Wipro BPO, Quipo 
and Apple. 

Luis Miranda, President & CEO, 
IDFC Private Equity, which has 
invested 10 per cent stake in 
Manipal Universal Learning, par- 
ent of Manipal Education, for a 
sum of Rs 135 crore, says: “This is 
just a drop in the ocean. We require 
more such institutions that aim to 
address this shortfall and create a 
vast trained talent pool through 
courses that are designed in con- 
junction with industry, and which 
are internationally benchmarked." 
However, he is quick to add that 
"till the society doesn't change and 
parents aren't ready to accept vo- 
cational courses, it will be difficult 
to attract more students." 
Compared to China, which has 5 
lakh senior-secondary vocational 
schools, India has only 7,000 such 
schools. And only 3 per cent of 
students learn through vocational 
education, as against 85 per cent of 
the youth in developed and 
developing countries. 

MAHESH NAYAK 
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Taking Stock 


Brokerages are leaning on 
private equity for growth. 


HE STOCK MARKETS MAY HAVE 
Tad Off a bit, but the same 
can hardly be said for the burst of 
consolidation amongst stock broking 
firms. Recently, in a span of under 
10 days, three domestic broking 
outfits—Anand Rathi Securities, 
Fortune Financial Services and 
Geojit Financial Services—offloaded 
stakes to international private equity 
(PE) firms. For good measure, too, 
ASK (a domestic securities firm 
formed by brothers Asit and Sameer 


GOING FOR BROKERS 
Private equity on Dalal Street. 
BROKERAGES 
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Koticha) bought out the 50 per cent 


stake of Raymond James in their 
13-year-old joint venture, ASK 
Raymond James. 

The interest is intense on the 
buyer's side as well as the seller's. 
Whilst for the former, it means get- 
ting a piece of the action at a rela- 
tively early stage (if the long-term 
India story holds good), for the 
brokers a stake sale is necessary to 
fuel growth. As Amit Rathi, 
Director, Anand Rathi Securities, 
which has offloaded nearly 20 per 
cent of its equity to Citigroup 
Venture Capital, points out: “The 
business has become more capital-in- 
tensive. With competition increas- 
ing, you have to be well-equipped to 
offer a complete bouquet of finan- 


FOREIGN PARTNERS 


cial services to your clients.” For 
instance, the Citigroup infusion will 
allow Anand Rathi Securities to 
intensify its focus on retail broking, 
wealth management and institu- 
tional broking. Rathi adds that the 
plan is to expand—not just in India 
but internationally too—to 350 
branches from 150 currently in the 
next two years. 

Edelweiss Securities is another 
brokerage that’s roped in partners— 
the Government of Singapore and 
Galleon Partner—by offloading 15 
per cent, and pocketing Rs 450- 
500 crore in the bargain. “Parmering 
with PE firms has its advantages as 
well as disadvantages," says Rashesh 
Shah, CEO & Mp, Edelweiss. Apart 





STAKE SALE (25) 
19.9 






from the money, the benefits are 
product knowledge and global 
distribution. The downside comes 
into play when the partners are 
unequal. “We ended the Jv with 
Raymond James as they were passive 
partners and were not bringing any 
value to the table,” says Asit Koticha, 
MD, ASK Group, who has now 
divided his business into four verti- 
cals—broking, wealth management, 
portfolio management services and 
investment banking. 

The good news, however, is that 
the brokerages who’ve offloaded a 
portion of their equity to the PE 
tribe are now well placed to step on 
the gas. Edelweiss, for instance, will 
venture into the credit market by 
getting into mortgages. Asset 
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B. ขอ ง เย ชร ล i f? ICICI 
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Statutory Details: ICICI Prudential Mutual Fund (erstwhile Prudential ICICI Mutual Fund) (the Fund) was set up as ร Trust sponsored by Prudential pic (through its wholly owned subsidiary namely Prudential Corporation Holdings Ltd) and ICICI Bank entia Trust | เท พ 
Prudential ICICI Trust Limited) (Trust company) is the Trustee to the Fund and ICICI Prudential Asset Management C omparw Ltd (erstwhile Prudential ICIC Asset Management Company Limited) (AMC) is the investment Manager to the Fund. ICICI Bank Ltd Bank) and Prudent 
Through ts wholly owned subsidiary namely Prudentia oon Holdings Ltd) are the promoters of the AMC and the Trust Company ICIC Bank currently holds 51% stake in both the companies and the balance 49% stake in both the companies is held by Prudential plc (acti 
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wholly owned subsidiary namely Prudential Holdings Corporation Ltd Prudential Pic (acting through its wholly owned subsidiary namely Prudential Corporation Holdings Ltd) transfered 6% of its shareholding in both the companies to ICICI Bank wef 26th Augus 
accordance with the approval granted by the Board of Directors and the sha acis c of the AMC and the Trust Company the name of the AMC has been changed to ICICI Prudential Asset t Management Company Limited and the name of the Trust Company has been changed to | 
ust Limited. SEBI has vide its letter no IMD/PM/B4968/07 dated January 23, 2007 conveyed its no objection to the said hange of names of the AMC & the Trust company, The sæd change of names has also been approved by the Registrar of Companies NCT of Deli & Haryar 
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Company Afairs, Govt of India. The Board of Directors of the Trust company have at ther meeting held on 20th February 2007 accorded approval for the change of name of the Mutual Fund to ICIC Prudential Mutual F nia a well a 


LU 


6 ol the various Schemes /nansopbon there under 


Letter Nos IMDYPM/90 168/07 & IMD/PM/90170/07 dated 2nd April 2007 accorded approval for the same Risk Factors: Mutual Funds and securities investments are subiect to marker nsks and there is no assurance or quarantee that the obiectives of the Schemes wi be achieve 
securities investment, the NAV of the Units issued under the Schemes can go up or down, depending on the factors and forc es affecting the capital markets. Past performance of the Sponsors AMCFund d does not indicate the future performance of the Schemes of the Fund. The Spor 
responsible or liable for any loss resulting from the operation of the Schemes beyond the contribution of a n amount 0 of 85.22 2 lacs collectively made yt them towards setting up the Fund and such other accretions and additions to the corpus set up by the Sponsors. Please read the Off 
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The 


carefully before investing. CNBC TV18 - CRISIL Awards 2006: in total 23 asset management companies that were considered | ior this award universe. The simple average of the final scores of af schemes in each of the nine CR ISIL CPR ran ng categories (Diversified, Diversifed £ 
Income-Short Term, Gitts, Liquid, Balanced, Monthly Income Plan, Equity Linked Savings $ schemes, Floating Rate Schemes) were considered for ead h asset management company to ative at The แห ท ก ด A detaded methodology of the CRISIL CPR is available af พ พ พ osi com. Ranking 
Source -CRISIL Fund Services, CRISIL Ltd 1 Lipper Fund Awards India 2007: ICIC Prudential Asset Management Company (erstwhile Prudential ICICI Asset Management Company) has been awarded the ‘Best Overall Fund Group over 3 years in the category ‘Overall Group (3 yea 
6 for performance in the penod year 2004-2006. There were 9 Asset Management Companies in the per The f = at were considered for the award were funds regstered for sale in the respective country as of the end of: the ค บ ล บ อ ก year with at least 36 months of períon 


as of the end of the evaluation year. Fund groups with at least five equity, five bond, or three mixed-asset portfolios in the respective asset classes are ต เฉ for a group award An overall group award will be given to the group with the lowest average deole ! ranking of its respective 
results based on the — described above. In cases of identical results the lower average percentile le fark we il determine the winner The decile ranking is obtained by the percentile ranking according to the formula: INTI Percentile Rank - 1 1 * (1-437 DI +1) in order to 
account entn ds imposed Dy the | Fund. A detailed methodology is available at www.lipperweb.com Ranking and award 


the percentile ranking bias within very small and very large sectors by number of funds. The ranking methodology did not take into account entry and e load 
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management is also on the cards. 
Meantime, to increase its focus on 
institutional broking business and 
access more NRI clients for distri- 
bution of third party products, 
Geojit Financial Services offloaded 
a 34.35 per cent stake to BNP 
Paribas. Says C.J. George, Managing 
Director, Geojit Financial Services: 
"Apart from the broking business 
being capital intensive, the need for 
a wider distribution network was 
the reason for selling a stake." 
MAHESH NAYAK 


He KEES ate f <Ar RT CT moves T3 RAT LO 
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Paramount 
Proposition 


Have a sound USP will 
make money. 


T’S NEITHER A LOW-COST AIRLINE 
Ls a conventional full-service 
provider. Which may explain why 
the airline in question is claiming to 
have bagged a fourth of the market 
in which it operates (the south), 
and to be profitable, to boot (al- 
though it is not willing to share any 
profitability indicators). The 
Coimbatore-based Paramount 
Airways, which started as a single 
aircraft and a one-route airline in 


Paramount's Thiagarajan: Flying high 





Adding Life to the Years 


Can Pond's new skincare range work miracles in the market? 


OU'VE HEARD OF MASS-MARKET 
b de premium products, but 
what's *masstige' ? That's the word 
coined by marketing whiz-kids at 
Hindustan Unilever (HUL) to 
describe the foray of one of its 
brands, Pond's, into a high-end 
skincare segment with its Pond's 
Age Miracle range. Pond's, which 
hitherto has been known for its 
humdrum talcum powder and cold 
cream in India, has launched its 
international skincare range, which 
is already available in 58 other 
countries, under three platforms: 
fairness, anti-ageing, and moistur- 
ising. Priced in the Rs 200-850 
price bracket, HUL claims to have 
no competitors in this segment. 
Ashok Venkataramani, Vice 
President (Skin), HUL, explains that 
the brands available currently, such 
as Clarins and L'Oreal, are *very 
high-end and very niche." So 
where does Pond's fit in? We don't 
want to price it at a very niche 
level; we want to go a little more 
mass. At the same time, we have 
benchmarked with the best in 
efficacy, delivery and looks, which 


October 2005, has become a five- 
aircraft company with 52 flights 
daily, flying on an average 3,000 
passengers daily and connecting 
eight southern cities and towns. But 
just how is it different? Well, 
Paramount has five Embraer air- 
craft. Two of them are Embraer 
170 jets, each with 70 seats, all of 
them business class. The other three 
are Embraer 175s, with 75 seats, 
11 of them first class and 64 busi- 
ness class. That makes it India’s 
only by-and-large business class air- 
line, which throws in luxuries like 
four-course meals, LCD monitors 
and valet services. Unsurprisingly, 
M. Thiagarajan, Managing Director, 





makes it a prestige range. So we're 
calling ourselves Masstige, which is 
essentially a prestige range at lower 
than prestige pricing," adds 
Venkataramani. In the mass mar- 
ket, HUL has its popular Fair & 
Lovely franchise. The Pond' Age 
Miracle range will be available in 
leading department stores—like 
Shoppers' Stop and Pantaloons— 
beauty stores and hypermarkets in 
23 cities across the country. That, 
one assumes, is where the target 
audience for the Masstige market 
hangs out. 

DEEPTI KHANNA BOSE 


Paramount Airways, says yields are 
4-5 per cent higher than those of 
full-service operators. A no-frills 
economy class from Coimbatore to 
Chennai will cost around Rs 3,000 
and business class will be around 
Rs 8,500 while Paramount offers 
business class for Rs 3,600 and first 
class for Rs 8,600. Thiagarajan pegs 
the passenger load factor at 85 per 
cent, which is higher than that of 
Deccan's estimated 75-80 per cent 
and Jet Airways’ estimated 60-65 
per cent. 

Other than its pure business class 
play, Paramount’s strategy is pretty 
unique too, as it connects a cluster 
of mid-tier towns from the closest 
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4 f wha art of living won't teach you: how to be the chosen one 


You want to master every aspect of the art of living. One way of doing so is by bringing home Toshiba Air 
Conditioners. Toshiba is the world pioneer and inventor of the revolutionary Inverter Technology. 
This technology makes Toshiba one of the most energy efficient and environment friendly air conditioner 
ever. This technology also makes Toshiba Air Conditioners, as exclusive as those who might own it. 


Toshiba Air Conditioners - in a class of its own, not meant for everyone, except a chosen few. 
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Available in Residential & Commercial Range of Air Conditioners. 





* Subject to usage pattern & room load conditions 





wExpertech Team : Ahmedabad : Ketan 9825500149, 079-27490444, 27439550, 27497663, Bangalore : Madhu 9845033980, 080-41114747, Bhuvaneshwar : 
Sharda 943709440, 0674-2585893, Chandigarh : Rahul 9216115073 , 0172-5007550, Chennai & Kochi : Sajith 9840651111, 044-42222888 , Delhi : Sachit 
9818239392, 011- 26496369-72 , 26495912-14, Goa : Nitish 9850036109, 0832-2447028, Hyderabad : Ravindra 9849475690, 040-23308106-08, Indore : Sajal 
9329463520, 0731-2526365, Jaipur: Sanjiv 9829011192, 0141-5113999/444, Kolkata : Anirban 9831054543, 033-23649779/80, Mumbai : Saju 9820316058, 022- 
26528989, 26541755/56/58, Nagpur : Rejee 9860792161, Patna : Ravi 9431015957, Pune : Akshay 9423580224, 020-25468301, Raipur : Alok 98261650089, 0771- 
2432893, Ranchi : Bipin Thakur 9835373982, UP East : Dinesh 9335964668, 0522- 2789036, 2789083, UP West : Akhilesh 9818350190, 0120-2700120, 2702296. 
website: www.toshiba-aircon.co.in 
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New Corporate Office: Liberty Shoes Ltd., 2nd Floor. Building No.8, Tower-B, DLF Cyber Citi, Phase-il, Gurgaon-122 002, NCR 





LIBERTY 


A movement 
called Liberty 





— 


led to the 
opening of the 


KE) Shoe Factory | 


at Jaipur. 


Today we are the new driving force in footwear retail in India 
with the setting up of fifteen mega family footwear stores in nine 
months. Each store, the largest of its kind in the country, has a floor 
area of around 5000 to 8000 sq. feet and it all adds 
up to a total shop floor covering more than 100,000 sq. feet. The stores 

ve a unique feature like an innovative carousel display that places 
- factory-fresh stock at the buyer's finger tips making shopping here a 
one-of-its-kind experience. What's more the buyers are offered an 
amazing choice of 100 brands and over 3500 designs at prices that 
are lower than the market prices. You could call it the 
realization of a grand vision that in the first place brought together 
Liberty Group and Future Group in a joint venture to form Foot 
Mart Retail ee | Lad. 








AMAZING CHOICE. AMAZING PRICE. 
a future group” è LIBERTY initiative 


Shoe Factory Stores also at: Mumbai, Bangalore, Ahmedabad, Hyderabad. Jaipur 
Lucknow, Agra, Ghaziabad and Panipat 





in www.liberty.in 


Montage 1941 07 


major metros. For instance, 
Madurai, Thiruvananthapuram and 
Coimbatore are connected to 
Chennai, Bangalore and Hyderabad. 
Other second-tier cities like Tirupati, 
Trichy, Mangalore and Calicut will 
also soon be serviced. “What we 
need to do is to connect all the 
smaller towns from a metro and 
once that is done start connecting 
point to point of larger metros. 
There is a pent-up demand in the 
secondary and tertiary cities and 
one has to take advantage of this,” 
says Thiagarajan. Paramount plans 
to add 15 more Embraer aircraft 
to its fleet, which will also enable it 
to enter the Western region, by 
March 2008. “By early 2011, we 
will have a national presence,” adds 
the founder. 

Thiagarajan clearly believes that 
flyers wouldn't mind spending “a lit- 
| tle more" for comfort. “The low- 
cost model may not be able to 
| contar the price war which seems 
to be at its competitive edge today," 
he shrugs. 

PALLAVI SRIVASTAVA 


Ghost-town 
in the East 


Some 63 km off Kolkata lies 
a barren industrial zone. 


T A TIME WHEN THERE DOESN'T 
Bua to be enough of land 
to go around for industrial devel- 
opment in West Bengal—violent 
protests to new projects at 
Nandigram and Singur are two dis- 
turbing symptoms of that malaise— 
Kalyani Industrial Township is a 
startling paradox. Forty kilometres 
from the Netaji Subhash Chandra 
Bose International Airport, and 63 
km off the city, the town of Kalyani 
boasts the state's first industrial 
zone. It's well linked by road and 
rail, and is home to some of West 
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Bengal's better academic and tech- 
nical institutes. Why then are thou- 
sands of acres of this industrial 
township lying unutilised? There 
aren't any easy answers to that ques- 
tion. “I fail to understand why this 
place has been singularly identified 
for neglect," mutters T.K. 
Mukherjee, Managing Director, 
Phoenix Yule, a joint venture 
between Phoenix CBS Germany and 
the state-run Andrew Yule. Phoenix 
Yule is the world’s largest maker 
of conveyor belt systems and has 
been running its unit successfully 
at Kalyani since 1999. “It’s the only 
organised and planned township in 
the state. It offers better health and 
hygiene than many other parts and 
a reasonably decent infrastructure. 
Besides, there is so much of land 
available. With a little bit of focus, 
this place can truly become an 
industrial hub,” adds Mukherjee. 
The Kalyani Chamber of 
Commerce has been taking up the 
issue with the state for years, but to 
no avail. “While in other parts con- 
version of agricultural land for 
industry is a problem, here unau- 
thorised occupants are using large 
parts of industrial land for various 
agricultural and residential pur- 
poses. If unauthorised occupants 
are driven out and unutilised land is 
taken back, the state can get as 
much land as it wants here,” says 
Madan Singh, spokesman for the 
local chamber who runs his own 
unit, Bengal Surgical, in the area. 
However, it could be high costs 
and antiquated infrastructure that 
are proving to be the deterrent. 
Admits Singh: “The per unit elec- 
tricity cost, which is currently 
Rs 5.20, has also to be brought 
down.” Archaic laws pertaining to 
land transfer may also be another 
problem. A senior official at the 
Kolkata Metropolitan Development 
Authority explains that a master 
plan is being drawn up for Kalyani 
and neighbouring areas, which 
involves upgrading the connecting 
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national highway and the connec- 
tion to the airport. Once these roads 
come up, industry will be dying to 
go there and there will be a mad 
rush,” says the official. For the 
moment, though, it’s the Kalyani 
Industrial Township that’s dying a 
slow death. 

RITWIK MUKHERJEE 


Pursuit of 
Happiness 


Hollywood films are finding 
more takers. 
'S STILL NOT A PATCH ON 
Bollywood, but more and more 
Hollywood films are beginning to 
find more and more takers in the 
country. According to industry play- 
ers such as Sony Pictures Releasing 
India, in the last four years, the 
Hollywood films genre has seen a 
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cumulative average growth of 33 
per cent annually. In 2006, 74 films 
were released as against 55 in 2005. 
The revenues garnered are also up 
smartly, by 39 per cent over 2005, 
to Rs 250 crore. These figures may 
not compare well with those for 
Hindi films—1,090 of which were 
released in 2006, raking in rev- 
enues of Rs 6,400 crore (domestic 
box office collections) as per Pwc- 
FICCI report. 


Yet, distributors of Hollywood 
films have reason to be pleased as 
punch. Says Uday Singh, Managing 
Director, Sony Pictures Releasing 
India (SPRI): “The ongoing multi- 
plex boom, coupled with the 
increased acceptability of dubbed 
films, has widened the mass appeal 
of Hollywood films in India. And 
don't forget the marketing efforts 
that studios are putting in to pro- 
mote the films." Singh should know. 
The biggest contributor to the 2006 
boom for foreign films in India was 
sPRI's Casino Royale, the Bond 
thriller which grossed Rs 41 crore at 
the box office. According to industry 
sources, this was followed by 
Warner Brother's Superman Returns, 
which grossed around Rs 24 crore. 
Of the top 10 Hollywood films in 
India last year, five were released by 
SPRI. These include Casino Royale, 
Pirates of the Carribean-Ill, 
Chronicles of Narnia, Da Vinci Code 
and Underworld Evolutions. The 
others in the top 10 are Superman 
Returns, MI-3, Poseidon, X-Man III 
and The Departed. Of the total Rs 
250 crore collected at the box office 
by foreign films in India, SPRI clocked 
Rs 117 crore at the box office. 

The increasing interest in 
Hollywood films has also prompted 
studios to release more prints. In 
2006, the top 10 films accounted for 
over 1,700 prints as against an av- 
erage of 150-250 prints in previous 
years. Casino Royale itself premiered 
with 427 prints. 

Yet, the reality is that Holly- 
wood films in India still account 
for only 4 per cent of the overall 
box office collections. That num- 
ber may nudge upwards in the com- 
ing year with two big-bang sequels 
lined up—Spiderman III and Pirates 
of the Caribbean III. June will also 
see the release of Ocean's Thirteen 
followed by Harry Potter and the 
Order of the Phoenix. The ongoing 
year might just prove to be a more 
rewarding sequel to 2006. 

ANUSHA SUBRAMANIAN 








Think of it as an 
out-of-turn promotion. 
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Big-Ticket - 
Plans 


Media & entertainment is 
attracting mega bucks. 

F THERE'S A I IQUIDITY CRUNCH, IT 
lI quite evident in the media 
and entertainment (M&E) sector, 
where financiers are falling over 
each other to invest in such ven- 
tures. Recently, for instance, India 
IV, a Hindi language news chan- 
nel, received funding from 





Ambit's Wadhwa: Big bucks are chasing the M&E sector 


Fuse Media, the India-dedicated 
fund of the us-based venture capital 
fund ComVentures. The vc fund 
is acquiring a 19.17 per cent stake in 
India TV's holding company, 


Fodder on the Line 


A contact centre for farmers—but not all can call. 


OT ALL CALL CENTRE FOLK 


IN sei to be trained to talk and 
behave like first-world city slickers. 


A few of them spend most of their 


day chewing the fat with Indian 





Independent News Services, for 
$11.5 million (Rs 51 crore). Prior to 
that Sameer Gehlaut, promoter of 
broking firm Indiabulls, picked up a 
25 per cent stake in B.A.G. Films for 
Rs 26.2 crore. The acquisition was 
P a preferential allotment of 
up to 2,02,50,000 equity shares of 
Rs 2 each at a price of Rs 13 per 
share. Then there's Peter Mukerjea's 
new venture, INX Media, which has 
raised about $300 million (Rs 1,290 
crore) from investors like Temasek 
Holdings, New Vernon Private 
Equity and New Silk Route Partners. 
And there may be more action on 
the cards. “At least $100-200 million 


ED 


farmers, advising them on how to 
burnish pale brinjals or to coerce 
cows into yielding more milk or to 
protect their plants from pest 
attacks. All the farmer has to do is 
dial 1551 from anywhere in the 
country (between 6 am and 10 
pm except on Sundays and holi- 


(Rs 430-860 crore) will be raised 
by M&E companies before the sec- 
ond quarter ends (before September 
30)," says Ashok Wadhwa, CEO, 
Ambit Corporate Finance. 

As per the latest FICCI-Pw« 
report, 2006 saw the maximum 
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As of now about 120 agricul- 
ture graduates attend to the farm- 


days), and he's connected to the ers’ queries in their respective local flow of foreign direct investment 
agricultural department's Kisan languages. They are experts lo- (FDI) in the M&E sector. As many 
Call Centre, a one-stop shop for cated in different parts of the coun- as 13 proposals for FDI in media 


farmers across the country. Other 


than providing solutions related 
to harvesting and animal hus- 


bandry, these centres also provide 
loans to farmers via schemes like 
Kisan Credit. Currently there are 14 


such centres across the country, 


which have been established at a 


cost of Rs 100 crore. *These call 


centres provide level one support to 
farmers. When the agents are not 
able to handle the query, the calls 
are diverted to level two, com- 
prising experts identified by the 
says an official of 


department," 
the department. 


try at state agriculture universi- 
ties, ICAR (Indian Council of 
Agricultural Research) institutes, 
and state departments of agricul- 
ture. A major issue, however, with 
this project —which was initiated 
three years ago—is connectivity. 
With the toll-free number acces- 
sible only through BSNL phone lines, 
farmers subscribing to GSM and 
other basic service providers or 
using CDMA phones cannot avail 
of the facility. *The matter is being 
taken up and a solution is expected 
soon," says the department official. 

AMIT MUKHERJEE 


were cleared by the Ministry of 
Information & Broadcasting; and 
the ministry is further examining 
22 proposals for clearance, eight 
of which are for the news and cur- 
rent affairs segment. Over the last 
three years, the M&E industry has 
secured foreign investments to the 
tune of Rs 400 crore. 

If M&E firms are gobbling up 
big-ticket investments, it's because 
they have huge opportunities to 
grow. According to Mukesh Jain, 
Associate Director of Ernst & 
Young's transaction advisory serv- 
ices, the big media groups are 
expanding beyond their core areas 
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both in terms of segments and 
geographies. "Investors are keenly 
eyeing, or are already invested, in 
digital media. Tv broadcasters are 
getting into new ventures and finer 
segments. On the content front, we 
are seeing international formats and 
special niche genre programming," 
Jain explains. Adds Wadhwa: 
"There is a renewed interest in the 
MKE sector as we are going to wit- 
ness a second large influx of broad- 
casters into the general entertain- 
ment space, NDTV being just one of 
them. Film financing and trading 
will also attract investment. A lot of 
money is likely to get into the 
content space." 

However, if there's one sector 
where investors need to be cautious, 
it is M&E. Akhil Gupta, Chairman & 
Managing Director, Blackstone 
Advisors India, says issues of cor- 
porate governance are an area of 
concern. “We decided against a few 
deals because we felt the promoters 
couldn’t take their companies to 
the next level of growth,” he shrugs. 
“But the trickiest issue, of course, is 
valuation,” he adds. 

ANUSHA SUBRAMANIAN 


แพ ระ เช ว ระ ระ ธร ร 7 จะ: 
Raising ล 
Stink 


BG flexes its muscle, 
GAIL objects. 

ETTING SHORT-TERM BUSINESS 
Nas 15 as important as blue- 
printing long-term business strate- 
gies—even if that means you need 
to float a new venture against the 
wishes of your existing joint venture 
partner. And who would know this 
better than global energy major BG, 
which recently applied to the gov- 
ernment for permission to set up a 
company (BG Energy Holding) to 
sell natural gas to bulk consumers in 
the country. The supplies will be 
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procured from the global LNG spot 
market and sold to existing 
consumers, who face a shortage of 
as much as 50 per cent of their 
requirements. 

The tenure of this business is, 
however, a short-term one since 
domestic gas supplies are likely to 
swell in a year when Reliance 
Industries’ (RIL’s) gas finds in the 
deep waters of the Krishna 
Godavari basin will be available in 
the market. The supplies are sig- 
nificant, estimated at close to half 
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BG, meanwhile, claims that since 
the new company will supply gas to 
only bulk consumers, there will be 
no conflict of interest since the 
existing joint venture retails gas to 
individual consumers that too in 
Mumbai alone. Interestingly, this 
is not the first time that GArL (India) 
has objected to BG's new ventures in 
the country—2G plans to retail gas 
in the southern states of Andhra 
Pradesh and Karnataka. The gov- 
ernment, however, overruled GAIL's 
objections and went ahead and gave 


Gas row: The ball is now in government's court 


the prevailing deficit of around 80 
million standard cubic metres per 
day. BG’s impetus to deliver gas to 
consumers during the year’s window 
period is catalysed by the recent 
commissioning of gas pipelines by 
GAIL (India) linking Maharashtra 
and Gujarat. 

Meanwhile, the red flag has been 
raised by GAIL (India), its joint venture 
partner, in a city gas distribution 
business, Mahanagar Gas (MGL). GAIL 
(India) claims BG’s proposal con- 
travenes Press Note 1, a regulation 
that protects domestic industry from 
predatory practices of foreign com- 
panies that use the joint venture to 
learn the ropes of the domestic mar- 
ket and then form another wholly 
owned entity that directly competes 
with the joint venture. 


approval to BG’s plans. 

Evidently, the lure of the fledg- 
ling domestic market is too strong a 
pull to put off foreign investors 
from expanding their business 
interests in the country, never mind 
regulations like Press Note 1 that 
seek to protect domestic industry. 

The protection has, however, 
softened over the last couple of 
years—the earlier version of Press 
Note 1, termed Press Note 18. was 
more of a ‘rent seeking’ regulation 
that required companies to obtain 
a No Objection Certificate from 
the domestic partner. At least now, 
the judgement call rests with the 
government and a decision on BG’s 
proposal should be forthcoming 
in the next couple of months. 

BALAJI CHANDRAMOULI 
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Grim Tidings 


Inflation is yet to be tamed... 
7 6.7 Feb 
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After a three-year heady ride— 
for corporations, consumers 
and investors—the economic 
scenario is suddenly looking 
Cloudy. Is the long-term India 
story petering out, or has the 
economy just paused to regain 
its breath? ANAND ADHIKARI 


„Fates have been steadily climbing... 


Month Reverse Repo Reno Cash Reverse 
Rate | iv^ 





N EARLY 2004, MAHESH SHAH (NOT HIS REAL N AME) 

got married to a girl his parents picked. A 

month later, the executive with a Mumbai- 

based manufacturing company moved into a 

Rs 20 lakh, two-bedroom apartment in suburban 
Mumbai. April came, and Shah was cock-a-hoop: 
His salary would now be bumped up by 20 per cent, 
taking his annual earnings to Rs 12 lakh per annum. 
Shah promptly plumped for the latest mid-size car on 
the market, a Hyundai Elantra. The wife approved. 
Over the next few months, the 29-year-old salted away 
a considerable portion of his monthly savings into eq- 
uity—after all, the benchmark index was hovering 
around the 5,600 levels, and experts were predicting 
levels of 15-16,000 in three-four years. Investing in ini- 
tial public offerings (IPOs) was another must-do for 
Shah, who impressed his wife with the killing he 
made in the public offering of IT services giant TCS. 
With a fair stash left on the table as disposable income, 
Shah and his wife did the rounds of multiplexes, 
malls and fine-dining joints on weekends, often tak- 
ing along visibly envious friends along on such jaunts. 
A year later, Mr and Mrs Shah had a baby. Their cup 
of joy was overflowing. 

Cut to April 2007. Shah is nervously anticipating 
his next pay hike. Will it be 20 per cent again? It isn't 
as if he's done badly for himself, it's just that he needs 
more money—lots of it. He's paying a few thousand 
rupees more per month for the home he'd bought 
three years ago, the outgo on the car is also up, and 
there are sundry instalments on a three-door 
refrigerator, a plasma television and a recent overseas 
vacation to take care of. What's worse, the stock 
markets are stagnating and Shah is wondering whether 
he should just consider dumping his portfolio, the 
long-term India story be damned. The family's dis- 
posable income has shrunk, the trips to the malls are 
less frequent, the friends are no longer envious, and 


0il is once again on the boil... 
" LN 
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Venugopal Dhoot 
Chairman/ Videocon Group 


"The rising interest rates will impact the 
manufacturing sector the most. We expect 
the consumer durables industry to grow 
at 20 per cent in the next five years, 
down from the levels of 25 per cent that 
we have seen in the last 2-3 years" 


Shah is pondering the merits of sending his daughter 
to such an expensive playschool. Life can be a bitch, 
mutters Shah, as his wife looks on disapprovingly. 

Shah isn't alone. After three years of a wild ride, 
the average Joes, Janes and Jyotsnas aren t in high 
spirits any more, Their loans on their homes, cars 
and household gizmos have suddenly become more 
expensive, their full-grain leather wallets are sig- 
nificantly lighter, the stocks they had invested in for 
the long term have become cheaper, and the re- 
cent IPOs they subscribed to are quoting at half 
their offer price. This isn't quite how the long-term 
India story was supposed to pan out. 

Let's dive straight into the harsh numbers. Atter à 


_..and exports have suddenly 
turned sluggish. 


April '05-Jan. '06 3.65.169.12 


ril '06-Jan. '07 451,167.67. 


"T 1 anth) 
lanuary (Une mont 


2006 EX 
2007 MM 42,773.57 


, 
in Rs crore 


67 


bt cover story 


rapid growth phase, of over 8.5 per cent in the last 3- 
4 years (from 3.8 per cent in 2002-03), the fourth 
largest Asian economy is poised at the doorstep of a 
slowdown. The Asian Development Bank (App) has 
been quick to revise downward the GDP figures to 
8.0 for 2007-08 from the targeted 9.2 per cent for 
2007-08. So what's spoiling the growth party? 
Inflation, which is well above the projected 5-5.5 per 
cent, and interest rates, which have climbed by almost 
) per cent in the last 18 months. High interest rates, 
besides hitting consumers directly, are also adversely 
impacting sectors like banking, real estate, consumer 
durables, engineering and infrastructure. A flare-up in 
prices of key commodities is also hurting a clutch of 
industrial sectors, which could result in their earnings 
growth slowing down. *The cost and availability of 
credit is becoming a matter of concern.” remarks 
P.K. Choudhury, Vice Chairman & Group CEO, ICRA. 


IS THE ECONOMY 


A SLAN 


Not helping matters are oil prices, which are once again 
on the boil. Analysts are now predicting that prices will 
breach $85 per barrel by December 2007. Foreign in- 
vestors appear to have taken note of the uncertain India 
picture, with inflows plunging by almost 50 per cent 
in 2006-07 over the previous fiscal. 

50 is the India story in danger? Not quite, although 
there's still some more pain ahead. A few more bouts 
of interest rate hikes are on the cards. Says Kishore 
Biyani, Chairman, Future Group: “There is always a lag 
effect of monetary measures and if the current stance 
continues, there could be some pressure on consump- 
tion.” But the good news is that the country is hardly 
going to slip back to the Hindu rate of growth of under 
3.5 per cent that the economy witnessed between 
1250 and 1980. The not so good news is that the 
dream run of the last three years has been halted in its 
tracks. Read on to get the precise picture. 


HEADED FOR 





DOWN? 


If growth in the US slows down, there could be big trouble. 


ANAND ADHIKARI 


ALL IT POLITICAL FORESIGHT OR MONETARY 

balancing, but there's little denying that the wise 

men in charge of the Indian economy have 
assigned top priority to inflation over growth. There's 
no other choice. As Amit 
Tandon, Managing Dire- 
ctor, Fitch Ratings, remarks: 
"Inflation pinches every soul 
on earth, whilst the fruits 
of growth don't reach every- 
body." So if Y.V. Reddy, 
Governor, Reserve Bank of 
India, has jacked up interest 
rates by 3 per cent in the 
past one and a half years, 
it's with good reason. 
Clearly, Reddy is attempting 
to slow down the gravy train 
of growth. And that’s refl- 
ected in the revised (down- 
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Growth is the Casualty 
10 per cent GDP is a far cry. 





wards) estimates of the gross domestic product (GDP) 
of various monetary agenices (see Growth is the 
Casualty). 

So amongst the various GDP constituents, where will 
the tapering-off be felt the 
most. Answer? In manufac- 
turing, without a doubt. 
Manufacturing contributes 
20 per cent to GDP, agricul- 
ture another 20 per cent and 
services accounts for the rest. 
In 2006-07, the manufactur- 
ing sector grew by 10.1 per 
cent, up from 7.9 per cent in 
the previous year. Experts 
don't expect that breathless 
pace to be maintained in the 
current year, and predictions 
in the 7-8 per cent range are 
doing the rounds. What 





Rahul Bajaj/ Chairman/ Bajaj Auto 
"The government has rightly addressed the fiscal 
issues by adjusting customs and excise duties, but it 
has gone a bit overboard in monetary tightening to 
contain inflation. Inflation can be checked only by 
addressing the supply side issues " 


A SLOWDOWN IN 
THE US IS A BIG CONCERN. 


US ECONOMIC INDICATORS; Outlook for 2007 


e GDP 
To slow down from 3.3 per cent to 2.2 per cent in 2007 


e SLOWER CONSUMER SPENDING 
Estimated to rise 2.1 per cent in 2007, the 
weakest increase in the current cycle and the 
lowest annual gain since 1991 


e MOTOR VEHICLE SALES 
Estimated at 16.2 million units for 2007, down 
from an estimated 16.5 million units in 2006 


e HOUSE SALES 

Estimated at 1.43 million units in 2007, down 
21 per cent from the estimate of 1.82 million 
units made at the start of the year 


e PROFIT GROWTH 


To slow down to 3-5 per cent in 2007 versus 
an estimated 27 per cent gain in 2006 


e INVENTORY INVESTMENT 


To slow to an annual inventory investment of 
$17 billion, far below the estimated $42 billion 
in 2006 


Source: Alliance Bernstein 


could come to the economy's rescue is 
the agriculture sector, if it's backed by a 
good monsoon. And Finance Minister P. 
Chidambaram is hopeful. Last fortnight, 
on a visit to Hong Kong, he remarked 
that *healthy agriculture growth could 
even push GDP to 10 per cent”. That 
could be considered optimistic given 
the recent track record on the agriculture 
front, where growth decelerated from 
3.7 per cent in 2005-06 to 2.6 per cent 
in 2006-07. The services sector, too, 
has the potential to fill in for manufac- 
turing but here too industries like TT 
services and rr-enabled services are being 
buffeted by a shortage of competent 
and skilled manpower and rising real 
estate Costs. 

The huge shadow of a possible re- 
cession in the US also looms large over 
the Indian economy (Alan Greenspan, a 
former Chairman of the us Federal 
Reserve, recently said that a recession is 
a possibility though not a probability). 
The us is India’s largest trading partner, with a share 
of over 15 per cent followed by the UAE and Singapore. 
The dependence of the 11 and rres sectors on the us is 
also quite large. “An economic recession in the Us 
would definitely have an adverse impact on our eco- 
nomic growth," believes P.K. Choudhury, Vice 
Chairman, ICRA. But there are experts who differ. 
“Any softness in US interest rates following a slowdown 
will result in the lowering of interest rates in the 
Euro zone and probably in Japan; this in a way is good 
news for India as interest rates will eventually go 
down," explains Ravi Mohan, CEO, CRISIL. Mohan 
adds that the reliance of world economies on the us 
has come down over the last 2-3 years, with Japan and 
parts of Europe coming into their own. “The share of 
the Us in the overall global trade is far less than what 
it was some three years ago," explains Mohan. 

“The slowdown in the us will affect China, 
which is a big exporter to the us and other Latin 
American economies," believes V.P. Singh, Director, 
Deloitte Touche Tohmatsu. And if China slows 
down, economists argue that the ripple effects could 
be felt back home. What's more, an overall global 
slowdown will simply mean reduced exports, and in- 
flows of foreign investment (both direct and port- 
folio). The silver lining for India is its huge domes- 
tic market on which it can rely. But if inflation 
continues to rear its ugly head and interest rates keep 
nudging up, the domestic consumption-driven econ- 
omy may just lose some steam. 
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WILL THE RETAIL BUBBLE BURST? ` 


Rising interest rates have made consumer loans prohibitive. 


RISHI JOSHI 


F YOU TOOK A 10-YEAR, RS 10 

lakh home loan a year ago, 

you would now be saddled 
with an additional burden of just 
under Rs 1,700 on your monthly 
instalment. And, last year, if you 
had bought a car with the aid 
of a four-year, Rs 6 lakh auto 
loan, your outgo would be 
higher by a cool Rs 1,000 every 
month. That's the effect of 
mounting interest rates for you. 
Consumers are feeling the pinch, 
because two of the largest retail 
lenders, icici Bank and HDFC— 
which control close to 80 per 
cent of the home loan market— 
don't have the luxury of low- 
cost deposits (which public sector 
banks do). Says Shailendra 
Bhandari, Managing Director, 
Centurion Bank of Punjab: 
"Rising interest rates do two 
things—they slow down demand 
and also increase delinquencies." 

The first effect is already be- 
ginning to be felt. Market leader 
ICICI Bank, which has almost half 
of its retail assets in home loans, has seen a dip in mort- 
gages growth, from over 30 per cent in 2005-06 to 
around 25 per cent in the recently-concluded year. 
That's still robust growth without a doubt, but ac- 
cording to ICICI Bank estimates, growth is expected to 
taper off further to just about 20 per cent this fiscal. 
Says Rajiv Sabharwal, Senior General Manager, ICICI 


Home Loans Growth is Decelerating 


ICICI Bank's Home Loan Portfolio in the past four 
quarters... 
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Renu Karnad/ Executive Director/ HDFC 
“The recent interest rate hikes 
were maybe not entirely 
warranted and if you see, they 
have not done much to control 
inflation either. | hope 

we don't see any further hikes" 





Bank: "Interest rate hikes along 
with high real estate prices will 
lead to a slowdown in growth." 
HDFC, too, concedes that the 
rapid interest rate hikes along 
with the imminent correction in 
property prices, particularly com- 
mercial property prices in some 
pockets, will drive investors out 
of the market. But Renu Karnad, 
Executive Director, HDFC, isn't 
entirely convinced by the RBI’s 
cautious moves. “The recent in- 
terest rate hikes were maybe not 
entirely warranted and if you 
see, they have not done much to 
control inflation either. I hope 
we don't see any further hikes," 
she says. However, she doesn't 
expect HDFC to take a big hit in a 
high-interest rate regime. *In the 
past, we've grown at 28-30 per 
cent; going forward, we should 
grow at about 25 per cent." 
However, other categories 
of retail lending, like two- 
wheeler, car loans and consumer 
durables may face the heat, with 
not just demand for loans slowing down but also, as a 
result, demand for the product itself. Says Pralay 
Mondal, Country Head (Retail Assets & Credit Cards), 
HDFC Bank: “It’s a price-sensitive category. People 
buying two-wheelers very often don't have high dis- 
posable incomes. So rate hikes will impact sales." 
ADDITIONAL REPORTING BY ANAND ADHIKARI 
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...and HDFC's portfolio over the same period. 
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WILL MEGA-PROJECTS ripreso 
BE PUT ON HOLD? ว 6 0 77] 


Borrowing locally for growth may not be a 
great option. ANAND ADHIKARI 


HE RELIANCE ON DEBT IN MEGA INFRASTRUCTURE PROJECTS IS ALMOST 
four to five times that on equity. And that explains the sensitiveness | 
or vulnerability of long-gestation infrastructure projects to interest CICI ndusind Development 
rate hikes. The equation is straightforward. Higher interest rates will re- A on 
sult in delays or shelving of such ventures, which, in turn, will hit long-term 
growth. As V.P. Singh, Director, Deloitte Touche Tohmatsu, points out: 
"Infrastructure is yet another bottleneck in the way of higher growth." Automobiles 

The infrastructure sector has shown improved growth of 7.8 per 
cent during April-November 2006 from 5.2 per cent in the corre- zà 
sponding period of the previous year. But the road ahead looks id Él oe 0110,78 
uncertain as higher levels of interest rates may result in many projects เตา ต ม 11415 
being put on the backburner. 

There is an estimated $320 billion infrastructure investment planned 
in the next five years between 2007-12. *There may be some delay or 
deferment of a decision due to interest rate uncertainty, although I don't 
see people shelving infrastructure projects as it's the government's top pri- 
ority," believes Bhaskar Ghose, Managing Director, IndusInd Bank. 

Yet, short-term deferments or delays may mar the growth prospects of 
the engineering sector, which has been riding high on orders from industries 
like power, steel, ports, roads and airports. The public sector BHEL, for 
instance, had an order book running into Rs 55,000 crore at the end of 
December 2006. Larsen & Toubro had a backlog of orders worth 
Rs 35,700 crore in the same nine-month period. 
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WILL EARNINGS LOSE THEIR MOMENTUM? Will These Projects Ever 


AST FORTNIGHT, IT SERVICES BELLWETHER INFOSYS TECHNOLOGIES SCORCHED THE Take Off? 
E by announcing a set of spectacular numbers, with net profits spurt- Some $320 billion is expected to be pumped 
ing 69 per cent for the fourth quarter over the previous year's corresponding into infrastructure between 2007-1? 
period. That, however, may be one of the few Slivers of sunshine on the earn- 
ings front in the quarters ahead. Reason? “The next four quarters are going to 
be bad for India Inc.," warns Nipun Mehta, CEO, Unitis Tower, a wealth man- 
agement advisor. “The dream run of 16 impressive quarterly corporate per- 
formances will hit a speed breaker. The favourable factors that helped India Inc. 
post surprising results have taken a U-turn.” Those factors are, of course, interest 
rates, inflation, and commodity prices, which have all nudged upwards into per- 
ilous territory which, in turn, will impact earnings of companies, thereby, mak- 
ing valuations looking overstretched. “Increasing their misery is the higher prof- 
itability base of India Inc.,” says Sangeeta Purushottam, Head (Institutional 
Business), Religare Securities, who feels "the slowdown will be strictly sector- 
specific." Over the past 16 quarters, the earnings of India Inc. have averaged 
a cumulative growth of 40 per cent. Gagan Banga, Executive Director, 
Indiabulls Financial Services, expects corporate profitability to slow down in 2007- 
08, "to around 15-16 per cent from previous estimates of 18-20 per cent". 
MAHESH NAYAK 
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IS THE BULL RUN OVER? 


Dalal Street never looked so drab in a long time. ANAND ADHIKARI 


Silence on the Street 


...the IPO boom is petering out... 
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F STOCK MARKETS ARE INDEED 

a reflection of an economy's 

underlying fundamentals and 
the prospects for earnings growth 
of its corporations, then the 
current lull in Indian equities 
is pefectly justifiable. After all. 
not only is GDP growth expected 
to slow down, earnings in com- 
ing quarters are also expected to 
be muted. The big question, 
however, on Dalal Street is 
whether the indices have just 
paused for breath before they 
slip into the next phase of 
growth, or whether the four- 
year bull run in Indian stocks is 
well and truly over. 

To be sure, there have been 
signs for some time now that 
the markets have lost their fizz. 


Tulsi R. Tanti/ CMD/ Suzlon Energy 


"Rising interest rates may 


have impact on SMEs; 
however, large players with 


access to global capital and debt 





เพ พ น ร เ ั 0 ก ค เว ง พ า ก 


and small-cap shares has been 
languishing for almost a year 
now with negative returns. This 
may be a direct result of the re- 
duced inflows from foreign in- 
stitutional investors (Fils), which 
are down by half in the last fiscal 
(over the previous year). And 
there don't appear to be too 
many signs of a revival in the 
near future. 

“Till the signs of a (economic) 
slowdown disappear, markets 
will be volatile with sentiments 
tending to be bearish," says 
Nipun Mehta, CEO, Unitis 
Tower, a Mumbai-based wealth 
management advisor. “Rising in- 
terest rates have certainly given 
investors a better investment 
earning avenue than the equity 
market," he adds. 


The broader market of mid-cap are likely to see little impact” 

Equity analysts have already 
begun advising their clients to move out of sectors like 
banking, real estate & construction. capital-inten- 
sive industries, fast moving consumer goods, IT serv- 
ices and other sectors that appear vulnerable to weak 
demand conditions. “We have seen price corrections 
earlier but now we are in the midst of a time correc- 
tion,” believes Naresh Kothari. Head (Institutional 
Equities), Edelweiss Securities. 

The lacklustre activity in the secondary market is 
leaving its mark on the market for IPOs. Investor 
appetite has slackened, and two out of three recent 
offerings are trading below their offer price. The 
mutual fund industry too is beginning to feel the 
tremors of a high interest rate regime, with investors 
preferring to take home similar returns via a tried 
and tested avenue: bank deposits. a 


...With 10 out of the 12 IPOs listed in March 
destroying investor wealth. 
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HOW TO SAVE 


THE 
SEZs | 


In all the heat and dust that | 4 em 
the issue of SEZs has raised. 
no one is asking the most 
important questions and 
finding the right answers. 

This story is an answer to 

that problem. sHALINI s. DAGAR 
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Singapore’s Ascendas is developing 
SEZ in Chennai. The IT Park will cover 18.5 acres of land. 
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CIRCA 2015: JOHN DOE JR., THE YOUNG NEW 
CEO at one of the world’s largest auto-parts 
companies, is on a guided tour of Reliance’s 
Maha Mumbai special economic zone (SEZ). 
Doe wants to invest more than a billion dol- 
lars in a new factory, and he’s weighing his 
options, which include India and China. His 
father, John Doe Sr., who last visited India in 
2008, has warned him against investing in 
India because, as he remembers, it has a þor- 
rendous bureaucracy, convoluted regulations, 
and pathetic infrastructure. Yet, the young 
man has decided to check out Reliance’s new 
SEZ because he’s heard a lot of good things 
about it from some of his peers who already UE en ee 0 ioc ite few 
operate out of the SFZ. e 
As the Reliance chopper in which he’s M y TY n D Á D n RT 
seated gives bim an aerial view of the city, Doe น อ น ม น FN B 
Jr. can hardly believe what he sees. Forget AND 
China's Shenzhen; this city is something else. 
Beautifully laid out roads. clearly zoned res- 
idential and industrial areas look stunning 
from about 2,500 feet above ground. The 
numbers, which Reliance’s head of SEZ offers 
to Doe Jr., are even more impressive. Almost 
a fifth of Fortune 500's manufacturing com- 
panies already have facilities in the sez, with 


‘NOMIC ZONE LTD 
ECIAL ECONOMIC ZONE Li 


FOCAL POINT 


The Adani Group-promoted SEZ, spread over 100 sq 
km, offers a port that has the deepest draught on the western coas 
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Compared to other sweet schemes, SEZs offer an 
opportunity to build an island of world-class facilities. 


SEZs 


m Complete exemption from corporate tax for the first five years: 
50 per cent exemption for next five years and a 50 per cent 
exemption for a further five years equivalent to the special 
reserves created by the units 

m Complete exemption from Minimum Alternate Tax (MAT) 

m Complete exemption from import duties. On procurement from 








sales tax) CST. Service tax is also exempt on services consumed 
within the zone 
Developers 

ME เพ EA OO | m 10-year tax holiday on profits derived from development 
ทศ เห น น น | : of SEZS. 
| m Complete exemption from MAT, Dividend Distribution Tax 





EOUs (March 31, 2009) 
* 100 per cent tax deduction on export profits 


LEE m Ni import duty 
MEE mi excise duty on procurement of goods from bonded 
| | "e DEMNM warehouses in the domestic tariff area (DIA) 
one million sq. ft of business space at the Mahindra m Reimbursement of CST paid on purchases from DIA 
The investment is expected to be around Rs 50 crore 


EHTP/ STPI (Direct tax deduction till March 31, 2009) 
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w Deduction of 100% export profits derived therefrom for any 
10 consecutive years 











No. of functional SEZs 19 
No. of valid formal approvals (with land) 23 
No. of notified out of 234 SEZs 6 


> 


m Nil import duty 

พ Nil excise duty on procurement of goods from bonded 
warehouses in the DTA 

พ Reimbursement of CST paid on purchases from DTA 


c 


| 
t 


1 
| i 1 
d 3 4 
— a — 
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No. of formal approvals cleared for notification 8 
No of in-principle approvals (without land) 16 
Pending proposals 3] 


investment made in 63 notified SEZs Rs 13,435 crore 


Employment created in 63 notified SEZs 18,457 persons 


Estimated investment if 234 formal 
approvals become operational 


Employment 
Source: Commerce Ministry 


m 


Industrial Parks (Available to developers notified by 
DIPP on or before March 31, 2009) 
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m 100 per cent tax deduction is available to the developers of 
industrial parks for any 10 consecutive assessment years out 
of 15 years 






MER | 










m Income tax holiday and exception from CENVAT is available 


Rs 3,00,000 crore 
4 million jobs 






Himachal Pradesh, Sikkim and Northeast, subject to 
certain conditions 


Electronics Hardware Technology Parks, STPI: Software Technology Parks of India 
Source: Commerce Ministry, PwC & BT Research 


for units set up in industrial parks in the states of Uttarakhand, 


* Exemptions available only to physical export profits EOUS: Export-Onented Units, EHTP 


the domestic tariff area do not have to pay excise, VAT, or (central 
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Formerly an export processing zone, it 


covers 125 ha and is home to 141 active units 





investments of about $5 billion; the SEZ airport, world- 
class in every respect, can bandle 90 million passengers 
a year (as much as Frankfurt airport) and 4 million 
tonnes of cargo. As a new city, Maha Mumbai has 
brought down real estate prices in the main Mumbai city 
and eased pressure on infrastructure. As an economic 
zone, it accounts for 5 per cent of India's total exports 


of $1 trillion. There's no red tape, there are no power 


cuts or water problems. What’s more, there's a lx DOMINE, 


vibrant city of blue and white-collar workers, whose per 


capita income is three times the national average. 
“Gosh, dad couldn't have been more wrong,” thinks Doe 
Jr. “India it has to be.” 
s things stand today, no one knows 
the following: a) Will Reliance's, or 
any other SEZ investor's, dream of cre- 
ating world-class urban centres in India 
ever come true? b) Will some investor. 
some day, go back as impressed with India's infra- 
structure and bureaucracy as John Doe Jr? c) Will 
India's exports actually hit a trillion dollars by 2015? d) 
Will prosperity trickle down to the poorer Indians as vis- 
ibly as in the crystal-gazing above? e) Will India ever give 
China a run for its money? 

If no one really knows, it's because the great circus 
that the issue of SEZs has been turned into. Farmers 
would rather continue living at subsistence levels than 
sell their land; industry wants to squeeze the maximum 
out of a well-intentioned plan, thereby endangering its 
very feasibility, and the government would rather 
ensure its own survival by washing its hands off a 
politically explosive issue than screw up courage to 
come up with a pragmatic policy that works in the 


RITESH SHARMA 


has been 
championing the cause 
of SEZs, but has had 
to make concessions to 


accommodate interests 
of Left front allies that 
want SEZs curtailed 
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PROJECT COST 





THE LURE OF THE SEZs 


The case of a textile project illustrates the economics of 
operating in an SEZ versus domestic tariff area. 


NON-SEZ/ DTA INSIDE SEZ* 


Land 1.8% 5.9% 
Site Development 0.5% 0.0% 
Building Construction 28.0% 24.1% 
Machinery Cost 34.1% 32.5% 
Misc. Fixed Assets 1.3% 1.1% 
Preliminary & Preperative Expenses 4.9% 44% 
Provision for Contingencies 1.0% 6.8% 
Margin Money for Working Capital 22.4% 16.8% 
TOTAL 100.0% 91.2% 
PROJECT COST SAVING 8.8% 
Raw Materials 82.9% 19.5% 
Sewing Consumables 0.108% 0.103% 
Power 1.5% 1.2% 
Water 0.03% 0.3% 
Wages and Salaries 10.9% 10.9% 
Overheads 0.7% 0.7% 
Other (Washing Charges) 3.9% 3.8% 
TOTAL 100.0% 96.4% 
OPERATING COST SAVING 3.6% 
% Share of Depreciation 45% 41% 
% Share of Interest 9.2% 6.1% 
% Share of Income Tax 27.8% 0.0% 
% Share of Net Profit 58.5% 97.6% 


Source: Technopak 


* Special textile zone-1000 acres 


interest of all stakeholders. Thus, ล cap on SEZs, both 
in terms of their number and size, is thought of, and 
farmers are left to deal with developers directly and vice 
versa. With the result, a good idea runs the risk of being 
still-born. 

The need of the hour is to ask some important 
questions about the SEZs and find the right answers. 
Here, we make an attempt: 


Do we need so many SEZs or 
can we simply follow the 
e China model? 


This is a question that has been doing the rounds 


a 
has . 
plans of setting up two 
mega SEZs of 10,000 
ha each, but the cap of 
9,000 ha could force 
him to curtail his SEZ 
ambitions 
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HITACHI 


Inspire the Next 


VI SERIES 


Stunningly beautiful 


The stunningly beautiful range of home appliances from Hitachi Home and Life Solutions (1) Ltd are a teast 
\nd all the other senses. Vi (pronounced “be’) is the Japanese character for beauty and is what this line of produc 
More than UIST thei physi 1 l tributes, the CXLUHSITE products ire ut the curt 1 ed ot mnovahhon Tin ree h 


retlectini the 4] tlity TI reliability that Hit Tail is known เจ Desiened to m ke youl lite more comtor 1 le 


che VI Series is our attempt to make the world what it was and is meant to be. Beautiful 


Help” Hitachi Home & Life Solutions (India) Limited. Head Office & Works: Hitach 
HITACHI € p Tei: (02764 2775 71 Fax: 02764 23 ค แร ท แล อา ห ท ง com Website: www ก ก ล 


3989891 9 North Region: Chandigarh Ph: 0172 - 26 92486 3165 h: 01 


Service Helpline No. 
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5115700/ 01/ 3269006, Lucknow ! ~ 379 New Delhi 

Ph: 011 - 26991386, East Region: Bhubaneswar Ph- 0674 - 2552242/ 2550147, Kolkata Ph: 033 - 22464383! <ect 7434. West Region: Ahmedabad 
079 - 2640 1128. Mumbai Ph: 022 - 28364282/ 87, Pune Ph: 020 25454721/ 30/ 45, Bhopal Ph: 0755 - 4275077, South Region: Bangalore F! 

Chennai Ph: 044 - 24953902/ 24953904, Cochin Ph: 0484 - 2323136/ 2323137, Hyderabad Ph: 040 - 23351676 


*Hitachi service helpline number is available in Delhi, Mumbai Kolkata, Chennai, Ahmedabad, Hyderabad, Pune & Bangalore 





bt policy 





THE SEZ ECONOMICS 


A back-of-the-envelope calculation for two 
different types of SEZ. 


9000 ha (12 355 
acres) SEZ Close to Urban Centre 


| 
Cost of land acquisition Rs 25 lakh/acre |. Rs 75 lakh/acre 
Land development cost Rs 20 lakh/acre |. Rs 20 lakh/acre 


100-500 acre SEZ 





Total Cost Rs 5,55,975 lakh Rs 47,500 lakh 
Net Saleable Area 60% of total land | 60% of total land 
Cost pr ys i4 Rs 75 lakh . Rs 158.33 lakh/acre 
Marketing & Other costs Rs 11.25 lakh/acre | Rs 23.75 lakh/acre 
Total cost Rs 86.25 lakh/acre ฟิ ร 182.08 lakh/acre 
Developer Margin 25% | 25% 

buda (Rs 21.56 lakh/acre) ^ (Rs 45.52 lakh/acre) 
Selling price per acre ผิ ร 107.81 lakh/acre . Rs 227.60 lakh/acre 
Developer margin 20% |. 20% 
on sale value 


Note: These are rough and ready calculations 
Source: Beekman Helix India Consulting 


ever since the policy was first conceived in 2005. 
The question emanates from the tremendous success 
of the Chinese model. In eight years from 1980 to 
1988, China established the SEZs in Shenzhen, Zhuhai. 
Shantou and Xiamen cities, and Hainan province. 
And by 2002, these free trade zones had attracted $60 
billion of investments, employed two million people 
and were contributing 15-23 per cent to the nation's 
exports, according to a KPMG report. Surely this success 
is worth emulating. However, the Chinese SEZs are few 
in number and large in size. The famed-Shenzen, at best 
a mid-sized zone, is 327 square kilometers. The 
Hainan island is 34,000 square kilometers. Indian 
SEZs, with their cap on size at 5,000 hectares (50 sq 
km), are going to be midgets in comparison. Even 
Reliance with its proposed 10,000 hectare sEzs would 
have been middling at best in terms of sheer size. 
Fewer, larger SEZs have a compelling economic logic 
with their scale, and ease of administration. Anita 
Arjan Dass, Managing Director of Mahindra City, 
points out that a large size is preferred by a developer 
since it prevents overexposure to just one industry (as 
in single-industry sEZ) and protects investments. 


KALYAN CHAKRAVORTY 


has 
plans of setting up an 
8,097 hectare multi- 
product SEZ in 
Gurgaon, but, like 
Reliance, may have to 


make do with an SEZ 
half that size. 





“Besides, the growth of ancillary industry development 
for a multi-product SEZ could be stymied in a small- 
sized SEZ. Today, large companies want to bring their 
ancillaries with them,” Dass says. 

However, can the China model be supplanted di- 
rectly? No. For one, India is a democracy and free mar- 
ket economy. Government diktats cannot, and should 
not, determine economic progress. Two, skill sets 
vary in different regions of the country, says G.R.K. 
Reddy, Managing Director, Marg Constructions, 
which is developing over 600 acres in two adjacent 
locations. “Population density and per capita income 
also vary from region to region—so the one-size-fits- 
all strategy won't work. More numbers of SEZs would 
have to be scattered around as transporting people 
would be difficult," he adds. However, do we need a 
cap on the number? No. It's for the market to deter- 
mine how many sEZs it can profitably accommodate. 
By restricting the number of sEzs, we will be making 
the same mistakes that we made by restricting manu- 
facturing capacities and licensing industries. 


Should there be a minimum limit 
๑ On the “processing area"? 

The hike in processing area (where core activity, man- 
ufacturing or otherwise, would take place) to a uniform 
30 per cent of the total area has reduced the real estate 
play somewhat. SEZs cannot now be used as a surr gate 
for urban development. Srikanth Badiga, vp, Hyderabad 
Gems SEZ, says, “The processing area is in a sense a sur- 
rogate for industrialisation. The norm for 50 per cent 
processing zone is crucial to ensure that players serious 
about industrialisation get in and not those who are 
only interested in real estate development." 

However, this rule also trims the returns expected 
by the SEZ developer considerably. *With the current 
norms, the returns for SEZ players have come down by 
15-20 per cent, mainly due to the increase in pro- 
cessing area. The per-square feet realisation tends to be 
lower in the processing area," says Unitech Managing 
Director, Sanjay Chandra, while adding that much 
would depend on the location of the sEz. Unitech is a 
joint venture partner with the Salim Group and 
Universal Success Group at the proposed SEZ at 
Nandigram and surrounding areas. So, should there be 
a minimum limit? Yes. And does the 50 per cent limit 


BHASKAR PAUI 


Says 
that the state must 
play at least a limited 
role in land acquisition, 
otherwise the going 
will be difficult for the 
SEZ developers. 
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Originally, Reliance 
was to buy most of the land here on its own 


HURT BY THE CEILING 


Developers may still work around the ceiling problem, 
but these are the ones that will be the most affected. 


m Reliance's Maha Mumbai project 10,000 hectare 
m Reliance's Jhajjar (Haryana) SEZ 10,000 hectare 
m DLF's multi-product SEZ in Gurgaon 8 097 hectare 
m Omaxe project in Rajasthan 6,070 hectare 
m Bharat Forge, Pune 7,000 hectare 


still leave enough on the table for developers? Yes, again. 


Should there be a maximum limit to 
the size of SEZs, like the 5,000 ha 
e cap set by the government? 

No. It just doesn’t make any sense. Just as no auto- 
mobile manufacturer makes 200-ft-long cars, no de- 
veloper will make an SEZ bigger than what he can 
profitably sell. Remember, there’s cost to every sq. ft of 
land developed. Yet, flexibility in terms of size is im- 
portant to create a competitive and efficient economic 
region. “Certain infrastructure costs like cargo handling, 
power costs, port development would make sense only 
if the SEZ is really large in size,” says Mahindra City’s 
Dass, adding that her firm is comfortable with the cur- 
rent size of 1,300 acres, because “we feel that this is the 
size that we can optimally manage.” 

However, should the developer have an appetite for 
larger areas, there is no economic or financial ration- 
ale for the cap of 5,000 hectares. The sole reason 
this ceiling seems to have been incorporated is to 
cater to the demands of the intransigent government 
allies, notably the Left Front, which was caught on the 
back foot in its own back yard when violent protests in 
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Nandigram broke out. Does it create problems? Not re- 
ally. There were just a handful of sezs that were 
larger than this cap. But, as Mukesh Khandelwal of in- 
frastructure consulting firm, Feedback Ventures, says, 
75,000 hectares is still a fair amount of land for sEz de- 
velopment.” Finally, if any developer wants to go 
round the cap, he'll find ways to do it. 


() Should the government help 

๑ with land acquisition? 

No. Let the farmers decide if they want to sell their land 
and at what price. Forcible acquisition of land, which is 
what the government’s ‘eminent domain’ right en- 
sures, will always be resisted, and rightly so. But will the 
government's non-involvement make land acquisition 
more difficult? Yes, it will. But that’s a good entry bar- 
rier to SEZs, and something that will automatically pre- 
vent oversupply of sEZs into the market. However, the 
government may still have a limited role to play. 
Videocon Group Chairman, Venugopal Dhoot, who 
currently heads business chamber, ASSOCHAM. says there 
are practical issues in private land acquisition, as some 
states have land ceiling acts on transfer of land into pri- 
vate hands. “The state governments should be involved 
at least in things like acquisition notices. The private de- 
velopers can take charge of the financial transactions." 

N.D. Mehra, Head Commercial & Legal, ps 
Constructions, believes that without government in- 
tervention the stipulation of contiguity of land—one 
of the requirements of the multi-product sEZs—would 
be affected. Contiguity is a mandatory requirement of 
the 557 regulations and is critical for success. *For 
an SEZ to be successful it must be self-sustaining, con- 
taining all the requisite infrastructure, utilities, facili- 
ties and services." 

At any rate, the combination of a cap on the max- 
imum size of the SEZ and the government withdrawal 
from land acquisition is quite unsustainable. “If the gov- 
ernment is not going to help in land acquisition then 
capping the maximum size does not have any logic," 
points out Mehra of ps Constructions. 

The government, especially the Prime Minister's 
Office, seems to be veering around to the view that 
some government aid is in order especially if the private 
developer acquires, say, 75-80 per cent of the land 
required. That seems to be a reasonable demand, since 
private purchase would have already ‘discovered’ a 
market price for the land that the government can 
order the ‘problematic’ landowner to accept. 


Will there be a revenue loss to 
the exchequer on account of 
special economic zones? 


This is a chicken-and-egg question. Sure, the rev- 
enues foregone on business that would come up in SEZS 
would be a loss. However, the question that follows 
then is—in the absence of the SEZ policy would that 
business set up shop in India at all? The finance min- 
istry did put forth its apprehensions of a revenue 
loss, yet the considered view of the government was 
that the advantages accruing from the SEZs would far 
outweigh any possible revenue loss on their account. 

With regard to existing businesses moving into 
sEZs, there are enough safeguards to ensure that 
domestic market-oriented companies find it pro- 
hibitively expensive to sell to the domestic tariff 
area after producing the goods in the SEZ. [n most 
cases, imports would be cheaper. So these appre- 
hensions are mostly misplaced. 

Where they could have some credibility is in case 
of SEZs that are oriented towards IT and rr-enabled serv- 
ices. Many of them are planning to shift incremental 
business to SEZs due to the expiry of sops under STPIs 
and others. However, here too it is the overall oper- 
ating business environment that makes SEZs attractive. 
For instance, for business process outsourcing com- 
panies, 40 per cent of the advantage of working in 
India comes from cost alone. If the overall operating 
cost in India gets mitigated by moving to an SEZ, 
then that is hardly bad news. As Rohit Kapoor, CFO, 
EXL Services, says, “Business policies are making 
operating in India quite expensive. Destinations such 
as Vietnam, the Philippines, South Africa and East 
European countries are becoming increasingly 
attractive." An IT SEZ, then, will make India more 
attractive compared to rival countries. 


Are SEZ developers fighting 
ค ง of resettlement an 

rehabilitation expenses? 
Not really. India Inc. in general is not apprehensive 
about adequate compensation for the land owners 
and users. “It is a good step as there would be 
greater clarity to the process," says Unitech's 
Chandra. Videocon's Dhoot concurs that the private 
sector is quite agreeable to all the possible means of 
appropriate compensation—market-linked land rates, 
employment assurances for land owners' family 
members and even equity options. However, “the 
government has to be involved in the land acquisition 
process,” says Dhoot. 

The same sentiment is echoed by Amit Mitra, 
Secretary General, FICCI, who says that the R&R policy 
will formalise and put in place systems and processes 
for smooth transition. As it is, companies do acquire 
land privately even now. “We have to be inclusive in 
a very pragmatic manner. There is certainly a 


A. PRABHAKAR RAO 


requirement for intermediation to generate employ- 
ment for landless labourers or share-croppers, and pub- 
lic-private participation could help in such areas,” 
Mitra adds. The bottleneck in firming up the policy is 
going to be at the level of the states, since so many of 
them need to agree on the modalities that they will 
have to ultimately implement. 
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The Gitanjali Group is setting up a 


200-acre SEZ for gems and jewellery in Hyderabad 


Are the long delays in | 
firming up the $ olicy 
. putting off investors: 
For now the investors have shown patience, as the t ytal 
incentives for the sEZs outweigh those from comparable 
destinations. Three footwear SEZs, including Tarwanese 
company Apache, are moving from China to India on 
the back of the attractive investment policies. Ascendas, 
which has commitments from Japanese manufacturers, 
has also been waiting in the wings. The question is, 
how long will they wait? Too much dilly-dallying 
will change the climate soon enough. As it is, some 
investors are getting fidgety. Destinations such as 
Vietnam and Poland beckon. The Nike supplier from 
India, Lotus Footwear, apparently is looking at 
Vietnam as an alternate investment destination. 
Investors can live with restrictions, but with 
uncertainty they choose not to. It's time the govern- 
ment ended the uncertainty over SEZs. M 
ADDITONAL REPORTING BY AMIT MUKHERJEE, 
E. KUMAR SHARMA, NITYA VARADARAJAN 
AND KRISHNA GOPALAN 
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Having survived the down cycle in optical stora 
diversifying into a clutch of high-growth busine 





VERY MINUTE, SEVEN COM- 
pact discs roll off the man- 
ufacturing line at Moser 
Baer’s (MB's) Greater Noida 
optical storage plant. The 
machines hum with metronomic 
precision, beating raw polycar- 
bonate into optical storage discs. 
This is high-tech, capital intensive 
manufacturing that is Moser Baer's 
forte. The 24-year-old Delhi-based 
company is the second-largest 
manufacturer of optical storage 
devices (read: CDs and DVDs) in 
the world; the largest is Taiwan’s 


Rein 


ventin 
oser Bae 


CMC Magnetics Corporation. 
Emerging from a prolonged 
downturn in its core business, 
Moser Baer is now crafting a 
strategy to diversify and expand 
in line with Founder and Managing 
Director Deepak Puri's vision of 
growing into an engineering- and 
technology-driven business. “The 
transformation is about growing 
from a single-product manufac- 
turing company to a conglomerate 
with multiple high-growth busi- 
nesses,” says Executive Director 
Ratul Puri. The goal: ramp up each 





MB'S PHOTOVOLTAIC GAMBIT 


The company is straddling a range of PV technologies and is investing in the following: 





e Crystalline Silicon-based PV 
Technology: Moser Baer Photo 
Voltaic (MBPV), a subsidiary, is setting 
up a PV cell and module 
manufacturing project with an 80 MW 
capacity in India's first renewable 
energy SEZ at Greater Noida, UP. The 
trial runs are complete and commer- 
cial production (40 MW) will start 
soon. The investment: Rs 260 crore. 
Subsequent capacity increases will be 
in tranches of 80 MW each. The inte- 
grated manufacturing line will lead to 
higher efficiency. 


e Thin Film Technology: MB is building 
the world's largest (200 MW) thin-film 
solar fab in partnership with the US- 
based Applied Materials. It plans sub- 
Strates (bases) as large as 5.72 sq m. 
The largest substrate used till date is 
1.2 sq m. It will invest Rs 1,000 crore 
on this over the next 3-4 years and 
expects to have 40 MW capacity on 
stream by the end of this year. Eyes 
initial revenues of $100 million. 


e High Concentrator Technology: It 


has small capacities at its Greater 
Noida plant and will install about 900 


e Nanotechnology: MB has a presence 
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ge media, the company is now 
SSeS. SHALINI S. DAGAR 


of these modules into $500 million 
(Rs 2,150 crore) to $1 billion 
(Rs 4,300 crore) businesses. The 
company has also transformed itself 
into a technological leader. Says 
Deepak Puri: *When we started 
(in the optical media business), we 
were laggards—6-9 months behind 
the world. Today, we are ahead 
of the curve." 

The evidence? Moser Baer is 
at the cutting edge of emerging 
optical formats in storage—Blu- 
ray discs and high density DVDs or 
HD DVDs. MB was the first to market 


panels (10-20 MW) in a PV farm in 
Spain by September 2007. The 
technology is being sourced from 
SolFocus, a recent investment. 


€ Low Concentrator Technology: The 


technology from Solaria is a force 
multiplier on c-Si (crystalline Silicon). 
Plans graded ramp-up starting with 
29-30 MW in Q1 of 2008-09. 


in this promising but still evolving 
technology through Stion Corp, in 
which it owns a stake. 








The company's business portfolio 


will look very different in a few years. 





BUSINESSES: 

REVENUE SHARE: 30-3396 

srRATEGY: It iS a volume Dusiness anc 
MB will leverage its position as one oi 
the lowest-cost producers in the worid 


BUSINESSES: ENT 
revenue: 2076 

stratecy: To acquire 10,000-12,00 
movie titles and price them low 


BUSINESSES 
o 
revenue: 40% 
stratecy: It is betting on 4-5 already 


proven technologies 


BUSINESSES: 


revenue: 10-0d d 76 


stratecy: Not disclosed 


the HD DVDs, selling th« 

batches at prices as high as 55 (then 
Rs 360) apiece in August 2006, 
[he price is now down to $7 


(Rs 301) apiece. MB's recent acq 


sition of OMKI, a tullv-owne d sul 
sidiary of the Netherlands-b 


Philips, puts it at the forefront ot 


Blu-ray format as well. “OM&T is the 
only manufacturer outsid: 

to be shipping Blu-ray discs," says 
Puri Senior. This over-rid 
emphasis on being ahead of th 
technology curve is helping the 


company keep its leadership | 
tion in its core business. But 
scenario wasn't this bright evi 
years ago. 

Moser Baer reported a net los: 


Deepak Puri 


แฮ ิ ๊ ค ค ร ค 
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Ratul Puri/ Executive Director/ Moser Baer 


growing a single-product 
high-growth businesses” 


[he transformation is about 
firm into a conglomerate with 


of Rs 11.15 crore in the April-June 
quarter of 2005-06 (it showed a 
profit for the full year, though). 
Severe global pricing pressures cou- 
pled with competition from other 
low-cost producers and rising raw 
material prices eroded the excep- 
tional returns that the industry was 
known for. Though the downturn 
was not unexpected, its duration 
and severity came as a rude shock. 

Ashish Dhawan, Senior 
Managing Director of private equity 
firm ChrysCapital, which invested in 
Moser Baer during this downturn, 
says: “The downturn lasted longer 
than any of us had anticipated.” 
Cost efficiencies helped sustain 
Moser Baer during this phase. It 
was also a period of learning, and 
the lessons were immediately 
implemented. Ratul recounts that 
despite the downturn, the company 
continued pumping funds into the 
business. Over the last four years, 
Moser Baer has invested over $1 
billion (Rs 4,300 crore) and a large 
chunk of this has been spent on 
climbing up the technology curve. 

As the downturn began petering 
out in early 2006, the hugely capi- 
tal-intensive blank optical storage 
business again showed promise of 
generating massive amounts of free 
cash. “A year ago, we felt that over 
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the next three years, the blank 
optical business would generate 
around $500 million (Rs 2,150 
crore) of cash,” says Ratul. So, an 
expansion and diversification was 
clearly in order. The big question 
was: in which industries? “Part of 
that free cash will be deployed in 
businesses that are adjacent to our 
existing business. Synergies will have 
to come from marketing, distribu- 
tion, manufacturing and research 
and development,” says Ratul. 
This decided, the debate then 
shifted to Moser Baer’s comp- 





Yogesh B. Mathur/ CFO/ Moser Baer 
The core business is quite 
Capital-intensive. The newer 
businesses are less so” 


etencies. Yogesh B. Mathur, Group 
CFO, explains: “The investment areas 
had to be high-growth, high-tech- 
nology industrial sectors where 
Moser Baer’s competencies could 
make a difference.” (see The Moser 
Baer Matrix) 

The photovoltaic (pv) space— 
where solar Pv arrays are used to 
convert the sun's energy into elec- 
tricity—was an obvious choice “as 
the skills required here are very 
similar to those in the optical media 
(OM) business,” says Rajesh Khanna, 
Managing Director, Warburg 
Pincus, which invested in the com- 
pany in 2000. However, as Puri 
points out, globally, the industry 
is driven by government subsidies: 
this makes for a difficult operat- 
ing environment. More impor- 
tantly, there were internal differ- 
ences; son Ratul had reservations 
about the pv foray. “However, he 
was convinced by the numbers.” 
the father recounts. 

The next problem that emerged 
was the span of technologies pre- 
vailing in the Pv market. Here, MB 
has placed calculated technology 
bets. It has acquired minority stakes 
in PV companies focussed on different 
spheres of the technology. “Moser 
Baer and Germany’s Q-Cells are 
probably the only two pv companies 
that have a strategy of spreading 
the technology risk over multiple 
investments,” says Jeff Osborne, al- 
ternate energy analyst with CIBC 
World Markets, a Canada-based 
research firm. This gives the com- 
pany an IPR exposure to develop- 
ments in different technologies and 
also makes it the manufacturer of 
choice for these tech companies, 
helping it stay ahead of the curve. 

Even as it scouted around for 
emerging technologies in its cho- 
sen space, the company began 
building a crystalline silicon (c-Si)- 
based plant at its renewable energy 
Special Economic Zone in Greater 
Noida. This technology is proven 
and currently dominates the pv mar- 


Elecon Everywhere. 
eii that run the nation. 


t 


ELECON 
Always a step ahead in technology 


Elecon = India’s” first gear ‘company to: get ISO 9901-2000 ^: Chemical, Fertilizer, Plastic Extrusion, Rubber, Paper anc Stee! 
accreditation - is India's;larges! gear manufacturer with all types . processing and working, Food: processing and Marine propulsion 
of gear transmission products under one roof with unmatched credibility. 

Use of advanced CNC Machines & Machining Centers, Automatic 9 State-of-the-art 11. Axes Form Grinding machine from Hofler 


& Effective Fumaces and Profile Checking Machines to ensure generating Class-ll Accuracy enables to envelope global market 
consistency. market. 


Backed with extensive infrastructure and exceptional in-house ® Integrated WAN connectivity across all branches and equipped 
design capabilities to cater diverse markets like Sugar, Cement, with Oracle ERP & CRM system for prompt service 





bt technology 


DEBASIS PALIT 


ket with over an 80 per cent market 
share. The c-Si plant is expected to 
start commercial production any 
time now, even as work on the thin 
film plant carries on at a fast and fu- 
rious pace (see MB’s Photovoltaic 
Gambit). All the bets may not pay 
off, but Ravi Khanna, Head (PV 
Business), points out: “You have to 
participate in technology develop- 
ment, not wait for the outcome." 
The upsides are huge as seen 
from the valuations of listed pv 
firms—ranging from price-earnings 
multiples from the high teens to 
30s-40s. Q-Cells, listed on the 
Frankfurt Stock Exchange, has been 
trading at 25 times its estimated 





2007 earnings. Significantly, MB’s 
share price has almost doubled in the 
last one year from a low of Rs 162 
to over Rs 300. 

Another obvious diversification 
was a forward integration of the 
storage business into the home en- 
tertainment content (read: movies) 
business. “Though more closely 
aligned to the core business, enter- 
tainment has been a bigger diversifi- 
cation for the company," says 
ChrysCap's Dhawan. 

Rampant piracy, a fragmented 
content market, coupled with high 
prices for licensed end products (Rs 
150-350) had been the bane of sev- 
eral organised players. Moser Baer’s 
unique selling proposition in this 
field was the price of the licensed 
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software—Rs 28 for a CD and Rs 34 
for a DVD. The result was astound- 
ing—two million pieces were sold 
within 48 hours of its launch in 
Tamil Nadu in December. These 
were numbers that the established 
players were clocking in a year. 
Now, MB is putting in place a dis- 
tribution model along the lines of an 
FMCG company. "If a movie is avail- 
able at the price of a chocolate, 
then it should be as easily available 
as well," says Harish Dayani, CEO, 
Entertainment Business. 

Moser Baer has unobtrusively 
been buying intellectual property 
and now owns, or has exclusive li- 
cences to, 7,000 titles across 


languages, and plans to ramp up 
this number to 10,000-12.000 films 
over the next few years at a cost of 
Rs 430 crore. The margins are 
wafer thin, but like its core busi- 
ness, this, too, is a volumes game. 
Driving prices lower through 
larger volumes seems to be the leit- 
motif across the entire spectrum of 
businesses for Moser Baer. 
However, there is a critical differ- 
ence as Mathur explains: *The core 
business is quite capital-intensive. 
The newer businesses are less so." 
For instance, the optical media busi- 
ness had an asset-turnover ratio of 
0.6-0.7—60-70 paise of turnover 
for every rupee of capital invested— 
till a couple of years ago. This 
has improved to 1-2. In the 


A FLURRY OF 


ANNOUNCEMENTS 


Moser Baer has had a lot to tell 
the world over the last year. 


e March 30: Moser Baer Photovoltaic 
(MBPV) acquires 40 per cent stake in 
Slovenia-based Solarvalue Proizvodnja 
d.d. for assured supply of high-grade 
solar-grade silicon. 


e February 6: MB announces acquisi- 
tion of OM&T B.V., a highly specialised 
optical R&D company, which was a 
100 per cent subsidiary of the 
Netherlands-based Philips. 


e December 21: Announces launch of 
the content distribution (home video) 
initiative, marking its maiden foray into 
the entertainment industry. 


e November 29: Launches Moser 
Baer range of USB flash drives in the 
Indian market. 


e October 3: Technology that it devel- 
oped in-house shortlisted as one of the 
four standard media to be included in 
the Blu-ray disc specifications. 


e August 29; Gets board approval to 
invest an additional $17 million (Rs 73 
crore) in MBPV, its wholly-owned sub- 
sidiary in the photovoltaic industry. 


@ July 25: Begins shipping HD DVD-R 


(recordable), a next generation format, 
to its global OEM customers. 





entertainment and Pv businesses, it 
is as much as 3-7, 

All this might well sound like a 
mad and frightening rush towards 
diversification. But there is a method 
in the madness. Mathur points to 
the 3M model of diversification— 
into seemingly disparate industries 
linked by a set of core competencies, 
John Levack, Mp, Electra Partners, 
one of the earliest private equity 
investors in Moser Baer, says: “The 
approach seems quite sensible.” 

The dreams are ambitious, but 
Ratul is clear that “nobody can 
doubt our execution capabilities”. 
The big picture is in place and so are 
several of the smaller pieces. Now, 
Puri and his team has to string 
them together. m 


Colours have always been known to add 
impact to pictures or documents alike. But 
today, with the increased affordability of 
colour laser printers, more and more 
๐ are realizing the ROI impact in 
using colour instead of black and white prints 
for business presentations, proposals and 
customised marketing material. 

The advantages of using colour are multifold: 


Colour prints have a better recall, improved 


reader comprehension and more chances of 


the document getting noticed. It is this 
advantage that companies are leveraging in 
gn increasingly cluttered and highly 
competitive business scenario. Use of colour 
makes a favourable impression for smaller 
businesses when competing with bigger 
companies for clients. So colour has assumed 
a ‘business critical’ status in today’s 
corporate world. 
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Network-ready colour laser printers have 
also become extremely popular with 
companies that have small internal 
marketing/creative departments to create 
customised marketing material for important 
clients. HP Color LaserJet printers come with 
colour access control that ensures restricted 
access to colour printing. For the rest, the 
printer behaves like a regular black and white 


printer that gives the same print costs while 


giving you the option of colour at the cost of 
Mono LaserJet printer. 

HP Color LaserJet printers are available in à 
variety of options with the range starting às 
low as Rs.15,999/-. They sport a host of 
features including inbuilt networking, 
PostScript support and high capacity toners 
that ensure the highest possible cost 
efficiency for your investment. So go ahead 


and give your business the colour advantage. 
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Cadbury India wants to achieve 

in the next four years what it has in 
the last 50. New competitors— 
both Indian and foreign—will do 
their best to ensure it takes longer. 


KRISHNA GOPALAN 





NSCONCED IN HIS 2ND FLOOR SPRAWLING OFFICI 
in Cadbury House in upscale Central Mumbai, 
Anand Kripalu reaches out for the bowl of 
candy on the table in front of him, and pic ks 
out a Halls. The cough drops brand is what the 
UK parent of Cadbury India, Cadbury Schweppes, inherited 
four years ago following the global acquisition of Adams 
from Pfizer Inc. Kripalu, who took over as Managing 
Director of the chocolate maker’s domestic operations 
in October 2005 (before that he was MD for Unilever's East 
Africa region), is excitable and talkative—unsurprisingly, 
as it is his first exclusive media interaction since he took 
over the reins at Cadbury India. If he’s picked out the Halls 
candy—from a bowl of assorted Cadbury go dies, in 
cluding Cadbury Milk Chocolate, Perk, Five Star, | clairs 
and Gems—it’s with good reason. A couple of months ago, 
the company launched a new television commercial for 
Halls, with the slogan ‘Khulke Bol’, or ‘Speak Freely’. “H 
what you want to say is not coming out, have a Halls and 
speak your mind... am having it now to aid the process," 
Kripalu joked with this correspondent last t rtnight. 
Kripalu's got enough to shout about from the rooftop 
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of Cadbury House. For one, rev- 
enues and profits have been on a 
roll in 2005 and 2006 (calendar 
years). Over the past two years, 
turnover has averaged a cumula- 
tive growth rate of 38 per cent, 
and the bottom line has burgeoned 
by 79 per cent. For another, the 
company is sitting pretty in its flag- 
ship business of chocolates with a 
share of a little under 72 per cent of 
that pie that's valued at Rs 1,400- 
1,500 crore. Nearest competitor 
Nestle is a distant second with a 
share of 24.7 per cent. Whilst you'd 
expect Cadbury to lord over the 
Indian chocolate market—consid- 
ering it's been around in India since 
1948—the significant part is that it's 
regained a vital few market share 
points it had lost since 2004 (see 
The Sweet with the Sour). Even bet- 
ter, in the overall Rs 2,300-crore 
confectionery market, Cadbury is 
head and shoulders above the rest of 
the pack, with a share of 30.2 per 
cent—a 4.2 per cent gain since 2004, 

Kripalu is, of course, not resting 
on his oars. The sweet spot that he 
Is in provides a perfect launching 
pad to raise the bar, and chase 
growth aggressively. *We would 
like to achieve in four years what we 
achieved in 50," he reveals. *The 
tailwind in the economy, coupled 
with more investments, should 
make it possible." Cadbury has set 


Hot Chocolate 


Cadbury has shown robust double-digit growth 
in the past three years. 


1,058 






2004 2005 
แพ พ Total revenues EE Net profit 


Cadbury India's financial year is January-December 
Figures in Rs crore Source: Company data 
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"We have a very tight brand 
onem today, apart from a 
Ig focus on innovation” 


Sanjay Purohit/ Executive Director (Marketing) 


The Sweet with the Sour 


Cadbury is king in chocolates, and a leader in confectionery, but a smaller player in sugar confectionery and a distant #2 in beverages. 
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EH Lotte EH Wrigley ไพ Perfetti 
EN Nestle =~ Cadbury 


Figures in per cent 








Source: ACNielsen 








EN lote NEN Wrigley ไพ Perfetti 
แพ พ Nestle == Cadbury 


out to double its turnover—which 
stood at Rs 1,058 crore in 2006— 
by 2010. That shouldn't be difficult, 
as the company is already growing 
at over 20 per cent annually. The 
formula for getting to Rs 2,000 
crore is fairly simple: set up new 
capacity, and increase volumes. 
For his part, Kripalu will have 
the full backing of the UK parent. In 
2003, Cadbury de-listed from the 
Indian stock exchanges, and today 
Cadbury Schweppes owns 98 per 
cent of the shares of the Indian op- 
erations. So investments are hardly an 
Issue, not when Cadbury has short- 
listed India as one of its battleground 
markets (China, Mexico and the Uk 
are a few other such geographies 
that have been identified for sharper 
focus). India is the second-largest 
contributor to Cadbury's Asia-Pacific 
revenues, after Australia/New 
Zealand (which are looked at as 
one market), and the top brass in 
the UK clearly sees potential to 
squeeze more growth out of India. 
Indeed for Cadbury, which 
already controls over two-thirds of 
the chocolate pie, growing the 
market is an imperative. That can 
happen by simply making more 
Indians eat more chocolate. This 
calls for making it more affordable, 
weaning consumers from traditional 
sweetmeats like barfi and rasgullas 
with innovative variants, and also 


Beverages 
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targeting higher-end segments, 
which are currently the purview of 
imported brands in modern trade 
(or organised retailing). 

Over the past few years, Cad- 
bury has been attempting just that. 
For instance, it forayed into the 
‘bag product’ segment with a sweet 
snack, Cadbury Bytes, in 2003. 
Today, Bytes is a key extension in 
the India portfolio. More recently, 
the company launched Cadbury 
Dairy Milk in a tie-up with Disney 
(a white and brown chocolate with 
Disney characters) and a new variant 
of Gems (fruity flavoured), and is 
currently test-marketing Ulta Perk 
(wafer outside, chocolate inside) in 
Tamil Nadu. In terms of new price 
points, Cadbury, whose products 
begin at 50 paise, has launched gift 
packs that go up to Rs 400, in a 
bid to attract higher-end consumers. 

The innovation is also evident in 
the malted food drinks (MFD) seg- 
ment, where GlaxoSmithKline is a 
leader by far, with its Horlicks and 
Boost brands, which lord over three- 
fifths of the market; Cadbury, with 
Bournvita, is a distant second with a 
14.8 per cent share. Sanjay Purohit, 
Executive Director (Marketing), 
points out that the cocoa beverages 
segment—where Bournvita is pres- 
ent—is *an exciting category". Over 
the last couple of years, the company 
has withdrawn Delite (a chocolate 
drink mix) from its portfolio, with 
the focus sharpening on Bournvita. 







CADBURY IS STEPPING 
ON THE GAS 











พ Cadbury has to stick to its 


al 
m With a 70 per cent market 


share, it's perhaps inevitable 





global portfolio, though | think we 
have our hands full today. Besides, 
India is a Cadbury legacy market (as 
opposed to an Adams legacy mar- 
ket),” says Kripalu. “The objective 
over time is to have a footprint in 
the total confectionery market, 
apart from continuing to strengthen 
our position in the health food 
drinks segment,” sums up Kripalu. 

For the time being, though, the 
game plan is clear-cut: Leverage 
further the Cadbury label, which is 
what the company has been doing 
with aggressive advertising and pro- 
motions (these costs account for 
12-13 per cent of sales, with 30 per 
cent of that spend being below the 
line). True, Cadbury is still in many 
sections of Indian society almost 
generic for chocolates, but it may 
not stay that way for long, if a clutch 
of high-end brands has its way. 
Consider, for instance, the $5 billion 
global brand Hershey’s, which last 
fortnight inked a joint venture with 
Godrej Beverages & Foods, to create 
a new company, Godrej Hershey 
Foods & Beverages (GHFB). Hershey's 
will hold a 51 per cent stake in the 
JV. And GHFB’s mandate isn't too 
different from Cadbury’s. “The cat- 
egory is too small for a country of 
India’s size and there is room for at 
least one more player. I see the pie 
certainly becoming bigger over 
time,” says A. Mahendran, Mentor 
Director, GHFB. 

Like most players with near-mo- 


A recent extension is Bournvita 5 Star Magic, a choco- 
late-caramel combination. “We have a very tight brand 
portfolio today apart from a big focus on innovation 
where Bytes is a good example,” says Purohit. 


Needed: New Products 

Brand variants are welcome, but surely what could aid 
Cadbury in growing the market faster are new products 
and categories—which are available in plenty with the 
parent. For instance, the global portfolio includes well- 
established names like Dr Pepper, which is a big player 
in the beverages category. Brands like Trident and 
Dentyne in the chewing gum category (besides Halls) 
came in through the global acquisition of Adams. “We 
are not ruling out bringing in more brands from our 


nopoly shares, Cadbury runs the risk of losing share to 
new players like Hershey's, ITC (with brands like mint- 
o and Candyman) as well as to premium imported 
chocolates. But that may not be much of a worry if 
Cadbury succeeds in growing the market. “They could, 
for instance, hold a 50 per cent share but of a much 
larger pie,” adds Mahendran. 

Another challenge for Cadbury is to maintain its 
price points in an inflationary regime. For, as Kripalu 
points out, a price hike could wreck the company’s vol- 
umes growth, a risk that’s totally avoidable. “It’s a 
tightrope walk,” says Girish M. Bhat, Director (Finance 
& Commercial). “Cost-control is vital, but there’s no 
fooling around with the recipe,” adds Kripalu. For, that 
would tantamount to fooling around with growth. 8 
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At Least It’s Done 











Jet M finally succeeds in buying out Sahara, for Rs 1,450 crore. 


Should 


BHASKAR PAUI 
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FTER A YEAR OF LEGAL SPARRING, ALLEGATIONS 
and counter allegations, Jet Airways and Air 
Sahara said ‘yes’ to each other—again. 
Only this time around, it was in front of an 
arbitration panel, thereby sealing Indian 
aviation’s largest deal ever. However, last fortnight, as 
Jet and Sahara agreed to an out-of-court settlement, the 
question on everybody’s lips was: Is this a shotgun 
wedding where one of the partners (Jet) hamstrung it- 
self into a position it could simply not wriggle out 
of? Barely had the ink dried on the fresh settlement, 
when Alok Sharma, President, Air Sahara, was asked the 
same question by reporters. Was one partner's “hands 
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It's a deal, finally: Jet's Goyal (left) and Air Sahara's Chairman Subrata Roy 


aresh Goyal be pleased? t.v. manaLNcam 


UMESH GOSWAMI 


| BOTH SIDES SHOULD 

SO BE RELIEVED... 

m Jet gts Sahara for a price of Rs 1,450 

PEIPER crore, Rs 850 crore lower than what 

w Sahara, arguably one of the financially 
weaker players, gets an attractive 
bail-out option 

w Jet does not forfeit the Rs 500 crore it 
had deposited with Sahara 

m A long-drawn, acrimonious legal battle 

comes to an end 


F ALTHOUGH IT MAY NOT BẸ 
I. THE PERFECT DEAL 


; =œ Jethas a huge fleet (roughly 
80 aircraft) that fly on domestic routes, 
even though the airline's focus is now 

on the international market 

j ™ Jet's & Sahara's market shares have 
.  Gfopped sharply over the past year 

Wl m Jet will have to spend about $150 

3 million (Rs 645 crore) in rebranding and 

= — making over Sahara's infrastructure 





















tied,” forcing him into a deal? Sharma’s answer was a 
smile and: “I would say definitely, but this is an out-of- 
court settlement.” 

But first, the settlement itself. Jet Airways, in a BSI 
filing, says it bought Air Sahara for Rs 1,450 crore, of 
which Rs 500 crore has already been paid up by Jet. 
Another Rs 400 crore will be paid by April 20. The re- 
maining Rs 550 crore will be paid in four annual 
equal installments between March 2008 and 201 l. 
Last fortnight, a beaming Jet Airways Chairman Naresh 
Goyal told reporters that the airline got a 40 per cent 
discount on the original price of Rs 2.300 crore. “The 
deal is commercially viable since we are getting a lot of 


infrastructure and man- 
power—areas where India 
is facing a lot of pressure 
now. The deal makes great 
sense for us," says Goyal. 
It's a viewpoint echoed 
by SSKI securities. “The 
agreed EV (enterprise value) 
of Rs 1,450 crore is at sig- 
nificant discount to the ear- 
lier price. We always be- 
lieved that Jet Airways was 
on a poor footing in the ar- 
bitration process, and would 
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Figures in numbers 








Figures in per cent as on Feb. 2007 


HOW THEY ADD UP 





MARKET SHARE 31 


cess to geographies it wasn’t in 
before. “Jet walked out of the 
initial deal because of over- 
riding compulsions and has 
probably walked back in be- 
cause of overriding (legal) 
compulsions,” is how Kaul 
sums up the trigger for the 
transaction. 

The acquisition is not ex- 
pected to give a leg up to 
Jet's international focus 
either. The fleet strength of 
the combine is 91 aircraft 











have to cut purchase price 

by at least Rs 700 crore," 

reads a report by SSKI. 
However, like for most 
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deals, the real challenges lie = f 3.000 + 


| PAUL 


beyond the numbers. For x figures in numbers 





(Sahara 28, all on lease, and 
Jet 63). Of these, almost 80 
are meant for local routes. 
Also, Jet’s plan to expand 
its international business may 
be affected by the outflow 





one, both companies have 
steadily declined in market 
share since they first signed 
an agreement in January 
2006. Back then, Jet had 
control of more than a third 
of the market (34.8 per 
cent) while Air Sahara’s 
share was still in double fig- 
ures (11.6 per cent). 
Together, they held 46.4 
per cent of the market. Cut to the present and that fig- 
ure has shrunk, thanks to budget carriers eating away 
into their market share. Latest numbers indicate that Jet 
and Sahara’s combined market share has shrunk to 31 
per cent, with Jet at 24 per cent and Sahara at 7 per 
cent. One way to look at the latest transaction is that Jet 
is forking out Rs 1,450 crore to gain back the share it 
had 15 months ago—arguably an expensive way of go- 
ing about the task of pulling in passengers. What is 
more, industry watchers also believe that Jet may end 
up spending $60 million (Rs 258 crore) in rebranding 
Sahara and sprucing up the infrastructure (like painting 
the aircraft and branding ticketing counters) that it is 
likely to inherit from Sahara. 

“The strategic rationale for the deal when it was 
originally done was to add infrastructure, pilots... 
basically, attain size and leverage it. That no longer holds 
true as the market situation has significantly 
changed,”says Kapil Kaul, CEO, Centre for Asia Pacific 
Aviation (CAPA), Indian Subcontinent & Middle East. 
Moreover, industry watchers believe that on the do- 
mestic front, the two airlines have been competing 
on 70-80 per cent of the routes, so it isn’t as if Jet gets ac- 


= Source: Industry Data 


One way to look at the latest transaction 
is that Jet is forking out Rs 1,450 
crore to gain back the share it 
had 15 months ago—arguably an 
expensive way of going about the task of 
pulling in passengers 


of funds that the airline will 
make for the acquisition. In 
addition, the combined 
workforce of the airlines 
would cross 10,000. Jet 
surely will have to ‘right- 
size’ even though Sahara says 
that it would absorb staff 
“who are not absorbed or 
do not wish to be absorbed 
by Jet Airways” and will “re- 
train and re-skill” them. 

To be fair to Jet, however, the acquisition isn't an 
outright bum deal. There are positives too. For one, on 
the international front, Sahara has permits to operate 
in the lucrative Gulf market and operations are ex- 
pected to begin in early 2008. “One of the positives for 
Jet is the fact that it can use Sahara’s order of 10 
Boeing wide-bodied aircraft for its regional interna- 
tional operations,” says CAPA's Kaul. The other positive 
is the fact that Jet gets to pay the last installment of Rs 
550 crore over four years starting 2008, a move that 
will give the airline some breathing space. 

Jet also has the option of running Sahara as its low- 
cost arm—a move that has its own sets of challenges. 
For one, running a budget airline requires a different 
mindset (if not a different management). Jet will also 
have to ensure that the low-cost arm does not end up 
cannibalising the full-service airline. That would not be 
good news for the airline which registered a loss of Rs 
60.07 crore in the nine-month period ending 
December 31, 2006, against a net profit of Rs 224.92 
crore for the previous year’s corresponding period. 
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No Frills, No Profit 


Sahara's acquisition may mean one less player, but there are still too many 











low-cost airlines in Indian skies for comfort—and for profits. KUSHAN MITRA 

















ง SPICEJET'S OPERATIONS CENTRE AT ITS OFFICE IN 

Gurgaon, company director and part-owner Ajay 

Singh is showing off the airline’s impressive on- 
time performance. Pointing at a board full of 
numbers, he queries a nearby employee 
and tells this correspondent: "Only one 
delay today, and that too because of air 
traffic control (ATC) issues." 

But while SpiceJet, and the three other 
budget carriers in India, Air Deccan, Indigo 
and GoAir, improve their on-time perfor- 
mance, their financial performance leaves 
a lot to be desired. Singh, in whose 
airline Tata Sons investment 
arm, Ewart, recently acquired 
a 10 per cent stake, laughs 
when he says: *No-one is 
making money, it is a blood- 
bath, but at least we are los- 
ing less money than the 
others and even make a 
marginal operating profit." 


3R. GOPINATH/ MD/ Air Deccan 
Started operations: August 2003 

No. of aircraft currently in fleet: 43 

No. of cities currently served: 55 

Expected fleet size by 2007-end: 66 

Profit in Oct-Dec '06 quarter: Rs 9.64 crore 


SpiceJet, which has a fleet of 11 
aircraft currently, expects to have 17 
by year-end. 

Another airline that has defi- 
nitely not slowed down its growth 
plans is Indigo Airlines. Promoted 
by the Delhi-based travel services 
firm Interglobe, Indigo burst onto 
the scene with a huge 100-aircraft 
order at the Paris Air Show in 
2005. So far, nine aircraft have 
been delivered and Bruce Ashby, 
CEO of the airline, expects six more 
by the end of the year. *By 2008, 
we should have a fleet of 23 aircraft." However, ask 
him if he is making money, and he shrugs: *This is 
not a business where you can expect to make money 

for the first 18-24 months. In the current envi- 
ronment in India, with infrastructural issues, that 

time frame might get slightly extended.” 

However, Ashby did point out that Indigo 
hopes to turn the corner soon. 

So what’s the problem? “Customers only care 
about the lowest fare, there is little price elasticity 
for fares on a particular sector.” says Jeh Wadia, 
MD, GoAir. “And the health of the industry 
is being compromised by things like 
sales tax on aviation turbine fuel (ATF), 





SRUGE ASHBY/ CEO/ Indigo 
Started operations: February 2006 
No. of aircraft currently in fleet: 9 
No. of cities currently served: 13 
Expected fleet size by 2007-end: 15 
Loss last quarter: NA 
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Started operations: May 2005 

No. of aircraft currently in fleet: 11 

No. of cities currently served: 14 

Expected fleet size by 2007-end: 17 

Loss in quarter ending Feb 28, 07: Rs 21.4 crore 


Over 42 per cent of my costs today 
are on ATF; if the government 
brought ATF under value-added tax 
(VAT), we would start making a 
profit overnight.” 

GoAir recently reduced its fleet from seven air- 
craft to five and the number of stations it serves from 
13 to 11. While some in the industry see this as a 
sign of weakness, Wadia strongly quashes these ru- 
mours. *Our plans were always to bring in additional 
capacity every winter, because in winter we can bring 
in aircraft that are being underutilised in Europe at low- 
lease costs for the peak season in India." Wadia adds 
that GoAir expects delivery of its first brand-new aircraft 
from Airbus later this year. 

That said, Ashby and Singh both believe that a 
good customer experience can allow airlines to charge 
a certain premium. "SpiceJet is rarely the cheapest 
airline on a particular sector," Singh points out, while 
Ashby says: “In this industry, it is all about getting 
the job done with no hassles; if you do that time after 
time, the word spreads, and it gives us the ability to 
charge a slight premium." 

Samyukth Sridharan, Principal Sales and Marketing 
Officer, Air Deccan, believes that fares will start 
climbing, *We believe that the low-cost industry has 
seen a bottoming out in costs and we will see prices 
begin to rise over the next 12-18 
months." Air Deccan plans to 
increase ancillary revenues to 25 
per cent of the company's topline 
within the next four years. *That 
will allow us to fiddle with 
fares," adds Sridharan. 

However, while GoAir, 
Indigo and SpiceJet work on the 
tried and tested single-aircraft 
type, low-cost model, Air Deccan 





/ MD/ GoAir 
Stated operations: November 2005 
No. of aircraft currently in fleet: 5 
No. of cities currently served: 10 
Expected fleet size by 2007-end: NA 
Profit/loss last quarter: NA 
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utilises its ATR aircraft on smaller sectors, prompting one 
rival to quip that the airline was "trying to be a jack of 
all trades", Sridharan, however, has confidence in the 
model. “We believe the ATRs give us access to smaller 
airports and the latent market in tier-II towns." 

The low-cost bunch has now also to contend with 
higher interest rates, which will result in a shrinkage in 
disposable incomes among the middle class. “There 
might be a short-term impact, but people will still 
travel in the long term”, Wadia says. Sridharan is 
more forthright, “The alternative is to spend hours and 
even days on a train or bus.” 

Robey Lal, Country Manager, India, International 
Air Transport Association (IATA), believes that India 
remains a bright spot for the global aviation industry. 
“Policy decisions to liberalise markets have stimulated 
an enormous market. Consequently, India ranks 
amongst the top six fastest growing markets in the 
world.” However, Lal adds: “In domestic markets, 
we see more scope for movement.” Gautam Roy, 
aviation analyst, Edelweiss Capital, believes that pric- 
ing power will only come back if capacity is reduced. “I 
believe there needs to be a degree of common-sense 

consolidation in the industry. 
Even though planes are travelling 
full, the seats are being sold at 
unprofitable prices right now.” 
A few airlines share that 
view. “In the current environ- 
ment there is space in India for 
(just) a couple of budget carri- 
ers,” Ashby points out. “I think 
there is a market for two full- 
service and two budget carriers, 
plus the government airlines and 
maybe a couple of niche carriers, 
so I fully expect some consoli- 
. dation,” Singh adds. Any guesses 
on who will still be in business 
this time next year? พ 
ADDITIONAL REPORTING 
BY RAHUL SACHITANAND 


IVd อ บ ชุ จ ร ห ย ก 


| 


Xeon 
inside” 


Quad-core. 
Unmatched. 






Servet Name: production 
Mac A»peess 00:6 si oec fa 





OPEN TO CHOICES. 
JUST LIKE YOU. 


The HP BladeSystem c-Class with 
Virtual Connect Architecture. 


Finally, an IT infrastructure that gives you just what you 
want. HP Virtual Connect Ethernet and Fibre Channel 
virtualisation modules are built with unlimited flexibility. 
All you need to do is wire it once, and then you can 

add, replace or recover servers, on the fly. Virtual Connect 
modules with HP BladeSystem c-Class offer improved 
manageability, scalability and enhanced responsiveness to 
business requirements, enabling you to exercise a greater 
level of control over IT environments. 


And that's not all, the HP ProLiant BL460c Blade Server 


featuring Quad-Core Intel” Xeon” Processors is versatile 


enough to support 32-bit and 64-bit computing 
environments. So, take a close look at the 

HP BladeSystem c-Class - it has next-generation technology 
that deals well with change, so you won't have to. 
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ALWAYS IN CONTROL. 
JUST LIKE YOU. 


Introducing the new HP BladeSystem 
c-Class with Insight Control Management. 


Finally, an IT infrastructure that helps you analyse and 
stay in control. The new, intuitive HP BladeSystem c-Closs 
allows you to analyse your future needs first and then 
helps you monitor your infrastructure either locally or 
remotely. Insight Control Services and ProLiant Essentials, 
give you the advantage of handling risks associated with 
chonge, with complete ease. It offers increosed service 
efficiency, helps in overall IT manageability and 
decreases application downtime by speeding up the 
process of problem detection/resolution. And the best 
part is, you can control server-related acquisition and 


operating costs too 


Simply plug in the HP ProLiant BL460c Blade Server 
featuring Quad-Core Intel” Xeon” Processors, and you'll 
get faster performance and versatility to support 32-bit 
and 64-bit computing environments. Use the 

HP BladeSystem c-Class for your business and you'll 


experience greater control over your time and resources 
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Meet the new BladeSystem c-Class 
from HP - the only one to feature 
Thermal Logic Technology. 


Finally, an intuitive Thermal Logic Technology that 
allows you to be you. Now assess your power usage 
and system temperature so you can respond quickly 
to changing needs. The graphical thermal dashboard 
provides you with an instant snapshot of the power 
consumption, heat output and cooling capacity of 
your environment - all on one screen. With the 

HP BladeSystem, you'll have the ability to lower power 
usage and heat without sacrificing performance. 


Simply plug in the HP ProLiant BL460c Blade Server, 
featuring Quad-Core Intel’ Xeon Processors, and 
you'll get the performance and versatility you need to 


support 32-bit and 64-bit computing environments. 


Using the HP BladeSystem for your business will keep 
the control exactly where it should be — in your hands. 
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bt b-schools 





ON INDIA 


Yes, the loudest noise at 
Placements 2007 Was about 
salaries, but it's the quiet trend 
of more and more newly-minted 
MBAs wanting to bet on India 


that was reassuring. 





A BI-Coolavenues.com study. 


| OPDOLLARSALARIES 


_salaty offers touched new highs yet again at the top B-schools. 


Institute 


IIM Ahmedabad 
IIM Bangalore 
IIM Calcutta 

IIM Lucknow 
IIM Indore 

IIM Kozhikode 


XIM Bhubaneshwar 


FMS, Delhi 

IIFT, New Delhi 
SPJIMR, Mumbai 
MDI, Gurgaon 
NITIE, Mumbai 


SJMSOM, IIT Mumbai 


IMT Ghaziabad 
TISS, Mumbai 
JBIMS, Mumbai 
XLRI Jamshedpur 
DoMS, IIT Madras 
IME, IIT Kanpur 
BIM, Trichy 


No. of 


Students 


118 
Note: The institute name order does not indicate any rank whatsoever. Data included in this surve 
Salary details have been provided by institutes and have not been verified with recruiters. 


No. of 


SHAILESH RAVAI 


Recruiters 


86 


35 


Avg. Indian Salary 
(Rs lakh/year) 


13.60 lakh 
N.D. 
14.17 lakh 
N.D. 
12.35 lakh 
11.76 lakh 
8.50 lakh 
12.04 lakh 
8.5] lakh 
11 lakh 
11.70 lakh 
10.19 lakh 
9.71 lakh 
9.10 lakh 
8.92 lakh 
11.26 lakh 
12.60 lakh 
7.79 lakh 
8.02 lakh 
7.02 lakh 


Highest Indian Salary 
(Rs lakh/year) 


] crore 
N.D. 

40 lakh 
N.D. 

18 lakh 

22 lakh 
12.75 lakh 
16 lakh 
19.20 lakh 
19 lakh 

16 lakh 
13.15 lakh 
13.20 lakh 
17 lakh 

12 lakh 

15 lakh 

16 lakh 
10.30 lakh 
12 lakh 

10 lakh 





Average Salary 
(In S/year) 





115,300 
N.D. 
N.D. 
N.D. 
N.D. 
85,000 
85,000 
60,000 
68,108 
47,800 
31,200 
85,000 
N.D. 
67,000 
N.A. 

Not Calculated Yet 
85,000 
72,457 
N.A. 

N.A. 


y iS only from the flagship programmes of the institute: 


[ WASN'T VERY DIFFERENT THIS YEAR, 
even with all the hoopla surro- 
unding them, that is. It had its 
usual share of 'Crorepati 
Graduates’ and 23-year-olds re- 
nouncing dollar dreams, a few IIM stu 
dents turning entrepreneurs and the me 
dia doing what it does best, hyping all of 
it up. All was well with the world of 
placements. Or was it? 

Placements 2007 at the top Indian 
B-schools took off from the year betore 
on a marginally more upbeat note, despite 
a booming job market. The placement 
scenario was just as expected—the due 
rise in salaries, the usual companies mak 
ing a beeline to campuses to recruit stu 
dents with a few new national and inter- 
national corporate names thrown in, 
some senior leadership roles offered, and 





a smattering of associate profiles in in- 
ternational I-Banks and consulting firms. 

In other words, ho-hum. “The average 
salary hike across the top institutes this 








Highest Salary Total Offers Students not Highest Domestic Highest Overseas Offer 
(in S/year) Offers Accepted Participated Offer Came From Came From 
Made in Placements 

2 25,000 N.D. 222 N.D. 11 N.D. Deutsche Bank 
N.D. N.D. N.D. N.D. N.D. N.D. N.D. 
2,50,000 531 ND. ND. N.D. N.D. N.D. 
N.D. 554 280 1.98 0 N.D. N.D. 
1,10,000 329 114 2.89 0 N.D. Infosys 
110,000 431 155 2.78 ] McKinsey Bloomberg 
85,000 309 118 2.62 0 JP Morgan Chase Olam International 
60,000 138 93 1.48 0 Calyon Bank Jumbo Electronics, Dubai 
100,000 115 H5 1.00 0 Australian Wheat Board International Trading Co. — 
83,500 430 MU 30 0 N.D. ICICI Bank, UK ซี 
80,000# 215 158 — 136 2 N.D. N.D. 2. 
85,000 203 87 233 0 Cypress Semi Conductors Olam International: | 
85,000 141 58 243 0 N.D. Olam Intemational — — ~ 
95.000 245 180 136 0 Abhishek Ind.-Trident Group — Olam Intemational ^ — — — 
N.A. 61 30 2.03 0 HSBC N.A. > ^P MR 
85,000 295 124 2.38 0 N.D. Olam International. 
1,00,000 N.D. N.D. N.D. 4 N.D. N.D. 

V" — 90000 86 6 13 2 N.D. N.D. 
N.A. 45 32 141 0 Accenture N.A. 
N.A 151 117 1.29 ] N.D. N.A. 


"Recruiters" refers to those companies which actually recruited from the campus and not those companies who registered for t! 
N.D.: Not disclosed (The data was not disclosed to us by the B-school) N.A.: Not available # Australian dollar N.A 
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year was 15-20 per cent," reckons Santrupt Misra, 
Director, Aditya Birla Management Corporation. Misra's 
group has hired about 50 graduates from the iIMs and 
other top rung B-schools at packages between Rs 14.5 
lakh and Rs 18.5 lakh per annum. While for the regular 
two-year MBA, Indian salaries across the top 20 B-schools 
averaged between Rs 7 lakh and Rs 14.2 lakh p.a., 
those accepting foreign offers took home anywhere be- 
tween $31,200 and $115,300 p.a., with the highest of- 
fer a record $250,000 p.a at แพ 1 แ C; alcutta. On the other 
hand, the one-year executive MBA (PGPX) programme 
started by the IIM-A has done well. The average Indian 
salary at IIM-A (for PGPX) crossed the Rs 24-lakh mark and 
foreign offers fetched an average of $135,000. 

Some recruiters, however, point out that despite 
handsome pre-placement offers and eye-popping salaries 
on Days Zero and One, even some of the better-known 
B-schools had to work hard to place students on the third 
and fourth days. The stark difference between the high- 
est rupee salary of Rs 1 crore and the average figure of 


CONSULTING AND BANKING IT IS 


But there were almost no takers for advertising. 





Institutes Batch Size* Gen. Mgmt. Consulting Advertising ค ก ร ณะ Ops Information Finance KPO Owner / Partner Others 


Mgmt Systems Banking FBO" Entrepreneur 
Or Opted out 



















IIM Ahmedabad 3 XA 6 5 
IIM Bangalore 0 2 Ü B es 
| IIM Calcutta 21 12 0 — NS v 0 0 0 = 
IM Lucknow 200 0 2226 (BIW 2007 Sil 1423 07 O38 o QU 
WM AM indore l4 0 5 NEM» 0 2 0 0 . 29 
o IIM Kozhikode 156 — 256 2179 Me 106 834 2436 0 mo E 
XIM Bhubaneshwar 118 0 847 (ee uu 7698. 20 1.3 932 0 MEE 
FMS, Delhi 9j 53 753 WW o5 0 19.35 0 0 0 vum 
ME FT. New De l5 ว 4:5 I 2435 «783 252 0 OO 0 | 695 (radi 
SPJIMR, Mumbai 140 357 357 W 1286 786 40 0 0 0 14 
MDI, Gurgaon l0 — 31 316 MW r2 0 19.62 1709 0 0 โฮ 
NITIE, Mumbai 9 — 46$ 1 ม NW 1724 919 205 0 070 WE 
—— SIMSOM, IIT Mumbai 58 9 19 NUN ' 23 0 te, NEM 
IMT Ghaziabad 10 0 278 โล cii (Gere 0 o BB 33 MEÁ—ERRN 
TISS, Mumbai 30 o 0 MSS, 0 0 100 0 ก WM 
JBIMS, Mumbai — 124 645 1452 ซี 2016 323 1936 i60 10 ี 6 o MEM 
XLRI Jamshedpur — 180 341 2727 WW 2273 Q 62 ME 0 0 ก WM 
DoMS, IIT Madras 65 0 435 — NEM so 6 03 — NEN 435 761 o MEE 
IME, IIT Kanpur — 3 0 40.63 ห วา ว 3125 3433 NE 0 3B 0 -- 
DO Bim Trichy l8 (342 684 (Ome 22 0 17.95 | 427 ๆ 0 | 





Note: The institute name order does not indicate any rank whatsoever. FBO: Financial Back Offices Figures in per cent * Figures in numbers 
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OVERSEAS BOUND? 


Not too many actually. 















SE ต Institutes Batch Size Students % of the 
= Au Placed Overseas Batch 
E jo IIM Ahmedabad 26. 
LEN | เฟ Bangalore 233 N.D. NA. 
ก 5 UM Calcutta 25] 58 23.11 
iM Lucknow 280 19 6.79 
5 Mindore 114 12 10.53 
LESEN iM Kozhikode 156 2] 13.46 
ก ค | XM Bhubaneshwar 118 ] 0.85 
DENN FMS Delhi 93 3 3.23 
| IT, New Delhi 115 4 3.48 
— BEN  SPIMR, Mumbai 140 10 7.14 
> MD, Gurgaon 160 8 5.00 
DUNS แ Mumbai 87 3 3.45 
} Bes: —— SJMSOM, IIT Mumbai 58 6 10.35 
ZEE IMT Ghaziabad 180 6 3.33 
BSE: TISS, Mumbai 30 0 0 
JBIMS, Mumbai 124 18 14.52 
m XLRI Jamshedpur 180 10 5.56 
ZEE  DoMS, IIT Madras 65 0 13.85 
ZONE IME, IT Kanpur 32 0 0 
DUUM BM Trichy 118 0 0 


Rs 13.6 lakh (for IIM-A) only lends credence to this no- 
tion. [t suggests that up to 70 per cent of the class 
would have got placed at levels significantly below the 
average. One reason for the rel: atively meagre averages 
could be the fact that most mid-size companies, which 
may have on offer interesting job profiles, cannot always 
offer big-ticket payouts. Quips Ram Sarvepalli, Partner, 
Ernst & Young (E&Y): “Average salary figures were 
primarily ratcheted up by offshoring companies, as 
they had unexciting job profiles on the table.” 

This year, top Indian B-schools have been quite 
tight-lipped about divulging placement data to the me- 
dia. In fact, the high decibel publicity given to place- 
ments and salaries may already be having its fallout, with 
several companies deciding to stay away from the 
placement process. “High salaries coupled with reten- 
tion issues forced us to stay away from the IIMs this 
year,” says S.Y. Siddiqui, Head (HR), Maruti. 

The performance of most top institutes this year 
would at best be rated ‘average.’ The trend of opting for 
Indian locations, which started a couple of years ago, 
was again evident this year. Many students claim to 
have been inspired by the quality of work, range of op- 
portunities and challenges available, and the variety that 
it offered to st ay back in India. That’s good news for 
companies in India. 8 
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THE ONE-YEAR MBAs 


They are becoming more credible. 


ITH A BATCH OF 416 STUDENTS, THE INDIAN SCHOOL 
W: Business (ISB), Hyderabad attracted 584 

job offers this year with the highest interna- 
tional CTC at $269,000 (with an average of 
$135,000). The highest domestic offer, at Rs 43.91 
lakh, saw a 30 per cent increase over last year. Great 
Lakes Institute of Management (GLIM), Chennai, an- 
other school that offers a one-year MBA, has seen the 
average salary jump from Rs 7.4 lakh a couple of years 
ago to Rs 9.3 lakh. "Although we may not have the 
kind of branding major B-schools have, we are getting 
recognised for what we offer," says Swaminathan 
Murthy, the placement director at GLIM. 

Numbers do not reveal the whole story. At ISB, for 
instance, it was career shifts that stood out this year. 
NIIT recruited two groups of students as core man- 
agement teams to run standalone businesses. On the 
other end, at least five students chose to join microfi- 
nance institutions and NGOs. GLIM, which currently 
runs out of a makeshift facility (a new campus is 
coming up on the outskirts of Chennai), has already at- ฯ 
tracted some of the leading IT companies, which 
form the bulk of recruiters. 

This was also the year when IIM Ahmedabad 
graduated its first batch of one-year MBA (PGPX) 
students. Apparently, the highest domestic salary of- 
fered was upwards of Rs 50 lakh (average offer was 
about half of it) and made by a private equity firm. The 
PGPX students BT spoke with seemed very happy with 
the programme, especially with the integration the in- 
stitute had managed with its flagship PGP course. 
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NEG Micon India is now Vestas India 


Our metros, our cities, our towns may soon face a crippling shortage of power. 


Our power sector needs nothing short of a revolution. A powerful movement towards alternate 


sources of unlimited energy. 
| Enter Vestas. The World No.1 in wind energy. 


For 25 vears we have helped power cities, towns, rural communities and mountain villages in 


over 60 countries. We have installed more than 30,000 wind turbines —more turbines in more 
countries than anvone else. 

Now in India's hour of need, Vestas will lead the 'Green Power Revolution' towards clean, 
unlimited power. 

Watch the wind power movement take shape. Watch India move towards energy 

independen« e. Watch Vestas. 
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t & CEO/ The Boeing Company 


"HOT GRAPHS BY JITENDRA SHARMA 
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LITTLE LESS THAN TWO 
years ago, when Boeing 
tapped Walter James 
‘Jim’ McNerney Jr. to 
be its CEO, it was in des- 
perate need of a course correction. 
Late in 2003, Boeing’s CEO of seven 
years, Philip M. Condit, had to resign 
over a defence scandal, and his re- 
placement, Harry C. Stonecipher, 
was also forced to quit within 15 
months after his affair with an 
employee came to light. With its 
reputation in tatters, the Chicago- 
based aircraft (and defence equip- 
ment) manufacturer turned to 
McNemey. The result was salutary. 
On the day (June 30) McNerney’s 
appointment was announced, the 
Boeing stock rose 7 per cent and 
has been climbing since. It is up 
more than 50 per cent over the last 
two years on the back of a strong 
turnaround. Boeing’s revenues are 
clipping at 15 per cent per annum, 
aircraft deliveries are up almost a 
third at 398 planes in 2006, and 
costs have been reined in. In India, 
Boeing has been bagging some big 
orders against stiff competition from 
European rival Airbus. In 2005, Air 
India, Jet Airways and SpiceJet 
ordered almost 100 airplanes from 
Boeing, and in 2006, Jet ordered 
another 10 airplanes (all of them 
787 Dreamliners, Boeing’s first com- 
mercial jet this decade), and so did 
SpiceJet and Air Sahara. But all eyes 
are on Boeing's bid for 126 multi- 
role aircraft that Indian Air Force 
wants to buy. It has fielded its fighter 
jet, the F-18 Super Hornet, as a 
candidate. In India recently, 
McNerney, 57, took time off to give 
his only media interview to BT's 
R. Sridharan and Kushan Mitra. 
Excerpts: 








How would you rate your first two 
years at Boeing against your own 
expectations? 

[ am fairly pleased with the progress 
of the last two years. We had just 
left a period of instability, so part of 


my job was to restabilise the man- 
agement and the company, and 
focus on some pretty successful pro- 
grammes that were already ongoing, 
and we had to take some risk out of 
the company and we did that. But, 
by and large, I focussed on values, 
on management and leadership and 
finding ways for all of us to believe 
in ourselves. I spent a lot of time 
with people in the company. (As 
an independent director on the 
Boeing board since 2001) I had 
working knowledge of the com- 
pany, so the issues and opportunities 
were not mysteries to me. So I was 
able to hit the ground running in 
that sense. 


Your last two jobs were at 3M, a com- 
pany known for its culture of innovation, 
and at GE, famous for its management 
systems. How much leaming from these 
two places are you trying to implement 
at Boeing? 

Well, | am the sum of my experi- 
ences, so | am not sure if I con- 
sciously bring any elements of my 
experiences to this job. But there is 
no doubt that the GE management 
and leadership style has a certain 
edge to it, focussing on productivity 
as well as growth. 3M is more inno- 
vative and topline oriented. Boeing 
is more aspirational and mission 
oriented, excited about things that 
are bigger than themselves. It is a 
company that does big things and 
wants to do big things. 


The last two years have also been very 
successful for Boeing. How much has a 
burgeoning order book helped the 
company? 

The ‘burgeoning order book’ that 
you mention, and we have a backlog 
of over a quarter of a trillion (dol- 
lars) right now, is both a huge 
opportunity and a huge burden. 
Because we have a lot of execution 
in front of us and much of it 
remains to be developed. But it is 
also an opportunity (because) as we 
implement the backlog over the 


next five-seven years, we will get 
into a very favourable position in 
the aerospace industry. 


With the Dreamliner, Boeing is revolu- 
tionising aircraft manufacturing, bring- 
ing in components from all over the 
world. What benefits do you see 
accruing to the company as a result 
of the learnings from the 787? 

Well, first of all, this is all very 
exciting but also very challenging. 
We are leveraging the capabilities of 
globally competitive companies as 
opposed to depending on ourselves 
to get everything done. It is a form 
of risk mitigation, in the sense that 
the bottleneck is not just the think- 
ing and capabilities at Seattle. We 
are leveraging equally strong capa- 


"A burgeoning 
order book 
is both a huge 


ortun 
ua a — risk" 


bilities in Japan, Italy, Germany, 
France and the UK. Now, there is 
certainly a challenging aspect to 
this, because we have to work 
together on a real-time basis, every 
minute of every day, using the same 
design tools on a global basis. All 
this is enabled because of a fantastic 
global information technology (IT) 
environment. We are designing 
parts, accomplishing engineering 
tasks all with real-time visibility, so 
time and distance really mean less. 














But something must have happened 
in the back end as well. Last year you 
delivered a third more planes than in 
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2005, and this year you plan to deliver 
over 440 aircraft. So what were the 
major changes that you have put in 
place in assembly? 

When you are putting together four 
million parts and if one part doesn't 
show up, you can't fly the airplane. 
50 it is a tremendous logistical task 
and as we rely more and more on 
our supplier partners to aggregate 
parts into sub-assemblies and major 
components. We can do this whole 
process more efficiently because it is 
not one supply-chain leveraging 
relationships, it is multiple supply- 
chains that are all linked together in 
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an IT world. But it is also about 
having more procurement man- 
agers supervising things and hav- 
ing more quality inspectors mak- 
ing sure that things go right. 


For a two-horse industry, commercial 
aircraft is a tough business. 
Manufacturers find it hard to make 
money, and so do the airlines that buy 
these aircraft. Why? 

| won't get too defensive about our 
financial performance, but it is 
improving. The commercial airline 
space is highly competitive and does 
go through periods of difficulty. 
But I believe that we can be com- 
petitive and that our financial per- 
formance can improve significantly. 


What would you make of the prob- 
lems at your main competitor EADS 
(owners of Airbus), especially in the 
light of what Boeing went through a 
decade ago? 

Well, this is a tough business and 
they are going through a difficult 
development challenge with the 
A380. I understand how difficult it 
Is and we all face these problems 
sometimes in our career and, to be 
honest, actually I feel somewhat 





sympathetic. But they will straighten 
these problems out and they will be 
a formidable competitor as they 
have been for the last thirty years. 


The 787 promises to be a lot more 
efficient than the planes before it. Do 
you think that will help airlines make 
more money? 

Make no mistake. This is a revolu- 
tionary new airplane. In an industry 
where 3-4 per cent is considered a 
breakthrough, we are giving 20 per 
cent improvements over aircraft 
such as the 767 and A330 on a va- 
riety of factors. Fuel-burn, envi- 
ronmental impact and others, and 
with more point-to-point travel, we 
believe that the average size of air- 
planes over the next few years will 
actually go down, not go up! This 
has been a difficult project, we are 
ahead on some things, behind on 
others. But we believe that entry 
into service will happen when we 
say it will, in early 2008. 


That said, you did just announce a 
new and much bigger version of the 
747, the 747-8. 

l'm not saying that there won't be a 
market for large airplanes, but | 
believe far more small and medium 
sized aircraft will be sold, bring the 
average down. More point-to-point 
travel, more frequencies, consumers 
don't want to go through hubs. 


You have done a great deal of the avion- 
ics software development for the 787 out 
of India. In the future do you see more 
work happening out of India—maybe 
engineering work like EADS is doing 
and perhaps manufacturing in the future? 
| think we will be doing a lot more 
here over the next five vears. It is 
hard for me to know the exact time- 
frame though. We are moving man- 
agement to India, and we are con- 
necting that management with our 
decision-makers back in the Us who 
are designing and building these air- 
planes. We will see a lot more from 
India. We are not taking advantage 


Spain is a country that enjoys high standards of well- in their achievements in technological research and 
being and quality of life. They are the reflection of development. 1 
a first-rate level of socio-economic development. Currently, Spain is the world's fourth-largest producer 
Spanish businesses are very aware of environmental of desalinated sea-water, directly after Saudi Arabia, 
and sustainability issues and are also outstanding the United Arab Emirates and Kuwait. 
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of India, either in its aerospace abil- 
ity or in its fundamental engineering 
and software abilities. So we see a 
huge opportunity out of India. 


Do you ever see India as a manufac- 
turer in aerospace? 

Yes, I do. I see some significant 
component work done both in the 
commercial aircraft segment and in 
defence, particularly as the latter is 
now open to us. Assuming some 
success there which we are antici- 
pating, we believe significant 
amount of component work will 
get done out of India. 


So you expect success in the large 
126-aircraft order for multi-role air- 
craft the Indian Air Force is placing? 
We always expect success and 
sometimes we actually have it! But 
the spaces I think we are really 
competitive are the border patrol 
multi-maritime aircraft and the 
multi-role fighter, where the Super 
Hornet does a great job of meeting 
expectations. There are some 
weapons systems and depending 
on market opportunities we will 
see what happens. 


In the multi-role aircraft order there is 
expected to be some terms for tech- 
nology transfer and manufacture of 
the last hundred-odd aircraft in India. 
You have no problems with that? 

Well, I don't know the details of 
the proposal as yet, but I will say 
that within the limits of the gov- 
ernment of the country | am in 
(the us has some limits on tech- 
nology transfer), we have nothing 
against technology transfer as a 
form of partnership. It strength- 
ens our global capabilities. We 
always have to be mindful of con- 
straints, but we are anxious to part- 
ner here, we really are, because | 
think India has so much to offer. 


The Chinese government recently 
announced that they plan to make a 
large aircraft, and they recently started 
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work on a small jet plane called the 
ARJ-21. Do you think the Chinese can 
pull off these plans? 

| think they will be in this business 
some time. l'm not sure when, it 
could be 20 years from now, but 
they have the engineering and man- 
ufacturing skills and they have a 
big internal market and they also 
have a government that is making 
this a big, important priority, which 
helps. The big hurdle they will have 





to Overcome Is convincing cus- 
tomers of their long-term support 
and reliability, and that is tough. 
That is what the ‘Boeing’ brand 
gives customers. So they will have to 
be in the business for a while before 
they will get there, it will take some 
time. But they have all the ingredi- 
ents to eventually succeed. 


Boeing has predicted that India has 
a market worth $72 billion over the 
next two decades, but the health of 
some of the low-cost carriers is suspect, 
to say the least. How do you see that 
impacting Boeing? 

| am still very optimistic about the 
Indian aviation sector. There has 
been a great entrepreneurial spirit 
here, but even in growth markets 
such as this there might be a need 
for some common-sense consoli- 
dation. | can't exactly predict what 
the industry structure in India will 
be like, but we will be here to 
support it, no matter what 
the structure. a 
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Rs 1,500 crore that grew the fastest in 2006. 
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Hindustan Zinc's Anil Agarwal: Same assets, but vastly different results 


1. Hindustan Zinc 


The former PSU's burgeoning profits would have you believe that what it churns out is not zinc, but cash. 


RITICS OF DISINVESTMENT, EAT YOUR HEART OUT. 
i Public sector units (PSUs) are indeed better off in 

private hands. Want proof? Just take a look at 
Hindustan Zinc. Back in April 2002, when Anil 
Agarwal-controlled Vedanta Resources took over the 
state-owned enterprise, it had a net profit of Rs 68 crore 
and revenues of Rs 1,929 crore. In 2005-06, Hindustan 
Zinc reported a bottom line of Rs 1,472.5 crore and a 
topline of Rs 4,327 crore, and for the nine months 
ended December 31, 2006, the former Psu cranked up net 
profit to a staggering Rs 3,507 crore, and revenues to Rs 
6,531 crore. No doubt, the boom in commodity prices has 
helped the company, but there's more to its stunning 
growth story. “We were quick to exploit the best resources 
and unlock the true potential of our mines, which are 
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among the best in the world," says Agarwal, Chairman, 
Vedanta, adding that increasing operational efficiency 
and giving a free hand and more responsibility to 
employees has raised productivity. The company is cur- 
rently the third largest producer of zinc in the world 
but also produces lead, 100 tonnes of silver and is the 
biggest producer of sulphuric acid in India. Agarwal's 
ambition: To be the world's biggest and lowest-cost 
producer of zinc. *By 2010, we should be producing 
one million tonnes (from 4 lakh tonnes currently) of 
zinc and lead," he says. With per capita zinc consu- 
mption already at double digits, and demand growing 
at almost 4 per cent a year in India, Hindustan Zinc's 
glittering performance may well be here to stay. 
MAHESH NAYAK 


&. Welspun Gujarat Stahl 
Rohren 


This oil and gas pipe maker is now a global vendor. 


VERY TIME ENERGY MAJORS SUCH AS CHEVRON 

AND Saudi Aramco buy pipes for their oil and gas 

business, they first make a call to Mumbai-based 
Welspun Gujarat Stahl Rohren (WGSR). That's not just 
because the Indian company makes large diameter 
pipes (which require top skills), but also because it has 
an exclusive agreement with them for supplies. Not bad 
for a company that got into the pipes business just over 
a decade ago. “It hasn't been easy, we had to fight hard 
with the government to break the tough regulatory and 
monopolistic environment in India," says B.K. Goenka, 
Vice Chairman and Managing Director, WGSR. 

The fight’s been worth it. Nearly 75 per cent of 
WGSR's Rs 1,940 crore in revenues comes from exports, 
and the order book for the next 12-15 months is at $1 
billion (Rs 4,300 crore). “Every quarter our order 
book grows at least 30-40 per cent of total revenues," 
says Akhil Jindal, President, Welspun Group. Last 
calendar year, WGSR increased net profit by 176 per cent 
to Rs 120.5 crore, and revenues by 68.6 per cent 
from Rs 1,533 crore to Rs 2,585 crore. When its 
backward integration into steel (for pipes) is com- 
pleted by December 2007, operating profit margins are 
expected to improve to 16 per cent from 13 per cent 
currently. But what has Goenka grinning from ear to 
ear is the fact that, over the next five years, the 
replacement market in the us alone could generate 
demand for one million miles of pipes. 

MAHESH NAYAK 


Welspun's B.K. Goenka: Will soon also make steel for pipes 
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Unitech's Chandra: Aiming for higher growth rate 


4. Unitech 


It may survive a downturn in real estate better. 


HE REAL ESTATE SECTOR IN INDIA WAS ON FIKI 

in 2006. And so was Unitech, one of the old 

est listed real estate firms in the country. It 
clocked more than 1,500 per cent increase in net 
profit and a 230 per cent increase in sales. Of 
course, these numbers were clocked on a rela 
tively modest base of the previous years. Managing 
Director Sanjay Chandra believes the year repre- 
sented the usual buoyancy of the real estate business 
and the fact that the company expanded into 
newer markets such as Greater Noida in the last few 
years. The eompany delivered upwards of 3 million 
sq ft. in 2005-06 and is expected to have more than 
doubled it up with nearly 8 million sq ft. in 2006- 
07, according to analysts. 

But will 2007 be as good as 2006? “No, but 
Unitech will show a growth rate higher than that 
clocked by the industry,” says Chandra. How? For 
one, he expects past growth to sustain over the next 
four to five years, as sales from new residential 
markets such as Noida and Kolkata start showing up 
on the balance sheet. Going forward, the com- 
pany plans to start selling in new markets every two 
months. *(The number of apartments) being put up 
for sale would double every vear for the next 3-4 
years," says Chandra. Higher interest rates may 
knock out some builders, but perhaps not Unitech. 
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Pantaloon's Biyani: He's still #1, but maybe not for too long 


4. Pantaloon Retail 


It is a Wal-Mart wannabe, but now must fight the giant itself. 


HE ORGANISED RETAIL INDUSTRY HAS ALWAYS SCOFFED AT 

Pantaloon Retail's Kishore Biyani and the man in turn has con- 

tinued to believe in himself and his unconventional strate- 
gies. So far, Biyani has been proved right. His retail empire—which 
includes the Big Bazaar hypermarket chain, Pantaloon stores, Central 
(malls), and a newly-launched Hometown store for home improve- 
ment—is currently the biggest in the country, with revenues of 
Rs 2,387 crore (Jan-December, 2006) and a net profit of Rs 115 crore. 
"We plan to double our growth year after year from here,” says Biyani. 
"We are working towards building an organisation that functions in 
almost all categories of retail." 

Pantaloon Retail has 5 million sq. ft of retail space across the 
country, but Biyani hopes to double it by March 2008 and take it to 30 
million sq. ft by 2010. Accordingly, he plans to invest $1 billion over 
the next four years for this expansion. *We are looking at divesting some 
of our subsidiaries to raise this amount to fuel our expansion plans," 
says Biyani. According to him, Rs 2,000 crore will come from internal 
accruals and Rs 2,500 crore will be through divestment of subsidiaries 
and debt. With two heavyweights—Reliance Retail and Bharti- Wal- 
Mart—entering the fray, Biyani's dreams of becoming India's Wal-Mart 
remain just that. But you can be sure he'll try his best. For starters, he's 
even launching KB’s Wholesale Market, aimed at small rural retailers. 
His inspiration, no doubt, comes from Sam's Club, a Wal-Mart 
wholesale format named after the man who founded it: Sam Walton. 

ANUSHA SUBRAMANIAN 
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O. UltraTech 
Cement 


It's riding the infrastructure boom. 


VER THE NEXT FIVE YEARS, 

India will invest some $350 

billion in infrastructure. 
That's a lot of money, but that's also 
a lot of cement. Not surprisingly, 
Kumar Mangalam Birla, Chairman 
of the Aditya Birla Group, which 
owns UltraTech via subsidiary Grasim 
Industries, is ramping up capacities. 
"The company has earmarked a 
capex of Rs 1,424 crore, which will 
be spent over the next three years," he 
mentioned this in a letter to UltraTech 
shareholders in 2006. 

According to an ICRA report, pro- 
duction in the cement industry in- 
creased at 8.1 per cent a year be- 
tween 1981 and 2004, making India 
the second largest producer in the 
world after China. The pace of ex- 
pansion may be faster in the years 
ahead, since even the projected $350 
billion of investment may not be suf- 
ficient to bring India's infrastructure 
to world standards. Meanwhile, 
UltraTech, formerly L&T Cement ac- 
quired by the Birlas and now led by 
D.D. Rathi, is clipping. Its April- 
March 2006 revenues rose 27 per 
cent over the same period the previ- 
ous year to Rs 3,299 crore, while 
net profit jumped 7,567 per cent to 
Rs 230 crore. The government’s re- 
cent order to cement companies to 
hold prices has hit investor senti- 
ment, but that's unlikely to be a long- 
term problem. 

KRISHNA GOPALAN 
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O. Gujarat Ambuja Cements 


As a Holcim company, it can only do better here on. 


N A RECENT REPORT, CITIGROUP ANALYSTS HAVE REC- 
ommended a hold on the Gujarat Ambuja stock. 
That doesn't bother its Managing Director, Anil 
Singhvi, the least. Why? As the Citi report itself notes, 
Gujarat Ambuja "enjoys relatively high EBrTDA margins 
due to its focus on the retail cement market (where 
prices are better), modern plants with low power and 
fuel consumption and the use of sea transport." 
Besides, the company's capacity utilisation is a high 90 
per cent. *The industry produced 152 million tonnes 
of cement in 2006, and we believe that cement demand 
should grow by 10 per cent in 2007," the company's 
Chairman, Suresh Neotia, told shareholders recently. 
That explains why Gujarat Ambuja, where Swiss ce- 
ment giant Holcim is now the majority owner, is ex- 
panding its clinker capacity by 4.5 million tonnes and 
cement capacity by 6 million tonnes. Upon completion 
in mid-2009, the expansion will raise Gujarat Ambuja's 
cement capacity to 22 million tonnes from 16 million 
tonnes at present. Says Singhvi: *Our focus will be on 
providing best quality cement, good packaging, having 
a strong distribution network and customer service." 
Already, the boom in housing and infrastructure has 
begun showing up on Gujarat Ambuja's books. In 
January-December 2006 (which is also the company's 
financial year), net profit more than tripled to Rs 
1,503 crore. Revenues too jumped to Rs 4,848 crore 
from Rs 3,296 crore the year before. Despite control 
on prices, the outlook for this year, says Neotia, is good. 

The only threat may be an overall slowdown. 
KRISHNA GOPALAN 


Gujarat Ambuja's Singhvi: The focus is retail market 
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Nagarjuna's Raju: Buoyed by infrastructure projects 


1 . Nagarjuna Construction 


The firm's order book is brimming over. 


ACK IN 2000-01, HYDERABAD-BASED NAGARJUNA 

Construction was a small Rs 250-crore firm. 

But when the results for 2006-07 come out, 
Nagarjuna could report a topline of Rs 3,000 
crore and a net profit of Rs 150 crore. *Based 
on the order back log (Rs 7,025 crore, end of 
2006) and the future prospects, we are confident of 
a topline growth of 30-35 per cent and a bottom 
line growth of 40 to 45 per cent over the next 
three years," says Alluri Ranga Raju, 50, Managing 
Director of Nagarjuna. That means in another two 
years, Nagarjuna, which also featured on our fastest 
growing list last year, could become a billion-dollar 
construction major. 

Where will the growth come from? *We expect 
the key growth drivers to be projects in roads, 
buildings, electricals, irrigation other than some of 
our new divisions like metals, power and oil and 
gas," says Y.D. Murthy, Senior Vice President (fi- 
nance and accounts), Nagarjuna. Starting 2008, the 
company intends to bid for civil, electrical, me- 
chanical works in the oil and gas sector, besides gas 
pipelines. At present, central and state govern- 
ments and their undertakings account for around 
90 per cent of its order book. It took Nagarjuna 16 
years to hit Rs 100 crore in revenues (1995), but if 
its growth momentum sustains, it could be a 
Rs 10,000 crore company by 2012. 

E. KUMAR SHARMA 
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MERCER 


Human Resource Consulting 


Build your Human Capital 
Consulting Career with Mercer 





Aligned with our strong growth in India, we seek dynamic and result oriented professionals with experience 
from between 6.and 9 years, to support our expansion plans 


Senior Associate 

You will be responsible for promoting and delivering our range of Haman Resource Gonsultingproducts 
and solutions to clients and providing advice on a broad range of HR issues. You will work on aswell as 
lead client engagement across a wide gamut of HR specializations. You will contribute to the butiding of 
intellectual capital for the business and develop our team as we continue to progréssvand grow at a rapid 
rate. 


Mercer Human Resource 
Consulting 


Critical skills and knowledge 

@ Knowledge and experience in one or more of the HR specialist 
areas (e.g. organization design and workforce planning, job 
design and evaluations, competency led HR applications, senior 
executive remuneration, performance linked pay, including sales 
incentive plan design and implementation) and knowledge of 
emerging issues and trends 

พ Experience and track record in project management 

m Proven track record in delivering high quality HR business 
solutions in à Consulting environment or in reputed 
organizations 





We also invite applications from candidates from ล non-HR background who possess strong analytical 
capabilities and communication and problem solving skills and Wish to devote them to solving complex 
people management issues for demanding clients. 


Here's your opportunity to work for the thought leader and be at the forefront of cutting edge intellectual capital 


generation and application in the HR domain! If you are proactive, resilient, like to think out of the box, possess 


high energy levels, an eye for detail and strong influencing skills, we look forward to receiving your resume 
soon. The positions are open in Mumbai, Bangalore and Gurgaon. Please direct your CV as a word attachment to 


careersindia@mercer.com. 
| MMC Marsh & McLennan Companies 


bt special 


8. Aurobindo 
Pharma 


Its moving more towards generic drugs. 


BILLION DOLLARS IN REVENUES BY 
2009-10 and a more profitable 
product mix. That's the mantra 
executives at Hyderabad-based pharma 
company, Aurobindo Pharma, are 
chanting these days. Expected to report 
ล 46 per cent increase in revenues to 
Rs 2,200 crore in 2006-07, Aurobindo, 
which claims to be India's largest bulk 
drugs exporter, now wants to grow its 
presence in cardio vascular and cen- 
tral nervous system drugs, and do more 
of formulations (that is, finished drugs), 
especially in the global generics market, 
where patent expiries and rising health- 
care costs are making generics popular. 
ภั ท important part of that strategy 
is global acquisitions. Last year alone, 
Aurobindo made three acquisitions, in- 
cluding Milpharm in the Uk, Pharmacin 
International B.V. in the Netherlands, 
and a manufacturing facility in New 
Jersey from Sandoz (a Novartis com- 
pany). Having a Us FDA-certified man- 
ufacturing facility in the us will allow 
Aurobindo to get business from the us 
government and manufacture con- 
trolled substances such as those for sus- 
tained release medication. Already, the 
company, founded by P.V. Ramaprasad 
Reddy in 1986, gets 62 per cent of its 
revenues from sales abroad. If its plans 
in formulations pay off, then not just its 
revenues but profits will go up. A nice 
recipe, no doubt. 
E. KUMAR SHARMA 


Aurobindo's Reddy: Betting on exports 
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9. Hindalco Industries 


With Novelis in its bag, the aluminium maker is set to go places. 





Kumar Mangalam Birla: Acquisition is the way to grow 


Y WAY IS THE GLOBAL HIGHWAY. HINDALCO INDUSTRIES CHAIR- 

man Kumar Mangalam Birla hasn’t said that in so many 

words, but his actions drive home his intent. In the second 
week of February, when Birla agreed to pay a stunning $6 billion for 
Atlanta-based aluminium major Novelis, many analysts were sceptical 
of the deal price. Hindalco’s stock fell in response, but Birla remains 
unfazed. “In both the aluminium and copper businesses, we are 
well-positioned to grow. Hindalco’s excellent performance is testi- 
mony to the high operating benchmarks that it has set for itself,” he 
says. The numbers are indeed impressive. In October-December 
2006, for instance, Hindalco's total income grew to Rs 4,714 crore 
from Rs 2,916 crore in the same quarter the year before, while the 
net profit jumped from Rs 336.2 crore to Rs 643.9 crore. 

With a robust local market and a huge access to Novelis’ global 
clients, including Kodak and Coca-Cola, Hindalco's road to 
becoming a global aluminium major looks rather interesting. "The 
Novelis acquisition gives us scale and a global footprint immediately," 
says Hindalco's Managing Director, Debu Bhattacharya. That apart, 
Hindalco plans to set up an aluminium smelter in Madhya Pradesh 
at a cost of Rs 7,000 crore. Recently, Hindalco announced their joint 
venture with Almex in the USA to manufacture high strength alu- 
minium alloys. This will give Hindalco a foothold in the lucrative 
aerospace and surface transport markets. With so much afoot, 
Birla has reason to be bullish about his global gambit. 

KRISHNA GOPALAN 


1 เอ บ น บ "(|[ อ ว ง: ขํา / ต ค ด 


rvud 


'410*^ 0] X2eq 105 s33) ‘MoU puy า ร อ บ ว ขอ Oy) je 
เอ น บน“ ไ ๒ เส ฮ่ 6@ น ๐ เร ร อ ย ๐ เอ น น ท ร อ อ อ แฮ แอ ด เท อ แ แ ซน เ - อ og 





noÁ oj yie; 0j เฮ อ ธิ ๒ อ 81,9 '8S82 น ุ ว เน ค น | 
uoissed ewes əy} อ 1 ธน ุ ร oo) NOA ' ร เน ุ 1 อ ิ น เอ ธ อ . jns 
อ 1 เท อ ด์ yeu) 108; euj อ ิ น น อ ม เร น อ ๐ ว puy ‘sjan; น อ อ ง ธิ 
3O} uoissed Jno si 'Ájejeuijn ร ท ร อ ค น อ PUM g 
“เร ออ |! ou) Aes oj พ ุ ร ก น ุ อ ว น 10 esseDeq ' ห เ ๒25 ')9A0]S 





"อิ น [น ู ให ้ แอ 1 อ 19 
เล 


a 


Y ( 
. f 


` 
4 


ธา น อ ธ เ ว เท น - ๐ เด | ร พ น พ อ ร อา เ า ร ค ์ ร อ า อ ม เร เร อ ด 


ธา ม ๒ ซ เ ส ต ค ้ ็ : อ ค ต คอ: ง เง สู | เรา น ต เส เฉ น ต น เว 3 เร ก ฐ 3 


น ง 0 ว ext) ร ต ่ อ ง ว ค ์ ชิ เอ ล น อ ล ง ท เท น 10 ' ะ ว ๐ อ เด ่ ะ ง ' เ น ท น ุ ธิ 10 ร 
ไซ ธน ' บ แอ ว 'jeeq-jeBns ' อ ว เท | อ น ๒ ว ' ร อ ธร ๒ เอ น 1 
-àue2 y eg ' เ อ น ซน ุ เอ เท แฮ ธร ท olu! อ ิ น เน ม น ธ น อ ด น อ ว 
Ayenuta 0) esiedxe eBpe-Dunino YNM ไน อ เน ต ์ เท อ อ 
pue เน ๒ เส '" ด ค์ ธิ อ เอ บ น ว อ 1 ! อ น ธน ุ 1 อ jo ว 2 อ! แ แ ต่ ต ท ร 
ใ ร อ ด 5.1 ๒ | อ เอ ิ น เร spom əy; sdeused si leid ‘Aepol 


"ร ธ ใ น อ น เท น อ ว G ร ร 01 ว ๒ ร อ น ร น ท อ ว GE เอ 0 
ui ร แน อ แว UM "eui je แอ ค ์ ๒ เตี ่ | ๒ ๕ ๐ เอ e yng 'Áueduioo 
5 ๐ เอ น น ุ ว อ เอ น ๒ ธน ุ 1 อ Buipes e jsní jou อ . เ อ ‘Aepol 


เจ 
ด 1 จ 1 ele LS /\/ 


เซ | sin น อ อ ง เซ ิ อ อ ร ON 


_ 


ร ไบ น ๒ พ เส เอ ว น ว ว เ |! เง ธ ๒ ซอ ว ง พ ู ร ร อ น บ น เร ธร ท ศศ 
ues seueei6 e 10j uoissed y ' ร เอ ฮ ท เน ธ ฮ อ 1 เ อ ิ 10 เน อ เร ร ษ ย ์ 
น อ อ ด ร ๒ ห 1 แอ S, ‘feld Je SJENPIAIPU! อ ร อ น ! แ แน - อ ห! แ 104 
เน บุ อิ เธ อ 101 eund JO 8Anoeoud 
ค ง 1 อ น อ ๐ เร เด ม eH ' เ อ ท | อ ไธ น 1 เล ม ๒ ธ ' ฮ เส ุ ษ ล อ ฮ น อ ง 1 e 
เอ น ๒ น ุ เอ อ 1 ๒ อ . เ ว oj seep! uo BUOM อ 2 อ / [Bid 1e 
ร เฮ อ น เอิ น อ ' ร เอ ท | Bunejdep ค ์ แอ เ ส ล่ อ 1 ม ิ น เน ท ร น อ ว 
Ásng sem pom ey} jO 15 อ 1 8uj น อ น บุ ค ' ธ 1 ๒ อ ด ค 
อ ร อ น ุ ) iv ' เ อ น ๒ ธน ุ เธ exui ร เอ ท 1 น อ อ 1 เอี oj น 1 อ ว อ ะ 1 ๒ เอ ง 
แห ว เท อ ues น ๐ เร เค uj puru ejeuoissed e แน 0 





bt 


PAWAR 


DEEPA G 


Special 


1O. United Spirits 


Vijay Mallya's liquor company is soaring high. 


HE WORLD'S SECOND LARGEST SPIRITS COM- 
| pany (after Diageo) is on a roll. When in 
mid-2005 Vijay Mallya, the flamboyant 
Chairman of UB Group, integrated all his spirits 
companies by merging McDowell, Phipson 
Distillery, Baramati Grape Industries and Shaw 
Wallace's distillery division, which he had brought 
under the United Spirits banner, he created a 
liquor powerhouse. Some of the synergies are 
becoming evident. Over the last eight quarters, the 
company has consistently grown its gross profits 
in high double digits. For the nine months ended 
December 31, 2006, the company earned a net 
profit of Rs 443.97 crore on a turnover of 
Rs 2,060.4 crore—that’s an increase of 20 times in 
net profit and a 40 per cent jump in turnover over 
the same period the previous vear. Credit the 
extraordinary profit growth on the synergies from 
the mergers. According to United Spirits’ President 
Vijay Rekhi, savings in packaging costs fetched 
Rs 17 crore, changes in sourcing another Rs 5 
crore, better raw material pricing Rs 40 crore 
and savings in trade spends another Rs 40 crore. 
With more than seven brands that sell in ex- 
cess of a million cases each annually (total sales: 
60 million cases, of which each has 12 bottles), 
United Spirits is looking to widen its geographi- 
cal footprint. However, it is the acquisition of 
Scottish distiller Whyte & McKay that every- 
one’s looking forward to. If the billion-dollar 
deal happens, United Spirits will turn into a truly 
global liquor powerhouse. 


VENKATESHA BABU 
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United Spirits’ Rekhi: Consolidating to stay on top 
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FASTEST 
GROWING MID-SIZEL 


UMESH GOSWAMI 


COMPANIES 


Companies with revenues 
between Rs 1,000 crore and 
Hs 1,499 crore that grew the 
fastest in 2006. 


FASTEST GROWING 


MID-SIZED COMPANIES 
1f Kalpataru Power Transmission 
1 Shree Cement 


tt Hindustan Copper - 


1t Centurion Bank of Punjab - 
TT Man Industries (India) 











Kalpataru Power's Munot: Powering up 


1. Kalpataru Power 


It wants much more of the infrastructure projects. 


OW'S THIS FOR PERFORMANCE? WHAT KALPATARU 
H Power Transmission earned in a single month in 
March 2006 used to be its full-year revenue as 
recently as 2001. But back then, Mumbai-based 
Kalpataru used to be a small firm whose only business 


was to lay transmission lines. These days, it builds 
everything from bridges to roads, besides power lines. 
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Punj Lloyd 
sembawang 
Simon Carves 


Along with group companies Sembawang and Simon Carves, we are on a roll when it comes to delivering process 
plants of all types to customers worldwide. We have plants in places ranging from Libya to Indonesia, Kazakhstan 
o South Africa, Mexico to Hong Kong, USA to New Zealand. That really covers the globe! 


et, that is just one of the things we do. Today, Punj Lloyd is in the forefront across a variety of sectors ranging 
rom oil & gas, transport, power to infrastructure. We must admit, though, that we aren't just in the business of 
business. We have been equally at home when it comes to pleasure. The Masters Golf & Country Club in China, 
[he Four Seasons in Singapore and even Ananda, an upscale resort in the Himalayas, are all our creations. 
n all of these, we indeed make a world of a difference. 


he Punj Lloyd Group. 
e'll go to the end of the world to give you the best on earth. 
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Special 


"We are attacking more parts of the infrastructure pie, thus ensuring faster 
growth within the company," says Ajay Munot, Executive Director, 
Kalpataru. For 2006-07, the company is expected to clock revenues of 
Rs 2,000 crore, of which Rs 500 crore will come from JMC Projects, a 
construction firm that it acquired in February 2005. In 2005-06, the 27- 
year-old company had consolidated revenues of Rs 1,100 crore. 
Munot, 35, knows exactly what is driving growth at Kalpataru. 
"Government spending on infrastructure, acquisition of JMC Projects, 
diversification into multiple sectors and locations, and execution ca- 
pabilities have been the key reasons behind our success,” says Munot. 
Kalpataru’s order book for the next 12-18 months is almost as much as 
its last two years’ revenues (Rs 3,000 crore), but Munot plans to focus 
more on the export market, specially in Africa, and venture into different 
verticals in infrastructure space. “Next year, we will grow at 30-35 per 
cent with a similar growth in our order book,” says Munot. Looks like 
Kalpataru is going to be on our list next year as well. 
MAHESH NAYAK 


&. Shree Cement 


It believes in chasing shareholder value, not size. 





1 


Shree Cement's Bangur: Conservative, yet strong fundamentals 





F YOU ASK H. M. BANGUR, MANAGING DIRECTOR OF KOLKATA-BASED SHREE 
Cement, what drives things at his company, he'll tell you that it's not 
the quest for size or bottom line, but shareholder value. “If you adopt 
the right business practices and concentrate on production, efficiency 
and quality, profits will come automatically," Bangur 
rationalises. And he's right. Shree's revenues have gone up from 
Rs 506.93 crore in 2003-04 to a projected Rs 1,350 crore in 2006-07- 
a compounded annual growth rate of over 30 per cent. Similarly, the 
bottom line has grown at a CAGR of nearly 130 per cent to an expected 
Rs 200 crore. The company has been expanding its manufacturing ca- 
pacity since 2004, and the process continues. For instance, its capacity 
of 4.8 million tonnes will be increased to 6.8 million tonnes by April next 
year, and eventually 20 million tonnes by 2015. What's interesting, 
though, is that Shree won't be expanding its capital base in the process. 
The company has already consolidated its position in north India, 
but isn't averse to tapping opportunities overseas either. Shree's man- 
agement philosophy may sound conservative and quaint, but its per- 

formance is anything but old-fashioned. 
RITWIK MUKHERJEE 
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ó. Hindustan 
Copper 


The PSU is aiming for reinvention. 


VER THE LAST ONE YEAR, 
things at *Tamra Bhawan", 
Hindustan Copper's head- 
quarters in Kolkata, haven't been as 
PSU-ish as they usually are. Revenue 
and profit figures, for one, have 
been surging. In the third quarter of 
2006-07 (October-December, 
2006), the state-owned company's 
year-on-year bottom line soared 
389 per cent to Rs 131.60 crore, 
and sales increased 84 per cent to 
Rs 551.89 crore. The company, 
once known for its losses and 
worker strife, has turned a new 
leaf, and is talking of a new strategy, 
which involves shifting focus from 
copper making to mining. *If we are 
to survive and prosper, the focus has 
got to be on mining and acquisition 
of more deposits in the country," 
says Satish Chandra Gupta, its 
Chairman and Managing Director. 
The larger strategy involves arrest- 
ing decline (by 2006-07), consoli- 
dation (between 2007 and 2010), 
and expansion (starting 2010). 
Leveraging rr, selling off idle assets 
and inducting fresh talent are some 
other aspects of the new strategy 
that will make Hindustan Copper 
look less and less like a psu. 
RITWIK MUKHERJEE 


Hindustan Copper's Gupta: Shifting 
focus to mining 
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Centurion Bank's Bhandari: Sees more growth coming from SMEs 


4.. Centurion Bank of Punjab 


Acquisitions have transformed the bank's fortunes. 


Our YEARS AGO, CENTURION BANK WAS TOTTERING ON THE 
brink. Today, with 279 branches and 409 ATMs, it's the 
fastest growing bank in the country. *We are growing 
almost two times the market pace," quips Shailendra Bhandari, 
CEO and Managing Director of Centurion Bank. If you take 
the December quarter numbers, which include those of 
Bank of Punjab that it acquired in 2005, then Centurion's ad- 
vances are growing at 66 per cent, compared to an industry 
average of 31 per cent. Similarly, net profit grew by 46 per 
cent against industry average of 21 per cent. 

But the question is, with interest rates rising, will 
Centurion, 69 per cent of whose lending is to retail consumers, 
continue to churn out such numbers? *We are committed to 
growing at a multiple of the market," says Bhandari. That 
would mean having to find ways to keep two-wheeler, com- 
mercial vehicle and construction equipment buyers, who 
make up two-thirds of retail borrowers, coming back to 
Centurion for loans. But Bhandari also says that a lot of 
growth will come from small and medium enterprises (SMEs) 
that, along with biggger corporate borrowers, make up the 
other 31 per cent of Centurion's overall lending. 

The bank also has a sizeable fee-based income that 
comes from marketing two dozen mutual funds, life in- 
surance policies of Aviva Life Insurance, and general in- 
surance products of icici! Lombard, among others. But 
Rana Talwar, Standard Chartered's former global CEO 
and the man who turned around Centurion's fortunes af- 
ter he bought it in 2003, may be planning more acquisitions 
to gain critical mass. Of course, he will have to wait for the 
RBI to open up M&AS in the industry in 2009. 

ANAND ADHIKARI 
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UMESH GOSWAMI 


5. Man Industries 


A pipe maker comes of age. 


HESE DAYS R.C. MANSUKHANI, CHAIR- 

MAN of Man Industries, doesn't grab 

every order that comes his way. He's 
become far more choosy, going only after 
projects that offer better margins. Thanks is 
due to the booming global oil and gas in- 
dustry, where refiners are spending billions 
of dollars in laying and relaying pipelines. 
Admits Mansukhani: *The buoyancy in the 
industry and our capability to execute proj- 
ects at low cost have made us choosy in se- 
lecting projects." In 2006-07, Man is ex- 
pected to grow its topline 41 per cent to Rs 
1,200 crore, with exports fetching 75 per 
cent of the revenues. 

To maintain its momentum and execute 
orders on time, the company is increasing its 
capacity by a quarter to 2,500 km of pipes at 
its plant in Anjar, Gujarat. And there's plenty 
of work to keep the plant busy. Man has an 
order book of Rs 2,200 crore, of which Rs 
1,000 crore worth of orders came just last 
quarter from Kinder Morgan, one of the 
largest midstream energy companies in 
America. "We are targeting a growth of 90 per 
cent this year that will see our revenue topping 
Rs 2,000 crore by 2007-08," says Mansukhani. 
That's a growth even the rr big-wigs would be 
hard-pressed to match. 

MAHESH NAYAK 





Man Industries' Mansukhani: No pipe dream 


eaders 
Digest 





Birla Sun Life 
6 Insurance 


presents 
READER'S DIGEST TRUSTED BRAND AWARDS 2007 


in association with 


AMITY 


UNIVERSITY 





fox} ah clas E 1 2 TR Ours captures a heartbeat. 


Once in a year, the consumer's voice can be heard. With the Reader's Digest 









o BY CONS, 
Trusted Brand awards. An annual study conducted by A C Nielsen, the survey S uf "ep. 
generates responses from 7 countries in Asia. The results are determined not ! ei. 
just by numbers but by the hearts of the consumer. Come and witness the » i eaders: ( 
celebration of the most trusted brands that have won. Not just the award. LA Digest 
But the hearts. TRUSTED 

BRAND 


2007 


Venue: ITC Grand Central. Date: 4th May 2007. Time: 7.00 p.m. 


py For details, contact Tania Sarkar 022 66522522 The Ultimate Seal of 
Consumer Approval 


m 


yent Partner 


Presenting Sponsor Associate Sponsor Media Partners 


e HEADLINES KamiKaze 
E SS EA 


aaa ศั ต 





bt special 


INDIA'S 








F, 
GROWING SMALL 





COMPANIES 


Companies with revenues less than Rs 999 
crore that grew the fastest in 2006. 


l. Era Constructions 

AKING THE LEAP FROM CON- 
Mitacting business to turnkey 
(EPC) contracts and then to manu- 
facturing pre-engineered building 
systems has paid off handsomely 
for the Delhi-based infrastructure 
builder, Era Constructions. Its 
Pantnagar (Uttaranchal) facility, 
for instance, has slashed procure- 
ment costs and product delivery 
time in turnkey contracts. Says 
H.S. Bharana, Era’s Managing 
Director: *Pre-engineered build- 
ing is the way construction is done 
in developed countries, and India is 
following suit." Result: Era's 2006- 
07 standalone revenues are set to 
touch Rs 700 crore from Rs 313 
crore the previous year, while 
group revenues (it has two other 
real estate firms, Era Infrastructure 
and Era e-Zone) should touch 
Rs 1,100 crore, up 192 per cent. 
What's more, Bharana expects a 
100 per cent annual growth over 
the next three years. KAPIL BAJAJ 


&. Asian Electronics 


INENDRA SHAH, EXECUTIVE 

Director of Asian Electronics, 
just can't stop grinning. The third 
quarter (October-December) num- 
bers have been so good that they 
add up to more than what the en- 
ergy saving lighting product man- 
ufacturer reported in the previous 
nine months combined. Revenues 
touched Rs 104.1 crore and net 
profit Rs 18.9 crore. *Although 
our energy services business in- 
volves a huge capex, the returns 
are equally rewarding," says Shah. 
Among the recent orders include 
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one from the Prime Minister’s 
Office for energy efficient light- 
ing, and two others from the labour 
and transport ministries for their of- 
fices. Thanks to its recent purchase 
of an Irish company, STS PCB, Asian 
will now get a small toehold in 
western markets. Shah says this is 
just the beginning. Asian is talking 
of 2007-08 revenues in excess of Rs 
500 crore. PALLAVI SRIVASTAVA 


3. ICSA (India) 


HE DISTANCE FROM NBFC TO 
T (ค may be a long one for 
most people, but not G. Bala 
Reddy. In 1998, he bought a loss- 
making NBFC and over the years 
has turned it into a fast-growing 
provider of embedded solutions to 
power, oil and gas, and water com- 
panies. One of its products, the 
ICAP, for instance, is an onsite 
pipeline monitoring device that 
keeps track of the pipeline's health. 
"Moving into infrastructure has 
helped us grow over the last three 
years,” says Reddy, iCsA's employee- 
turned-owner. Revenues are up 
from a mere Rs 21.51 crore in 
2004-05 to Rs 229 crore between 


April-December, 2006. The com- 
pany has recently raised about 
Rs 280 crore, of which Rs 150 
crore is earmarked for acquiring 
other companies and the rest is for 
R&D and working capital needs. 
E. KUMAR SHARMA 


4.. ORG Informatics 
E A GOOD TIME TO BE A TELECOM 
solutions provider. Just ask Ajoy 
Khandheria, MD & CEO of 
Gurgaon-based ORG Informatics. 
Its 2006-07 revenues are set to top 
Rs 300 crore, compared to Rs 
156.41 crore the previous year. 
Net profit will jump to Rs 15 crore 
from Rs 8.10 crore. Systems inte- 
gration contributes 80 per cent of 
the revenues, with the remainder 
coming from software and man- 
aged services. “There is phenome- 
nal growth in each of the three 
areas we have presence in. Telecom 
operators worldwide are upgrading 
their infrastructure. So the busi- 
ness will continue to grow at a 
fast clip," says Khandheria. 
KAPIL BAJAJ 


O. Ansal Housing 


S INTEREST RATES HARDEN AND 

the RBI moves to suck out spec- 
ulative money from the property 
market, is the party over for 
builders? *No," says Kushagr Ansal, 
Director, Ansal Housing and 
Construction, which should be 
posting a 50 per cent growth in 
topline to Rs 190 crore and over 
90 per cent rise in net profit to Rs 
40 crore in 2006-07. “We have in- 
vested a lot of money in developing 
projects and those investments are 
paying off now,” says the MBA from 
Bentley College in the us. With Rs 
6,000 crore worth of projects on its 
plate, Ansal expects to grow rev- 
enues to Rs 350 crore in 2007-08. 
“India’s needs for construction are 
enormous,” says Ansal. He's right. 
KAPIL BAJA] 
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Rank Company Name 


Total 
PAT 


PAT 
Growth % 


Tot 


ts 


PBDI| 


เก n crore 


PR า | 





aA | Hindustan Zinc 





\ ฐิ Unitech 
A4. Pantaloon Retail (India) 


5 ป เห ล โช เท Cement 
6 Gujarat Ambuja Cements 


8 Aurobindo Pharma 
9 Hindalco Industries 





15 Siemens 
16 Ruchi Soya Inds. 
— IMRCL Infrastructures & Proj. 


4 5 | State Trading Corpn. of India* 
a 76 Kesoram Industries 


| 3 | Bhushan Steel & Strips 
34 Titan Industries 
35 Videocon Industries 


Figures are for four quarters from Jan-Dec 2006; PBDIT: Profit before depreciation interest and tax. Weighted score out of 100; *PBDT. Profit before depreciation and tax for banks and finance 


companies; # Total growth in per cent 


ณี Welspun-Gujarat Stahl Rohren 


 ] Nagarjuna Construction Co. 


34,801.84 
1,234.07 
37,317.33 
9,646.52 
13,645.28 
21,432.79 
4441.75 
3,761.88 
20,182.87 
8,163.24 
1,263.34 
21,059.76 
19,3997 
4,612.54 
19,124.57 
1,177.33 
4,308.63 
1,858.65 
87,060.11 
4,445.94 
3,615 
2,593.54 
79,588.28 
15,729.96 
447.75 
2,501.93 
33,713.11 
1,19,253.5 
13,788.23 
56,249.52 
10,568.95 
5,180.98 
1,589.5 
3,813.26 
10,192.49 


8,305 
2,594 
1,863 
2,387 
4,468 
4372 
2,644 
1,910 
17,222 
2,411 
1770 
3,372 
1911 
1,824 
9,286 
7,494 
1,904 
4,229 
13,390 
1,699 
4,912 
1,517 
20,323 
4,274 
12517 
1,998 
6.278 
13,991 
5914 
15,853 
3,313 
1,897 
3,524 
1917 
7,766 


192.8 
69.2 
230.0 
62.4 
51.9 
99.7 
60.2 
47.5 
67.9 
81.7 
46.3 
474 
82.2 
473 
70.7 
76.3 
91.6 
58.9 
91.9 
38.8 
43.7 
30.5 
60.9 
442 
58.0 
29.2 
58.4 
46.2 
29.0 
3133 
40.2 
30.5 
26.0 
442 
108.1 


40 
40 


4309 377.7 
120 175.5 
662 1,528.8 
115 1142 
632 611.1 
1185 — 1625 
158 10.2 
189 427.4 
2469 67] 
462 858.7 
295 320.3 
143 40.4 
42] 139.8 
160 69.8 
409 90.2 
80 96.8 
113 52.4 
196 61.5 
2681 502 
221 133.3 
273 100.4 
292 202.0 
3,075 30.0 
340 55.6 
62 134.3 
213 459.5 
1,061 31.0 
3429 48.7 
2398 72.4 
2132 58.5 
217 27.8 
337 266.0 
268 92.7 
101 97.8 
871 79.1 


30 
30 
30 
26 
30 
30 
26 
30 
26 
23 
30 
23 
23 


24 
22 
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6,471 
299 
1,033.98 
251.01 
1,271.1 
1,728.82 
252.93 
375.52 
4,285.8 
101.24 
560.71 
925.36 
499.8 
267.5 
629.12 
229.09 
191.43 
477.28 
3,438.1 
367.77 
657.76 
440.06 
6,707.91 
550.39 
84.98 
383.07 
2,591.84 
4,091.57 
4,023.67 
3,587.34 
633.15 
560.21 
593.14 
177.89 
1,601.65 


200 


330.5 
137.7 
1,045.4 
1149 
173.9 
107.5 
2 
158.2 
622 
356.6 
208.7 
40.9 
1114 
70.6 
45.5 
65.5 
65.3 
436 
48.5 
70.9 
57.1 
166.6 
60.6 
47.1 
123.5 
198.7 
42.2 
423 
617 
450 
613 
88.0 
46.5 
44.5 
101.6 
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INDIA'S FASTEST GROWING 


Rank Company Name Daily Total PAT Total PBDIT PBDIT* Total Final 
| PAT Growth % Marks (in Rs crore) % Marks Total 





36 Infosys Technologies 1,24,523.6 12,087 43.3 17 3,323 435 18 4210 404 16 91 
37 ACC 20,329.98 5,83 336 1 1224 680 19 1,897.07 65.0 21 50 
38 UTI Bank* 13,189.39 4026 541 25 599 33.1 10 1,238.35 38.3 15 50 
39 Cipla 1948669 351 323 14 7206 40 19 969.87 342 16 49 
40 Bank of India* 10,133.06 8600 300 7 930 861 23 2,129.64 51.2 19 49 
41 MRF 1,825.18 3980 283 6 95 1212 23 320.82 50.6 19 48 
42 Exide Industries 2/78] 5 1,738 324 9 143 93.2 24 296.07 34.3 11 44 
43 Jindal Stainless 1,564.57 4272 284 14 294 311 15 695.53 33.5 15 44 
44 Suzlon Energy 37,534.57 4874 517 20 983 376 12 1,216.98 41.5 12 43 
45 Voltas 38532 2193 200 4 90 292 12 15484 59.8 25 41 
46 Mahindra & Mahindra 22,146.15 9592 223 3 1,154 675 19 1,781.25 54.9 19 40 
47 Dhampur Sugar Mills 427.76 1621-224... 10 185 69.0 15 361.62 53.6 15 40 
48 Su-Raj Diamonds & Jewellery 207.56 1513 373 16 44 293 9 69.74 422 14 38 
49 Sun Pharmaceutical Inds. 18,606.59 1749 308 9 589 38.0 15 658.66 35.4 13 36 
50 Grasim Industries 29,968.) 7,982 227 4 1324 595 16 2,316.43 42.6 16 35 
51 Coromandel Fertilisers 104226 2153 268 13 102 316 ll 22972 29.1 8 33 
52 Crompton Greaves 7,653.91 3,176 353 12 179 209 4 336.22 40.9 16 32 
53 Motor Industries Co. 11,218.81 3,784 271 6 548 33) R 1,092.48 42.7 12 32 
94 Lupin 491368 1875 273 8 215 | 395 10 36121 41.2 14 32 
55 Allahabad Bank* 3,966.7 4528 272 6 75 220 10 1,22222 342 14 30 
56 Bharat Electronics 10,743.6 3757 207 5 638 333 13 1,038.88 29.8 10 29 
57 Container Corpn. of India 13,857.47 2918 269 6 658 330 13 95684 323 0 28 
98 Apollo Tyres 163754 3,128 244 4 97 347 9 277.52 32.3 13 27 
59 Tata Motors 34,486.65 26,195 373 14 1795 230 6 3,327.75 28.6 7 26 
60 Cummins India 9,495.49 1724 238 3 230 372 14 35764 31] 9 26 
61  Bajaj Auto 2649844 9,373 313 9 1276 301 10 1,992.63 23.6 7 25 
62 HDFC* 40,622.07 5,383 352 1l 144] 228 2 1,822.59 23.5 3 16 
63 Indian Overseas Bank* 6,030.94 5248 239 3 923 254 4 1,835.81 234 5 13 
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Rank Company Name 


Total 


PAT 


Growth y^ 


Total 
Marks 


NN 
in RS 


Aon i 


MID-SIZED COMPANIES Rs 1,000-1,499 CRORE IN MES 


1 Kalpataru Power Transmission 2,624.03 1,364 1094 40 126 166.7 30 21399 1371 30 100 
2 Shree Cement 507735 1215 100.7 33 333 196.9 30 536.72 1881 30 9 
3 Hindustan Copper 632093 1,443 955 32 301 2345 30 349.76 1389 30 92 
4 Centurion Bank of Punjab* 4,560.37 1098 858 35 119 84.2 25 311.37 1898 29 89 
5 Man Industries (India) 554.16 1,188 63.5 37 54 10413 27 12489 69.6 24 89 
6 Madras Cements 406764 1439 570 31 270 2886 27 498.49 1544 27 M 
7 Havell's India 20068 1463 699 33 93 69.7 29 1384] 49.2 22 84 
8 Garden Silk Mills 214143 1187 633 ม 26 1114 23 145 680 25 8 
9 Areva T&D India 417422 1476 366 20 119 165.8 30 196.59 1173 30 80 
10 Jain Irrigation Systems 223376 1,089 456 19 98 90.0 30 19238 600 2 76 
11 JK Cement 1,237.71 1113 320 10 134 4964 30 273.7 1268 30 70 
12 Kotak Mahindra Bank* 13,017.79 1,103 812 40 139 30.3 10 29194 553 20 69 
13 I-Flex Solutions 15,847.79 1473 40.0 15 349 80.1 29 43838 611 23 08 
14 Maharashtra Seamless 311636 1320 458 23 224 778 22 35765 729 22 68 
15 Apar Industries 59466 1382 408 19 51 73 2 106.56 65.4 26 87 
16 JBF Industries 620.22 1180 587 26 76 80.9 23 157.24 57.5 18 66 
17 SKF India 143459 1342 718 36 102 59.1 17 18654 397 12 65 
18 Shriram Transport Fin. Co* 212586 1,226 658 29 17 533 18 27878 508 18 65 
19 Indian Hotels Co. 9,008.95 1,290 29.7 7 252 710 27 461.12 53.6 23. Wi 
20 Patel Engineering 2,685.26 1008 375 13 95 605 23 148.49 34.0 16 52 
2] Kirloskar Brothers 431889 1,200 363 14 344 1249 17 39803 1214 19 50 
22 Sintex Industries 2,427.75 107] 378 l4 118 544 20 22482 39.5 15 50 
23 Blue Star 167326 1,452 339 1 63 408 20 1158 406 17 48 
24 United Phosphorus 562249 1438 212 2 165 1183 23 409.64 50.0 18 4 
25 Greaves Cotton 1657.33 1,098 332 10 106 6 2 119.15 284 8 40 
26 5 Kumars Nationwide 143152 1,106 319 9 121 52] 15 230.68 50.2 3 3 
27 Marico 328647 1,305 29.6 7 116 21.3 5 199.89 444 20 33 
28 Transport Corporation of India 603.5 1029 23.7 3 23 25.1 ll 61.35 267 8-2 
29 Karnataka Bank* 183103 1180 236 3 206 244  ] 37126 212 5 115 
Figures are for four quarters from Jan-Dec 2006; PBDIT: Profit before depreciation interest and tax. Weighted score out of 100; *PBDT. Pr bn depen au tartar b ue n 
source: 


companies; # Total growth in per cent 
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INDIAS FASTEST GROWING 





Rank 


Company Name 





COMPANIES (REVENUES BELOW Rs 999 CRORE | 


1  EraConstructions (India) ^ 876.05 591 127.3 40 
2 Asian Electronics 480.4 275 96.6 40 
3 ICSA (India) 60073 260 3247 40 
4 ORG Informatics 192.55 252 184.7 40 
9 Ankur Drugs & Pharma 132.38 238 137.7 40 
6 — Ansal Housing & Const. 967.16 186 693 40 
7 NCL Industries 175.19 RBG 5 40 
8 Geodesic Info.Systems 105452 146 918 40 
9 Prajay Engineers Syn. 61705 141 148.2 40 
10 Marg Constructions 270.05 109 135.4 40 
11 ANG Auto 344.8 106 228.8 40 
12 Sharon Bio-Medicine 196.27 124 1386 40 
13 Pratibha Industries 306.34 25) 103.1 40 
14 Bilpower 119.64 29 993 40 
15 Kalindee Rail Nirman (Engs) 14201 146 145 40 
16 Ratnamani Metals & Tubes 396.45 496 692 36 
17. Emco 744.37 9/4 84.0 40 
18 YES Bank* 3/758 449 214.8 40 
19 Paramount Communications 308.24 296 101.5 35 
20  Vakrangee Softwares 44821 102 150.4 40 
21 Subhash Projects & Mktg. — 78467 679 1209 34 
22 Ahmednagar Forgings 90026 477 70.0 35 
23 Visesh Infotecnics 101.96 Ill 658 35 
24 Helios & Matheson Info. Tech. 27444 349 784 40 
25 Genus Overseas Electronics 210.59 325 153.5 33 


Total PAT 
PAT Growth % 


PBDIT PBDIT* 


in Rs crore) ° 


Total 
Marks 





61 2750 30 11919 252 30 100 
4 1473 3 7707 106 30 100 
52 3161 30 6575 3556 30 100 
15 209 30 2809 2587 3 100 
25 2909 30 382 127 30 100 
3 160 30 6643 1174 30 100 
26 — 7528 30 3599 1977 30 100 
75 1067 30 9634 1000 30 100 
52 2045 30 6343 1693 3 100 
29 — 4307 30 4789 2750 30 100 
22 — 3972 9 2887 3089 30 100 
|| 132 29 1962 1684 30 99 
19 1158 30 3029 795 2 98 
8 835 2 2123 82 029 91 
8 1335 26 1644 1565 30 9 
59 1357 39 11324 1115 30 96 
31 70 27 6984 734 29 96 
70 39255 26 142? 1118 29 9 
3 M2 32 64 120 3 $95 
17 189 25 403 202 30 95 
8 314 30 76200 28 30 %4 
52 854 30 9515 791 29 9 
l6 83 29 3058 175 30 M94 
5 61 2 1731 526 S P 
24 — 1339 30 4689 M52 30 93 


Figures are for four quarters from Jan-Dec 2006; PBDIT: Profit before depreciation interest and tax. Weighted score out of 100; *PBDT: Profit before depreciation and tax for banks and finance 


companies; # Total growth in per cent 


€ STEP 1: Shortlisting 

Only listed companies (on the Bombay Stock Exchange or National 
Stock Exchange) were considered. A cut-off market capitalisation of 
Rs 100 crore (December 31, 2006) and a cut-off sales revenue of Rs 100 
crore (between January 1 and December 31, 2006) were enforced. A to- 
tal of 636 companies made the cut. Only companies with positive 
operating and net profit figures were considered. Period under consid- 
eration: the four quarters of calendar year 2006; i.e. January 1, 2006, 
to December 31, 2006. 


€ STEP 2: Adjustments 

The operating profit (PBDT for banks and finance companies, and PBDIT 
for others) and net profit figures have been arrived at after discounting 
non-recurring income. 


๑ STEP 3: Measuring Growth 

Growth was measured as a factor of net sales (operating income for banks 
and finance companies), operating profit, and net profit. The weightages 
assigned were 40 per cent for net sales, and 30 per cent each for operating 


| 


Data source: CMIE 


and net profits; these were further split equally across four quarters 0 . 
10 per cent for net sales for each quarter and so on). A growth of over 60 
per cent fetches the maximum possible score; a growth below 20 per cent, 
the minimum possible score; and a growth between 20 per cent and 60 
per cent, a proportionate score. 


@ STEP 4: Sanity Check 
Only companies that showed a growth higher than 20 per cent on all pa- 
rameters on an annual basis were included. 


๑ STEP 5: The List 
The listing was broken up to factor in size. The companies are categorised 
according to their revenues. Thus, there are three lists—one of companies 


with annual revenues higher than Rs 1,500 crore, the second of com- A: 


panies with revenues between Rs 1,000 crore and Rs 1,499 crore, and 
the third of companies with revenues lower than Rs 999 crore. 
Eventually, 197 small companies (of them only 25 have been listed here 
due to space constraints), 29 mid-sized companies and 63 large 
companies made the grade. @ 
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Now, Back to Debt 


After seeing low interest rates for half a decade, fixed 
income investors are now landing sweeter returns. 
Here's how to make the most of it. aman MALIK 


IME WAS WHEN CHOOS- 

ing an investment was 

easy—you scarcely loo- 

ked beyond govern- 

ment instruments or the 
bank and company fixed deposits 
(FDs). There were only debt instru- 
ments to choose from and they 
fetched steady returns of around 
10-12 per cent. Back then, you 
were really pressed for choice. But 
with the economy taking off over 
the last four years, the stock market 
presented an attractive alternative 
to conservative fixed income inv- 
estors. Stocks returned a strong 
debt-beating performance. At the 
same time, debt returns were dwin- 
dling as bank fixed deposit rates fell 
from 11 per cent to a miserly 
6 per cent (see On the Rise). Debt 
was sidelined. 

Now, it's back. 

Times change. Thanks to the 
Reserve Bank of India's liquidity 
squeeze, interest rates are on the 
rise again. The fallout: A 
bank deposit is again 
promising you dou- 
ble digit interest rates. 
The rate hike that 
began last year has 
taken the bank interest 
rates on FDs up to 
over 10.5 per 
cent. Now, the 
rate hikes are 
nearly twice as 
much as the lows 
reached in 2003. 
That spells good news 
for fixed income investors. 

Over the last year, many inv- 
estors have been considering debt. 


Fixed maturity plans (FMPs) have 
been raking in the moolah since 
January this year. Some have even 
moved from equity to debt as the 
stock markets are priced quite 
high. There is little official data 
to suggest how much money has 
actually moved from equity to 
debt. Market watchers and ana- 
lysts, however, speculate that in 
March alone, at least Rs 7,000- 
8,000 crore worth of retail money 
has gone debt-wise. 

Broadly speaking, if you were 
to walk on the debt route, you have 
plenty of options before you. New 
alternatives such as FMPs to floating 
rate funds, in addition to six tradi- 
tional options of government-backed 





























RAMEN SARKAR 


savings instruments, many of which 
have not lost their charm. So how 
can you make the most of the cur- 
rent fixed-income atmosphere? 


The Debt Scenario 
On March 30, 2007, the Reserve 
Bank of India hiked repo rate by 25 
basis points to 7.75 per cent and the 
cash reserve ratio by 50 basis points 
to 6.5 per cent in two stages of 25 
basis points each. With this hike, 
there's been a flurry of activity in the 
debt market. Short-term interest 
rates have spiked up, while the 
longer-term rates have remained 
stable. The 10-vear G-Sec yield is 
hovering around 8 per cent, whereas 
shorter-term rates have inched 
closer. What this means for investors 
is that sticking to the shorter-tenure 
deposits is more profitable than inv- 
esting in longer-term paper. 
Analysts advise against an over- 
haul of the portfolio and not over- 
tilt towards debt, if all you want 
to do is take advantage of the 
spike in interest rates. Over 
the long-term investment 
horizon, the current hike 
appears a temporary 
phenomenon. At this 
point, make the best 
use of short-term ins- 
truments. Short- 
term corporate 
bonds also saw 
their yields inc- 
reasing over 
long paper. 

On the other 
hand, if you are 
looking at a longer inv- 
estment horizon of, say, 
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Your Debt Options 


Liquid Funds 

Used as an alternative option to 
savings bank. Invest in money 
market instruments and have a 
lock-in period of a maximum of 
three days and offer redemption 
proceeds within 24 hours. 
YIELD: 6.88 per cent* 


Floating Rate Funds 

These invest in floating rate 
instruments and fixed rate corporate 
bonds. For investors who want to 
reduce risk due to interest rate 
fluctuations. 

YIELD: 6.90 per cent* 


Fixed Maturity Plans 

These, typically, are plans for a fixed 
tenure ranging mostly from 15 days 
to three years. They mostly invest 

in fixed income instruments (bonds, 
government securities, etc.) and 
money market instruments such that 
the fund matures in the same period. 
Over one-year FMPs are best because 
they can take advantage of indexation. 
YIELD: 6.61 per cent* 


Bond Funds 

Targeted towards investors with a low 
appetite for risk and for whom safety 
and returns are paramount. These 
pay income regularly and their NAVs 
typically fluctuate less than those of 
an equity fund. They invest in corpo- 
rate papers, Gol papers, money mar- 
ket instruments and call papers. 
YIELD: 5.24 per cent* 


Gilt Funds 

They invest exclusively in government 
securities, including state government 
securities and treasury bills. They 

are safe and yield better returns than 
direct investments in these securities. 
YIELD: 4.83 percent* __ 


Public Provident Fund (PPF) 
It is a savings-cum-tax saving instru- 
ment. Also serves as a retirement 
planning tool due to its 15-year 
tenure. Maximum annual deposit 
limit of Rs 70,000, but interest is 
= j! E ji SES SS * 2 
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tax-free. Early withdrawals are possible 
after the end of five years, and it 
makes a good tax-saver scheme. 
Rate of return: 8 per cent 


National Savings Certificate (NSC) 
These are issued by the post offices in 
denominations of Rs 100, Rs 1,000, 
Rs 5,000 and Rs 10,000 issued for a 
maturity period of six years. Early 
encashment is not permissible. 

Rate of return: 8 per cent 


Kisan Vikas Patra (KVP) 

Doubles your money in eight years, 
seven months (returns exempt from 
TDS) and comes in denominations 
of Rs 100, Rs 500, Rs 1,000, 

Rs 10,000 and Rs. 50,000. 

Early encashment is not permissible. 
Rate of return: 8 per cent 


Post Office Monthly Income Scheme 
Offers a return of 8 per cent, payable 
in monthly installments. Good for 
investors looking for a safe monthly 
income. However, the upper limit 

for investment is Rs 6 lakh, but 
there are no loan facilities. 

Rate of return: 8 per cent 


Government of India Bonds 
(Taxable) 

These have a five-year tenure and 
are offered by the Government of 
India, which carry a sovereign 
guarantee. 

Rate of return: 8 per cent 


Bank Fixed Deposits (FDs) 
Rising interest rates have ensured 
that banks are once again offering 
double-digit interest rates (10-10.25 
per cent) mostly on short-term 
deposits ranging from a few days 
to a little over a year. Short-term 
bank deposits have once again 
become a viable option for people 
willing to park their funds safely 
for short durations. 

Rate of return: 10.25 per cent 


* Average annual yield (last four quarters) 

These figures do not factor in actual returr to an 
individual investor as taxation with or without 
indexation and/or capital gains are not considered 
Source: Market 
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Sandesh Kirkire/ 
CEO/ Kotak Mutual Fund 


“If you have a long-term 
horizon, say three years or 
more, stay invested in equi- 
ties irrespective of your age" 


more than three years, stock inv- 
estment is the better option. *If you 
have a long-term horizon, say three 
years or more, stay invested in equ- 
ities irrespective of your age," says 
Sandesh Kirkire, CEO, Kotak 
Mahindra Mutual Fund. Equities 
are typically a long-term play and 
offer the highest return as com- 
pared to any other financial instru- 
ment, over a period of, say, 15 years 
or more. “Risk associated with 
volatility effectively evens out with 
time,” he says. 

But for the safer conservative 
investors, there’s much to be gained 
from a debt strategy that is tilted 
towards government securities and 
highly rated corporate bonds. 
Maximise your returns out of the 
brisk interest rate scenario primarily 
via short-term investment options. 


The Gilt Route 


Perhaps you can park your money 
in short-term bond funds or one- 
to-two-year gilt funds. These gilt 
funds invest exclusively in govern- 
ment securities and money market 
instruments that are of a shorter 
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duration. As the yields have risen in 
the last 1-2 months, new investors in 
such funds will get higher returns. 

The dual advantage of these 
funds is that there could be gains 
through the appreciation of the NAV 
(net asset value). If the interest rate 
on these short-term papers dip over 
the next six months or so, which is 
quite likely, short-term bond fund 
investors could make tidy returns 
through Nav increases. 

The other option in the short- 
term is FMPs. These are, typically, 
fixed tenure funds that invest in 
bonds. The bonds mature at the 
same time the FMPs mature. Thus, 
investors will lock-in at higher 
rates. FMPs are closed-end funds 
with tenures varying from 15 days 
to over a year. “FMPs have been 
offering an average annual return 
(AAR) of over 6.5 per cent," inf- 
orms Amandeep Singh Chopra, 
President and Head (Fixed 
Income), uri Mutual Fund. Of 
late, the shorter-tenure FMPs make 
better options because of the 
higher yields they are currently 
offering. However, FMPs do indi- 
cate the returns but the final return 
depends on how the fund has inv- 
ested its portfolio. 


Bank on FDs 

The trusted old bank deposit is also 
back. Banks have been offering 9-10 
per cent returns on fixed deposits of 
less than a year or just about a year. 
For the extremely conservative inv- 
estors, it's the better option. 
However, do check the tax- 
incidence on this form of invest- 
ment if you are in the high tax 
bracket. This tends to reduce the 
yields on the investment. 

Liquid funds offer another smart 
alternative to short-term FDs. 
Although AARs have just about 
reached 6.8 per cent mark in the last 
one year (while yields on the former 
have topped 10 per cent), liquid 
funds are redeemable within one 
working day and offer tax-free div- 
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Amandeep Chopra/ President and Head (Fixed Income)/ UTI Mutual Fund 


"FMPs (fixed maturity plans) have been offering an average 
annual return (AAR) of over 6.5 per cent” 


idends (with ล DDT or dividend dis- 
tribution tax of 25 per cent), there- 
fore, offering the twin benefits of 
moderate yields with high liquidity. 
"Within the debt portion of their 
allocation, one could invest 40-45 
per cent in FMPs, 20-25 per cent in 
liquid funds, while the remainder 
can be a mix of medium-term and 
short-term funds," offers Chaitanya 
Pandey, Debt Fund Manager, ICICI 


On the Rise 


FD rates are looking up. 
13 
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Avg. rates of top five banks of above one-year maturity 


Prudential AMC. 

By the time you turn 45, say 
managers, you should be looking 
at an asset allocation of 40-60 in 
favour of debt. *Once you have 15 
years of service left, an incremental 
shift towards debt is advisable," 
opines Rajiv Shastri, Head (Alternate 
Business), Lotus India AMC. At this 
stage, you might typically have a 
minimal appetite for risk, and con- 
sider safety and return with equal 
importance. The best option, then, 
for you would be to begin investing 
in bond funds. This guarantees a 
regular income and their NAVs typ- 
ically fluctuate less than any equity 
fund. Bond funds normally invest in 
corporate papers, Gol (Government 
of India) papers, money market 
instruments and call papers and 
have recorded an AAR of 5.24 per 
cent in the last year. 

But if you are among the senior 
citizens and safety of your asset is 
paramount, increase the allocation 
to debt. “At this stage, an investor 
should look at physically shifting 
some of his equity instruments into 











Rajiv Shastri/ Head (Alternate Business)/ Lotus India AMC 


"Once you have 15 years of service left, an incremental shift 
towards debt is advisable" 


debt," suggests Shastri, "The rem- 
ainder equity allocation will essen- 
tially tide you over inflationary pres- 
sures." If you are at this stage, gilt 
funds can be a viable option for 
you. These invest exclusively in 
government securities, including 
state government securities and 
treasury bills. They are safe and 
yield higher effective returns than 
direct investments in these securities. 


Fall Back on Safety 

But for the safety-first investor, there 
are longer-term options in the gov- 
ernment savings schemes essentially 
marketed by the post office. You 


could consider government- 
promoted debt instruments like the 
Kisan Vikas Patra (KvP), which dou- 
bles your money in eight years and 
seven months at 8.25 per cent and 
has no TDS (tax deduction at source) 
on withdrawal. Whereas the KVP 
offers no tax benefits, schemes such 
as the National Savings Certificate 
(NSC) and the Public Provident Fund 
(PPF), both of which offer interest at 
8 per cent, remain popular tax sav- 
ing instruments. 

Another good option, especially 
for senior citizens, is the Post Office 
Monthly Income Scheme with a 
maximum deposit limit of Rs 6 lakh 


The Debt Choices 


Five ways to a smart debt portfolio. 


e Stick to shorter-end of the 
maturities, i.e., invest for 
maximum of one-to-two years 
as the interest rates are higher 
at the lower end 


e Invest in FMPs as over a one-year 
tenure FMPs are tax-efficient due 
to indexation benefits that come 
with long-term capitals 


e Ensure that not all your fixed 
income or deposits mature at the 
sametime — 


e Choose instruments that offer 
tax-breaks, like the PPF, if you are 
in the higher tax bracket _ 


e Look for safe instruments with a 
higher credit rating and don't 
chase returns 





and a maturity period of six years. It 
Offers an annual rate of 8 per cent 
payable monthly. In addition to 
this, you could consider 8 per cent 
taxable Gol bonds issued by desig- 
nated banks, which offer half-yearly 
interest payouts. 

But post office savings instru- 
ments are long-tenure in nature, 
ideal for conservative investors, typ- 
ically retirees. Returns here are fixed 
and they are not likely to change in 
the next year. But once you invest, 
you are locked-in at that rate. At 
this moment, investors have a good 
opportunity in investing in higher 
yields for the next one year and take 
advantage of the short-term spike 
in rates. Short-term bond funds and 
FMPs make attractive options. You 
might find fixed income worth it. 
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Subject to Many Risks 





There's more behind a fund's standard disclaimer. Here's what you 


should know about the risks in your fund. 


HERE'S AN OFT-REPEATED DIS- 
| claimer that vanishes off the 
TV screen faster than you can 
read it—mutual funds are subject to 
market risk, please read the offer 
document carefully before investing. 
But there’s more to the standard 
disclaimer. There’s a risk of the 
fund manager moving to another 
fund, or the risk of a takeover of the 
fund, or even of portfolio compo- 
sition. So what are the various kinds 
of risks that your fund faces? 
Market risk is totally depend- 
ent on the way the market moves. 
If the market rises, you gain and 
vice versa. A fund can yield among 
the highest returns in its peer set in 
a runaway market by adopting an 
aggressive investment approach. 
But it could also end up losing it all 
when the market falls. This means 
that the returns are highly volatile. 
If an investor enters a fund when 
the broad markets are on a 
downslide, it could even lead in- 
vestors to lose their principal. But if 
one invests in an uptick, there's 
money to be made. 


Future, Not Past 

But the bigger risk for an investor 
probably lies in how he perceives 
the performance of the fund. Fund 
houses often talk about the past 
performance of the fund to attract 
new investors. But past perform- 
ance does not mean that the fund 
will perform the same or better in 
the future. "Investors are increas- 
ingly going by the past records and 
are overlooking the fact that these 
are market-linked instruments and 
are liable to fluctuate with the ups 
and downs of the market," warns 
Gaurav Mashruwala, a Mumbai- 
based financial planner. 
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Himanshu Kohli/ Financial Planner/ Client Associates 
“These days buyers do not take the idea of risk seriously. No one 


knows when the economic cycle will reverse" 


The Risk Reward Matrix 


How the funds stack up on the investment scale. 





Fund Type Expected Returns Risk Remarks 


























Equity 14-16 per cent High over 1-2 years Compare performance with peers 
Medium for 3-5 years . EST 
Debt 1.5-9 per cent Medium over 1-year Evaluate portfolio duration 
Low for 3-5 years l 
Balanced 11-12 per cent High over 1 year Combination of debt and equity 
Medium for 3 years 1 
Gilt 7-8 per cent Medium for 18 months Mainly interest rate volatility risk 
. u High for 3-6 months — E 
Liquid 6 per cent Low for 3-6 months Invested in very short instruments 


More often than not, investors 
get swayed by the past returns. 
While this could be attributed to 
investors' lack of awareness, some- 


times investors aren't informed 
about the negatives of staying in a 
fund. *Sometimes products are be- 
ing wrongly sold in which investors 


are being only informed about their 
upside and not their downside," 
says Surya Bhatia, a Delhi-based 
financial planner. 

A must-ask question is: will the 
market perform tomorrow and 
what is the expectation from the 
market? That's a call investors 
should take, and understand the 
risks associated with the call. Last 
few years were positive for almost 
all asset classes. *But when the eco- 
nomic cycle reverses, no one 
knows," says Himanshu Kohli, a 
financial planner with Client 
Associates. “These days, buyers 
don't take the idea of risk seri- 
ously," adds Kohli. Never be in a 
tearing hurry without knowing the 
fund that you are investing in. Says 
Mashruwala: *People sometimes 
invest in a hurry to avail tax benefits, 
and do not take the trouble of going 
through offer documents carefully." 


Portfolio Composition 

Although there are rules that govern 
an equity portfolio composition, 
there's often the chance that fund 
managers could miss the opportu- 
nities of the market. A fund cannot 
invest more than 5 per cent in a 
stock or 10 per cent in a sector. 
Therefore, a fund has to diversify to 
reduce portfolio risks. But a fund 
can completely miss the perform- 
ance route, if it has invested in 
stocks and sectors that aren't mov- 
ing up in the market. Different 
stocks move at various times. If a 
fund has stocks that are largely 
placid in a booming market, the 


Five Ways to Know Your Fund Better 


e Check investment strategies. The investment strategy of a fund is key to its 
performance. Check the asset class in which your fund is investing and also 
how it has distributed its portfolio within that asset class. The periodic 


handouts should provide the answers 





e Assess the risks. Every asset has a different level of risk. Equities come 
with the highest risk whereas bonds have lower risk. The prospectus should 
outline the risks that go in your fund. But match your own risk tolerance 
with that of the mutual fund. If you are averse to risk, select funds that have 


lower risks. 


markets and the indices your fund has benchmarked itself too. If the fund 
has returned more than its benchmark indice, it has outperformed. Do also 
compare your fund's performance against its peer class and see where it 
stands. Look at the track record of a fund over a time period, but remember 
past performance does not guarantee future retums. 


e Understand fees and expenses. Know what is going to be your fund's entry 
and exit loads. Understand how these expenses affect your returns. 


e Know the tax status. The tax status of a fund's dividend distribution and 
capital appreciation differs between various types of funds. Know whether 
they will be treated as dividend income or capital gains. 


fund will under-perform the broader 
markets. 

Therefore, a fund manager's 
skills and stock picking acumen are 
necessary while selecting a fund. A 
fund manager should be able to 
identify and invest in stocks that 
are out-performers in the market. In 
a sector fund, for instance, there's a 
sectoral concentration risk. If the 
sector does not perform, the 
investor loses out. 

Therefore, keep tabs on the 
funds portfolio regularly and un- 
derstand its limitations. Most in- 
vestors don't. *This might lead to a 


problematic situation, though an in- 
vestor actually never comes to know 
the exact fate of his money some- 
times," says Mashruwala. In gen- 
eral, small, mid- and large-cap funds 
have three different risk factors, be- 
cause they move differently. Besides, 
the benchmark to which the fund is 
attributed may not have the stocks 
that a fund has invested in. 

For debt fund investors, there's a 
risk of default. If a fund has invested 
in poor-quality paper which yields 
higher returns, then there's the risk 
that the paper could default. A com- 
pany can default on its repayments 
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which makes the paper worthless. 
Thus the fund can lose out on its re- 
turns. Other risks, such as liquidity 
risks and an interest rate risk, could 
also affect your debt fund's per- 
formance. The interest rate move- 
ment in the economy has an inverse 
effect on the net asset value (NAV) of 
a standard debt fund. If the rate 
rises, bond Navs tend to fall resulting 
in lower returns for the investor. 
On the other hand, for equity funds, 
there's the risk of volatility, which of- 
ten leads to hasty decisions. 

Keep an eye out on a fund's 
objectives. “Knowing the objec- 
tive of a fund before one allo- 
cates money is the first step an 
investor must take," says Bhatia. 
The offer document outlines the 
investment parameters and objec- 
tives. “It is critical from the per- 
spective of performance, deliver- 
ables and risk factors involved. 
And even more importantly from 
the asset allocation point of view 
an investor wants to maintain in 
his portfolio," he adds. 


Other Risks 


Fund managers are critical to the 
performance of the fund. But 
there's the risk of the fund manager 
leaving and a new fund manager 
completely changing the style of 
the fund. Of late, many fund man- 
agers have been shifting banners. 


The Warning Signs 





Surya Bhatia/ Financial Planner 
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“Knowing the objectivity of a fund before one allocates money is the 


first step an investor must take” 


"It's possible some investors allocate 
money to a particular fund manager 
and the fund manager changes the 
job. One option is to redeem and 
invest with a new fund. However, it 
would lead to some adverse costs 
like exit load/ entry load and taxes,” 
Kohli asserts. 


e Declining corpus. Withdrawals from a fund and its shrinking Corpuses 
could suggest that the fund is losing favour among investors. 


e Out of style strategy. If a fund's investment Style is out of favour with the 
market, fund performance is hampered. For instance, a mid-cap fund may 
not be able to match up to a large-cap fund if the rest of the market 


fancies large-cap stocks. 


e Fund manager leaves. When a fund manager leaves for another fund 
house, a change in investment pattern could affect performance. 


e Poor performance. If your fund has been consistently underperforming 
against benchmark indices or is way below the broad market performance 


or has underperformed its peer group. 
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But one should also look at the 
fund house and the systems it has 
tor portfolio composition. Says 
Bhatia: “If a fund manager switches 
jobs, it need not result in a switch 
from that fund. The fund should be 
put on the watch list and its per- 
tormance should be watched care- 
fully. What is more critical is to 
understand the systems and con- 
trols of the fund house within 
which the fund manager had 
been operating." 

There's risk written over all 
funds. So while choosing invest- 
ment options, it's an essential pre- 
requisite to understand the cate- 
gory of fund—either equity, or hy- 
brid or a debt. Compare the fund 
with its peer set and with the market 
for, say, à two-year period. Your 
fund should ideally figure in the 
top quartile of its category. If it has 
done that, comfortably, then it has 
managed risks better. 
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It offers the convenience of buying from home, but much can go wrong. Here's 
how to know your online shopping spree is secure. RAHUL SACHITANAND 


IR TICKETS, FLOWERS, 
jewellery, apparel and elec- 
onic accessories are among 


the many goodies that you can buy 
from the comfort of your living 
room, thanks to rapidly growing 
broadband. Retailers are also mak- 
ing their presence felt online with a 
host of new (retailing) websites 
mushrooming every day. But there's 
many a compromise for the unsus- 
pecting online shopper and much 
e-pain can be avoided by follow- 
ing some simple rules when you 


are shopping online. 

The online business is growing by 
leaps and bounds, which means that 
many new e-shoppers are turning 
online to its convenience. According 
to some industry estimates, the online 
travel business, valued at around Rs 
9,000 crore, is the largest and fastest 
growing segment in the e-retailing 
market. Books, electronics and mo- 
biles are not too far behind. But be- 
fore you log on to bargain hunt on 
the net, here's what you should make 


sure for a safe e-shopping. 


Secure Sites 

When buying online, ideally stick to 
well-known sites. Shopping sites 
should have the latest 128-bit enc- 
ryption technology, which ensures 
that the data is secure. This tech- 
nology encrypts data in a way that is 
difficult to crack online. This data is 
then decoded at the merchant's end 
and processed. Online merchants 
who have products such as VeriSign 
to protect their consumer data also 
make the cut. “With the evolution 
of encryption technology, it is per- 
haps safer to give out your credit 
card details at a travel portal than in 
a small store or restaurant," claims 
Deep Kalra, Founder & CEO of 
makemytrip.com, a Sequoia 
Capital-funded travel and hospi- 
tality portal. Aside from asking for 
conventional details, several sites 
have begun to ask for additional 
information such as PIN (Personal 
Identification Number) to ensure 
that details are genuine. 


The Offline Network 


For regular online shoppers, it may 
also be worthwhile to check if the 
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merchant has a strong stocking or 
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strong offline presence," says 
K. Vaitheeswaran, COO, indiap- 
laza.com. Large online retailers such 
as Indiaplaza have a large customer 
base (one million, according to 
Vaitheeswaran) and sell Mysore silk 
sarees to Tata Sky direct-to-home 
(DTH) services on-site. 

Frequent users of online com- 
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K. Vaitheeswaran/ COO/ Indiaplaza 





merce portals say that a key reason Deep Kalra/ CEO/ makemytrip.com 

850 2 brand) is “With encryption technology, “We can source most requests 
tae back end services that it can jt js perhaps safer to give in a couple of days since we 
offer. These include the size and ac- 


out your credit card details” have a strong offline presence” 


cess to warehouses, ability to deliver 
product on time and perhaps most 
importantly the ability to accept ref- 
unds and returns without question. 
“More than technological issues 
such as payment gateways, con- 
sumers want these issues addressed,” 
says Vaitheeswaran. A good way to 
check this is to call a customer serv- 
ice cell and get definite answers on 
the company’s refund policy and 
the time taken to respond to queries. 
For example, Vaitheeswaran says, 
users can request for specific book 
titles or other products and the site 
will revert when it becomes available. 
“Online retailing has grown rap- 
idly over the last couple of years 
and many of us have strengthened 
our back end and worked on log- 
istics over the last few months to 
keep pace,” says Dinesh Wadhwan, 
CEO, Times Internet, which operates 
the popular Indiatimes and Times 
Jobs portals. 


Use Online Cards 


Credit cards remain the most popu- 
lar form of payments and executives 
say much of the hesitancy in det- 
ailing personal data online has worn 
off today, with improvement in se- 
curity features and awareness of in- 
ternet browsers. At the same time, 
some portals such as Indiatimes have 
launched their own co-branded cards 
with icici Bank to provide guarantee 
in case of an online fraud. “We 
launched this card a few months ago 
and it gives users a security of Rs 
25,000 against fraud. We already 
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Click for Secure Deals 


e Stay with well-known portals 


e Reveal credit card details only 
where mandatory; call and check 
with customer care if they've got 
payments 


e Beware of seemingly unreal offers. 
Rolexes don't cost Rs 2,000 


e Check on the returns and 
refunds policy so that you can 
repatriate damaged or incorrect 
shipments 


e If you're finicky about your card, 
opt for doorstep payment offered 
by several portals 


e Steer clear of sites that offer 
online purchases for only specific 
seasons like festivals. Their 
logistics are likely to be stretched 
during that time and deliveries 
could be late or lost 


e If you buy prepaid cards, check 
which sites accept them. Several 
like Indiaplaza don't, so you could 
be wasting your time and money 


e Most reputed portals have 128- 
bit encryption of your data to 
ensure confidentiality, but check 
on this and try and avoid lesser 
known ones which don't offer this 


have 2.5 lakh members for this," 
says Wadhwan, who points out that 
unlike the West, in India, banks don't 
protect against fraud. 


Apart from that, portals offer 
payment-on-delivery services for 
their products. If you are a regular 
shopper, you can also use this 
facility. While there have been 
some newer forms of payments 
such as prepaid cards, akin to 
those used in mobile telecom, few 
portals have integrated their pay- 
ment gateway. 

Several stories on individual's 
credit card details being compro- 
mised and of online fraud have 
surfaced in recent times, but this is 
largely offline. *Most frauds hap- 
pen when credit card numbers or 
other data is stolen offline and 
then used on the net for fraudulent 
activities," says Subho Ray, 
President of the Internet and 
Mobile Association of India 
(IAMAI), an industry body. 

More often, buyers online are 
lured by great bargains. There's a 
punishment for websites that do 
fraudulent dealings, but with many 
websites mushrooming, it's best not 
to take chances. “This area of online 
commerce is evolving and the laws 
are maturing with its evolution,” 
says Pawan Duggal, Managing 
Partner at Pawan Duggal Associates, 
and an expert on IP and IT Law. 
So, carefully check the deals that 
appear too good to be true. Says 
Ray: “A Rolex watch for Rs 2,000 
is perhaps a clear sign that some- 
thing’s wrong. But not everyone 
sees the warning signs.” 
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Need a Pension Plan 


It can put money in your hands in old age, 
but the reforms need to speed up. 


PS WI 
the problem of fixed returns in pension among its 
employees, a FICCI-KPMG paper has urged for reforms in 
the sector. The reforms would address a wider popu- 
lation, including those working in the private sector, and 
benefit millions of senior citizens. If pension reforms 
move forward, the industry could expand to Rs 4 lakh 
crore by 2025. 

According to the paper, only 10 per cent of the 
country's labour was covered by government spon- 
sored mandated schemes, and does not really generate 
adequate income even for this segment of retirees. 
The study paper has asked for international invest- 
ments in a portfolio since it offers better diversification 


The Way Forward 
e Pension reforms should include the private sector 


” / e Participants need to choose an asset allocation 
plan as per risk appetite 


e Post offices, NGOs should be encouraged to 
distribute the products 


of pension portfolio and also possible higher returns. 

Besides, participants have the freedom to select 
different plans (much like mutual funds) according to 
their risk appetite. The record-keeping work of pension 
operators should be with multiple players while various 
distribution channels should be encouraged—like post 
Offices, NGOs, small retail chains, etc. 

Says S.V. Mony, Secretary General, Life Insurance 
Council: *If the overall costs for the participants have 
to be reduced, existing life insurance companies, mut- 
ual funds, who have already achieved economies of 
scale, should be allowed to function as pension fund 
managers, with clear distinctions between the existing 
lines of businesses." 

With mutual fund businesses aiming to maximise 
wealth subject to market risks and life insurance com- 
panies like Lic already in the annuity business, serious 
pension reforms still seem a distant reality. New pension 
products, however, could go a long way in increasing the 
income during retirement. But which are the new 
products and how the final pension segmentation 
shapes up remains to be seen. 8 

NITYA VARADARAJAN 


The top five performers category-wise. 













Birla SunLife Frontline Equity Fund-Growth 
Principal Global Opportunities Fund-Growth 
Birla India GenNext Fund-Growth 
Birla SunLife Equity Fund-Growth 
DBS Chola Opportunities Fund-Cumulative 
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Franklin India Index Tax Fund 
Kotak Taxsaver-Growth 

. HSBC Tax Saver Equity Fund-Growth 
Fidelity Tax Advantage Fund-Growth 

DSP Memill Lynch Tax Saver Fund-Growth 


oh WD - 


JM Telecom Sector Fund-Growth 
Franklin Pharma Fund-Growth 
UTI Growth Sector Fund- 
Pharma and Healthcare-Growth 
JM Financial Services Sector Fund-Growth 
Canexpo-Growth Plan 


Wh e 


ม e 


BOB Balance Fund-Growth 

ING Vysya Balanced Fund-Growth 
Tata Balanced Fund-Growth 

JM Balanced-Growth 

FT India Balanced Fund-Growth 


wh Wh - 


Tata Monthly Income Fund-Growth 
HDFC Multiple Yield Fund-Growth 
LIC MF FRF-MIP-Plan B-Growth 

. HSBC MIP-Savings Plan-Growth 

Birla MIP-Savings 5-Growth 


บ ท CN - 






DBS Chola Triple Ace-Reg-Growth 
Libra Bond Fund-Growth 

Kotak Cash Plus-Growth 

Birla DBF-Retail-Growth 
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Quantum Liquid Fund-Growth 
JM Money Manager Fund-Super Plus Plan-Growth 
DWS Money Plus Fund-Growth 

HDFC Cash Mgmt Fund-Call Plan-Growth 
Reliance Liquidity Fund-Growth 


* Absolute returns percentage as of March 30, '07 


wh Nm 


Source: Mutualfundsindia.com 
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Jobs I oday 


GAME CHANGERS 


‘Lhe Decision 


Ihat Changed My Career 


some of the most successful names in India Inc bare their hearts on the decisions that 
propelled them into the corporate stratosphere. What lessons can you draw from them? 
RAHUL SACHITANAND AND ANUSHA SUBRAMANIAN 


HE YEAR: 1977, THE JANATA PARTY, WHICH 

HAD just been swept into power at the 

Centre, decided to throw MNC computer 

giant IBM out of India. Azim H. Premji, 

then a young man, grappling with his 
family’s business in edible oils and detergents, smelt an 
opportunity in the then practically non-existent IT 
space and dived headlong into it. That decision changed 
his life, and played a major role in transforming India 
from a Third World no-hoper into one of the world’s 
knowledge superpowers. Wipro is today the third 
largest Indian rr and IT services company. 

Around the same time, a young Indian socialist 
working in France travelled to Bulgaria and was ar- 
rested as a spy for talking to a girl in French. He was 
apalled by the restrictions of the Marxist system and 
turned capitalist with a vengeance. His name: N.R. 


Francisco D'Souza, 38 
President and CEO, Cognizant Technologies 


OR D'SOUZA, IT WAS A DEEPLY PERSONAL DECISION THAT PROVED 

pivotal to his career. “The single-most important decision that I 
made early in my career was to stay off the beaten path," he says, 
adding that when he came to work at Cognizant (then Dun & 
Bradstreet) in India in 1994, it was a small, virtually insignificant busi- 
ness unit within a major US corporation. *But because of this, we had 
a lot of autonomy and I was able to learn quickly, try my hand at var- 
ious functional aspects of the business and take greater ibili 
far more quickly,” says D’Souza. During his long stint (he 
worked with three different chief executives), he was able to 
imbibe the individual work styles of each one and see, and 
contribute significantly to, the company’s evolution into a 


multi-billion dollar one. 


LESSON: Identify a growth opporunity for yourself and 


ride it to its logical end. 


Narayana Murthy, who has recounted this story 
umpteenth times. “I am a capitalist in mind and 
socialist at heart,” Murthy has often said in the 
past. It was this unusual blend of ideologies that led 
Infosys to offer employee stock option plans early on 
in its evolution. 

These decisions were game changers for the two 
tech titans—and for a large number of people across the 
globe whose lives were touched by them. 

Not every decision changes the course of history, of 
course; but many executives 
have taken decisions that 
have lifted them from 
obscurity and put them 
on higher growth 
trajectories. Here, we œ! 
profile some of them. 












___Many executives have taken decisions that have lifted | 
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Rakesh Jhunjhunwala, 47 
CEO, Rare Enterprises 
T. din GRADUATING AS A CHARTERED 
accountant in 1985, Jhunjhunwala invested 
a few thousand rupees on the stock market. 
“That one decision changed the course of my 
life for the better," says the man who the 
media regularly calls “BSE Stock Broker" and 
"high net worth investor". He says he knew 
within days that he wanted to make his career 
on the stock market. It's a decision that hasn't 
exactly hurt him—his Rare Enterprises has a 
portfolio worth Rs 1,785 crore as on March 
14, 2007. And Forbes, which makes it its busi- 
ness to track the wealth of the über rich 
worldwide, last year estimated Jhunjhunwala's 
net worth to be a couple of hundred millions 
short of the billion-dollar mark. “ไท the 80s, 
when I entered the markets, it was going 
through a dull phase but I was still bullish 
and made money," he says. He made money 
even during the Harshad Mehta-fuelled boom 
and again in the crash that followed. “I got it 
right both ways," he says. The reason: he has 
followed a diligent and methodical approach— 
what Warren Buffett has made famous as 
“value investing". 
LESSON: Follow your convictions and 
master your domain thoroughly. 
Ba" 


... them from obscurity 


Ashok Soota, 65 
Chairman, MindTree Consulting 

OOTA SURPRISED EVERYONE IN 1999 WHEN HE 
S aui: his position as Vice Chairman of Wipro 
and CEO of Wipro Technologies to launch 
MindTree with nine other industry veterans. 
“Several people questioned my decision then, 
and their numbers grew over the next 12-18 
months later when the rr industry went through 
a downturn, forcing many fledgling companies 
to shut shop," says Soota, who steered MindTree 
past the $100 million (Rs 450 crore) revenue 
mark last year and made it a preferred employer 
in the competitive IT market. The company 
now has over 6,000 employees and early 
investors, such as Global Technology Ventures, 
have made a profitable exit following its block- 
buster public offering that saw its shares list at a 
47.5 per cent premium of its offer price of 
Rs 425 per share. “If you're taking such a rad- 
ical step, it's important to be 
100 per cent convinced EX 
about the viability of your 
business... | was also 
helped by the quality of 
the top management when 
I started MindTree,” 
explains Soota. 
LESSON: Apart from 
courage of convic- 
tion, you must 
also have eno- 
ugh steel to 
ride through 
tough times. 

























Ajay Singh, 41 
Founder and Director, SpiceJet 

HE DECISION THAT CHANGED MY CAREER 
ti the one to start a low-cost air- 
line,” says Singh, who was inspired by the 
examples of Ryan Air and Easy Jet, which 
deliver the lowest air fares to price-sensitive 
consumers. “My vision was to redefine 
flying from a ‘CEOs only’ kind of activity 
and make it affordable for everyone,” he 
says. SpiceJet, which began operations in 
2005 with a fleet of six Boeing 737-800 
new generation aircraft, today has a fleet 
size of 11, and flies to 14 destinations. 
LESSON: Always keep in mind the needs 
of your customer (it may be your boss) 
and tailor your strategy accordingly. 
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Ravi Uppal, 54 
VC & MD, ABB India, Head (South Asia-Pacific) 
WO EVENTS HAVE SHAPED UPPAL'S 
li pec The first was his deci- 
sion, in 1996, to establish Volvo's 
operations in India. *Many people 
thought Volvo was an idea before its 
time—but I knew the idea of offering 
luxury and comfort to a middle class 
clientele would work. We went 
ahead and wrote a new 
chapter in the annals of 
India's commercial trans- 
port history," he says. The 
next big decision was to 
return to ABB India as CEO 
in 2001. “The challenge 
was to transform the 
company into a mega- 
enterprise of global pro- 
portions. It called for 
out-of-the-box thinking 
but we managed this 
successfully as well,” 
he adds. 
LESSON: Every problem 
has a solution; the trick 
is to find it. 
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Alok Kejriwal, 38 
Founder and CEO, Contest2win 
Ki SAYS HIS CAREER CHANGED THE DAY HE HIRED THOTA 
Ranganath from Pepsi as COO at his first start-up, con- 
tests2win.com (C2W). "I was hiring probably the most charged- 
up professional I had ever come across; little did I know that I 
was actually changing the course of my company's future and 
mine too," he admits. Ranga took over the day-to-day operations 
of C2W from Day 1 and made it very professional and process- 
driven. “His corporatisation drive at a start-up blended perfectly 
with my entrepreneurial style. While I drove business develop- 
ment, he drove company development," says Kejriwal. The 
watershed event came about six months later in February 2000. 
2W was offered an opportunity to start C2w China as a JV with 
Softbank, one of the world's leading vcs. Ranganath migrated to 
China to set it up, did it successfully, and also launched 
Mobile2win, which Kejriwal sold to Disney in September 2006 
(he refuses to divulge how much he sold it for but says he got 
seven times his investment). “I had managed to not just replicate 
myself but actually deliver a much better version,” he adds. 
LESSON: You must have the courage and the vision to hire 
people who may be smarter than you. 


Fly High 


The demand for commercial pilots is growing every day. 


HE SHORTAGE IS SO ALARMING THAT EVEN THE INDIAN 
Air Force is considering releasing some of its aces 
to serve Indian and Air-India. At last count, the Indian 
aviation industry was facing a shortfall of more than 
1,000 pilots. Most airlines are recruiting pilots from 
Central Asia, East Europe and anywhere else they are 
available. But many of them aren't fluent in English, 
creating massive communications and safety prob- 
lems. Says Tushar Basu, Director, Analytic Consultants, 
a leading recruitment services company: "According to 
a recent study by Airbus, India's commercial aircraft fleet 
is expected to rise to 1,100 by 2027." Industry 
projections estimate that India's fleet strength (com- 
mercial aircraft) will rise from about 164 now to about 
500 over the next five years. Now, why does a 
commercial pilot's job suddenly look so alluring? 
RITWIK MUKHERJEE 


FACT BOX 


WHO'S HIRING: Every single airline is hiring as are 
some large companies that are buying wide-bodied 
corporate jets. 


WHO'RE THEY HIRING: Individuals with Commercial 
Pilot's Licence (with or without job experience). 





AT WHAT LEVEL: Mostly at the entry and middle levels. 


AT WHAT SALARIES: The two PSU airlines have grades; 
pay and perks can vary between Rs 40,000 p.m. 
for freshers to Rs 2.5 lakh-plus p.m. for captains. 
Private airlines pay anything between 1.5-3 times 
as much. 





WHAT ARE THE NUMBERS LIKE: Indian airlines will require 
about 5,000 pilots over the next five years. 





COUNSELLING 


HELD 
TARUN! 


Q: | am a final-year student of Botany and am interested in 
pursuing a career in biotechnology. Please tell me about the 
reputed universities offering a Masters in Biotechnology. 
Which branch should | specialise in? What are the career 
options? 

There are almost a hundred colleges in India 
offering courses in biotechnology. The Institute of 
Bioinformatics and Applied Biotechnology, Pune, is 
one of them. Besides, certain medical colleges offer 
related courses as well, e.g. AIMS in New Delhi. Go to 
www .indicareer.com/biotechnology-colleges-in-in- 
dia.html for a list of institutes offering courses in 
biotechnology. 


Q: | am doing B. Tech. from a private institute and am 
interested in Environmental Studies. Please tell me which 
course | should take and where it is offered. What are the 
prospects? 

Environmental Engineering does have a growing 
scope in today's environment of green conscious- 
ness. Most engineering institutes /universities offering 
engineering courses offer courses in environmental 
engineering as well. I would recommend that you go 
to one of the reputed institutes if you are able to get 
in as this will enhance your career prospects. 

Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Acl Wireless Ltd., VP - Finance & 
Accounts, Delhi, Noida, 10 - 12 Years, 
3340056 

Entrant will be responsible for preparation of 
the monthly MIS Reports for the management 
along with the variance analysis with Budgets 
vis a vis Actual etc. 


AMD, Inc, Senior MTS or MTS 
Microprocessor Verification 
Engineer, Bangalore, 10 - 15 Years, 
2608516 

Primary job responsibility will be to lead a 
group of engineers to perform logic and 
functional verification at both the block and 
chip levels. 

Arms Private Limited, Chief 
Executive Officer, Pune, 27 - 32 Years, 
3474042 

Job responsibilities include Profit & Loss 
management, Productivity improvement, 
Cost reduction, Vendor development, Set-up 
world class manufacturing practices etc. 
Devine Software Technologies Pvt. 
Ltd., Global Fullfillment leader/AVP, 
Hyderabad, 10-12 Years, 3358371 
Applicant will be responsible for organization 
wide hiring and to ensure that all resource 
requirements are full filled as per given SLA's. 
Closely working with Top Management in 
projecting Manpower requirement of the 
organization with fair amount of accuracy. 
Growel Softech Ltd., Head - 
Recruitment , Bangalore, 10 - 20 
Years, 3468433 

Recruitment Head would be part of the core 
group of the organisation and should have the 
capability to have both a macro as well as a 
micro view of the business. He should be 
having the ability to draw up strategic plans to 
meet the growth targets. 


Hostway Solutions Pvt. Ltd., Head of 
Operations, Mumbai, 10 - 12 Years, 
3457378 

Job responsibilities include provide broad 
leadership on all operations and any relevant 
impact on business, develop and constantly 
improve a culture that promotes teamwork 
and individual accountability, manage an 
operational model that is guided by process 
and metrics, and driven by efficiency. 





To know how to apply for these jobs, go to finance jobs 


IP Soft India Pvt. Ltd., Head of Sales - 
Remote Infrastructure Management, 
Bangalore, 10-20 Years, 2427301 

You will be responsible for client delivery 
assurance and business development within 
India, Asia Pacific business regions etc. 


Qatalys Software Technologies Ltd., 
Development Manager, Bangalore, 
15-18 Years, 3464136 

As a Development Manager, you will be 
responsible for technical leadership for 
multiple storage product lines and platforms 
at one time, including NAS, DAS Products. 
Duties include all activities necessary to 
implement hardware and software design 
changes fora storage computer system. 
Quatrro BPO Solutions Pvt. Ltd., 
Regional Head - Quatrro Risk 
Management Services, Gurgaon, 

10 - 12 Years, 3360081 

You will be responsible for leading a large 
team of people developing front end, 
behavior and collection scorecards for high 
volume retail banking products — credit cards, 
personal loans, mortgages, overdraft facilities 
etc. 


Reliance Industries Ltd., Project 
Development Refinery Business, 
Mumbai, 10 - 15 Years, 3460736 
Applicant should have 10-15 years of 
experience in comprising Site selection / 
Environment impact assessment studies, 
Project Appraisal, dealings with Financial 
Institutions, Development of contracts 
related to Technology licensing, Basic 
Engineering, EPC etc. 


RMI Technologies India Pvt. Ltd., 
Engineering Manager, Bangalore, 
10-15 Years, 2890826 

Person should have hands on experience on 
IDS, IPS, IDP, UTM and Network Intrusion 
Prevention systems will bea plus etc. 
Schindlers Incorporated, 
Engagement Manager, Hyderabad, 
10-18 Years, 3470900 

Candidate will be responsible for closing 
consulting services sales and delivering 
consulting services projects, developing 
proposals, partnering with Professional 
Development Managers and Resource 
Managers to staff project teams etc. 


Enhance the reach of your 


resume 


Let your resume reach 1200 Top Consultants in a click. 
Know More... SMS "ER BT" to 3636 


Suzlon Energy Ltd., § 
Manager/AGM - Tender Busin 
(Finance and Legal), Pune, 10 - 
Years, 2483279 

Person should have at least 10 to 15 years 
experience of working in the commer 
department dealing with Project Managem 
and its execution etc. 

Synergy, Chief Enterprise Archit 
(Technology), Mumbai, 10 - 15 Ye: 
3470904 

You should be a B.E./ B. Tech/ MBA wit 
least 10 yrs experience in Enterp: 
Application Architecture preferably in BI 
You must have worked 
Solution/ Application Architect at some px 
in time of your career. 


TATA BP Solar India Ltd., Sen 
Manager - Quality Assuran 
Bangalore, 10 - 15 Years, 3474963 
Entrant should be responsible 
independently managing the Qua 
Assurance activities of the Up Stream, ? 
Stream and Down Stream Supply Chain. et 
TMI Network, Head - Testing - DV 
/ Middleware, Pune, 14 - 16 Yea 
3471627 

Candidate should have at least 14-16 yrs of . 
in the Software Services industry; which : 
years should have been in Data Warehous 
technology. He should have done Pro 
Delivery/ Program Management role 
previous role. 

W Technologies, Director of Softw: 
Engineering, Mumbai, 10 - 15 Yea 
3465918 

Job responsibilities include plans and dire 
all aspects of an organization's Softw 
Development, including developm« 
policies, objectives, and initiatives. S 
responsibility of final delivery of produ 
and solution components. 

Wipro Technologies, Center | 
Excellence Lead Managed Securi 
Services, Bangalore, 10 - 15 Yea 
3468620 

We are looking for candidates who h: 
minimum 9 years of experience with exposi 
in enterprise infrastructure security produ 
and technologies lil 
firewall/antivirus / Content etc. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Ciber, Developer MMI, C, Bangalore, 
2-5 Years, 3469519 
Applicant should have 3-4 yrs experience in 
application domain on PC or for any 
embedded platforms.He must be exposure to 
MMI or application frame work. 
Core Solutions Inc., SQL DBA, 
Chennai, 4 - 8 years, 3473258 
Job responsibilities include plan, design, 
installation, maintenance, upgrades, 
emergency restoration, disaster recovery, 
implementation and administration of 
business databases in SQL Server. 
DecisionCraft Analytics Ltd., Java 
Programmers, Ahmedabad, 1 - 3 
Years, 3475383 
He / she must be B.E./B.TECH/MCA from 
reputed institute with minimum 1-3 years of 
experience. He should have exposure of 
different technologies like EJB, J2EE, JSP, 
JAVA, MYSQL, ORCALE etc. 
Genpact, HP-UX Tech 
/Specialist/Tech Expert, Hyderabad, 
5-9 Years, 2886381 
Applicant should have very strong skills on 
System administration and Troubleshooting 
on HPUX. He should have hands on 
experience on troubleshooting for 
AIX/Solaris/Linux, Veritas Volume Manager 
and Cluster (configuration /troubleshooting). 
iEmployee (iSarla Software Solutions 
Pvt. Ltd.), Sr. Software Engineer, 
Hyderabad, Mumbai, 3 - 5 Years, 
3439525 
Microsoft technologies, good 
communication, leadership and business 
e on commercial front. He should 
oett experience in Web applications’ 
development using ASP, ASP.Net, VB.Net, 
XML, SOL Server 2000 etc. 


Infosys Technologies Limited, 
Technical Trainers, Bangalore, Pune, 
2-10 Years, 3475434 

Job task would be to plan, organize and 
execute the delivery of specific education 
programs as directed, carry out research and 
consulting work to support the education 
delivery. He will be responsible for delivery of 
programs in this case includes prepare 
courseware, research wherever needed etc. 


Integlau Software, C++ Developers, 
Hyderabad, 3 - 6 Years, 3470658 
Candidate should have development 
experience in Telecom Operations is a must, 
especially in Fault, Performance areas of 
FCAPS. Expertise in telecom protocols; 
SNMP, ICNP, TCP/IP is required. 

Iqura Technologies Pvt. Ltd., Linux 
Engineers (SSE/TL/PL), Mysore 4 - 
9 years, 3472984 

Selected person should have 4+ yrs of 
experience in Embedded Software 
Development such as Linux Internals, Kernel 
Level Programming, Firmware Development 
and DeviceDriver Development. 

ISmart Panache (I) Solutions Pvt. 
Ltd., Technical Leader /Architect - 
MS Technologies, Gurgaon, 5 - 8 
Years, 2694220 

The incumbent will be responsible for quality 
and completeness of assignments, deriving 
road maps for the product, comparing and 
contrasting the solution with similar solutions 
ete. 

Kopera Software, Software Engineer, 
Pune, 3 -6 Years, 3469471 

The job tasks would be design software 
modules and implement code to adapt 
industry standard specifications for exciting 
consumer electronic products such as Digital 
TV’s and Next Generation Audio Video 
Receivers. 

Microsoft India, Senior Program 
Manager, Hyderabad, 2 - 5 Years , 
2356269 

The PM will be responsible for working with 
the Redmond and Reno PM team and business 
users to develop and document business 
requirements, strong People/Team and 
Vendor management necessary with excellent 
exposure to RFP creation etc. 

Oracle India Pvt. Ltd., Sr. Analytical 
Content Manager, Bangalore, 3 - 5 
Years, 2918836 

Candidate must have completed an MBA 
program from top tier business institutes. 
He should have 3-5 years of experience 
out of which 1-2 years of recent 
experience in data mining/data analysis 


etc. 


PicoMobile Systems Pvt. Ltd., 
IMS/SIP Development Engineer, 
Bangalore, 3 - 8 Years, 3473845 

You will be responsible for development of 
IMS protocol stack components and next 
generation IMS based cellular applications like 
video share etc. 


Procentris India Pvt. Ltd., Team 
Leader - Dotnet, Mumbai, 3 - 8 Years, 
2588362 

Candidate should have Team Leading 
experience. He should play technofunctional 
responsibilities as he/she would be managing 
the team and would guide the team to solve 
any issues. 

Saba Software India Private Limited, 
Project Manager / Consultant - Java 
technologies, Mumbai, 6 - 8 Years, 
2965213 

This position will be responsible for Project 
delivery, handling a project on delivery front, 
ensuring Quality Implementation at project 
Level, Adherence to delivery and quality 
guidelines & Mentoring of new Technical 
associates. 

Silpa Infotech, Technical Support 
Engineer, Hyderabad, 6 - 10 Years, 
3471738 

The candidate should be able to understand 
the LAN and WAN networking concepts. The 
candidate must be able to talk to customers, 
listen to their issues etc. 

Tech Mahindra Limited, Ethernet 
Routing & Switching Engineer, 
Chennai, 3-10 Years, 3470160 

He/she should have hands on design and 
development experience in one or more of the 
following with hardware based 
routers/switches with conceptual familiarity 
in the rest BGP, MP-BGP, OSPF/ISIS, 
DVMRP, PIM, IGMP, IGMP Snooping, 
MPLS, RSVP, LDP, Diffserv etc. 

Webex Communication India Pvt. 
Ltd., Senior Telephony Engineer, 
Bangalore, Chennai, 5 - 7 Years, 
3475234 

Job responsibilities include and not limited to 
installing, maintaining, repairing and 
upgrading Meridian products Options 11-51, 
Meridian Mail, Call Pilot, Symposium etc. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Actis Technologies Pvt. Ltd.,Project 
Sales / Project Engineer, Chennai, 
Hyderabad, 2-8 Years, 3460923 
He/she would be responsible to design and 
market a wide range of hi-tech Audio 
Visual(Large Screen Display System, Audio 
Video, TeleConferencing, Lighting Control, 
Touchpanel Control Systems etc.) 

Ascent Technologies, Marketing 
Executive, Hyderabad, 2 - 3 Years, 
3470822 

Person will be responsible for idea innovation 
and their perfect implementation. His job 
includes marketing, follow ups, idea 
generation and looking forward for new tie- 
ups in interest of the institution. 

Atlas Adhesives, Marketing / Sales 
Executive, Noida, 1 - 10 Years, 
3465886 

Person will be responsible for achieving sales 
target, business developemnt and realizing 
sales. Candidate should have good 
communication, presentability skills and 
sound market knowledge. 


EP Technologies Pvt. Ltd., Senior 
Sales Manager, Coimbatore, 5 - 8 
Years, 3475901 

You will be responsible for identifying and 
qualifying new prospective customers 
through a combination of cold calling, 
leveraging personal contacts, direct mail leads, 
targeted marketing campaigns and customer 
referrals. 


Hinditron Infosystems Pvt. Ltd., 
Business Development Manager, 
Delhi, 4-8 Years, 2171001 

You will be responsible for creating and 
identifying opportunities, Interacting with 
people at all levels to convince them of the 
superiority of Cray’s products ete. 

IDS Softwares Pvt. Ltd., Sales 
Manager, Mumbai, 3 - 5 Years, 
3472463 

The incumbent will be responsible for the 
promotion and sales of designated software 
products. Develop and maintain effective and 
long terms client relationships and product 
Selling expertise to successfully enhance 
existing markets and generate new business 
opportunities, 





To know how to apply for these jobs, go to finance 


LinkQuest Telecom Pvt. Ltd., Sales 
Manager, Gurgaon, Mumbai, 7 - 10 
Years, 3475393 

The candiates should be Electronics, 
Electrical Engineer with sound experience 
and good knwoledge about the technology. 
Managment Degree/Diploma would be an 
added advantage. 

Metalman Industries Limited., 
Marketing Executive, Indore, 2 - 10 
Years, 3471507 

The person should have indepth experience 
and thorough knowledge in marketing of 
stainless steel, alloy steel- plates and slabs. 
Nilkamal Bito Storage Systems Pvt. 
Ltd., Sales Officer, Mumbai, 4 - 6 
Years, 3476454 

Candidate should have minimum 4-5 years of 
experience in direct marketing of industrial 
products. Job involves extensive fieldwork 
and dedicated sales effort to sell industrial 
products directly to the end users. The 
candidate should have unquenching thirst for 
creating new customers by concept selling to 
increase sales. 

Online Netsys (India ) Pvt. Ltd., 
National Sales Head, Mumbai, 10 - 15 
Years, 3475392 

You will be responsible for the profitability of 
the organisation by increasing sales, ensuring 
higher margins, low employee attrition levels, 
higher employee productivity, etc. 

Padma Ceramics Pvt. Ltd., Marketing 
Co-Ordinator, Mumbai, 3 - 5 Years, 
3459598 


Selected candidate should possess a min of 3 
to 4 yr experience in marketing coordination 
(exp from a import/export industry or from a 
trading industry) He should be able to co- 
ordinate between the respective 
sales/marketing departments and maintain a 
perfect co-ordination and record of the 
marketing activities taking place within the 
fpmpany. - 
asuparthy Polymers Private 
Limited, Area Sales Manager, 
Chennai, 5-10 Years, 3467481 
Incumbent should be responsible for primary 
and secondary sales, distribution channel 
management, appointing distributor. Their 
interim sales representative, and assigning and 
achieving the sales targets. 
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professional resume writer. 
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Phoenix IT Solutions Ltd., Execu 
-Corporate/Marketi 
communications, Visakhapatnam 
2-4 Years, 3476205 

Entrant will be responsible to drive 
implement company's marketing agenda 
worldwide basis, develop best-in-class p 
relations, internal and extet: 
communication programs. 

Polmon Instruments Pvt. Ltd., ; 
Manager - Marketing, Hyderabad 
10 Years, 3467049 

Candidate should have 3 - 10 year: 
experience in Marketing of Instrumenta 
Automation Solutions in process indus 
especially in Pharma industry. He shoul 
well conversant with SCADA, P 
Transmitters, Flow, Field instruments etc. 
Premium Paper and Board Industi 
Limited, Marketing Manager/Sa 
Manger, Mumbai, 5 - 10 Ye: 
3475335 

The entrant would require to prepare 
implement Marketing strategies to ach 
Targets. He should have 5 to 7 years hand: 
marketing communications planning 
implementation experience, in paper Indu: 
Sambe Software Pvt. Lt 
Relationship Manager, Mumbai, 1 
Years, 3465558 

As Relationship Manager, you will 
responsible carrying out the day-to 
functions of sales / leasing (in tl 
territories assigned to you) eit 
independently or in conjunction with o 
relationship managers. 

SumTotal Systems India Ltd., S: 
Manager, Delhi, 5-7 Years, 34056. 
The Sales Manager will be responsible fo: 
development and implementation o 
solution sales plan while maintaining 
developing an existing customer base 
achieve sales goals of SumTotal Systems (S 
solutions. 

Manager Corporate Sales, Su 
Cassettes Industries Lt: 
Hyderabad, 4-8 Years, 3469627 
Candidates will be responsible for Sale: 
Marketing operations of the Company. 
will also responsible for maintaining ov« 
sales of Music, distribution network, etc. 
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Finance Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Accenture Services Pvt. Ltd., Team 
Leader/ Assistant Manager, 
Bangalore, Chennai, 4 - 10 Years, 
3452866 

You will be responsible for typical financial 
processes including ensure all accounts 
receivable transactions from the billing 


systems are valid, errors fixed and processed 
to the General Ledger. 


Akar Global Ltd., Taxation Manager, 
Mumbai, 5 - 15 Years, 3467872 

Job responsibilities include attending to VAT , 
IT and Excise requirements, Budgeting, Cost 
Control, Preparation of Reports and 
managing routine work. He should be 
proficient in english, having knowledge of MS 
Office, Tally. 

ASPL, Company Secretary, Mumbai, 
3-5 Years, 3462939 

You will responsible for filing of returns, 
dealing with ROC, keeping statutory records 
etc. He should be handling legal documents 
and procedures, Compliances with of various 
laws and Companies Act. Liasoning with 
Govt. Depts. 

Colourtex Pvt. Ltd., General Manager 
(Finance), Surat, 8 - 10 Years, 3439330 
Candidate must be a Chartered Accountant 
with at least 8 to 10 yrs. experience. He should 
be well versed with accounting standards, 
financial reporting system, liaison with Banks, 
risk management, cost control and financial 
analvsis. 

Consero Global Solutions, Senior 
Financial Analyst, Bangalore, 5 - 8 
Years, 3021296 

Job tasks would be to provide timely reporting 
of actual operating expense and headcount 
variances to budget for departments and 
projects, analyze and explain spending 
variances to budget, review financial results 
with Finance and departmental management 
etc. 

Datacraft India Ltd., Commercial 
Executive, Bangalore, 5 - 8 Years, 
3460841 

Applicant should have experience in handling 
purchases, Imports, Custom Duties, Freight & 
Forwarding / Contract Management 
Functions. He should have knowledge on 
Sales Tax / Service Tax and also SAP 
preferred. 
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Evershine Building Contractors Pvt. 
Ltd., Manager - Finance & Accounts, 
Mumbai,8 - 18 Years, 3475291 


Candidate will be responsible for accounts up 
to finalization. He must have in-depth 
knowledge of Finance, Taxation and 
Finalization of Accounts etc. 


Force Motors Ltd, Finance / Accounts 
Professionals, Pune, 2 - 10 Years, 
3454044 

Person should be CA / CA (Inter) / M.Com / 
B.Com with 2-10 yrs experience. He should 
have experience in any of the Commercial 
Functions such as General Accounting 
Finance Accounting, Internal Auditing, 
Banking & Treasury management, etc. 


Getit Infomediary Ltd., Accounts 
Executive, Delhi, 4-6 Years, 3452965 
The selected candidate will be responsible for 
handling statutory account, prepare financial 
statements and management accounts. 
Proficiency in MS office is mandatory. 
Knowledge of Tally will be preferred. 


HDIL, Accounts Officer, Mumbai, 
3-5 Years, 2790435 

You will be responsible for preparation of 
Bank Voucher, Purchase Bills, Maintenance 
Bills, Maintenance Receipts, and Sales 
Receipts, handling Cash /Petty Cash Book, 
Booking Purchase Bills, Preparing Payment 
Voucher. 


Highland Holiday Homes Pvt. Ltd., 
Accounts Officer, Chennai, 2-5 Years, 
3476892 

The candidate should have knoweldge of 
accounts, VAT, Service Tax, TDS, etc. 
Maintenance of Excise records as per 
statutory requirement, Filling of monthly 
returns of Excise & Service Tax, etc. 


Hindustan Construction Co. Ltd., 
Accounts Manager, Pune, 8 - 18 Years, 
3458085 

Job responsibility involves setting up the 
Accounting System at Project site & maintain 
the Project Accounts, Supervision and 
finalization of Project Accounts, Bill 
verification, Preparation of Trial Balance, 
Profit and Loss Account and Balance Sheet. 
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KLA-Tencor Software (India) Pvt. 
Ltd., Manager - Internal Audit and 
SOX, Chennai, 7 - 15 Years, 3462065 
Responsibilities include supporting the 
development of annual business risk and 
fraud risk assessments, supporting the 
development of the annual internal audit plan 
and rolling 3-year audit strategy etc. 


Matrix Boisciences Pvt. Ltd., Finance 
Manager, Hyderabad, 8 - 10 Years, 
2917837 

Applicant should be CA with 8-10 years of 
over all experience. He should have 2-5 years 
of experience in the Pharmaceutical Industry 
& should be strong in Capital management, 
Funds management and Projects 
management, Banking, MIS generation, 
Financing etc. 


Metalman Industries Limited, 
Treasury Officer, Indore, 5 - 10 Years, 
2155026 

The candidate should be comfortable in 
handling accounts, maintaining cash books, 
making payments, vouchers entry etc. in any 
medium or large sized manufacturing unit. 


Osim India, General Manager - 
Finance, Delhi, 12 - 15 Years, 3474327 
The person will be responsible for co- 
ordinatiing with Merchant Bankers, 
Compliance and Legal Documentation. 
Person who has handled an IPO in the last 
three years will be preferred. 


Sundaram Jewels Pvt. Ltd., Chief 
Accountant, Mumbai, 3 - 10 Years, 
3456323 

You will be heading a team of 6 people 
managing the financial accounting 
department. He should be working on a 
computerized system with latest accounting 
packages and responsible for all daily 
accounting activities and coordinating with 
banks, customs, and statutory authorities. 
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Durgapur, 179 km off Kolkata 


[5 A LITTLE AFTER 8.00 A.M. AS 
the Howrah-Ranchi Shatabdi 
- Express chugs into Durgapur’s 
bustling railway station. As we (my 
colleague from BT Photo and I) 
make our way out of the station, 
one of the first signs that greets us is 
a mobile billboard screaming 
“Durgapur goes hyper”. 

It’s a little ironic because in the 
background stands the shell of the 
almost defunct Burn Standard & 
Company, a one-time blue chip- 
turned psu. The area, billed as the 
“Ruhr of Bengal”, is now 
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Comes Alive 


Durgapur is no longer the 'capital' of Bengal's 
rust belt. RITWIK MUKHERJEE finds that it's 
rocking to the beat of the times, and how. 


characterised by this economic du- 
ality. On the one hand, vou have the 
relics of the Nehruvian dream gone 
sour; and on the other, visitors are 
surprised by the high rises, housing 
complexes, malls, multiplexes, 
amusement parks, fine-dining restau- 
rants and star hotels that have come 
up over the last 4-5 vears. 

"This vibrancy can be attrib- 
uted to the resurrection of the iron 
and steel industry in the area," says 
Nirupam Sen, West Bengal's 
Commerce & Industries Minister. 
In many ways, it marks a return to 
its roots. The Durgapur-Asansol 
belt had grown on the back of the 
success of the Durgapur Steel Plant 






(DSP), the Alloy Steel Plant, some 
large PSUs like Burn Standard and 
their ancillary industries, much like 


Jamshedpur has on the back of Tata 


Steel. As the fortunes of these com- 
panies waned, so did Durgapur's 
star. And the reluctance of the pri- 
vate sector to invest in the state 
effectively hammered in the prover- 
bial last nail in its coffin. But that is 
now changing—and this time, it’s 
the private sector that's leading the 
way. But that is not to say that the 
public sector is lagging behind. 
DSP, a unit of Steel Authority of 
India (SAIL) and the town's show- 
piece company, is now once again 
considered one of the stars within 
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bt reporter's diary 


SAIL; production, at 2.06 million 
tonnes per annum, is at an all-time 
high; the target, at 2.92 million 
tonnes, is even higher. As we alight 
from our rented car inside the plant, 
an executive walks past, loudly 
reporting the previous day's pro- 
duction figures over his cell phone, 
attracting a few bemused stares 
from others in the crowd. 

The company has also shed its 
fuddy-duddy psu style of function- 
ing. DSP recently leased out Kumar- 
mangalam Park (a sprawling park 
within the DSP Township) to a pri- 
vate group, which has turned it into 


DREAMPLEA 


— 


a modern amusement park. *Look 
at the turnout every day. You can- 
not think of development without 
these," says a DSP spokesman. 

It’s now time to leave the psp 
premises. On National Highway 2, 
we realise first hand why this belt 
was (and now once again is) called 
the Ruhr of Bengal. As many as 30 
iron and steel units, albeit small 
and medium ones, have come up in 
the Durgapur-Asansol belt since 
2000 and all of them are riding the 
boom in the sector. sps-Elegant Steel, 
Jai Balaji Steel, Ma Chandi Durga 
Ispat, Shyam Ferro Alloys, SRMB, 
Adhunik Ispat and Stallberg India 
are a few of the names that this 
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correspondent could quickly jot 
down. Statistics available with Sen's 
ministry later tell us that investors 
have funnelled more than Rs 1,100 
crore (Rs 581.92 crore in industry 
and over Rs 500 crore on infra- 
structure) in the Durgapur belt over 
the last 3-4 years. But our driver, 
Suresh Singh, won't allow us to 
stop here. “This is nothing. There 
are many more up ahead. Won't 
you go there?" he asks. His enthu- 
siasm is infectious; so, we decide 
to go along. It's more of the same 
for miles and miles. *Now let me 
show you around our ‘city’,” says 
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Singh, perhaps realising that driving 
past factory gates along a National 
Highway isn't exciting us as much as 
he had hoped. 

Our first port of call: the sprawl- 
ing Durgapur City Centre, a 
370,000 sq ft plaza that plays host 
to leading brands like Van Heusen, 
Arrow, Reebok, Woodland, 
Samsung, Nokia, Reliance 
WebWorld, banks like HDFC, ICICI 
and UTI, a multiplex—Cinema 89— 
Big Bazaar and a fine-dining restau- 
rant. The Ginger, the budget hotel 
chain run by Indian Hotels (which 
owns the Taj brand), is located close 
by. "Occupancy levels are at 85 per 
cent-plus," says Riaz Nizamuddin, 


the Manager of the hotel. Its only 
restaurant does booming business, 
especially on weekends. So do the 
three restaurants at Peerless Inn, 
next door. What's the typical profile 
of patrons? "It ranges from execu- 
tives to businessmen, to doctors, 
lawyers and even students," says 
Nizamuddin. The last category, 
though, prefers to hang out at the 
many malls—Suhatta, City Plaza, 
Junction, to name a few—that now 
dot Durgapur's landscape. Bidisha 
Sen, a teacher at the KidZee School, 
is palpably excited about the new 
Reliance wholesale and retail trad- 
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ing centre that's coming up in this 
neck of the woods. “Life seems 
much easier and more comfortable 
now. From vegetables to spices to 
kitchen appliances—they are all 
there under one roof. Besides, you 
get a lot of freebies too," she adds. 

Industry is upbeat, too. Says 
Prabhat Pani, CEO, Ginger Hotels: 
"This belt is among the fastest 
growing regions in the country 
because of its vibrant manufacturing 
and engineering industries." 

Only, the private sector now 
leads where the public sector once 
ruled. But that apart, the wheel 
of time has come a full circle for 
this town. M 
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Cautionary Tale 


Bimal Jalan gives us his take on what ails India 
and where the remedies lie. ARNAB MITRA 


INDIA'S POLITICS: IMAL JALAN IS ONE OF THE PEOPLE WHO PUT IN 
A VIEW FROM THE B place the economic policies whose effects 
BACKBENCH are being applauded the world over. So, 
By Bimal Jalan when he warns the nation not to take India's 
Penguin Viking place at the world's high table for granted, it 
Pp: 244 deserves deeper scrutiny and, hopefully, some 
Price: Rs 350 action. The former Reserve Bank of India gov- 


ernor is now a nominated member of the Rajya 
Sabha. This has given him an insider's view of how 
Parliament functions and the often fractious 
relationship between the executive, the legislature 
and the judiciary. 

But his primary concern remains the Indian 
political system's seeming lack of preparedness to 
deal with coalitions and, more particularly, the 
emergence of small one-to-five MP parties that 
switch allegiance from one coalition to the other 
depending not on esoteric ideological 
considerations, but on more base political ones. 
Also, he says, the compulsions of coalition politics 
may force the government of the day to pass 
laws that may not necessarily be good for the 
country as a whole. This, and the degeneration of 
the institutions of state, Jalan feels, can seriously 
undermine the edifice of India. 

*In a nutshell, without meaning to be provocative, I believe that if 
some of the emerging trends are not reversed, India's democracy by the 
people, will become more and more *oligarchic—i.e., of the few and for 
the few," he writes. 

But it's not a doomsday book. On the other hand, its underlying tone 
is cheerful as it notes with the quiet satisfaction so typical of the author 
that the country has progressed to a point where it is the toast of the 
world, despite running on flat tyres for most of its existence as an 
independent nation. There are some slightly amusing sidelights as well. 
Despite being the architect of some of the measures that have taken India 
out of the economic rut it had dug for itself, he confesses that *it is hard 
to believe that, not so long ago, India was a slow-growing poor devel- 
oping country which was lurching from one crisis to another. It was de- 
pendent on aid to meet its perpetual deficits... The same India is now pro- 
jected as one of the most important countries in the world". 

He suggests a mixed bag of 10 measures that he feels will ensure that 
there are no goof-ups in the journey from here to the higher reaches of 
the league of nations. We say mixed bag because some of these measures 
are perfectly doable, while others will require a level of political will that 
no government has displayed in a long time. 

But still, this book is important not because of the remedies it 
suggests, but because it correctly diagnoses the malaise when others see 
only a glorious future. 
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UST AS NOT EVERYONE WHO READS 

this magazine is a CEO, not 
everyone in this world is a great 
inventor, painter, musician or 
mathematician. Most of us are 
just ordinary folks, trying hard to be 
good employees, citizens, friends or 
parents. That means, except for 
a small circle of family and friends, 
no one will know about our exis- 
tence in or eventual departure from 
this world. Don't get depressed. 
That's how it is meant to be. Yet, 
once in a while a person will come 
along who makes a lasting im- 
pression on you—perhaps, even 
changes your life forever. That per- 
son may not be rich and famous, 
but just a co-passenger on a train 
or an airplane. What he has, 
though, is what Stephen Covey 
calls everyday greatness— 
something that "has to do with 
character and contribution...a 
way of living". 

Put together by David K. 
Hatch, an organisational effec- 
tiveness consultant, Greatness is a 
compilation of 63 of Reader’s 
Digest's most inspiring stories. In 
it you will encounter stories of 
courage, hope and dignity. Some 
of them will appeal to you more 
than some others, but almost all of 
them will make you think about 
the purpose of your own life. It's 
anything but a business book, but 
the sort that you'd want to gift 
your family and friends. 
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A RIVER CIRCUIT 


ive on a River 


Floatel, a hotel on a ship off Kolkata, is the first such in South Asia, 
and opened its doors to the public in March. RITWIK MUKHERJEE 
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One @ its kind: Floatel at night (above) 


and guests waiting for their meal (left) 





HE VIEW IS TO DIE FOR— 
seeing the sun rise over 
and set on the Hooghly 
trom 80 feet above the 
river, while sipping a cup of tea or 
your favourite tipple. No, you don’t 
need to hire a chopper or spend 
time atop the Howrah Bridge to 
do so. Manor Floatel has recently 
launched a floating hotel on the 
river, christened Floatel, just off 
Kolkata’s Central Business District. 





that allows you to do these 
and more. Says Rajib Roy 
Choudhury, GM, Floatel: 
“We are positioning it as an 
urban resort. Our catchline 
is “Take a break from the 
city without leaving the city.’ 
Where else can vou sleep 
on the water (which is be- 
lieved to rejuvenate one's 
body and also improve con- 
centration levels)?" 

Besides wonderful views 
of the sunrise and the sun- 
set, the 4-star hotel, which 
is actually a 180'x50' ship, 
also offers guests jogging and 
meditation facilities at the 
adjacent Millennium Park on 
Strand Road, colonial cuisine 
at The Bridge, its 
24-hour coffee shop, and 
kebabs and other North West 
Frontier fare at The 
Compass, its restaurant. Also 
on offer are river cruises and 
angling. An invitation week- 
end package, which has just 
been launched, costs 
Rs 2,400 (plus taxes). 

Floatel, only the sixth in 
the world and the first in 
South Asia, is not yet fully 
operational. Only 24 of its 
61 rooms are functional, but 
these are running at 100 per 
cent occupancy. The other rooms 
will be thrown open within the 
next six months. There will even- 
tually be 58 deluxe rooms, called 
The Sunrise Rooms and The Sunset 
Rooms and three suites—The 
Owner's Suite, The Columbus Suite 
and The Vasco da Gama Suite. The 
Sunrise Rooms come for Rs 7,500 
plus taxes, The Sunset Rooms for 
Rs 8,000 plus taxes and the suites 
for Rs 13,000 plus taxes. 

Floatel has two banquet halls— 
The Promenade Deck (capacity: 
300) and The Concourse Deck (cap- 
acity: 700). Besides, one can have 
outdoor conferences at The Bridge 
Outer Deck and The Compass 





Truly wonderful: (From top to bottom) Be it the 
suites, the bathrooms or the food 


Outer Deck, overlooking Hooghly, 
and discover the different moods of 
the river. “Wonderful” and “Most 
fascinating” are the two common 
expressions in the Guests’ 
Comments Book, which has signa- 
tories like lan McCartney, British 
Trade Minister, Anthony Leggett, 
Nobel Laureate for Physics (2003) 
and David Green, Head, British 
Council, London. The hotel doesn’t 
yet have a bar licence. The Compass 
Bar will open in May and serve the 
usual range of drinks. 

Another attraction is the staff's 
navy-inspired uniform—complete 
with epaulettes. “The whole idea 
is to give guests the essence of a 


ship—from the decor to the 
names of the restaurants, con- 
ference halls and virtually 
everything else,” says Manab 
Pal, Mp, Manor Floatel. 

The Floatel, incidentally, 
was designed and built in 
Singapore and then towed to 
its current position. And Pal 
adds, with a touch of pride, 
that it is the first Ecotel floa- 
tel in the world; it has been 
certified by Hvs International, 
Us, a global consulting and 
services organisation. 

Pal also claims that it is a 
Zero Garbage Property. 
“We spent a lot on vermi- 
culture (artificial rearing or 
cultivation of earthworms), 
vermicompost (the end- 
product of the breakdown 
of organic matter by earth 
worms), water conservation 
and preservation. The 
Floatel uses bio-degradable 
tissues and we ensure that all 
our vendors’ cars are PU 
(Pollution Under Check)- 
compatible,” he intorms. 

The management team 15 
cooking up some novel ideas 
and value additions to attract 
clients. Says Roy Choudhury: 
“We plan to conduct gour- 
met cooking classes on board. 
Then, if you catch a fish while 
angling, you can have it cooked by 
the chef and have it too (that sounds 
exciting). Besides, we are also plan- 
ning to start a Chai Bar (tea bar), a 
library, adda (chat) sessions and 
Saturday night jam sessions with 
an open-air dance floor; we will 
also host movie sessions.” 

Pal, on his part, is burning mid- 
night oil over his next move. He ts 
working out the logistics and the 
technical and commercial viability of 
launching another Floatel and has 
shortlisted Varanasi, Mumbai and 
Goa. “The final decision is still 
some way away, but we will have to 
keep the idea afloat,” says Pal. 
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The Mahindra-Renault Logan 


The low-cost wonder-car. Or, is it really? We try to find out. 


EW OTHER CARS HAVE BEEN : 
bes with as much fanfare : 
as the Logan was. ‘Le Cost : 
Cutter’ Carlos Ghosn, CEO of | 
Renault-Nissan, himself came down | 
to Nashik to see the first cars roll off : 
the line. But will this low-cost sedan i | 
developed by Dacia of Romania, a | 
company owned by Renault, : 
scintillate the sales charts? 
Given the amount of positive : 
press that it has received, it is diffi- : 
cult to say tough things about the : 
Logan. But the vehicle is built to a : 


price, and while it excels in space, i The Logan isn't the smartest looking 
a otter Goce e OO | car on Indian roads, but it isn't harsh 
rr athe ral) ght cen OTe yes oither Exterior aesthetics 

ง ล ลั ล ไร ล ร : will, therefore, qualify as "Ordinary". 


and notchy gearbox. 





The vehicle BT tested was the 5 
Logan 1.5 DCi GLS, the top-of-the- : 
line diesel model with power-steer- : 
ing, power-windows, driver-side : 
airbag and an MP3 stereo as stan- : 
dard. It has an ex-showroom price : 
of Rs 6.53 lakh in New Delhi. The : 
Logan is also available with two ว: 
petrol engines—1.4 litres and 1.6 : 
litres—and has five trim levels in all. i 
: DRIVING POSITION 
: The Logan allows the driver to adjust the height 
: Of the driver's seat—great for shorter members 
: of the species. The nice, high-seating position 
: gives a fantastic view of the road. 


The price of the base model petrol 
car is Rs 4.36 lakh (ex-showroom 
Delhi) and that of the 1.6-litre car is 
Rs 4.81-5.78 lakh. 


KUSHAN MITRA 





BOOT SPACE 
Despite the Logan's not so impressive stance, 
the boot is huge—more than enough space to 
fit in quite a few suitcases. However, there is 
no remote opening lever. 
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INSTRUMENT PANEL 

The Logan is functional, as is the switchgear 
(though it does feel clunky), but the quality of 
interior plastics feels dubious. Some switches 
and levers are inconveniently located. 


ENGINE 

The 1,461 cc engine produces a healthy 65 
horsepower, but delivery is hampered by a 
very notchy gearbox. However, 65 horses aren't 
enough to make this a happy-go-lucky vehicle. 





REAR LEGROOM 

Even with the front seats all the way back, a 
large adult can easily sit at the back without 
crunching his/her knees. The rear seat is also 
quite wide, large enough to fit three large men. 


bt printed circuit 


A Pearl with More Heft... 


The BlackBerry 8800 is a massive improvement over the Pearl. 


HE NEW BLACKBERRY 8800 LOOKS LIKE 

an elder and larger sibling of the 

BlackBerry Pearl (reviewed in 
Business Today dated December 17, 2006), 
the smart phone from Canada's Research In 
Motion (RIM) that wowed with its looks, 
functionality and convenience. The 8800 
draws a lot in the looks department from 
the Pearl—the little trackball and the black 
and chrome gleam. Yet, it is different. To 
begin with, it has a full QwERTY keyboard, 
unlike the QWERTY but two-letters-to-a-key 
Pearl. That means you no longer have 
to depend on SureType, a predictive text 
entry software that the Pearl uses. 

The 8800 also does away with the 
camera (the Pearl, if you remember, has à 1.3- 
megapixel camera), but like its predecessor, it has a me- 
dia player as well as expandable memory—you can use 
a microsD card and add up to 2 Gb to the device's 
memory. The other thing that the 8800 has and the 
Pearl doesn't is a global positioning system (GPS). 










With the availability of local maps, this 
could offer executives a convenient way of 
finding their way about town. 
The 8800 is a good option for those 
who're not very comfortable with 
SureType text-inputting (although it's 
very easy to master). But its size makes 
it bulkier than the Pearl, which slips 
neatly into pockets of even tight-fit- 
| ting clothes. And, of course, it’s more 
| expensive; you'll have to fork out 
Rs 31,990 for the 8800 compared to 
|! Rs 24,990 for the Pearl. 
; Ironically, the problem with the 
- 8800 and the Pearl is the trackball. 
This nifty little ball is a boon for naviga- 
tion but over time, particularly in the heat, humidity 
and dust of Indian cities and towns, it gets gritty and 
grimy. We wish BlackBerry could come up with ล way 
to avoid that or, at least, help users find a way to clean 
that little ball. 


SN 


...And a Laptop that Looks Sexy 


The Asus Lamborghini VX1 laptop is functional but expensive. 


T MIGHT BE POSSIBLE FOR 
cynics to dismiss the Asus 
Lamborghini vx1 laptop as 
another example of insidious co- 
branding in the technology 
world, but a few hours with this 
machine, which, with its amazing 
sculpted lines, and yes, bright 
Lamborghini yellow casing, 
stands out in the black and 
grey world of laptops. 
It actually looks so 
good that you can 
: spend a lot of time 
just looking at it closed. 
When you open it, you find that 
the machine is quite functional, though the 
interior does have a couple of stickers too many. But 
when you turn it on, and full marks to Asus for mak- 
ing the laptop incredibly easy to use, there's no need to 
hunt for basic switches; everything is fairly easy. 
























Windows Vista comes pre-installed 
on this machine, and when it 
comes to specifications, the 
Lamborghini does not disap- 
point. However, this is not a 
top-end gaming machine. 
That said, the machine's USP is 
steady performance. And, for a 
laptop, it has a fantastic display 
(though not widescreen) and very 
good speakers. 

The VX1 is a sleek machine, but it 
has niggling issues—like a supercar, it 
does tend to heat up rather fast and it 
isn't exactly quiet. But battery life is fairly decent, 
and the laptop easily manages a movie before draining 
out. This is a sexy and competent machine, but it has 
one major problem. At Rs 1.92 lakh, it is tremen- 
dously expensive; that said, it is only 1 per cent of the 
price of a brand new Murciélago. 

KUSHAN MITRA 
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bt treadmill 


ATip from Miss Muffet 


ITTLE MISS MUFFET IS HARDLY THE SORT OF ICON WITH WHOM YOU'D 
| iss building muscles but you surely remember that old 

rhyme where she "sat on a tuffet eating her curds and whey"? 
Well, whey, the liquid part of milk that remains after cheese is 
formed, is a wonder protein supplement that has many benefits. It's 
almost de rigeur for serious weight-trainers to glug whey daily in order 
to increase their protein consumption. Treadmill has been getting 
many queries from readers wanting to know what supplements they 
should use. In many gyms, trainers—often overtly, sometimes covertly— 
push an array of powders that are touted to have magical powers to 
bulk you up or help you torch your fat. And many readers wonder 
whether it's safe or useful to take supplements. 

My opinion on supplements is simple: if you can get your nutrients 
from your normal diet—i.e., the food you eat regularly—then there is 
no reason why you should go for supplements. However, if you're 
serious about strengthening your muscles and making them bigger, then 
your diet alone may not be able to provide the adequate nutrients 
needed. Protein is essential for muscle growth 
and any form of exercise increases your body's 
requirement of protein and the lack of protein 
could result in loss of tone and strength of 
your muscles. 

If you have been on a weight training 
regime for a while and aren't really registering 
any growth in your muscles, it could be because 
you aren't eating enough protein. You could 
either step up the consumption of whole food 
protein (meat, fish, eggs, etc.) or choose a pro- 
tein supplement to boost your intake. Whey 
protein, which is low in lactose, offers a good 
and easily digestible source of protein. Research 
shows that whey is the highest quality of pro- 
tein that is loaded with nutrients and amino acids, the building blocks 
for protein. Unlike other proteins like wheat or soya protein, whey has 
all the essential amino acids that are required for muscle tissue repair 
and maintenance. As you know, weight training ruptures muscle tissue 
and stimulates muscle cells to repair and strengthen themselves. You 
could think of the whey protein as a fuel to help this process. 

In addition, whey has other benefits. It strengthens the immune sys- 
tem, improves hair, skin and nails and increases bone density as well 
as acts as an anti-oxidant. Besides, if you're vegetarian, whey is a good 
alternative to meat and fish as a source of protein. In short, there's more 
than one reason for you to mix up some whey in a milk-shake or with 
plain old water and slug it down after a workout. Many reputed 
brands of whey are available easily. My advice: choose one that has 100 
per cent whey and little or no other ingredients. 


MUSCLES MANI 





Caveat: The physical exercises & tips described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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write to musclesmani@in today.com . 


HEALTH TIPS 





FOR TRAVELLERS 


URE, GO AHEAD MAKE YOUR TRIP. BUT BEFORE 
that take some expert advice on how 
to stay healthy during the holiday season. 


Fruit Punch. Doctors are unanimous 
that eating fresh fruits and vegetables is 
the best way to ensure good health on 
holidays, and beyond. Says Dr Sanjay 
Gogia, Consultant, Max Hospital, Delhi: 
“Apples, bananas, unsalted peanuts, 
almonds, dried apricots and walnuts 
have nutrients necessary for your body 
and help keep you alert and active.” 


Call the Doc. Before travelling, visit your 
doctor to determine necessary vaccina- 
tions and regional health risks. Says Dr 
Gogia: “Keep in mind that most vacci- 
nations need at least two weeks to take 
full effect. Consult a travel health specialist 
for up-to-date advice and preventive 
treatment before your trip.” 


Ear Care. “If your ears hurt when you fly, 
try taking a decongestant medicine before 
you get on the plane. You can also yawn 
or swallow often to open the eustachian 
tube and chew gum during the flight,” 
says Dr Gogia. You may try earplugs, 
which seem to even out the air pres- 
sure on the eardrum by blocking the ear 
canal. Also, ensure that you use a pillow 
to support your neck. 


Say no to Naps. It can be very tempting 
to head straight to the hotel after landing 
for a much-deserved nap. Says Dr Gogia: 
"Skip that nap and go to sleep early in 
the evening. The aim is to wake up the 
next day feeling relatively in sync with 
your new time zone and resetting your 
body clock." 


Foot Gear. Wear the shoes you'll need for 
business and pack a pair of trainers for 
walking, jogging or informal occasions. 
Avoid high-heeled, narrow, and pointed- 
toe shoes. High-heeled shoes increase 
pressure on the front of the foot. 


Pack a Goodie Bag. Include a small bag 
in your carry-on, filled with medicines, ear 
plugs, eye masks, adhesive bandages, 
sunglasses, contact lens solution and 
warm fuzzy socks. 

MANU KAUSHIK 







To tell a bull 
from a bear 
you need that 
animal instinct. 
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Angry Doctor 


UNION HEALTH MINISTER ANBUMANI RAMADOSS IS ANGRY, 
but not at AIIMS director P. Venugopal (he's already 
removed the noted heart surgeon as head of the 
hospital's Cardio Thoracic Surgery Department). 
This time around, his ire is aimed at Swiss drug giant 
Novartis, which has challenged India's patent laws that 
do not recognise incremental improvements in existing 
drugs, a tactic also derisively known as 'evergreening'. 
“I have asked Novartis to desist from such action. India 
has not used compulsory licensing so far, but in case 
of such moves we might as well consider that." he told 
reporters recently. What the minister and other 
advocates of cheap generics fear is that a successful 
challenge of the anti-evergreening laws could affect 
generic copies of other life-saving drugs such as anti- 


retroviral drugs that fight AIDS. But with billions of 


dollars at stake, drug makers such as Novartis are 
unlikely to give up the fight so easily. 
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Farmer's Best Friend 


AT 83, PROF. M.S. SWAMINATHAN IS TIRELESS. Wh IEN B] 
contacted him soon after his nomination to the Rajya 
Sabha, the father of India’s Green Revolution was on 
a train to Koraput in Orissa, where his foundation is 
setting up a centre to research on traditional plant 
medicines used by tribals. “We have been working 
with these tribals for the last 10 years, trying to pro- 
vide a sustainable livelihood for them with their 
traditional bio-diversity,” says the Chennai-based 
Swaminathan. The research centre ultimately hopes 
to put on mass cultivation plants that would interest 
the pharmaceutical industry. But agriculture, under- 
standably, remains his first love. “l would like to 
give agriculture its next big push through sazs (Special 
Agriculture Zones)," he says. He's got the right ideas, 
and now a more powerful platform, too. 
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NRN for President? 


WITH PRESIDENT A.P.]. ABDUL KALAM'S TERM RUNNING 
out in three months, and with him having expressed 
no interest in a second term, the buzz around N.R. 
NARAYANA MURTHY's much-speculated nomination for 
the apex office has grown louder. Although no 
political party has yet come out openly in support of 
the Infosys Chief Mentor, a section of intelligentsia 
and bloggers is rooting for him. Murthy, 61, himself, 
in the past, has ruled out running for the post, though 
he had expressed interest in becoming India's 
ambassador to the us. But whatever his chances may 
have been, they've possibly become slimmer thanks to 
a recent controversy over his alleged disrespect to the 
national anthem. Handling Indian politics isn't as 
straightforward as writing software codes. 


) 4 พ ห ว 330 


NVAAVA 


Citi's 'Star' Banker 


IF YOU READ ANY OF THE ASIAN 
international business magazines, then you must 
already recognise the photo below. After all, DEEPAK 
SHARMA is Citi's private banking face in Asia and 
the Middle East quite literally—he appears in the 
bank's ads. Now, he will probably go on to more edi- 
tions, given that Citi has enlarged his role and made 
him head of global wealth management for all mar- 
kets, except the us. In his new role as Chief Executive 
Officer of Citi Global Wealth Management 
International, the Singapore-based Sharma will now 
oversee five continents 
and 2,500 executives, 
serving about 400,000 
high net worth indi- 
viduals. “I am very 
excited about the 
opportunity to grow this 
business at a time when 
there is tremendous 
optimism about the 
wealth manage- 
ment industry in 
many of these 
emerging eco- 
nomies," Sharma 
said in a release. 
The emerging 
HNIs in India 
and China will 
surely be on 
Sharma's 
radar. 
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Second Time Unlucky 


TWO YEARS AGO, WHEN UTI BANK'S PARENT, THE MUTUAL FUND GIANT UTI, DECIDED TO SPLIT THE CHAIRMAN 
and Managing Director title, incumbent P.J. NAYAK threatened to quit. The Finance Ministry in Delhi 
stepped in to let Nayak keep his combo title and the job. But he seems to have run out of well- 
wishers at North Block. This time around when the Reserve Bank of India has ordered a similar 
split, Nayak has had no choice but to quit rather than settle for just half the title. So, come July 
31, Nayak, 59, will bid goodbye to a bank where he has spent seven years. The Cambridge 
University alumnus’ career at UTI Bank has been eventful also for the controversies he has been 
able to generate. His initial days at the bank came under RBI's scanner after the abortive merger 
with Global Trust Bank led to charges of insider trading. But the big question is, who will 

step into Nayak’s shoes, as he has not groomed anybody within the private sector bank. 





DEBASIS PALIT 


CONTRIBUTED BY ANAND ADHIKARI, VENKATESHA BABU, 
KRISHNA GOPALAN, AMIT MUKHERJEE AND NITYA VARADAR2A 


bt leadership spotlight Vol.16, No. 9, for the fortnight April 23-1 
Released on April 23, 2007. 





DEEPAK G. PAWAR DESIGNATION: CEO & MD de 


Leader in Waiting — ————— 


OR S. GOPALAKRISHNAN, WHO IS SET TO TAKE OVER AS CEO AND MANAGING DIREC 
Infosys Technologies on June 22—from his current position as COO an 
MD—it is his moment under the sun. One of the seven founders of the co 
Gopalakrishnan, universally called Kris, is a quiet and polite-to-a-fault man. Unlike 
Now click, groove, predecessors and co-founders who have led the company before him—the iconic ai 
n Ea speaking N.R. Narayana Murthy and the charismatic and suave Nandan Nilekar 
| is a quintessential backroom boy, happy to get things done and ensure seamless ex 

dn. & away from the spotlight. And while he is known to be as erudite and articulate as h 

เธ น อ ย ว ๊ ย์ ม ecessors, he does not command the same cult status as Narayana Murthy or exude th 














l ful leadership of Nilekani. 
= & But he also has big achievements under his belt. Not many are aware that fo: 
MULTIPLE MAILBOX BROWSER time (from 1987 to 1994) it was Kris who was the public face of Infosys in the cruciz 
eo | 9 American market from where it still derives more than 60 per cent of its revenue 
he ran the company’s joint venture with Kurt Salmon Associates. Though the Jv 
MESSENGER OO ALG pan out, it provided Infosys with critical insights into the market and taught | 
Bersm analai importance of quality and innovation—aspects that he was able to inculcate into 
SMS Peart to 8558 For this irr Madras alum and gizmo freak (his favourite accessory is his iPod), 
at leading the company could not have come at a better time. With revenues of Rs 
crore, a growth of 46 per cent over the previous year, and a net profit of Rs 3,85 
, น up 56 per cent year on year, the company is enjoying some of the best times in its 
Ai เซ ล ต history. The challenge will be to sustain and accelerate this growth. 
ค แร ง Aware of the weight of expectations and the fact that both Nilekani and Murth: 


looking over his shoulders, Gopalakrishnan says: *My focus will be to make Infos 
competitive, increase productivity further, continue to be a leader in corporate gove 
attract the best of global talent and enhance brand equity further." Those are difficult 
but then Infosys and its founders have always reset the bar higher and higher. m 
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Jubilant Enpro Private Limited Audi Call Centre 

Survey No. 6/1, Beratana Agrahara, Tel.: 1800 11 2834 or 011 26153889 
15th K.M. Hosur Main Road, Bangalore 560 100, India Email: info@audi.co.in 

Tel.: 080 28521548-50 Email: info@jubilant-audi.com 
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A new dawn of luxury. 


Luxury combined with power which is more than an engine is able to carry out. 
It is the combination of knowledge, experience and Audi's ideas. 
itis performance optimally brought to the road. 
It is perfection and acceleration woven into the design. 
A power which illustrates just what Audi means by "Vorsprung durch Technik". 
With each new engine. With each new model. 


There's yet another exciting time to look forward to at Audi. Now in India. 


The Audi A8. 
Vorsprung durch Technik. 


Euro Motors Pvt. Ltd. 

F-85 Okhla Industrial Area, Phase 

New Delhi 110 020, India 

Tel.: 011 40510300 Email: info@audidelhi.com 


Island City Motors Private Limited 
Champion Seals Compound, 15-Parsi Panchayat Road, 
Andheri East, Mumbai 400 069, India 

Tel.: 022 56292834 Email: info@audimumbai.com 
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Lenovo recommends Windows Vista'" Business. 





Centrino 
Duo | 





REVOLUTIONS ARE NOT 
BORN ON THE STREETS. 
THEY RISE IN YOUR MIND. 
THE WORLD NEEDS MORE 
LIVING HEROES. AND YOU'RE 
HERE JUST IN TIME. 





The spotlight is on India, the new emerging economic powerhduse, And you 
are its champion. Which is why you need the best business tod! — the Lenovo 
ThinkPad R60 powered by Intel* Centrino* Duo Mobile Technology — the 


global business tool of the future. Are you ready for it? p. 
ThinkPad. / 
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SMS ‘Think’ to 3636 


1800 425 3336 | 080 22108490 2 J 
buy@in.lenovo.com eade Link to the world on www.theworldiswatchingyou.in y COVO 
NEW WORLD. NEW THINKING 
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With $4 billion in | 
revenues, Tata Consultancy 
Services is already the. - 
higgest Indian IT player by 
far: But it now wants to 
position itself among the - 
- global top three, alongside 
Accenture and IBM: - 
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Authorized BMW Dealers in India: 

Bangalore: Navnit Motors +91 80 2852 0060 Chandigarh: Krishna Automobiles + 91 172 4602 300 
Chennai: KUN Exclusive +91 44 4207 9642 Delhi and NCR: Deutsche Motoren +91 11 4167 9900, Bird Auta 
Hyderabad: Delta Motors +91 40 3241 3538 Mumbai: Navnit Motors +91 22 2543 3333, Infinity Cars +91 


The models, equipment and possible vehicle configurations illustrated in the advertisement may differ from the ve 
market. Some accessories may not be the same as shown. 





A people-ready business runs on Microsoft software. 

How to free IT to be the killer advantage it was meant to be? Give your people software that automates routin 
IT tasks: networking, data recovery and device, server and security management. Software like Microsoft 

Windows Server’ 2003 R2, the Microsoft Forefront" line of security products for business and the System Cente 


family of IT management solutions. You'll give IT people time to think big. And they'll use it to put you on th 
cutting edge. Microsoft. Software for the people-ready business.” microsoft.com/india/peopleready 
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> The BMW 3 Series. 
3 Enter the next level. — 
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Discover the next level. 

The new BMW 3 Series is the benchmark of the sports sedan, offering a เส ท น ู ด . ๑ โธ ร เล เธ ะ อ เท ร - ล หี petrol and di 
power units of unmatched dynamic performance. It.combines light-footed responsiveness and technologica 
refinement with elegant luxury. Enter its spacious interior and you will find that superb quality comes as standar 
from the-fine-wood trim and the leather upholstery, to the 6-speed automatic transmission with steptronic and 
BMW intelligent control concept, iDrive in the 325i. 


Sheer Driving Pleasure has arrived in India. 
Visit www.bmw.in for more information or contact your Authorized BMW Dealers. 
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sharp. smooth. sure. 





Rajouri Garden: G 12-15. TDI Ma 63. Rohini: FA 





. ? % 
แต ล ก 1: | iazat Kd., P! j Gomti Nagar 1 f Heput Mall, PI 116144 lifestyle 3i A PPE, 
raze 61 31i Khar (West): Shop N & 6, “ท ล tia, Place perative H ty Lt bo —*» / ศ ง v เค 
เก เร ร เอ ท ชร Uri t 26053345. INDORE: F-4, Tre ré ind. 11, Tukoganj, M G Road, P! n 727 - VAL DIT Any STO? 


| 


CASANOVA 


ZPST@AFTER HOURS 


PUB CRAWLER  . SINGAPORE SLINGER 


BIACKBERRYS 


Summer Co lection d '07 | 
| sharp. smooth. sure. 


Am 





Qc 
เม 
เม 
Pa 
O 
an 


แฮ่ อ ว 2 ๑ 9 ส 4 9 อ 9 น ุ ก ษ ะ ย ห 





588: 


naught Plact 


South Ex-ll: | 


19; Salt Lake 


Aur 
gn 


Brigade Road: 4 


ot 


70; Lower Parel: 


Brigade Road: 


OTHING MELODIES TOL 
SHI £^ ล ร จ san 


Moonlit melodies by master composers, a musical 

dialogue between two violin greats, ragas to relax, 
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From The Editor 


N 1974, WHEN TATA CONSULTANCY SERVICES (TCS) BAGGED 

its first software export contract from the us, neither 

Infosys nor Wipro Technologies, the two others who 
make up India's rr triumvirate, existed. Back then, under 
the leadership of the legendary Fakir Chand Kohli, uni- 
versally acknowledged doyen of the Indian software in- 
dustry, TCS became a pioneer in software off-shoring. It 
was much later, in the early 1980s, that its present-day 
Indian rivals were born. Last month, however, when 
TCS announced that its revenues had crossed $4 billion, it 
was not Infosys or Wipro, both of which with revenues 
of $3.1 billion and $3.47 billion, respectively, are still some 
way behind, that the pioneering company was concerned 
about. Where it now wants to position itself is the global 
arena. TCS wants to be counted among the top three 
global rr services and consultancy firms—rubbing shoul- 
ders with IBM and Accenture. Of course, it would be 
foolhardy to target a slot next to these in purely revenue 
terms. IBM and HP have revenues in excess of $91 billion, 
while TCs’s, in comparison, is a puny $4.3 billion. It isn't 
in size that TCS wants to measure up to with the global big- 
gies but brand recognition. IBM and Accenture are recog- 
nised as the top IT outsourcing firms in 
terms of brand recall. TCs wants to be 
counted among them. 

But TCS' next leap is not about the 
search for a global brand image. It is 
about breaking new ground. 
Traditionally, revenues at India's big Ir 
companies, including TCs, have grown 
in tandem with their workforce— 
where more revenues has meant hiring more people. 
At TCS, as our cover story by Special Correspondent 
T.V. Mahalingam tells you, as revenues grew 92 per 
cent from Rs 9,727 crore in 2004-05 to Rs 18,685 crore 
in 2006-07, the headcount at the company also nearly 
doubled from 45,714 to 89,419. The challenge for TCs’ 
CEO S. Ramadorai and his top team is to break this “lin- 
earity". To do that, TCs is trying to move to a different 
pricing model, in which it says intellectual rather than 
people assets are leveraged. As well as doing so, TCS is also 
trying to move up the value chain, seeking businesses with 
higher profitability, like business consulting. 

Our special report on Indian agriculture examines how 
the emergence of country-wide retail chains may help 
Indian farmers by, besides giving them better returns, 
ensuring greater investment in farm technology. 

This issue also has a feature on how Vedanta's Anil 
Agarwal, who already has a non-ferrous metals empire, 
could now be eyeing steel. Another feature by Associate 
Editor Krishna Gopalan reports on how Bollywood's 
old production houses are shaking off traditional practices 
and giving themselves a makeover. 
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COVER STORY 


70 TCS’ Next Big Leap 


With $4 billion in revenues, Tata Consultancy 
services is already a third larger than its 
closest Indian competitor. But that’s not good 
enough for India's oldest IT services 
company. It now wants to position itself 
among the global top three, alongside 
Accenture and IBM. 


Come for Cost, Stay for Innovation 


hus far, multinational IT companies have 
been drawn to India for its low-cost 

advantages. But now they are beginning to 
discover, and exploit, some high-end skills. 
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some key ingredients may have come from the 
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No Need to Hit the Panic Button 

ARE THE GOOD TIMES OVER? BRINGS 
to the fore succinctly what may go 
wrong without sounding alarmist. 
Loans may have become costlier 
but that does not deter those who 
want to buy a house or a car. And 
when everyone starts putting money 
in fixed deposits, banks have to find 
a way to attract borrowers. One 
only hopes that the government 
does not mop up liquidity to such an 
extent that it causes stagflation. The 
government can help by importing 
essentials to keep the prices down. 
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Set Moderate Growth Targets 
WHEN THE GOOD TIMES ARE ON, 
everybody, from corporations to 
indiy idual consumers, despises any 
government intervention. But 
during a downturn (Are the Good 
Times Over? May 6, 2007), we all 
look towards the government to 
provide direction. However, the 
measures undertaken by the 
government recently to contain 
inflation do not boost confidence. 
If the policymakers devise ways of 
tiding over the crisis by setting 
moderate growth targets then the 
impact of a slowdown will not be 
that deep and long-lasting. 

R.K. SUDAN, through e-mail 


A Topical Story 

ARE THE GOOD TIMES OVER? (BT, MAY 
6, 2007) is timely. Rise in interest 
rates is to a great extent responsible 
for the present situation. Investors 
will prefer to keep their money in 
bank fixed deposits rather than 
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invest in the capital markets or | 


start new ventures. 
AKHILESH KUMAR SAH, through e-mail 


Self-made Billionaires 
THE NEW BILLIONAIRES (BT, APRIL 22, 
2007) is inspiring. The fortunes 
of these men may fluctuate with 
the stock market, but the fact 
remains that they have emerged a 
force to reckon with. Interestingly, 
all of them come from diverse sec- 
tors: realty, logistics, pharma, 
engineering, etc. I look forward 
to more such features from BT. 
N.C. GUPTA, through e-mail 
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of transformational solutions—helping 
clients realise their vision and achieve 
high performance. 
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We know what it takes to be a Tiger. 


What separates high performers from lesser competitors 
isn't just talent. It's the way they fuse their capability and 
mindset. It's what we call performance anatomy and it's 
one key finding from our ground breaking research into 
the world's most successful companies. For an in-depth 


look at our study and to find out how you could build t 
a career with us, visit accenture.com/india accen ure 


๑ Consulting « Technology » Outsourcing High performance. Delivered. 
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editorials 


The India Premium 


OR YEARS NOW, INDIA HAS BEEN THE PREFERRED 

destination for global outsourcing. It started with 
legions of software engineers in India writing codes re- 
motely, but soon engulfed just about any work that 
could be done using a computer and a telephone 
line. From telemarketing and technical support to ac- 
counts and payroll processing to medical transcription 
and telemedicine, everything gets done by BPOs and 
KPOs in India. The fact that wages of skilled soft- 
ware engineers, and now graduates, are a fraction of 
those in developed countries, has been a big draw. But 
the global rr multinational companies (MNCs) may 
have underestimated the significance of India to their 
competitiveness and, indeed, survival. 

Take the case of iBM. Five years ago, it had just 
5,000 employees in the country. Today, that number 
stands at 53,000. Accenture, another large global rr com- 
pany, had even fewer software engineers in India, but to- 
day that number has jumped 17 times to 35,000. A big 
reason why they have had to offshore is the competition 
from Indian rr companies, which have bid aggressively 
for outsourcing contracts, forcing their global rivals 
to revisit their own cost structures. As competition in- 
tensifies, the IBMs and Accentures will have to move more 
and more jobs to low-cost destinations such as India (ac- 
tually, India, because few other emerging countries 
can match India's supply of coders). 

Already, global investors have their chips on Indian 
IT companies such as TCs, Infosys and Wipro. That 
might seem surprising, since none of them has as yet the 
research and development (R&D) skills of their global ri- 
vals. Few of them do high-end tr work, and definitely 


Date With Destiny 





But for infrastructure: The future's full of promise 
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Only in India: Coders here are cheaper and better 


none of them has a truly global brand image. Yet, the 
fact is they are far more profitable than IBM or 
Accenture—not in absolute terms, but in terms of 
profit margins. As our cover story (TCs” Next Big Leap, 
see page 70) points out, despite revenues of $91.65 bil- 
lion, HP had a net income of $6.19 billion—a profit 
margin of less than 7 per cent. IBM, which has slipped 
to the #2 slot by revenue, had slightly better mar- 
gins at 10 per cent. 

Compare that to the profits the Indian rr majors are 
churning out. At $4.3 billion, TCS ranks #11 by revenue, 
but is the fifth most profitable rr company in the 
world and the fourth most valuable. Infosys and Wipro 
aren't too far behind. Infosys ranks 14th by revenue, but 
#5 by market value, and Wipro's ranks are 12 and 7. 
respectively. The only way the IBMs and Accentures— 
there are several other foreign players—can survive is 
by adopting the low-cost structure of their Indian rivals. 
And that means, growing in India. 


HE NUMBER OF RAH-RAH REPORTS ABOUT INDIA AND 
IR Indian economy are growing by the week. 
Not one passes without one or the other international 
consulting firm or investment bank coming out with yet 
another study forecasting the country's imminent as- 
cension to the leading ranks of global economic su- 
perpowers. The latest, brought out by McKinsey 
Global Institute, a division of the eponymous global con- 


sulting firm, is titled Tbe Bird of Gold: Tbe Rise of 


India's Consumer Market, and predicts that India will 
become the world's fifth largest consumer market by 
2025, overtaking the likes of Germany and Italy on the 
way (see Consumer India 2025, page 100). 

This will, without doubt, make industry leaders, 
politicians and decision-makers across the world sit up 
and take renewed notice of the potential of this market. 
The report predicts that millions of Indians will come 
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out of grinding poverty over this period and upgrade 
into more sustainable lives. Those who are already in the 
latter category will also be in a position to increase their 
share of discretionary spends. Result: consumption 
patterns in India will change dramatically and begin to 
mirror those prevailing in more developed economies. 

So far, so good. But this study, and, indeed, all 
the similar ones that preceded it (for example, the 
BRICs I and II reports) also emphasise that this date with 
destiny is not necessarily a given. There are millions of 
imponderables that can threaten, and even derail, the 
journey. These caveats are important, but have not 
received the serious attention they deserve. The most 
important is the infrastructure deficit in the country. 
Our roads are still in appalling condition, our ports are 
antiquated and have capacities far below the required 
levels, our airports are a joke, the power situation 
across the country is abysmal and the bureaucracy (es- 
pecially at the lower level) is still seen as a class (in the 
Hegelian sense) of parasitic rent seekers. Then, 


Nurturing Winners 


S THE CURRENT AUSTRALIAN TEAM THE BEST EVER TO 
ls the game? It's difficult to say; Don Bradman's 
Australian side of the 1930s and Clive Lloyd's West 
Indies team of the 1970s and 1980s can also lay claim 
to that title and since one can't really compare teams of 
two different eras, the answer to the question will de- 
pend on who you're talking to. But there can't be any 
debate over another related question: is this the most 
dominant team of all times? The answer will have to be 
an emphatic yes. No other team in the history of the 
game has dominated rivals in the manner Ricky 
Ponting's, and before him, Steve Waugh's, men have. 

But the point of this edit is not to extol the feats of 
this great team. Four years ago, the consensus among 
cricket pundits was that Team India came closest to the 
Aussies in talent, firepower and grit and would soon 
challenge them for top spot in world cricket. Four 
years later, those hopes have been cruelly belied. 

It's clear that Indian cricket, the country's unofficial 
national sport (hockey remains the official one), needs 
a thorough overhaul. Here, the Board of Control for 
Cricket in India (BCCr).—which seems more keen on 
continuing its *control" than on cricket—should take 
ล leaf out of Subhash Chandra's book and look seriously 
at his proposal for an Indian Cricket League and even 
extend the formula—of hiring a given number of for- 
eign players in each team—to the Ranji Trophy, Duleep 
Trophy and other domestic tournaments. If you have 
the likes of Ricky Ponting, Brian Lara, Sanath Jayasurya 
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agriculture, which still supports 70 per cent of the 
population, is way below global standards in output and 
efficiency and farm-to-industry linkages are practi- 
cally non-existent in almost every state. 

There is also a very real danger that politicians 
still clinging to antediluvian ideologies, bureaucrats 
fearing a loss of their power, and a section of common 
people suspicious of change will combine to block 
the painful but necessary reforms that are sine qua 
non for the country to live up to and deliver on the 
potential that undoubtedly exists. 

Every single sector that has been reformed has 
benefited the common man—telecom, aviation and the 
consumer loan-fuelled economic boom bear testimony 
to that. Equally, every sector that the reforms process 
has bypassed—example: agriculture and defence equip- 
ment—has stagnated. 

Let’s not waste any more time over useless debates 
that stall progress and hurt the common man. There’s 
a job waiting to be done. Let’s just get on with it. 





Winning's a habit, mate: Nothing else will do for Aussies 


and Inzamam-ul-Haq turning out for, say, Mumbai, 
Delhi, Bengal and Tamil Nadu, this will automati- 
cally raise the standard of the game in the country 
and, hopefully, lead to the emergence of more Sachin 
Tendulkars and Kapil Devs. But for that to happen, the 
BCCI must first pump in more of its multi-billion dollar 
budget into the game at the sub-national level—instead 
of merely investing in large stadia and other infra- 
structure in the large cities. 

Simultaneously, we need a revamp of our education 
system—children must be taught from an early age that 
winning is everything. The Anglo-Saxon notion of 
participation being more important than victory, 
which is drilled into us from childhood, has bred a 
nation of losers. The sooner we change it—as of yes- 
terday, if possible—the sooner will the results start 
showing. And its effects will be felt far from the crick- 
eting greens as well. Just look at the *character" of 
Ponting’s team for confirmation. 8 
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The Race to $10 Trillion INSTANTIP 


How long will it take for Indian GDP to multiply 10 IS THE SUPREME COURT 


inky STAY ON QUOTAS IN 
times from its current level? ANAND ADHIKARI HIGHER EDUCATION 
A STEP IN THE RIGHT 


DIRECTION? 
Yes. Rahul Bajaj, Chairman, 





favour of uplifting the downtrod- 
den and Dalits. However, | bel- 
ieve that the unanimity of the 
political class in supporting res- 
ervations for the OBCs is ess- 
entially just a reflection of the 
votebank politics. 
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Manufacturing sector: Contributing their mite to the booming economy 
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T A TIME WHEN MURMURS OF A SLOWDOWN AND OVERHEATING IN THE 
Indian economy have started gaining momentum, the Indian rupee 
sprang a surprise by pushing the GDP figure past the trillion-dollar 
(Rs 42,00,000-crore)-mark. The only countries ahead of India are the Us, 
Japan, Germany, China, the Uk, France, Italy, Spain, Canada, Brazil and 
Russia. Can India sustain a trillion-dollar GDP? That's the first question on 
the minds of every economist. *I don't think we should be reading too 
much into it as the underlying fundamental factors remain the same,” says 
Subir Gokarn, Chief Economist at CRISIL. Adds Sunil Rongala, Chief 
Economist at the Murugappa Group: “It’s a pure accounting feat.” 
But not everyone is willing to dismiss it as a statistical coincidence. Says 
V.N. Dhoot, Chairman, Videocon Group: “If the Indian economy grows 
b at 10 per cent every year, we will reach the $10-trillion mark in the next 
25 years." But, he quickly adds a caveat. “It will be difficult to sustain such 
a high growth rate over 25 years." 
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Kishore Biyani, Chairman, Future Group, which owns the 
Pantaloon and Big Bazaar retail chains, points to the need to find 
newer engines of growth. “The Indian economy needs fresh triggers 
to be able to maintain such high growth rates," he says. The current 
boom in the economy is led mainly by the services sector. 
Manufacturing industries have also contributed their mite to it 
while agriculture has been the laggard. Dhoot thinks that it is man- 
ufacturing that can provide the next big thrust to the economy. "India 
can become a manufacturing hub for the world," he says. 

But P.K. Choudhary, Vice Chairman, ICRA, believes the services 
sector will continue to drive growth. And Gokarn believes that 
“in export-oriented services, our dominance in IT & rr-enabled 
services is likely to continue." 

Others believe it is the domestic consumer-oriented sectors like 
food processing, automobiles, private education and health services 


THE ROAD AHEAD — — — — 
This is what our panel of experts had to say: 
พ The consensus is that Indian GDP will touch $10 trillion 





in 25-30 years 
m The manufacturing sector will have to lead the way; auto 
and consumer durables sectors will be big contributors 


m Services sector will remain a very important player 
‘m= Gap between rich and poor states will close 


m Maharashtra, West Bengal, Tamil Nadu, Punjab and 


» wr 


Gujarat will lead the way 


that will drive the economy past the $10-trillion mark. “India’s con- 
sumption story is definitely a big trigger for growth. People’s aspi- 
rations are soaring, whether they stay in metros or in smaller cities 
and towns,” says Biyani. Dhoot agrees. “Automobiles and con- 
sumer durables will be big contributors,” he says. 

All the people BT spoke to for this report were unanimous that the 
benefits of a larger economy will begin to benefit the poorest of the 
poor even before the country's GDP hits the magic $10-trillion 
mark. Gokarn says that while disparities between the more pros- 
perous and poorer states may widen in the short term, the gap will 
close in the medium to long term. 

Which state will gain the most? Dhoot feels Maharashtra, West 
Bengal, Tamil Nadu, Punjab and Gujarat will be at the vanguard of 
the march to $10 trillion and also the biggest beneficiaries of it. 

But how long will it take to get there? Marut Sen Gupta, Head 
(Economic Policy), ct, places the issue in stark mathematical 
perspective. “GDP will double every seven-to-eight years if the econ- 
omy continues to grow at 9 per cent," he says. Prime Minister 
Manmohan Singh has reiterated several times that he thinks 
such a growth rate is sustainable over the next two decades and 
beyond. If facts bear out his optimism, the $10-trillion economy 
could be just a quarter century away. 

ADDITIONAL REPORTING BY RISHI JOSHI 
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A 
e will Double 
our Headcount" 


IM CLIFTON, CHAIRMAN AND CEO OF 

Gallup Organization, was in India 
recently to explore opportunities of 
scaling up operations in this country. 
He spoke to BT’s Rishi Joshi on his 
company's plans in India. Excerpts: 


From being a pollster, you have expanded 
into management consulting. Where do 
you see your growth coming from in India? 
Globally, our revenue mix has changed. 
Today, about 50 per cent of our rev- 
enues come from consulting. In India 
also, it's the same but we are working 
towards making it 80 per cent con- 
sulting and 20 per cent polling soon. 
We will also double our headcount 
here over the next 24 months. 


You have done significant research on 
customer and employee engagement. How 
is it related to business outcomes? 

Our business has to do with making 
workplaces more productive and with 
leadership development. We survey 
customers and employees and report, 
like accounting data, how a company is 
doing. So sales, profit and share price 
increases are indicators of what's hap- 
pening with the humans in any cor- 
poration. What you are really trying to 
do is create systems and take initia- 
tives that increase customer eng- 
agement because it leads to organic 
growth. Our data helps ห อ น do that. 


What distinguishes your approach from 
that of other consulting firms? 

Other firms are driven by neo-classical 
economics, but Gallup is based on be- 
havioural economics. That's the big 
difference. 
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Massachusetts Treasury Buys the India Story 


HE LEFT MAY BE CONSISTENT IN 
Te opposition to deploying 
pension funds of Indian profes- 
sionals and workers on the stock 
markets, but the country continues 
to benefit from inflows from for- 
eign pension funds. The latest show 
of interest comes from the State 
of Massachusetts. Timothy 
P. Cahill, Treasurer and Receiver 
General of its state treasury, was in 
India recently to explore oppor- 
tunities for deploying a part of its 
$48-billion (Rs 2,01,600-crore) 
pension fund here. “We are look- 
ing at long-term investments in 
private equity funds and venture 
capital firms in India,” says Cahill, 
adding: “We already have $100 
million (Rs 420 crore) parked in 
India through third party investors. 
And the results have kind of been 
motivating.” The state had set aside 
$5 billion (Rs 21,000 crore) for 
investments in VC firms, 60 per 


cent of which has already been 
deployed in the us and Europe. 
“We plan to invest the rest in Asia in 
general and India in particu- 
lar,” he says. The ticket sizes 
will typically range from “a 
couple of hundred million 
to a billion dollars”. 

Why India? “Everyone 
here seems to be working 
six days a week; you 
have a skilled work- 
force; and the gov- 
ernment is commit- 
ted to creating good 
infrastructure. 
These make it more 
exciting than the us 
and Europe," he 
says. Which sectors 
is he looking at? 
Ideally, Cahill would 
like to look at PE firms 
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Man on a mission: Cahill 





















investing in distressed companies 
and those dealing with loans. Bes- 
ides, select companies in the 
biotech, IT and medical equ- 
ipment sectors are on his radar. 
“I have met representatives of 
WL Ross, IDFC, UTI and some 
other firms handling distressed 
debts; and we are looking at 
an individual investment 
horizons of 7-10 
years," he adds. 
y So, while the 
government 
continues to 
drag its feet 
on pension 
F » reforms, the 
| foreign early 
er birds are all 
7» set to fly 
away with the 
worms. 






AMIT 
MUKHERJEE 


“India Inc. Must Become FCPA-Compliant” 





N 2006-07, FOREIGN DIRECT 
Loma (FDI) into India tripled 
to $16 billion (Rs 67,200 crore) 
and nearly half (48.5 per cent) of it 
came from US companies. This, ar- 
gues Pamela Parizek, Director, 
KPMG, Washington (above), is justi- 
fication enough for Indian compa- 
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nies listed on Us exchanges or doing 
business there, to comply with the 
provisions of the Foreign Corrupt 
Practice Act (FCPA), a US law. “FCPA 
seeks to place US companies oper- 
ating in foreign countries and for- 
eign companies listed on US exc- 
hanges or operating there on a level 
playing field with respect to com- 
pliance issues,” says Parizek, who 
was in India recently to “educate 
Indian business leaders on the im- 
portance of compliance”. 

The anti-bribery provisions of 
FCPA prohibit “US persons" from 
paying or offering to pay "anything 
of value to any foreign official" 
with the “corrupt purpose” of obt- 
aining business. The penalties for vi- 
olating the FCPA's anti-bribery pro- 
hibitions are potentially severe. Both 


companies and individuals indulging 
in corrupt practices will be subject to 
civil fines. Other potential penal- 
ues include disqualification from 
US government contracts and denial 
of export licences. *I have been in- 
teracting with CEOs and cros of 
various Indian companies and have 
got the impression that they all fol- 
low very stringent codes of ethics 
and have checks and balances in 
place," she says, adding that while 
many of them prohibit their own 
employees from bribing govern- 
ment officials, they sometimes hire 
agents to do so. "This, too, violates 
FCPA norms," she says. 

Strict norms, but that's the price 
that companies have to pay for en- 
joying the benefits of globalisation. 

AMAN MALIK 
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Pharma Outsourcing to Grow Seven-fold 
The CRAMS Pie 


The manufacturing bias is evident. 


HE DYNAMICS OF THE GLOBAL 
Ix and life sciences 
industry continue to favour out- 
sourcing of research and manu- 
facturing, and India is one of 
the preferred low-cost destina- 
tions for this. India's contract 
research and manufacturing 
services (CRAMS) market was val- 
ued at $895.44 million 
(Rs 4,029 crore) in 2006, a 
growth of 43 per cent over the 
previous year, says a study by 
Frost & Sullivan, which expects 
the market to grow 33-34 per cent 
annually on average to reach $6.6 
billion (Rs 27,720 crore) by 2013. 
CRAMS, which has been contribut- 
ing close to 8 per cent to the 
Indian pharmaceutical industry's 
revenues, comprises contract res- 
earch, clinical research and con- 
tract manufacturing. 

“Indian contract manufactur- 
ers have traditionally been strong in 
making active pharmaceutical ing- 
redients (APIs) and formulations. 
Now, we are seeing them devel- 
oping competencies in making oral 
solids and injectibles. This is a 
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Source: Frost & Sullivan 


move up the value chain,” says 
Mahesh Sawant, Programme 
Manager (Healthcare Practice), 
Frost & Sullivan. The study also 
points to India’s growing biology- 
based skills as opposed to chem- 
istry-based capabilities. 

In the clinical research space, 
which makes up 16 per cent of the 
CRAMS market (revenues: $143 mil- 
lion or Rs 600 crore), Indian play- 
ers have mostly been offering clin- 
ical trial facilities (mainly bio-avail- 
ability and bio-equivalence stud- 
ies) to their foreign clients, the mar- 
ket for which is set to grow 
“exponentially”. 


Despite greater business 
opportunities, not everyone is 
excited about clinical trials 
and toxicology studies. 
N. Raghuram, Professor of 
Biotechnology at Delhi's GGs 
Indraprastha University, says: 
“Foreign drugmakers are out- 
sourcing clinical trials to India 
mainly because costs and 
compliance issues are bec- 
oming prohibitive for them in 
the West. In India, however, 
our capacity for complying with 
safeguards is very low, which is a 
cause for concern.” Sawant counters 
this saying that most clinical trials 
outsourced to India are beyond the 
stage where they can be a threat 
to the health of volunteers. In the 
contract research arena (mostly pre- 
clinical R&D), whose revenues were 
$116 million (Rs 522 crore) in 
2006, the study sees chemistry- 
based services continuing to drive 
business. Most common therapeu- 
tic segments outsourced to India 
are oncology, infection control, 
endocrinology and psychiatry. 

KAPIL BAJA] 





TS NOW THE TURN OF REAL ESTATE COMPANIES TO JUMP ONTO THE 
i endorsement bandwagon. Leading realtors have roped in 
Amitabh Bachchan, Shah Rukh Khan, Rahul Dravid, Ustad Amjad Ali Khan 
and several other stars to sell realty dreams to India’s consuming classes. 
The rationale: even a utilitarian product like housing needs crutches. “It’s 
unfair to single out realty companies. Even a soap like Lux, which is as nec- 
essary as a house, has been using celebrities to its advantage,” argues 
Prabhakar Mundkur, COO, Percept H, the creative agency behind DLF’s Shah 
Rukh Khan commercial. 

But Madhukar Kamath, Managing Director and CEO, Mudra Group, 
dubs it a ridiculous idea. “It’s probably to hide the lack of product dif- 
ferentiation in real estate that celebrities are being used." But what 
started as a niche has now become mainstream, negating the very purpose 
for which these highly paid endorsers are hired. So, it's back to square one. 

TEJEESH N.S. BEHL 
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TOP OF MIND 





What is it? Paison Ki Nilami (PKN) is a first of its kind reverse auction of interest 
rates introduced by SREI Infrastructure Finance, where bidders decide the interest 
rate they wish to pay on loans they take. The lowest bidder gets the loan at the 
bid rate. 


How does it work? Bidders submit sealed bids lower than the ceiling amount 
announced at the start. The bidder who submits “an imaginative, unique, low- 
est bid” wins. The company has tie-ups with Volvo, Puzzolana, Greaves 
Cotton, JCB, Schwing Stetter and Caterpillar, among others, to sell their 
equipment. 


Is there a floor rate? Theoretically, anyone can bid for a zero per cent rate, but 
there's a rider—the bid has to be "realistic". Sometimes, though, it does allow 
zero per cent bids (especially when its partner companies wish to clear 
Stocks); so, bidders can never be sure when "low" is too low. 


How does it help all the parties? Says 
Hemant Kanoria, MD and Vice 
Chairman, SREI Infrastructure Finance: 
"Customers get loans at less than 
market rates; and manufacturers are 
able to sell more units in a short time." 


RITWIK MUKHERJEE 








ECONOMY 


STATUS: Rupee trading at Rs 41.07 
per dollar. 


A STEADY CLIMB 


38 
39 
40 





45 
02/01/2007 27/04/2007 
Source: RBI 


IMPACT: The Indian currency has ap- 
preciated nearly 10 per cent since the 
beginning of 2007. This has hit 
Indian exports, mainly in sectors like 
IT, textiles, and chemicals. 


STATUS: 6.09 per cent for the week 
ended April 7, 2007. 

IMPACT: Rising inflation rates have 
been pushing interest rates north- 
wards and are also eating into real 
income in the hands of consumers. 
The runaway growth rate of over 
8.5 per cent, surplus liquidity and the 
supply side constraints have been 
fuelling inflation in the economy. 


SAVINGS BUSTER 


9.6 
5.4 
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| 52 


2003-04 — 2004-05 2005-06 2006-07 
Figures are average inflation rates in per cent 
Source: RBI 
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YOU KNOW WHAT YOUR BUSINESS NEEDS ARE 
SO YOU CREATE A SOLUTION THAT'S PERFECT FOR IT 
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Buy 2 or more Inspiron" 6400 Notebooks and get additional Rs. 1,200 Cash Off per unit. Maximum purchase of 


only 5 units allowed per customer for this offer. Offer valid till 31st May 2007 


| Dell" Inspiron™ 6400 


Notebook 

E-value code: 0540507 

* intel" Centrino* Duo Mobile Technology 
featuring Intel* Core" Duo Processor T2350 

* Genuine Windows Vista" Home Basic' 

๑ 512MB DOR2 SDRAM at 533MH: 

* 120GB* SATA Hard Disk Drive 5400rpm 
(after FREE upgrade) 

e 24X DVD*/CD-RW Combo Drive 

๑ 154" (39.1cms) Wide Screen XGA TFT 
Display (1280x800 res.) 

๑ FREE 1- Year CompleteCover"* Support 


FREE upgrade to 
120GB" Hard Disk Drive 


Offer Price after Rs. 5,000 Cash Off 


Rs. 43,900" 


Additional Rs. 1,200 Cash Off per unit on 
purchase of 2 or more units 


Dell" Inspiron" 640m 
Notebook 
E-value code: 0540504 


* Intel® Centrino* Duo Mobile Technology 
featuring Intel* Core" Duo Processor T2350 

* Genuine Windows Vista" Home Basic’ 

* 512MB DDR2 SDRAM at 533MHz 

* B0GB* SATA Hard Disk Drive 5400rpm 

* DVD Burner* (after FREE upgrade) 

* 141" (35 8cms) Wide Screen XGA TFT Display 
(1280x800 res.| 

* 1-Year Limited Warranty 
(Naxt Business Day On-Site* Service) 


FREE upgrade to 
DVD Burner" 


Price From 


Hs. 38,900" 











D Jell' M XI 


N otebo ok 

E-value code: 0540510 

* Intel* Centrino* Duo Mobile Technology 
featuring Intel* Core "2 Duo Processor T5500 

* Genuine Windows Vista" Home Premium 

* 108 DDR2 SDRAM at 533MHz 
(after FREE upgrade) 

* 120GB* SATA Hard Disk Drive 5400rpm 
(after FREE upgrade) 

๑ DVD Burner*: BX D/D*/-RW* Combo Drive 
with Dual Layer Write Capability 

e 121' (30 Jcms) Wide Screen XGA Display 
with TrueLife" (1289x800 res | 

* Integrated Web Cam 

* FREE 1-Year CompleteCover" 


5 M1210 


* Support 


FREE upgrade to 168 Memory 
& 120GB* Ha ird Disk 


Drive 





Price From 


Rs. 59,900" 


Dell" Notebooks featured above are powered by Intel” Centrino® Duo Mobile Technology for rapid multitasking. 


Windows Vista" Home Basic’ preloaded on Dell" Inspiron" 6400 & Inspiron" 640m Notebooks 
and Windows Vista" Home Premium preloaded on Dell" XPS” M1210 Notebook featured above. 


Dell" recommends Windows Vista" Business. 


Buy 2 or more Dimension" E520 Desktops and get additional RS. 1,200 Cash Off per unit. Maximum 
purchase of only 5 units allowed per customer for this offer. Offer valid till 31st May 2007. 


Desktop 


E-value code: 0220504 

* Intel® Pentium® D Processor 915 with 
Dual Core Processing (FREE upgrade to 
Intel® Pentium® D Processor 925 with 
Dual Core Processing) 

* Genuine Windows Vista" Home Basic’ 

* 1GB DDR2 SDRAM at 667MHz 
(after FREE upgrade) 


ป Dell" Dimension" E520 





๑ 160G8* SATA Hard Disk Drive 3.0Gb/s with NCO | 


e 48X DVD* /CORW Combo Drive 
๑ 15° (38. 1cms) Fat Panel Monitor (15.0" v.i.s.} 
| Monitor Model No. E157FP 


FREE upgrade to 
Intel* Pentium® D Processor 925 
with Dual Core Processing 
& 1GB Memory 


| listPriee-Rs- 31,9007 
Offer Price after Rs. 3,000 Cash Off 


Rs. 28,900" 


Additional Rs. 1,200 Cash Off per unit on 
purchase of 2 or more units 








Dell" Dimension" Desktops featured above come with 1-Year Limited Warranty (Next Business Day On-Site* Service). 
Windows Vista" Home Basic! preloaded on Dell" Dimension" E520 Desktops and 


t 


Desktop 
| E-value code: 0220507 
| * Intel® Core"2 Duo Processor E4300 
| * Genuine Windows Vista" Home Basic' 
* 1GB DDR2 SDRAM at 667MHz 
(after FREE upgrade) 
| © 160GB* SATA Hard Disk Drive 3.0Gb/s with NCO 
| ๑ DVD Bumer*: 16X DVD+/-RW* Combo Drive 
with Dual Layer Write Capability 
| e 17° (43 1cms) Flat Panel Monitor (17 0" v.i.s.) 
Monitor Model No. SE177FP 


FREE upgrade to 
1GB Memory 





1 e Included! 








List Pri Rs40907 ก 
Offer Price after Rs. 5,000 Cash Off 


. Rs. 35,900" 


Additional Rs. 1,200 Cash Off* per unit on 
purchase of 2 or more units. 








b—— 


| Dell Precision" 390MT 
| Workstation 

| E-value code: 0620531 

| * Intel® Core"2 Duo Processor E4300 


* Genuine Windows Vista" Business 

* 16B DDR2 ECC Dual Channel SDRAM at 667MHz 

* 250GB* SATA II Hard Disk Drive 7200rpm 
(after FREE upgrade) 

+ integrated PCI Express Gigabit Ethernet" 

e 48X/16X CD Burner/DVD* Combo Drive 

e 17° (43.1cms) UltraSharp” Flat Panel LCD Monitor 
(17.0 v.i.s.] Monitor Model No. 1708FP 

* 3-Year Limited Warranty 
(Next Business Day On-Site* Response) 


FREE upgrade to 
250GB" Hard Disk Drive 








Price From 


Rs. 78,900" 


Delivery charges included 


R Windows Vista™ Business preloaded on Dell™ Precision™ 390MT Workstation featured above. 
Dell" PowerEdge" 50440 | Dell™ PowerEdge" SC1430 | Dell" PowerEdge” 1900 
Server | Server Server 
Small Business Server Value Workgroup Server Value Tower Server 


E-value code: 0420501 
* intel? Pentium® D Processor 925 with 
Dual Core Processing 
* 1GB DDR2 ECC SDRAM at 533MHz 
| (Upgradeable to 4GB) 
๑ 160GB* SATA Ii Hard Disk Drive 7200rpm 
๑ 1- Year Limited Warranty 
(Next Business Day On-Site* Service) 
e FREE Lifetime Telephone Technical Support 


| 
\ Rs. 29,900” 


Delivery charges included 








| E-value code: 0420503 
* Intel® Xeon® Dual Core Processor 5110 
| ๑ 512MB DDR2 ECC 1A Fully-Buffered 
| Memory at 533MHz 
e B0GB* SATA II Hard Disk Drive 7200rpm 





e Embedded Gigabit Ethernet" Controller 





E-value code: 0420504 

* Intel® Xeon® Dual Core Processor 5120 

* 512MB DDR2 ECC 1R Fully-Buffered 
Memory at 533MHz (Upgradeable to 16GB*) 

๑ B0GB* SATA II Hard Disk Drive 7200rpm 

๑ Embedded Intel® Gigabit NIC 





* 3-Year Limited Warranty | © 3-Year Limited Warranty 
(Next Business Day On-Site* Service) (Next Business Day On-Site* Service) 
e FREE Lifetime Telephone Technical Support e FREE Lifetime Telephone Technical Support 
Price From Price From 


Rs. 53,900" | 


Delivery charges included 


Rs. 67,900" 











PURELY FOR YOU. 


Flat Panel 
Monitor 
included with 
all Dimension 


Desktops! 
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— Ó— = THE DELL" ADVANTAGE — — — X 
|. DEAL DIRECT WITH DELL" | CUSTOMIZE YOUR DELL" DEPEND ON DELL" | 
| Direct Relationship - No middleman Pay for exactly what you need |  DellConnect" — Remote troubleshooting 
| Fresh Technology - From factory to you and nothing you don't. | . On-Site*- — Timely technical assistance 
Toll-Free Mon-Sat 9am-6pm CALL US or GO ONLINE intel) 





5 © 080-2506 8014 


(Standard charges apply) 
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( For more information, email: dell_enquiries@dell.com 
Prices valid till 31st May 2007. 
**Sales taxes or value added taxes, local taxes and any other applicable levies are additional. By delivery only. Delivery charges of Rs. 999 per unit are payable on Inspiron™ Rs. 999 
on XPS™, Rs. 2.000 on Dimension™ and Rs. 2.542 on PowerEdge™ 1900 products purchased 
1 Some Genuine Windows Vista™ features - like the new Aero™ user interface - are only available in premium editions of Genuine Windows Vista™ and require advanced or additional hardware Check 
http://www dell co in/vista for details 
Maximum purchase of only 5 units allowed per customer on Inspiron™ 6400 or Dimension” E520 for above offer, within the offer period. Offer valid till 31st May 2007 
“important Dell Details. 
DELL'S TERMS AND CONDITIONS: AJ! sales subject to Dell s terms and conditions, see http://www dell co in/t&c OR on request GOODS BY DELIVERY ONLY. 
MISTAKES: While al! efforts are made to check pricing and other errors, inadvertent errors do occur from time to time and Dell reserves the right to decine orders arising from such errors 
MORE INFORMATION: Go to http / www dell. co in/detads TRADEMARKS: intet. intel Logo, Intel Inside. Inte! inside Logo, Celeron. Celeron Inside, Centrino, Centrino Logo, Intel Core. Core Inside. Intel SpeedStep, inte! Viv, Itanium, Itanium Inside 
Pentium. Pentium Inside. Xeon and Xeon Inside are trademarks or registerad trademarks of intel Corporation or its subsidiaries in the United States and other countries COPYRIGHT: © 2007 Dei! Inc. All nghts reserved 
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P-WATCH 


Communications Minister Dayanidhi Maran hopes to 
end a two-year-long wait for additional spectrum to 
ease the clogged airwaves. What does it mean? 





SPECTRUM ON AUCTION, NOT ALL HAPPY 


HEN YOU ARE THE SOVE- 
M reign, seeking rent for 
use of airwaves is not a bad 
idea. Especially, if vou can col- 
lect a minimum Rs 10,000 
crore in the current fiscal itself. 
Last week, Dayanidhi Maran, 
Union Minister of Comm- 
unications and Information 
Technology, endorsed the 
Telecom Regulatory Authority 
of India's (TRAI’s) proposal, 
suggesting a minimum quote of 
around Rs 1,500 crore per 
licence. The good news for the 
industry and the consumer is 
his resolve to auction airwaves 
by June this year, paving the 
way for better quality con- 
sumer service (the next time 
your cell phone call drops, 
hope that the government 
keeps its word) . 

Industry opinion on the 
issue of auction of airwaves 
(spectrum), however, is 
divided. While Ratan Tata 
endorsed this idea a few 
months ago, the rest of the 
players, who use both GSM and 
CDMA technologies, are an 
unhappy lot. Though, when 
contacted, they refused to go on 
record on the issue. “With the reg- 
ulator endorsing such a move, 
there is little hope for a reversal on 
this count. The question, how- 
ever, will be whether or not the 
auctions will be open to new play- 
ers," says an official of a GSM serv- 
ice provider. 

Ironically, this debate has 
matured even in the absence of 
any available unused spectrum. 
Over the last two years, the 
Defence Ministry has been drag- 
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MINISTER'S WISH LIST 


m Maran approves auction route for fresh spectrum 


= ir auction in June; base price of around 
S 


m Plans zero-rental broadband connections across 
the country 


A00-1,500 crore 


ging its feet over releasing spec- 
trum for this purpose. 

For the operators, the new 
regime of auctioning spectrum 
offers a stiffer financial regime as 
against the earlier regime of rev- 
enue sharing, as they will have to 
make hefty upfront payments. 
Moreover, the demand risk is 
entirely on their books, as against 
the more investor-comforting 
revenue sharing model. Given the 
furious pace at which cell phone 
operators are expanding their 





business, the fight for addi- 
tional spectrum will only be 
aggressive, given the new busi- 
ness on the anvil—value added 
services (3G) like real time inter- 
active services and high-speed 
internet service. 

"While the minister plans 
to kick off the auctions in June, 
given the procedures involved 
in transfer of spectrum, the 
auctions are likely to be 
delayed to September this 
year," says a senior telecom- 
munications ministry official. 

50, how will the pie be 
divided when the fresh spec- 
trum is auctioned? 

Industry experts argue that 
not every operator (at present, 
there are eight operators), may 
opt for a pan-India licence. 
And, to this extent, there will 
be markets where the freshly 
released spectrum may not be 
entirely utilised. 

Maran's pro-active han- 
dling of policy issues in other 
domains has also several opera- 
tors unhappy. His recent deci- 
sion to provide free broadband 
services across the country 
through state-owned BSNL and 
MTNL over the next two years has 
left several service providers wor- 
ried. “Services should not be 
offered free of cost, since it dis- 
torts the market,” says a represen- 
tative of the Internet Service 
Providers Association of India. 

While this move smacks of 
populism, no one can debate the 
need for greater penetration of 
telephony and broadband across 
the country. 


VIAVHO LNVINA3H 


AMIT MUKHERJEE 
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P-WATCH COLUMN The why, what and how-to of policy making. 
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SIPRA DAS 


A COUNTRY'S COMMERCIAL OUTLOOK İS 
often reflected in other domains 
as well. Take the case of Iran: Its 
invitation to Petroleum Minister 
Murli Deora was a feeble one— 
no programme details. And so, 
Deora deleted Iran from his over- 
seas tour programme. But, after 
having crossed the Indian shores, 
he received a “firm” invitation 
detailing his appointment with 
the Iranian President. Deora then 
hopped over to Iran, only to find 
that there was no change in its 
negotiating stand on the LNG 
supply deal. Clearly, more rea- 
sons than one for sanctions. 

BC 


AIRPORT BLUES — — 


—_—— — 


MODERNISING THE PRIORITY OF THE 
political class is key to mod- 
ernising airports in the country, if 
one goes by the recent experience 
of the ministerial group appointed 
to catalyse the modernisation 





programme in Mumbai. The 
problem: relocating slums. The 
solution is taking a while—the 
Group of Ministers met finally 
after a month- and-a-half of its 
constitution. What's worse: no 
decision was taken. 

BC 
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FITTHEPIPES RIGHT 


T IS NOT OFTEN THAT ONE ENCOUNTERS A SITUATION WHERE MULTINATIONAL 
luos clamour for market protection, while the Indian lot are more 
than willing to embrace competition. This debate is very much in play in 
the gas pipeline and distribution business, where regulation is in the 
formative stages. Critical it is, for gas supply in the country is set to vault 
to self-sufficiency levels in the next few years from the prevailing situa- 
tion of 50 per cent shortage. The question is: should you as a consumer 
have the choice to switch piped gas suppliers? Global energy majors like 
Shell and BG says “no”, while Reliance Industries (RIL) says “yes”. The 
latter's proposition is an enticing one—not only is it willing to foster 
competition, it is also agreeable to meeting social obligations which 
might not yield optimum returns, for example, con- 
verting 50 per cent of LPG demand in a city to 


piped natural gas (PNG) in a given time frame. — HÀ 





So, where is the debate? It is one of 
developing a market that fosters competi- 
tion. The multinational companies 
(MNCs) argue that exclusive rights 
(monopoly) for a limited period of 
time, say five years, is essential to 
ensure attractiveness of the business. 
This, since piped gas business is opiate 
in nature and takes time for the con- 
sumer base to grow. This regulatory 
option has its side effects—while it will 
result in faster penetration of PNG across 
the country, as players will opt for the diverse 
markets across the country, pricing and quality 
issues could well arise in greater measure. 

The decision, therefore, is not an easy one, and may well have to be 
tailored for different markets. For example, Delhi, which has witnessed 
penetration of compressed natural gas over the last decade, may not need 
any protection at all. 

The underpinning of any strategy in this business lies in access to 
natural gas. Not surprisingly, RIL is all too confident of taking the 
plunge with little cover—its gas discoveries in the KG basin are signif- 
icant—enough to fuel the energy needs of a couple of large states. 
What further helps it is the high-cost entry ticket for the gas market- 
ing business, spelt out by the government a few months ago—the 
marketer must, upfront, have a supply source. 

This entry barrier leaves out those in the process of contracting gas in 
the international markets or betting on domestic discoveries. And, while 
the prospects of finding oil and gas reserves in the country have soared 
over the past seven years, it will take around four-to-five years to reach a 
point of over-supply. Clearly, its Advantage Reliance, given that its sup- 
plies are slated to hit the market beginning next year. 

That is fine, except that government should bring down the entry 
barriers for this market. 
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© Mobile® Phones keep your workforce connected through 
r Microsoft Office interface, even when they're on the move. 
/ with your Microsoft Exchange Server, they deliver 
j data € into your phone’s inbox, without the need to 
pa est on a on and expensive servers or software. Since you 
utilis g infrastructure and investments, you get the lowest cost 
and most scalable m solution for your organisation. 

1 as Windows Mobile Phones are based on the familiar .NET 
k, the le you to access a multitude of business applications like 
orce x tom: mation and Microsoft Dynamics Mobile CRM 3.0, right on 
Window s Moble Phones. They also let your team access and share 
d ff md ation with customers and close deals faster. So irrespective of 
le are, they are always ready to take your business further. 


pd, got the power of Windows Mobile. 








ve move + "ay Office: Word, Excel, PowerPoint, Jpegs » Digital Camera » MP3 player » Pocket MSN 


.com/india/windowsmobile. To know more sms SMART A/B/C/D to 8888 (A-i-mate, B=O,, C=HP, D=Dopod) 
41523030/90, 41523730, O, : 9350263618, CA: 1800-4254999, 30304499, ๐ ๐ ๐๐ ๐ (Dopod): 9910193399. 


tion in the United States and/or other countries. Features shown in the above devices may vary. Terms and Conditions apply Connected 
ürector software). Service plans are required for Internet, WiFi and phone access. These products and services may need to be purchased 


ice Word Mobile, PowerPoint® Mobile, Excel* Mobile, Outlook* Mobile, Mobile CRM 3.0 and Sales Force Automation), features and 
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NUMBERS OF NOTE 
$2.7 billion (Rs 11,340 crore): The amount 


small and medium-sized Indian companies raised from 
the London Stock Exchange's Alternative Investment 
Market (AIM) in 2006 


$80 billion (rs 3,36,000 crore): The annual 
cost of discrimination against women who get only 
limited access to schools, hospitals and jobs in 
Asia-Pacific countries 


NEWS 


30,946. The number of people Infosys recruited 
in 2006-07. It now has 72,241 employees 





20. 7 per cent: India's public spending on health 
" as a percentage of the nation’s total health expendi- 
Kerala’s Achuthanandan: Changing with the times ture. The world average is 58.1 per cent, while 
those of China, Pakistan, Bangladesh are 33.7 per 
Q: APRIL 25, WHEN THE KERALA CABINET FINALLY cent, 34.9 per cent and 25.2 per cent, respectively 
approved the proposal by Dubai Internet City 
(DIC) to set up an IT park in Kochi called Smart City, 2? 3 million: The number of professionals required 
it brought the curtains down on an issue that had © in the services sector by 2010, mainly in the IT and 
been hanging fire for more than three years. Italso | TES segments, according to a study by IMD 
marked a major climb-down for the state's hardline ^ International Search and Consulting 
Marxist Chief Minister, Velikkakathu Sankaran 40 
Achuthanandan, 83, who had, as Leader of the "ui ' 
: dcn ' à per cent: The tele-density in urban India; the 
Opposition, vehemently opposed the project mooted ^ corresponding figure for rural areas is 2 per cent 
by the A.K. Antony-led United Democratic Front 
government in 2004. 2 2 .01 per cent: The growth rate of the Indian 
So, is Comrade VS, = he » called by the party auto industry in 2006-07 
faithful, realising the limitations of his ideology, or is 
this a one-off deviation from the codes enshrined in 2.35 million: Th — he Tivol 
his Little Red Book? After all, the Chief Minister has Motors in the first th es monter of 2007 The iii 
0 Liston EN > iets Japanese auto giant has overtaken US rival GM, which 


| | sold 2.26 million cars and small trucks during the 
2006. Examples: he banned the sale of Coca-Cola , fs ki 
and Pepsi Cóla in the state and also Au same period, to become the world's biggest carmaker 


Microsoft by declaring that only open source software pm 
will be used in government departments and Rs 26,75,400 crore: Estimated size of 


educational institutions in his state. ก กา DN y esp pampan to 

The CM, however, defends his decision. "The cur- Jed y 
EE แต 0 A p M iate 2 million: The number of barrels of oil produced by 
ate 90,000 jobs against 33,000 envisaged earlier." Iraq a day, down from about 3 million before the war 

Are these signs of pragmatism overcoming 
dogma? Or is he caving under pressure? It is no secret 80 million tonnes: Projected production of steel in 
that a powerful and progressive section of his party India by 2011 
wants the government to shed its antediluvian ideas 
and move with the times. Either way, the people of $3 billion (Rs 12,600 crore): Total FDI 
Kerala will be hoping that the Smart City marks a in food sector 
new phase of smart thinking by the LDF govemment. 

VENKATESHA BABU 10.5 million: Apple iPods sold in the 
first three months of 2007 


GIREESH G.V 
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RAKING IT IN 


Ever wondered what the big boys (and girls) of India Inc earn? We 
bring you what some of them earned as dividend income for 2006- 
07 from their listed companies. Mind you, this does not tell you the 
full story. Many of them also have private investments that swell the 
kitty further, but that's in the private domain and so, out of reach o 
prying publications like ourselves. MAHESH NAYAK 


~ AD - 








Chairman and Managing 
Director, Reliance Industries 








AZIM H. PREMJI 
Rs 697 cr ไก 


\ Rs ง ง C 


| Chairman and 
! Chief Mentor, 
Infosys Technolog 





SHIV NADAR 
Rs 403 cr 


Chairman, 
HCL Technologies 






Rs 23 Cr 


MD and CEO, 
Infosys Technologies 






Global Hedge Fund Industry: Growing and How 


Assets under management (AUM) by hedge funds continue to grow rapidly, reaching over $1.6 trillion (Rs. 67,20.000 crore) at the end of 2006 
Asia has made impressive progress 
Global Hedge Funds by Geographic Source of Funds 
Global Hedge Funds 
10.000 Assets under management T" 2002 2005 
( (in billions of U.S.dollars; J , 
: right scale) 1 600 Asia 3 Asia 10 
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source: Hedge Funds Research Inc.; and Hennessee Group LLC ur Source: Intemational Financial Services, Lon 
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Managing Director Director, Ranbaxy 
and CEO, Ranbaxy Laboratories 
Laboratories 


Rs 110 cr 


Note: Fortis Healthcare had not declared its results till the time of 
going to press and, so, has not been considered. 






RAMALINGA RAJU 


Rs 15 cr 


J Chairman, 
Satyam Computer 


PS 
ANIL AMBANI 


Rs 87 cr 


Chairman, R-ADAG 
Companies considered: 
Reliance Capital and 


Reliance Energy 

Note: Reliance Communications 
had not announced its dividend 
payout till the time of going to 
press. 


KIRAN MAZUMDAR-SHAW 


Rs 18 cr 


Chairperson, Biocon 





FOOTNOTE: Dividend income has been calculated on the basis of 
promoter's holdings as listed by CMIE. 


The growth in global hedge funds has been fuelled primarily 
by increased allocations from institutional investors (i.e., 
representing about 30 per cent of capital managed at year- 
end 2005, with wealthy individuals still representing over 
40 per cent of the sources of capital of AUM by hedge funds). 
Institutional investors have increasingly sought to invest in 
hedge funds for their diversification benefits and attractive 
risk-adjusted returns. Equity-related strategies remain 
pre-dominant and account for around 38 per cent of AUM 
However, in recent years, investors desire to obtain 
diversification benefits and asset allocation expertise has 
led to growing interest in opportunistic hedge fund strategies 
(e.g., event-driven and macro funds, multi-strategy funds, 
and strategies involving alternative asset classes (structured 
credit and insurance products, commodities and 

private equity) 
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TO BE PRECISE 





*We'll see the next Toyota coming from China 
and the next Samsung coming from India" 
Harold L. Sirkin, Senior VP, Boston Consulting Group, in New York Times 


“Between China and India, this (India) is the 
best market. Indians are ready to understand 
quality. In China, they are only impressed by 
the brand, they have no style" 

Diego Rossetti, CEO of Italian footwear brand Fratelli Rossetti, in Mint 


“We spend a lot of time strategising the key 
growth markets of the world. There are 
very few countries on the list and India is 
one of them" 

Rick Wagoner, CEO, General Motors, in The Times of India 


“We’ve always been part of a collective 
leadership. Infosys has definitely grown 
beyond the individual" 

Nandan Nilekani, co-Founder and Charrman-designate, Infosys 


Technologies, in BusinessWeek 


“Scale is a key competitive weapon. You have 
to have scale working for you, and that will 
lead some companies to sell and some to buy. 
All the top family companies are clear that 
they have to make choices” 

Rajeev Gupta, MD, Carlyle, on acquisitions by Indian companies, 


in Fortune 


“Today’s Leftism is: “Create jobs, remove 
poverty ร จ จ ร 


Buddhadeb Bhattacharjee, Chief Minister, West Bengal in 
The Financial Express 


“Poverty isn’t solved with donations” 
Carlos Slim Helu, third-richest man in tbe world and owner of Carso 
Global Telecom, in Forbes Online 


*Our experiences tell us that there can be no 
trade-off between inflation and growth— 
and stable prices add to growth" 

Y.V. Reddy, Governor of RBL in The Financial Express 


“This is Mumbai's moment. This is the 
opportunity to become the Hong Kong of 
the 90s and the Shanghai of 2000" 

Brooks Entwistle, MD, Goldman Sachs (India), in The Hindustan Times 
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Buy V-tel World Calling Cards in Rupees in India 


Your executives need to communicate, not end up raising 


the company's telephone bills when they are abroad. 


Consider this. With a V-tel card, you can cut down on 
international roaming bills by 90%! That's not all. From any 
country in the world, call rates are among the most 
attractive without the need to get chained to any particular 
network. 

We handle all of that. Plus calls can be made from the 
mobile by calling in to an access number and dialing a Pin 


and the calls are connected through our network. 


Next time, buy V-tel calling cards in India, in Rupees. Apar 
from saving you precious foreign currency, you get great voice 
quality with no hidden charges. The V-tel card is valid in ovei 
200 countries, so if your people want to call during a stopover 
they just need to head for the nearest phone booth. What': 
more, the remaining value on your card does not lapse for si» 


months. 


From now on, stick with V-tel. It will cut your executives 
telephone bills dramatically. You can close that big hole right 


now if you choose to. 


dekh essai cepta Dcus xxn ac IRR a 2 ๐ ๕ ละ ม ๓ ล่ ๐ ศศ ศศ ศั E EE 
The company (ม ิ ท ล ท น ร Technologies Limited) is proposing to make a public issue of Equity Shares and has filed a Draft Red Herring Prospectus wil 
SEBI. The Draft Red Herring Prospectus is available on the website of Dhanus Technologies Limited (The Issuer Company) at www.dhanus.net; SEE 
website at www.sebi.gov.in; and the website of SREI Capital Markets Ltd. (The Book Running Lead Manager) at www.srei.com 
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dhanus 


น Dhanus Enterpris 


^ Does this look like 
your executives travel 
expense statement? 


— 





World's Calling Card 


N 14/4, DLF Phase II, Gurgaon, Haryana -122 002 
Phone: +91 124 4059393 or visit us at www.v-tel.com 
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LAUNCHED: An 
Italian satellite by 
the Indian Space 
Research Organi- 
sation (ISRO) for 
$11 million (Rs 
46.2 crore). It was 
the first commer- 
cial space launch 
by India and will give the country a 
foothold in the $2.5 billion-a-year 
(Rs 10,500 crore) market dominated 
by the United States, Russia, China, 
the Ukraine and the European 
Space Agency. 





POSTPONED: By Carrefour, the 
world's second-largest retailer, its 
plans of entering the Indian market, 
following strong political opposition 
to the entry of MNC retailers in India. 
Earlier, in February, Commerce 
Minister Kamal Nath had announced 
that Carrefour had identified its Indian 
partner and that the name would be 
made public soon. 


CLEARED: By the Foreign 
Investment Promotion Board (FIPB), 
Vodafone's application to buy 52 per 
cent stake in Hutchison-Essar (HEL). 
The board has noted that the con- 
troversial 15 per cent minority share- 
holding in HEL is owned by Indians 
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and, hence, the foreign holding in 
the company will remain below the 
permitted level of 74 per cent after 
the deal is through. 


RANKED: By Think London, 
London's foreign direct investment 
agency, India as the #2 source of 
foreign investment in UK's capital. 
India accounted for 16 per cent of all 
new foreign investments in London 
between 2003 and 2007. 


RECORDED: By 
Reliance Industries, 
the country's largest 
private sector com- 
pany, net profits of 
Rs 10,908 crore 
and revenues of 
Rs 1,05,556 crore for the year ended 
March 31, 2007. This is the first 
time that any private sector Indian 
company has crossed the Rs 10,000- 
crore and Rs 1,00,000-crore marks in 
profits and turnover, respectively. 


JOINED: By Bharti Airtel, India's 
largest mobile phone company, the 
select list of Indian companies with 
annual net profits in excess of 
$1 billion (Rs 4,200 crore). The 
company recorded a net profit of 
Rs 4,257 crore in 2006-07. 
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SOUMITRA GHOSH 
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CSE: Desperate measures 


WO REGIONAL BOURSES—CALCUTTA 

Stock Exchange (CSE), once the 
second-largest in the country, and 
Delhi Stock Exchange (DSE)—are 
striving to meet the SEBI deadline of 
August 28 to divest 51 per cent stake 
to investors who are not trading mem- 
bers as part of their plans to revive 
themselves. 

DSE is investing in an all-India 
trading platform to replace its older 
trading software and hardware that 
was meant only for local trades. 
Simultaneously, it is negotiating with 
strategic investors in the US and Japan 
to invest in it. Says Vijay Bhushan, 
former President of DSE: "DSE has 
ample cash reserves that can be 
invested in nurturing and building the 
market through new products and 
new technologies." 

CSE's courtship of potential strate- 
gic investors, meanwhile, has drawn a 
blank, forcing it to extend the March 
23 deadline for submitting expres- 
sions of interest to April 30. Says CSE 
member Ajit Khandelwal: "There are 
hardly any traded volumes, so not 
many investors will be interested. It 
can, however, be run as an alternative 
market for SMEs." 

Clearly then, despite these fresh 
initiatives, it's still going to be an 
uphill climb to revive them. 

RISHI JOSHI 




















Swift react เอ ท. Having ncreased อน! Power transtormer Cast resin transformer Unitired sub stator Dry-type Transformer | Distribution Transt 


| m 
í , $ ^ 

เก r n cic ha ed hy 
Orr $ | IM เว ศศ เค อ น แ เว ง พ 











tå |] UNIVERSAL 


— 2 TRANSFORMERS 
by the RvA 
150-9001 RED F R Ts 
า กช ร ส ง ก งา ก ภา ช่ --- thepowerto ‘rans form 
| Unit | 26/A 2nd Phase Peenya Industrial Area Bangalore 560058 Phone +91 80 2839 6188/84, 2839 7219, 2839 6877 Fax +91 80 2839 7271 
Unit I Plot No 37 Sector 8A SIDCUL IE Haridwar Uttaranchal 249403 Phone +91 01334 235424 E-mail haridwar@upt.in 










Regional Offices 

Bangalore — W-204 Sunrise Chambers 22 Halasur Road Bangalore 560 042 Phone +91 80 4147 7032/33 Fax +91 80 4147 7031 E-mail bir@upi.in 

Chandigarh Cabin 209 2nd floor SCO11A Sector 7C Madhya Marg Chandigarh 160.019 Ph+91 7246 46406 Mobile +91 98764 44558 E-mail chandigarh@upt.in 
Chennai 23 Ist Floor Pullipur 2nd Main Road Trustpuram Kodambakam Chennai 600 024 Phone +91 44 2472 4049 Fax +91 44 2375 0379 E-mail chennai@upt.in 
Coimbatore 1 Jaganathan Colony Peelamedu Pedur Coimbatore 641004 Mobile +91 9940013150 E-mail kovai@upt.in 


Delhi 59/15 2nd Floor Satyam House Kalkaji Extension Opp Balaji Estate New Delhi 110019 Telefax+91 11 4162 9331/32 E-mail delhi@upt.in 
Hyderabad — Plot no 114 Methodist Colony, Kundanbagh. Begumpet Hyderabad 500016 Telefax +91 40 661 33025/26 Mobile +91 99496 91547 E-mail hyderabad@uptin 
Mysore 2799/A1 2nd Floor 8th Cross Adipampa Road V V Mohalla Kalidasa Road Mysore 570002 Phone +91 821 4242838 Mobile +91 9945132468 E-mail madhu@uptin 


Pune 104 Shalimar Triumph Telephone Exchange Road Vimananagar Pune 411 014 Telefax +91 20 2663 2909/10 E-mail pune@upt.in 









DEALTRACKER 


DEAL OF THE MONTH 


3g vedanta 


resources plc 





TARGET 





ACQUIRER 


BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in April 2007. 


Deal Particulars: Vedanta Resources has acquired Mitsui's 51 per cent stake in Sesa Goa. 
It has paid a consideration of $981 million (Rs 4,120 crore): this translates to 2 price of Rs 2,036 
per share. Vedanta will now have to make an open offer for 20 per cent additional stake in Sesa 
Goa at the acquisition price. The net consideration payable for the 71 per cent (51 per cent from 
Mitsui and 20 per cent from the public at large) stake will come to $1.37 billion (Rs 5,754 crore), 
giving it a total enterprise value of $1.80 billion (Rs 7,560 crore). 

Sesa Goa, the largest private sector iron ore player in India, has an annual production of around 
10 million tonnes, and estimated reserves of 150 million tonnes. It earned an EBITDA of Rs 890 
crore for the year ended March 31, 2006. The acquisition values the company at $12 ( Rs 504) per 
tonne of reserve, and at an EV/EBITDA multiple of 8.5. 


Impact Analysis: Due to the rapid growth in Chinese steel production, iron ore has become 
a prized commodity, and its prices have been increasing Steadily for the last four years. 
Vendanta, a metals and mining player with interests in copper, zinc and aluminium, has now been 
able to add iron ore to its portfolio of products. This is in line with the product portfolios of other 
global mining majors. The acquisition also fits into Vedanta's long-term Strategy of venturing into 
Steel manufacturing. 


INDUSTRY DEAL VALUE 


(Rs crore) 


STAKE 








Algoma Steel EssarSteel = — ^ à à Steel Acquisition 6,406 100% 
Sesa Goa . Vedanta Resources 1 Steel Acquisition — 4,070 9176 
PT Kaltim Prima Coal (KPC), PT Tata Power Company Coal & Mining Investment — 4,740 30% 
Arutmin Indonesia, and a company 
owned by PT Bumi Resources Tbk ine ete RN 
Anchor Electricals Matsushita Electric Works — Electrical accessories Acquisition 2,000 80% 
Air Sahara — JetAirways —  — Aviation Acquisition 1 450 100% 
Syndesis SubexAzure — — — $$ 5 Computer software Acquisition 695 100% 
RSH Golden Ace Retail Acquisition 630 61% 
Hollister-Stier Laboratories Jubilant Organosys - — - Pharmaceuticals Acquisition —— 500 10075 
Godrej Beverages & Foods Hershey Co ย ^ 1 11 131 à Food processing Acquisition 420 ง 1% 
Minnesota Steel Essar Global ——— - Steel Acquisition — 408 10076 
Gujarat Ambuja Cement Holim —— . Cement Investment 318 3076 
Hotel Campton Place IndianHotelsCo ——  ž Hospitality Acquisition 264 100% 
IRB Infrastructure Developers Goldman Sachs, Deutsche Bank Infrastructure Investment 260 12% 
and Merril lynch — — —— 
Indian Farmers Fertiliser Cooperative Coromandel Fertilisers Chemicals Investment 120 25% 
Stake in Godavari Fetilisers 
and Chemicals SI SA CES: 
Phoenix Lamps Ads Auto components Investment 106 20% 
Kinetic Engineering Clearwater Capital Partners Engineering Investment — 81 10% 
Quickmill Batliboi — R Engineering Acquisition 25 100% 
Granules India ISP Investco Pharmaceuticals Investment — 21 13% 


“Includes only M&A, private equtiy and brand sale transactions 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision 
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Markets remain volatile. 
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Indian Executives are Poorly Paid 


The latest annual edition of human resources consulting firm Mercer' s Global Pay Summary 
throws light on compensation packages around the world. The positions covered reflect entry- 
level to top management ones in 11 major job families such as finance, IT, sales and marketing, 
etc. Here, we present comparative salaries for four functions in the Asia-Pacific region 
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Note: The survey covered 50 countries. Total cash — base salary + allowances + variable bonus + commissions 
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EM AGE: 48 


e -— — 
A DESIGNATION: President & CEO 


COMPANY: Bharti Airtel 


SHEKHAR GHOSH 


Game Changer 


E IS THE MANAGING DIRECTOR-DESIGNATE OF INDIA'S LARGEST MOBILE PHONI 
company, but given his motto of “never be satisfied”, is already casing out the next 
mountain to climb. But more on that later. “We have to create burning platforms 
and raise dissatisfaction levels within the company," he says. That's a shocker of a state 
The new ment at first glance, but it encapsulates Kohli's philosophy. And it's designed to help retain 
BlackBerry 8800: Bharti Airtel's (umero uno position in a market that is extremely unkind to ci ymplacency 
| It’s a philosophy that works—Bharti's revenues have grown nearly six fold since 2002, whet 
he joined the company. 
A graduate from Delhi's Shri Ram College of Commerce, Kohli began his career 1 
the HR department of the DCM Group before moving on to operations and then finally 
into telecom with Escotel. ^I learnt a lot in manufacturing and after liberalisation, when 





More form 
More features. 
Nothing less 


& c & the services sector was really taking off, I decided to jump onto the telecom bandwag: m, 
๕ E he says. The stint in HR did come in handy at Bharti, w here Kohli introduced the now 
เม CR 1 common Six Sigma concept. 

อ €& A quick decision maker—he never keeps a decision pending for more than 24 hours 
— ม บา น Kohli's management style is very hands-on. *I don't know if there is something called ล hands 


off approach," he quips. And while he is willing to trust and delegate—giving high priorit 
to character and values—he admits that he’s extremely demanding when it comes t 
performance and delivery. He also likes to wear his nationalistic pride on his sleeves; 
conversations are invariably punctuated with references to India's great economic poten 
tial. “Airtel is a global company with an Indian ethos,” he says with visible pride. What's 
Air ! next on his agenda? Kohli is now readying for Airtel’s forays in Sri Lanka and select Us cities 
and the new IPTV venture that is expected to be launched by the end of this year. Then, he’s 





Buy online at www.airtel.in 


also trying to create an organisation that’s flat and informal—not an easy task when it 
D ME already clocks more than Rs 18,000 crore in annual revenues. These will challenge his 
Mobile Services | www.airtelin acumen, but then, no leader has ever attained greatness without passing a test by fire. 8a 4 
TEJEESH N.S. BEH 
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SATISH KAUSHIK 





A Different Deal 


WHEN ANIL SINGHVI JOINED GUJARAT AMBUJA IN 1986, 
the company, according to him, had *no balance 
sheet and no turnover." Today, it has a turnover in 
excess of Rs 5,000 crore. But end of April, Singhvi, 
46, hung up his boots as Managing Director of 
Gujarat Ambuja, and donned the role of an invest- 
ment advisor. He joined Geneva-based asset man- 
agement firm Notz Stucki as Partner, India opera- 
tions. But it may not be too much of a role change 
for him. At Ambuja, Singhvi was responsible for 
some of the deals, be it the buyouts of Modi Cements 
or DLF Cements, or the Big Bang Ambuja-Holcim 
deal. He, however, speaks of the decision to ac- 
quire the 14.8 per cent stake in ACC from the Tatas 
as the turning point for Ambuja and him. “In ret- 
rospect, | think we should have consolidated our po- 
sition in ACC," says Singhvi, a passionate tabla player. 
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Innovation Jump-Starter 


THE FIRST TIME AROUND US-BORN DEV PATNAIK THOUGHT 
of coming to India to take up a job, the travel agent 
tried to dissuade him. He ignored the advice. Lucky 
him. Because it was at Pune-based Forbes Marshall 
that Patnaik, 37, developed an approach to inno- 
vation that went on to inform the philosophy of his 
innovation consulting firm, Jump Associates. Now, 
Patnaik is back in India to help local companies 
innovate. “Our existing clients 

(in the us) also want to hear 
what the innovation land- 
scape in India looks like— 
what's really happening 
there, how can we help and 
what do we need to know?," 
says Patnaik, who is looking 
forward to the birth of his 
daughter. A product des- 
ign graduate from 
Stanford University, 
Patnaik is also an 
adjunct professor at 
the university and 
consults with some 
top companies 
such as Nike, , 
Harley Davidson £ 
and GE. India is- 
n't ล big mar- 
ket for inno- 
vation. But 
that’s precisely 
why Patnaik is 
here. 
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Logging Out 


SIX YEARS AFTER HE TOOK UP THE REIGNS OF NASSCOM, 
India's rr industry lobby, KIRAN KARNIK, who turned 
60 in March, is set to retire. Karnik, who worked 
with ISRO for two decades and then Discovery 
Networks India as MD, is expected to hand over the 
reins sometime over the next three to nine months 
when a successor is found. "Sixty is a good time to 
retire, but I will stay on board until a suitable 
replacement is identified," says Karnik, who denies 
that his decision is related to any conflicts within the 
IT industry. When Karnik joined Nasscom in 2001, 
the Indian rr industry was emerging from a bruising 
tech slowdown and BPOs were just about taking off. 
Today, IT services are worth $48 billion (Rs 2,01,600 
crore) in revenues, and BPOs $10 billion (Rs 42,000 
crore). Perhaps even Karnik couldn't have imagined 
that things would turn out this exciting. 


His New Bug 


ns 


HONIS YAANI L331N 





Broader Canvas 


DO A GOOD JOB AND GET REWARDED. FURO RSCG INDIA 
has a new Chief Creative Officer, and the new 
man is none other than SATBIR SINGH, until rec- 
ently its creative head in Delhi. It's a big vote of con- 
fidence for the 36-year-old and, not surprisingly, he's 
feeling a bit overwhelmed. “It’s just started sinking 
in, the adrenalin hasn't stopped pumping yet,” he 
says with a grin. So what got Singh the job? The fact 
that in his previous role he was instrumental in 
clinching several new deals and dramatically imp- 
roving the standard of creative output. No prizes for 
guessing what his employer wants him to do in 
the new role: Replicate the same results on an all- 
India scale. Watch this man. 


LOTS OF PEOPLE WOULD GIVE THEIR RIGHT ARM TO BE IN KALANITHI MARAN'S SHOES. HIS SUN TV NETWORK 
doesn't just have a stranglehold in southern markets, but it's a money-spinner. For 2006-07, the 
media major could report Rs 500 crore in revenues and a net profit of Rs 250 crore. So why is Maran, 
44, headed towards a money pit? We are talking about Sun's planned foray into aviation, as disclosed 


to the stock exchanges recently. Airlines are notoriously unprofitable—just ask any of them in India. 
Maran was not available for comment, but it is reasonable to assume that he will bring to 
aviation the same cautious management philosophy that he uses in running his media 
empire. For instance, he's still unwilling to foray into North India, where the dynamics 
of the TV market are vastly different. Therefore, it will be interesting to see what sort 

of an airline model he comes up with. 
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bt treadmill 


KAMEN SARRAR 


Attac(k) Your Abs 


N RECENT INSTALMENTS, THIS COLUMN HAS DESCRIBED EXERCISES THAT 
| Ss invented by some of the great names in bodybuilding—like 

George Zottman’s curls or Arnold Schwarzenegger's presses. Today, 
| have a homegrown abs move that promises to get you that washboard 
middle better than any other abdominal exercise that | have come across. 
And, I’m going to name it Abdul’s Toe-Touch Abs Crunch after my 
trainer who introduced me to it the other day. 

ATTAC is a variation on the crunch but what a variation! You lie on 
your back on the floor (on a mat if you like) as in Pic. 1. Your arms 
should be outstretched beyond your head; raise your legs with the left 
leg above and higher than the right leg; your higher leg should be at a 
45 degree angle with the floor. That's the starting position. Now bring 
your arms forward, lifting your body from the waist upwards, without 
moving your lower body, 
and try to touch the toes 
of the foot that is higher as 
in Pic. 2. That’s one repe- 
tition and, believe me, a 
very, very strenuous one. 
Do 15 of them. Then 
switch over and put your 
other leg on top. Do 15 
reps. Together they make 
one set. Do three. 

I know you probably 

won't be able to actually 
touch your toes but stretch 
your arms to the maxi- 
mum-—getting your fin- 
gertips close to the foot is enough. The trick is to do the movement 
slowly and feel the burn in your abs. Build this exercise into your abs 
routine and you won't regret it. Although I’m pretty sure there are vari- 
ants of this killer abs move around but I’ve decided to credit my 
trainer, Abdul, with its invention. The best thing about ATTAC is that it 
works out the upper, lower, middle and oblique parts of the abs—a true 
all-rolled-into-one abs workout. 
Postscript: | was quite chuffed when a colleague reminded me recently 
that Treadmill turns six in a couple of months from now. Frankly, when 
I started it back in June 2001, I'd never thought it would last this long. 
But as we went along, you, dear readers, have egged me on—Treadmill 
receives many e-mails with queries, suggestions and even, on occasion, 
case histories from people who've used exercise to bring about great 
changes in their lives. It's always encouraging and thrilling to receive 
feedback from readers but sometimes it's plain unabashed flattery. Like 
when a new business paper recently decided to introduce a fitness col- 
umn in its pages and called it very imaginatively, yes you guessed 
right, Treadmill! 








ง . MUSCL ES MANI 
write to musclesmani@intoday.com 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 


MIDDLE AGE 


MANTRAS 


IDDLE AGE (OVER 40) IS PERHAPS 

the time to take stock of heart 
beat, blood pressure, and go in for 
sundry health check-ups on a regular 
basis. But here are five essential tips 
to keep you in shape. 


Detoxification. Even if you eat well, 
many toxins from the air, water, and 
daily life can accumulate in your body 





and compromise your health. Says 


Dr M.P. Srivastava, Senior Consultant, 
Indian Spinal Injuries Centre, New 
Delhi: "Dur body requires detoxification 
at least once every six months. To 
support proper body function, eat a va- 
riety of nutrient-rich foods, including 
foods high in antioxidants—vitamin 
C (present in citrus fruits, mangoes 
and spinach) and beta carotene— 
and high in B vitamins (present in 
almonds, peanuts, and pine nuts)." 


Cut Fat. Say no to fried foods, burgers 
and other fatty meats. Says Dr 
Srivastava: "Dairy products such as 
cheese, milk and cream should be 
eaten in limited amounts. To avoid 
large blood sugar swings, try eating 
small meals throughout the day." 


Shiny Skin. Try a range of options to 
restore your youthful appearance, from 
exfoliation to laser resurfacing—a tech- 
nique that can remove the upper lay- 
ers of skin to reduce facial wrinkles, 
blemishes or acne scars. Says Dr 
Srivastava: "Also, Omega-3 fatty acid, 
found in some fish, is believed to help 
the skin stay elastic." 


Kick Caffeine. "Caffeine leeches cal- 
cium from the body, which is espe- 
cially problematic if you are at risk 
of osteoporosis," adds Dr Srivastava. 
Try drinking yoghurt, low-fat milk or 
blend bananas with honey. 


Bald and Beautiful. Don't treat or 
colour your hair too frequently. Stock 
up on pumpkin seeds, oysters, and 
nuts—great sources of zinc—for 
healthier locks. If all else fails, flaunt 
your baldness a /a Bruce Willis. 


MANU KAUSHIK 
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A Fantastic 





"STATIONM 3 


Gaming Console 


The new PS3 is probably the best thing going, 
but there are minor glitches and it's expensive. 


AMING HAS BEEN PART OF MY 

life for years. I have spent sev- 
eral hours plotting grizzly deaths 
on the Sony PS2 and the Microsoft 
Xbox 360. But a week with the 
Sony Playstation 3 (PS3) has left me 
with my jaw on the floor. 

First things first, this is a very 
good-looking console, but it is also 
pretty heavy. The standard kit has 
only one controller and, surp- 
risingly, no High-Definition 
Multimedia Interface (HDMI) out- 
put cable, despite the ps3’s Blu-Ray 
(BR) Disc playing ability. I know 
this sounds mundane, but this 





machine is meant to be a home- 
entertainment hub; so including 
the cable in the sales kit would 
have been ล nice touch. 

Sony sent across two titles with 


the Ps3. The first Resistance: Fall of 


Man (FOM) is a first-person story- 
shooter. It's a fantastic game with 
brilliant sound and picture qual- 
ity. The story was similar to other 


first-person shooters, 
with its post-apocalyptic 
description of a virus 
taking over the world. 
The gameplay was 
excellent. 

But it was the second 
title, MotorStorm, that had me 
hooked. This is, by far, the best rac- 
ing title I have played and I love 
the genre. It's a brilliant concept, 
with insanely good graphics that 
utilise the immense power of the 
PS3's ‘Cell’ processor. 

In fact, MotorStorm is also a 
great way to get acquainted with 


the Sony SIXAXIS controller, which 
uses an internal gyroscope to figure 
out movements and allows you to 
turn the car by just turning your 
controller gently to the left or right. 
It 15 not easy, not easy at all, but you 
slowly get the hang of it. Even on 
FOM, there are times when you get 
attacked by the chimera; the only 
way to beat them off is to violently 






shake the controller. 
| can carry on about the con 
sole and the games. I mean there 


are no two ways about it, the con 
sole and the titles are good, but it 
will cost Rs 39,990, quite a bit 
more than the competition, th« 
Microsoft 





XBox 360. which is not 


as capable though. And the extras, 


such as the cables and the add- 
itional controllers and even games, 
will tack quite a lot onto the price. 
Worth it? Maybe, if vou have the 
dosh. This is a superb svstem, but 
honestly, Sony should work dou- 
ble-time to introduce online mul- 
tiplayer gaming in India. 

KUSHAN MITRA 


M C 


Weird bame. 
Serious Car- 


HE GUYS AT THE NAMING 
department at Suzuki must 

be smoking something quite 

nice. SX4 apparently stands for 
Sports-Fun Four Seasons. What 
that means is for you to figure out. 
Name aside, this is a serious 
piece of machinery. In fact, it is 
not too far-fetched to say that this is 
clearly going to become the best 
car in its segment, 
because the Honda City 


Coming soon, Maruti's answer to the Honda City. 


its fairly generous legroom, but 
Suzuki’s brand new 1600cc M- 
series engine with 102 horsepower. 
The SX4 is the first Maruti to get 
this new engine with a refinement 
and performance that is genuinely 
surprising. The car snorts off the 
line with sufficient amounts of tyre- 
smoke, but low-speed power del- 
ivery is very smooth as well. 

Though BT didn't get a 


The SX4 is the chance to test out fuel 


is nowhere close, either Second step IN economy on the short 


on performance or, cru- 
cially, on specifications. 


comes with dual front 
airbags, automatic air-condition- 
ing, an integrated stereo with steer- 
ing mounted controls—all three 
being firsts in its class. And all this 
for an expected price of around 
Rs 7.5-8 lakh; the base model with 
none of the nice extras should be a 
considerable amount cheaper— 
maybe a shade under Rs 7 lakh. 
The clincher, however, is not 
what the car comes loaded with or 


Maruti's style 
makeover, after promise that the car will 
The top-end SX4 ZX! the Swift 


drive, Maruti engineers 


be frugal as well. The 
wide 205/60R16 tyres 
help with handling. 

Maruti is introducing this car 
shortly with two specification levels, 
the fully-loaded zxi and the vxi 
with, well, the same engine and 
body. If you do buy one, stick to 


the higher-end model; the level of 


kit is more than worth it. The SX4 is 
easily the best car Maruti has made 
in [India to date. 

KUSHAN MITRA 
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SUNS VW SLY: 


Unilever) and Reckitt and 
Benckiser to enter the market 
ended in failure and both have 
now largely withdrawn from it. 
The Rangas are confident that 
they can beat off the challenge 
from the cigarettes-to-hotels con- 
glomerate as well. Says Arjun: 
"We hold rrc in the highest es- 
teem, but this is a tough market to 
crack." What gives him confidence 
is that the business is a high vol- 
ume, low value, low margin one. 
"My most expensive incense stick 
sells for Rs 2.50 and the cheapest 
for just 30 paise. We have 600 
sales personnel, 3,000 distribtuors 
and reach 300,000 retail outlets," 
he adds. 

That, however, hasn't stopped 
a number of other players like 





Nirma, Gopal Zarda, MbH Masala 
Group and Jyothy Laboratories 
(of Ujala fame) from trying. They 


THE ANATOMY OF 
AN INCENSE STICK 


ncense sticks are made of a 


have launched their own brands 
recently, says Arjun Ranga. 

Meanwhile, the group is 
building on its expertise in fra- 
grances. It has floated a company 
called Ripple Fragrances that has 
launched deodorants and perfumes 
B under the DNA brand name. Arjun 
admits that while the group has 
proven product development ex- 
pertise, the distribution and logis- 
tics chain for personal care prod- 
ucts is a different ball game alto- 
gether. *We are in the process of 
putting it in place," he says. 

It won't be easy as, logistics 
apart, it will have 
to fight the HULS 
and the Godrejs on 
their home turf. 
But it will have to 
make the effort 
and climb that next 
step up the value 
chain. And the 
Rangas are hoping 
that the scent of 
success will remain 
as sweet as it Is 
at present. 


thin sliced bamboo reed (the 
stick) on which is rolled a dough 
(made of charcoal and the pow- 
dered bark of the Lauraceae tree), 
which when lit, gives out a pleas- 
ant scent. Neither the bamboo 
reed nor the dough have any kind 
of inherent fragrance. Called "neu- 
tral” bathis in industry parlance, 
these sticks are dipped into various 
fragrances to create various types 
of agarbathis. Sometimes, though, 
the fragrance is added to the 
dough before it is rolled on to the 
bamboo sticks, creating what are 
called masalabathis. Women are 
mainly employed for rolling agar- 
bathis. Companies such as NR 
Group supply sliced bamboo sticks 
and the dough to several low-in- 
come households in and around 
Mysore and collect the finished 
product later. On an average, a 
woman can roll around 3,000 
bathis a day and earn Rs 60 in 
return. More than 20,000 women 
are estimated to be rolling bathis 
in Mysore. 





Floral extracts find use in various 
products—from agarbathis to 
perfumes and toiletries 


five senior family members at any 
point in time (a /a the Coke for- 
mula), and is a trade secret that is 
passed down from one generation to 
the next. 

But the bread and 
butter of the group 
remains incense sticks 
and it is this market 
that it really domi- 
nates. Its Cycle brand 
agarbatbi is easily the 
leader in a market 
where 116 is the only 
other large player. 
Earlier attempts by 
Hindustan Lever 
(now Hindustan 
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share in jasmine extracts. 
The creation of a fragrance is 
part art and part science, says Kiran 
Ranga, Arjun's cousin and a partner 
in the business, who has taken a 
four-year perfumery course from 
the University of Plymouth, 
London. Unlike in the West, which 
uses a number of synthetic chemi- 
cals, Indian players like the NR 
Group are known for their use of 
natural materials. Kiran says that to 
get the smell of jasmine on to an in- 
cense stick is actually a difficult 
task. *There are 60 different chem- 
icals which finally give us the ole- 
factory feeling of having smelt a 
jasmine. Recreating that in the lab 
either through solvent extraction 
or other methods is a complex 
process. That is our key strength." 
There are more than 5,000 syn- 
thetic and natural compounds avail- 
able that help perfumers create var- 
ious fragrances. Says Arjun: "Our 
fragrances are used not just in in- 
cense sticks, but in everything from 
high-end perfumes, deodorants, 
eau de toilettes, to more humble 
things like bars of soap and toilet 
cleaning liquids." Internationally, 
there are just 6-8 major players, 
called flavour and fragrance 
houses—to whom NR Group sells 
its floral extracts—that control the 
$15-billion (Rs 64,500 crore)-plus 
market for fragrances. All perfumers 
buy the basic blends from F&F 
houses like Givaudan, 
Quest International and 
IFF and then brand and 
market them. 
Traditionally, con- k 
sumers in the West have E 
favoured fragrances like W 
lavender and rosemary. 
Kiran claims that the NR 
Group convinced these 
F&F houses to include 
Gundu Malle (scientific 
name: Jasmine Sambac), 
tuberose (Polianthes 
Tuberosa), Mimosa, white 
and pink lotus and even 


Roll in: Bamboo reeds being cut to size 


fragrances extracted from coffee 
beans in their basket. Jasmine ex- 
tracts sell for $3,500 (Rs 1,50,500) 
per kg. These F&F houses then cre- 
ate “blends” that they sell to the 
likes of Christian Dior, Calvin Klein 
and others. “We are experimenting 
with a number of new fragrances. 
Since our focus is on natural prod- 
ucts, the condition of the soil and 
the use of pesticides and fertilisers 
have a major impact. In order to 
have control over the quality of 
flowers that go into our products, 
we have entered into contract farm- 
ing arrangements with more than 
800 farmers in and around Mysore 
and Munnar,” says Kiran. In the 
domestic market, the company sup- 
plies floral extracts to players like 
Himalaya Drugs, CavinKare and 
Dabur, while globally, it supplies 
to the likes of Givudan, IFF and 
Quest, among others. 

Incidentally, these fragrances are 

a closely guarded family secret, 

known only to 












Clove leaves 


Orange blossom 


Big elaichi Charcoal 
Abies spectalilis Acacia arabia 





Ambar seeds 


Citrus reticutte 





herbal 
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nces are mixed to 


WAFTING SCENT DRIVE PRINTED 
OF SUCCESS CIRCUIT 





Wafting Scent of Success 





The next time you spray Poison from Christian Dior or Eternity from 
Calvin Klein, remember, some key ingredients may have come 
from the Mysore-based NR Group. VENKATESHA BABU 
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NR Group's Arjun Ranga: Has 
beaten a path from Mysore to 
global canvas of fragrance 
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HE ROYAL CITY OF MYSORE—SO 

called because of its numer- 

ous palaces, mostly built by 
the Wodeyars—has, in the last cou- 
ple of decades, lived in the shadow 
of Bangalore. But before the IT in- 
dustry put the latter on the global 
map and turned it into a brand 
and a pejorative verb (getting 
Bangalored), it was Mysore that 
was more famous; think yoga, silk, 
sandalwood and incense. Yes, in- 
cense. Most of the agarbathis that 
people burn before portraits and 
idols of gods and goddesses come 
from here—and even those that 
don't, have “Made in Mysore” 
stamped on them. “The incense in 
dustry in India has come a long 
way but is growing at a pace of 
just 3-4 per cent. And the fragrances 
we produce provide the base for 
several related industries,” says 
R. Guru, Chairman, of the Rs 325- 
crore N. Ranga Rao & Sons, the 
largest player in the Rs 1,200- 
crore industry. 

The production of agarbathis 
is no rocket science, admits Arjun 
M. Ranga, Managing Partner and a 
third generation scion of the NR 
Group. Entry barriers are low and 
the business is trade-driven. But it 
was one man, Narayana Ranga 
Rao, the founder of this group, 
who modernised this low-tech, 
manpower-intensive industry and 
put it on the global map. His com- 
pany now has a 40 per cent global 
market share in tuberose (rajnt- 
gandha) extracts and a 30 per cent 
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Crazy After All These Years 


Kishore Biyani is a breath of fresh air in a corporate world 
littered with inheritors and preservers. BRIAN CARVALHO 


IT HAPPENED IN INDIA ISHORE BIYANI IS STARK MAD. AND HE WON'T 
By Kishore Biyani with send Business Today and this writer a legal 
Dipayan Baishya | notice for saying so. The pioneer of organ- 
R ised retail in India—who has built such brands as 
Pp. 268 Pantaloons, Big Bazaar, Food Bazaar and Central— 
Price: Rs 99 is in a destructive mood these days. A few months 


ago, he demolished the organisation's structure, 
painstakingly created over the past decade (since ven- 
turing into modern retail with the Pantaloon chain 
of stores), to create a new platform for new ideas. 

Biyani is different, refreshingly. He hasn't yet 
read his horoscope (and doesn't appear likely to), 
and since an early age has been against religious 
practices and rituals. He's even tried to write this 
book in a non-linear format which, though com- 
mendable, may irritate conventional readers. But 
that's typical of a man who thought of the brand 
name WBB for the launch of a fabric for men's 
trousers way back in the 80s. Abhay Kamat, a 
long-time friend of Biyani, says: "I asked him 
what the brand meant. His reply was: ‘It is innovative.’ I thought he was 
crazy.” WBB incidentally stands for White, Blue and Brown. It worked. 

Nobody calls him crazy today because he's made it. “When one is 
young and tries to rewrite rules he is called ‘mad.’ But when he is finally 
successful, because he dared to risk it, he is called a ‘maverick’.” Biyani is 
still young (45), and the Future Group and organised retail itself in 
India are in their infantile years. So, why is he writing a biography when 
he and the industry still have miles to go? After all, one of his idols, Sam 
Walton (*the original master of rewriting rules"), founder of Wal-Mart, 
authored the classic Made in America, when he was on his deathbed. 
Bivani's efforts are ground-breaking, but as Irena Vittal, who heads 
McKinsey's retail practice in India, notes: "...It's too early to decide 
whether he is successful or not. The game has just begun." 

Biyani provides the answer in the Foreword to the book, via the 
voice of his son. He sees a need to tell his story to the ‘potential’ India of 
tomorrow, a story of *ordinary people who have made extraordinary things 
happen during our times." But the book may also be a sub-conscious 
attempt at attracting the accolades, which have been slow in coming. Biyani 
is conscious about the chasm that exists between first-generation achiev- 
ers like him—“small-time Marwari banias" who didn't go to B-school— 
and the “inheritors”. “There is a much respected lady from a large busi- 
ness house who used to refer to ours as ‘dirty stores’,” writes Biyani. 

Like many of the better business biographies, this one works at 
various levels—of the individual, the organisation he's built, the industry 
he operates in, the consumer he sells to and the insights he's picked up 
along the way. If reading about those who have done it can indeed help 
one become a successful entrepreneur, It Happened in India has to be 
compulsory reading. 
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By Yossi Sheff 


T'S EVERY MANUFACTURER'S WORST 
เณ parts that are sup- 
posed to reach the assembly line 
just in time don't for whatever rea- 
son. Lost sales is just one fallout of 
this scenario; loss in market share 
and customers switching to some 
other product are other damaging 
possibilities. In the modern envi- 
ronment, where supply chains are 
far flung not just within the coun- 
try but across the globe and man- 
ufacturers have fewer back-up sup- 
pliers, any disruption in supplies 
can have grave consequences. The 
Resilient Enterprise, then, is about 
so much on what the company 
does after disaster strikes as what 
it does before. Using examples, 
Sheffi, a professor of Engineering 
Systems at MIT and Director of 
the MIT Centre for Transportation 
and Logistics, shows how supply 
chain breakdowns can have dev- 
astating impacts, and what tech- 
niques companies can use to plan 
for contingencies. Standardisation, 
modular design and collaboration 
with suppliers, Sheffi says, are 
some ways in which the modem-day 
manufacturer can become resilient. 
The good part about the book is 
that although it is about a subject 
as complex as supply chain, it in 
itself is not complicated. Sheffi 
employs an easy narrative, and 
steers clear of complicated charts 
and graphs. Anyone responsible 
for managing supply chain will 
find that Sheffi's book, as one tes- 
timonial says, provides "food for 
thought and stimulus for action". 
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bt reporter's diary 


a place where people can hang 
around in groups, shop in groups, 
and display affection publicly," he 
says. "Unfortunately, the malls in 
India seem to have taken traditional 
store formats and crammed them in- 
side four walls." 

Paco, 54, should know. If re- 
tailing were a religion, he would 
be its high priest. About 30 years 
ago, Paco gave up part-time teach- 
ing (at City University of New York) 
and retail (he co-owned Ear Inn, a 
bar in downtown Manhattan that 
still exists) to set up Environmental 
Analysis and Planning Consultants, 
which later got rechristened 
Envirosell, of which he is now 
President & CEO. Truth be told, 
Paco, son of an American diplo- 
mat, did not set out to become a re- 
tail anthropologist. He was help- 
ing out at Project for Public Spaces 
back in the early 70s when he 
bumped into William “Holly” 
Whyte, one of its co-founders and a 
social scientist who spent his time 
studying how people interacted with 
public spaces and then coming up 
with newer designs that would make 
them even more people friendly. 

Paco's tryst with destiny came in 
the form of an assignment from 
New York's Lincoln Center, which 
wanted to find out if it could ex- 
pand a small store in the under- 
ground concourse without affecting 
the pedestrian walkways. To do 
that, he had to observe the 
pedestrians. One thing led to 
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| could do with a jacket, but where are the new arrivals? Paco at Lifestyle 


another and before Paco realised, he 
was in the business of observing 
shoppers and helping retailers un- 
derstand consumer behaviour. By 
1999. Paco (it's a Spanish nickname 
derived from his real name, Francis) 
had authored his first seminal book 
on the subject “Why We Buy: The 
Science of Shopping”, which has 
been translated into 18 different 
languages since, and followed it up 
with “Call of the Mall” in 2004 on 
the “geography of shopping”. 
Today, Paco is a familiar sight 
across stores around the world. He 
travels more than 100 days a year, 
flying to 19 different countries in 
five continents on assignments from 
clients such as Wal-Mart, Gap and 
Starbucks. A relatively late entrant to 
India, Paco's Envirosell has tied up 
with Delhi-based Technopak of 
Arvind Singhal (who could well be 
India's very own Paco Underhill). 
Meanwhile, Paco has moved on 
to a footwear store. He isn't happy 
with what he sees. To begin with, 
there are no mirrors at ankle height 
in the store; there's no sign that 
differentiates between new arrivals 
and old stock, and he's really sore 
with the way the lone check-out 
counter looks: a high chair, an old 
computer and an even older calcu- 
lator lying next to it. Our next stop 
is the departmental store chain, 
Lifestyle, where, I am hoping, Paco 


will find fewer flaws. | am wrong. 
Right at the entrance, there’s a big 
point-of-sale poster, but it is looking 
into the store, with the result that 
the shoppers walking in only get 
to see the poster’s blank side. Unable 
to resist, Paco flips the stand-mou- 
nted poster around only to be dis- 
appointed once more: The poster is 
of Microsoft's XBox 360—one of 
Paco's clients. “I’ve been telling 
these guvs that such displays need to 
be three dimensional,” he says in 
exasperation. 

Further down the store, he 
finally sees something that pleases 
him: a sign at the footwear depart- 
ment that says ‘new arrival’. But 
soon enough, he's back into his 
fault-finding mode: why aren't the 
chairs and tables in the store coffee 
shop the ones that the store sells? 
Why is the ad on the elevator doors 
that of a young man when it is sen 
ior citizens who are most likely to 
use the elevator? Why is there no 
attempt to make bed furnishing 
more eye-catching? “That’s not to 
say retailers in India aren't doing a 
good job,” says Paco. “It’s just that 
there's so much they can do bet- 
ter. But that's where we come in,” 
he says with a grin, before wrapping 
up our rwo-hour mall audit and 
dashing off for his next meeting. 

Paco, ladies and gentlemen, will 
be back. 8i 
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With Paco Underhill 


When the world’s best-known ‘retail anthropologist’ came to town, 
BT’s R. SRIDHARAN decided to tag along as he sized up a Gurgaon mall. 
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City Centre Mall, Gurgaon 


NE MOMENT 1 AM AT A SMALL 

table at Barista, waiting for 

my iced tea to arrive, and 
the next I am being almost dragged 
along by a six-foot-four-inch for- 
mer judoka aficionado into a small 
store selling fancy salwar kameez 
and sarees. “Tell me, what’s wrong 
with this store?” asks Paco Underhill, 
taking a corner near the store en- 
trance. Except that this is a Monday 
morning and there’s just one female 
customer in the store, I can’t find 


anything wrong with the way things 
look. Paco (“they used to call my 
dad Mr Underhill”) then takes a 
hard look at me, pauses for effect 
and continues: “Who do you think 
are the primary customers at this 
store?" It's a no-brainer. “Women,” 
[ tell him. “How many women do 
you see behind the counter?” Act- 
ually, there are none. “How would 
your wife feel if the male salesperson 
told her that she looked good in a 
saree or salwar kameez that she was 
trying out?” I get the point. “Take a 
look at this,” Paco now races to the 
far end of the store, where there 
are two trial rooms—rather, cubicles. 


PHOTOGRAPHS BY SATISH KAUSHIK 





“A trial room for women,” he ex- 
plains, “must have three different 
chambers: One, where she can 
change clothes; two, where she can 
walk about a little as she examines 
herself in the mirrors; and three, 
where her husband or boyfriend 
can wait, but with equal privacy, so 
that she can walk in wearing her 
new outfit for his approval.” 

It hasn’t been 15 minutes since | 
caught up with the world’s best- 
known ‘retail anthropologist’ at 
India’s best-known retail destina- 
tion, but he’s already demolished 
whatever little pride I had in India’s 
organised retail. “A mall should be 


BUSINESS TODAY 153 


MAY 20 2007 


St TI i ระ 





m) ๒ | P ๆ We mem | = 
"Uu ' f F 





> ณา 
' P 


X "1 a y 


Wish to 


REUNITE 
with a great organization? 


REJOIN! 


It takes drive, courage and conviction to light up the 
future. And that is exactly what NTPC does! 


Living up to its status as India's largest power utility 
and world's 6th largest thermal power generator, 
NTPC is conquering new frontiers with unfailing 
regularity. With a present installed capacity of 27,404 
MW and plans to be a 75,000 MW power utility by 
2017, NTPC has its task cut out; to power the 
progress of the new resurgent India. Expanding its 
scope beyond thermal power, to command a larger 
share of the power value chain. 


Encouraged by requests from a number of former 
NTPC executive professionals, who have expressed 


vd disi 
NTPC 


NTPC Limited 


(A Government of India Enterprise) 
NTPC Bhawan, Scope Complex, 7, Institutional Area, Lodhi Road, New Delhi-110003 


their desire to re-join, we once again welcome you to 
be part of this great organization in your functional 
areas. For detailed terms and conditions kindly 
visit our website : www.ntpc.co.in/jobs 


How to apply : Interested candidates will have to 
download the Application Form available on our 
website www.ntpc.co.in/jobs (or alternatively at 
jobs@NTPC ' Link in www.ntpc.co.in) and send the 
physical application form duly completed in all 
respects, by post, to Sr. Manager (HR- 
Recruitment), NTPC Limited, NTPC Bhawan, 
Core-7, SCOPE Complex, 7, Institutional Area, 
Lodhi Road, New Delhi-110003. 
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Finance Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


ACS, Inc., Senior IT Auditor, 
Bangalore, 4-8 Years, 3524962 
Candidate should have solid knowledge of 
generally accepted accounting principals 
(GAAP) and generally accepted auditing 
standards (GAAS), 


Anglo - Eastern Ship Management (1) 
Pvt. Ltd., Accountant, Mumbai, 6 - 10 
Years, 3515704 

Candidate should be responsible for 
maintaining accounts in Tally package, 
processing/checking payments, liaison with 
banks and ships, finalisation of ship accounts, 
processing and checking crew salaries and 
other ship reports, maintaining ship-wise 
accounts of principals. 


Aster Teleservices Pvt. Ltd., 
Accountants, Hyderabad, 2 - 3 Years, 
3538799 

Applicant must be able to maintain of books 
of accounts, ledgers, cash book, BRS, Cash 
and Bank transactions, and working on Tally 


package. 


Consero Global Solutions, Financial 
Analyst, Bangalore, 2 - 5 Years, 
3530157 

Applicant should be able to prepare and 
update financial information, ensure 
compliance with all necessary SOX controls, 
prepares monthly and quarterly business 
reviews, maintain cost budgets and forecasts, 
prepare various analyses as requested by 
management. 


ETP International Pvt. Ltd., Assistant 
Manager - Finance & Accounts, 
Mumbai, 3-5 Years, 3367889 

Applicant should be able to maintain the bank 
book, Inward / Outward Register, sales 
register, purchase register, bank statement, 
ledger A/C, & voucher entries etc, All 
Accounting Transactions Using Tally 
Software. 


Genpact, AM - FP & A Operational 
MIS, Hyderabad, 2-4 Years, 2831696 
Candidate should be able to understands the 
client's requirement and perform necessary 
analysis to provide the output desired, 
initiating leans and working on projects, 
delivering results on extremely short TAT. 
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Indorama Cement Limited, Officer 
Accounts, Mumbai,8 - 10 Years, 
3512111 


Job responsibilities include calculation of 
Input Tax Credit, calculation of VAT Payable, 
reparation & submission of monthly VAT 
return and Challan, procuring of statutory 
Form from Govt. Dept, preparation of 
Purchase Registers as per VAT, preparation of 
VAT Audit details etc. 


Integreon, Senior Analyst, Mumbai, 
2 - 5 Years, 3044312 

Applicant should have at least 2 year of 
experience in a financial /research 
/investment banking or other similar business 
environment. He should have sound 
knowledge of financial analytics (equity 
and/or fixed income). 

NetEnrich Technologies Pvt. Ltd., 
Finance Manager, Hyderabad, 4 - 6 
Years, 3528763 

You will be responsible for payroll, building 
finance, internal accounting, dealing with 
external auditors, budgeting, budget control, 
tax planning, and tax related statutory 
obligations. 


Quatrro BPO Solutions Pvt. Ltd., 
A.M. Finance, Gurgaon, 5 - 6 Years, 
3517138 

He should be able to handle a Team of 
Executives/ Sr. Executives, Statutory 
Compliances like TDS, FBT, Service Tax etc, 
Expense Management and ensure proper 
maintenance of books of accounts. 
Resonance Specialties Limited, GM 
Finance, Mumbai, 9 - 10 Years, 
3519362 

The candidate should be CA with experience 
in banking, accounting, budgeting, MIS, 
Statutory compliance. Preference for persons 
having working experience for more than 5yrs 
in multi product, multi locational, chemical/ 
pharma manufacturing company. 


Sambe Software Pvt. Ltd., Manager — 
Finance, Mumbai, 3 - 5 Years, 3522059 
He/she should be able to handle preparation 
of project feasibility report, project 
presentation, project cash flows, Calculation 
of IRR, financial ratios. Actively engage in 
assessing prospective deals for viability. 
Provide recommendations / approve 
prospective deals for further negotiations. 
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Tata Autocomp Systems Limited, BU 
CFO - TSAE, Bangalore, 15 - 20 Years, 
3539253 

You should be able to prepare business plans 
and Short-term/ long-term budgets for the 
Unit and monitoring of the Unit’s 
performance through a budgetary control 
system creation and management of robust 
processes and systems for effective 
management of revenues costs , assets and 
liabilities etc. 

Tata Chemicals Ltd., Work Accounts- 
Manager, Aligarh, Lucknow, 10 - 15 
Years, 2872005 

Candidate should have 10 - 15 years of 
experince in accounting related to supplier 
dealings, Excise & Sales Tax, Cost Records, 
Audit & handling of 
Statutory/Internal/Excise/Other Audits. 
Preferably the candidate should be from 
Fertilizer /Chemical Industry. 

Tesco India, Assistant Manager- 
Finance & accounts, Bangalore, 5-7 
Years, 3541404 

You will be responsible for ensuring stock take 
results are accurate and analyse the result if 
they are adverse, within the agreed timescales. 
The Madras Advertising Company 
Pvt. Ltd., Dy. Finance Manager 
(Advertising Agency), Chennai, 5 - 8 
Years, 3481110 

Entrant should be M.Com., with computer 
knowledge (MS Office, and preferably 
Foxpro) and ability to work with Accounting 
Software Packages. He should have 5 to 8 years 
of experience, preferably in an advertising 
agency ora media services company. 
Valentine Agro Ltd., Accounts 
Assistant, Mumbai, 1 - 10 Years, 
3527909 

As Accounts Assistant, you will be responsible 
for Purchase & Sales Entries, Maintaining 
Books of accounts, Bank A/cs, Cheque 
Printing, Filings, Raising Invoice, updating, 


HOW TO APPLY FOR THESE JOBS: 


1. Logon to www.monster.com 


2. Type the job ID in the "Search Jobs" 
box on the home page 
3. Click the "Go" button 
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Sales and Marketing Jobs 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Actis Technologies Pvt. Ltd.,Project 
Sales / Project Engineer, Chennai, 
Hyderabad, 2-8 Years, 3460923 
He/she would be responsible to design and 
market a wide range of hi-tech Audio 
Visual(Large Screen Display System, Audio 
Video, TeleConferencing, Lighting Control, 
Touchpanel Control Systems etc.) 


Bharti Comtel Ltd., Business 
Development Manager, Bangalore, 
Chennai, 5-8 Years, 3525512 

Candidate should have experience in 
Marketing/ Advertising/ MR/ PR, having 
experience in the field of training will be an 
added advantage with excellent 
communication skills. 


Diffusion Engineers Ltd., Manager - 
Exports, Nagpur, 3 - 10 Years, 
3538838 

The Manager - exports will be responsible for 
marketing activities in specified countries 
which include market survey, positioning of 
products, identifying / appointing 
distributors, business developement and other 
related functions. 


Envision Network Technologies Pvt. 
Ltd., Business Development 
Manager, Bangalore, 2 - 8 Years, 
3515908 

The person must have the sales & marketing 
experience in security solutions & services 
using Cisco PIX, Fortigate, Sonicwall & 
Check Point. 


Excel Technovation (P) Ltd., Sales 
Manager - Internet, Jaipur, 2 - 4 Years, 
3511423 

Entrant should have 2 to 4 years of experience 
in institutional sales preferably with a 
background in the sales of Internet 
Bandwidth, Lease Line, VPN, MPLS 
Networks, VSAT, Router & Modems. 


Hinditron Infosystems Pvt. Ltd., 
Business Development Manager, 
Delhi, Mumbai, 4-8 Years, 2171001 

Candidate should have 4 to 6 years of relevant 
experience in selling high performance 
servers, multi/parallel processing systems 


such as IBM/ HP/ SUN / Sgi etc. 


IL & FS Investsmart Securities 
Limited, Product Manager - 
Corporate Services, Mumbai, 4 - 10 
Years, 2828081 

Selected person should be responsible for 
design & consolidation of Service workflows 
& workflow guidelines, increase loyalty / 
retention by enabling consistent / 
personalized interaction across touch points. 


Indiabulls Securities Limited, AVP - 
HNI, Mumbai, 2-8 Years, 3516453 
The candidate would be responsible for 
building and maintaining relationships with 
the HNI's and acquire new clients for the 
stock broking regularly month on month. 


Intense Technologies Limited, 
Business Development Manager, 
Bangalore, Hyderabad, 3 - 6 Years, 
3515270 

The incumbent will be responsible for 
business development through direct leads 
and channel /business partners, achieving 
revenue targets for the designated product and 
territory, Product delivery, customer 
satisfaction and collections. 


Kansai Nerolac Paints Ltd., Product 
Manager - Industrial Marketing, 
Mumbai, 3-5 Years, 2979564 

Job responsibilities include market potential 
survey for niche/GI segment, New product 
developmentand new business development 
for the niche/Gl segment, stretegic planning 
to enter new market. 


Nous Infosystems Pvt. Ltd., Business 
Manager/ Business Head BPO/ 
ITES, Bangalore, 8 - 10 Years, 3535219 
Applicant should be able to create, develop, 
and close new business opportunitics, 
prospect, identify, and contact potential 
customers to accurately assess customer needs 
relative to the characteristics of their business. 


Omniture, Sales Engineer, 
Bangalore, Delhi, 3 - 10 Years, 
3517369 

The Sales Engineer will be responsible for 
technical account management, product 
demonstration, possesses a high-level of 
professionalism as the technical point of 
contact with the customer. 


Progressive Infotech, Busines 
Development Manager, Delhi 
Mumbai ,4-8 Years, 3532852 
Candidate should be a MBA with at least 
years of business development experience 1 
IT Services and Solutions selling for th 
Markets. 


Pyxis Systems Pvt. Ltd.,Sale 
Manager / Sales Head, Pune, 5 - 
Years, 3534968 | 
Entrant should be identify potential areas 
Cost, Quality & Delivery Improveme 
thereby leading business to profitabili 
Identify opportunities for proce 
improvement and offer technology solutio 
on ongoing basis for business needs. 


Robosoft Solutions Pvt. Ltd., E 
Sales, Ahmedabad, Mumbai, 2 - 
Years, 3513002 

He/she should be responsible for lea 
generation, business development, accour 
management, finalization, demonstratiof 
gathering feedback on the implemente 
solutions and to identify new business. 


Tata Autocomp Systems Limitec 
Customer Account Manager, Pune, 1 
-12 Years, 3534589 

Incumbent should possess strong produs 
costing skills, program & project managemet 
skills.He should have worked i 
Procurement/ Vendor development functio 
in OEM'S/ Auto component industry. 


Telexcell Information Systems Ltd 
Marketing Manager, Delhi 
Faridabad,3-6 Years, 3528423 

You will be responsible for Marcomm, Trac 
Marketing, Promotions, Events & Med 
relations, Brand building activities, visibility 
salience for brand name, services & offerings 


Ultra Group, Marketing Manage 
Mumbai 3-6 Years, 2754585 
Candidate should be self-starter and shoul 
have experience and capacity develop an 
manage a team for business developmes 
preferably from Media/Entertainmes 
Industry. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Give your resume the touch of a 


professional resume writer. 
To find out more, type ‘RR BT’ and SMS to 3636 
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IT Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


FCG Software Service (India) Pvt. 
Ltd., Business Analyst/ Senior 
Business Analyst, Bangalore, 
Mumbai, 4-7 Years, 3548805 
Applicant should have experience in 
development and execution of functional test 
cases and user acceptance testing, He should 
possess US health Insurance knowledge. 
Implementation or Configuration experience 
with any core administration package such as 
Facets, OMACS or AMISYS is a plus. 

Atos Origin India Pvt. Ltd., Project 
Manager, Mumbai, 8 - 15 years, 
3055396 

You will be responsible for definition, 
documentation and execution of all phases of 
projects, identification, assessment and 
management of risks in the projects. 

Ciena, Lead Hardware Engineer, 
Gurgaon, 7 - 15 Years, 3535763 

Applicant should be a B.E. in Electronics 
Engineering (M.Tech preferred) with min 7+ 
years direct hardware design experience. 
Hands on experience with the telecom and 
Networking technologies is a plus. 


CodeTheatre Infotech Pvt. Ltd., Java 
Architect, Bangalore, 6 - 9 Years, 
3520406 

Responsible for architecting, designing and 
developing of a business performance 
management product suite, and required to 
lead a team. Strong Core Java, SWING, J2EE 
skills (Servlets, Java networking), JSF, EJB 3.0, 
with hands on experience in OOAD. 


CodeTheatre Infotech Pvt. Ltd., 
Microsoft .NET Architect, 
Bangalore,6-9 Years, 3521779 
Candidate will be responsible for architecting, 
designing and developing of a business 
performance management product suite, and 
required to lead a team. OS: Windows 200x, 
XP, NT 4.0, Languages: C#, ASP.Net, 
VB.Net, UMLWeb Services , ASP, JSP, VB 
6.0/VBA/VBS, SOAP, Web Servers: IIS 5.0, 
IIS 4.0, Apache Server etc. 

Cybernet Software Systems, UNIX 
Admin, Chennai, 7 - 12 Years, 
3538163 

The Unix Engineer will be responsible for 
leading our AIX practice, focused on IBM P- 
series servers etc. 


CGI Systems and Mgmt Consultants 
Pvt. Ltd., Technical Architect, 
Bangalore, 8 - 12 Years, 3525349 
Applicant should have solid design expertise 
on the Application Level - OOAD, Database 
design, High Level Design, UML, Design 
patterns etc. He should have hand-on 
knowledge of. existing frameworks and 
architectures — Struts, Hibernate, Spring, J2ce- 
EJB, SOA, AJAX etc. 

Integration International INC, 
Solutiom™Architect/ Technical 
Architect, Pune 5 - 6 years, 3536022 
Selected person should have more than 5-6 
years of experience with design and 
architecting solution of building 
heterogeneous systems using multiple 
technologies like .NET, Java/J2EE .Net using 
object oriented programming model. 
IntraSoft Technologies Pvt. Ltd., 
Server Administration Team Leader, 
Kolkata, 3-10 Years, 3529830 

Entrant should be responsible for installing, 
configuring, and maintaining RedHat Linux 
Enterprise servers, monitoring the daily and 
weekly clean-up routines, backups , fault 
resolution, configuration, change and 
performance management. 

IP Soft India Pvt. Ltd., Oracle DBA, 
Bangalore, 3 - 7 Years, 3033874 

Job responsibilities include installation, 
configuration and upgrading of Oracle server 
software and related products, correct and 
maintain sound backup and recovery policies 
and procedures, implement and maintain 
database security. 

Iqura Technologies Pvt. Ltd., VC++ 
SSE / Module Lead, Bangalore, 3 - 6 
Years , 3532471 

Applicant should have 3-6 yrs experience in 
VC++/ MFC/ Win32API, should be 
experienced in multithreading and 
implementiation of DLLS. He should have 
experience in SOL Server and InstallSchield. 
Irus Infotech Pvt. Ltd., Integration 
Analyst, Hyderabad, 6 - 11 Years, 
3538371 

You will be responsible for designing, 
creating, and maintaining security and 
content structures within internal portal 
platform (DeloitteNet) environment. 


Lera Technologies Pvt. Ltd., 
Technical Architect - MS 
Technologies (.Net), Hyderabad, 3 - 8 
Years, 2466187 

Candidate should be responsible for the 
overall design, architecture, and 
implementation of a complex Dot Net 
productline etc. 


Onward Technologies Limited, 
Project Manager / Project Lead 
(Banking Domain), Chennai, 8 - 10 
Years, 2871962 

The ideal candidate must have extensive 
experience in - OOPS/Core Java/ Servlets/ 
Applets/ Struts/ Swing/ EJB/ JSP. He will be 
responsible for resource time management 
ctc. 

Sycamore Software Solutions Pvt. 
Ltd., Manager / Project Manager, 
Pune,6 - 10 Years, 3536773 

The incumbent should be hands on 
experience with Web and Multimedia 
Programming (Flash Action Script, XML, 
JAVA Script, VB Script, ASP, HTML, 
XHTML, DHTML, CSS, XSLT) etc. 


Symantec Corp., SQA Engineer, 
Pune,3- 5 Years, 2912113 

Applicant should be BE / B.Tech/ MCA/ 
MCM with 3-5 yrs. of experience in systems 
software QA / testing, He should have 
experience in testing system level products on 
Windows and UNIX platforms. 


Telerex Communications, Microsoft 
Certified Professional - Exchange, 
Mumbai, 3 - 5 Years, 3538546 

Entrant should have 4- years of experience in 
system administrator with expertise in Global 
Infrastructure management including setup, 
design, implementation and support of 
Microsoft products under various operating 
systems. 


Xius, Developer / Lead Developers/ 
Module Leads, Hyderabad, 2 - 6 
Years, 3487232 

Applicant should have working experience on 
GSM, CDMA, IN, IS-41,IMS,TAP, MMS, 
WAP, SIP based VoIP Networks, SS7etc. He 
should have 2+ years of proven software 
design, coding and development experience 
of Telecom/Datacom Products and Real- 
Time Applications. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 





"SAMSONS" group of Companies, 
Vice President - Railway Business, 
Mumbai, 10-15 Years, 3519643 

Person should be Mechanical Engineer with 
10 -15 years of OEM selling experience with 
at least 5 years experience in dealing with 
railways. He should have good 
communication skills and presentation skills. 


AAR International, General Manager, 
Delhi, 12-13 Years, 3480458 

The General Manager will have profit and loss 
accountability and responsible for the overall 
direction and administration of the program 
and services. He should have master’s degree 
M.A / MBA or a minimum of twelve years 
exp. 


Aricent, SQA Manager, Gurgaon, 8 - 
10 Years, 3519100 

Entrant should have at least 4 years’ of hands- 
on SQA implementation experience, related 
to ISO and SEI CMMI process models. He 
should be able to define metrics for 
measurement of success and use them to 
analyze problems for improving the identified 
processes. 


Atos Origin India Pvt. Ltd., Project 
Manager, Mumbai, 8 - 15 Years, 
3055396 

Applicant should be responsible for 
definition, documentation and execution of 
all phases of projects. He also be responsible 
for identification, assessment and 
management of risks in the projects. 


EMC Corporation, Principal SW 
Engineer, Bangalore, 7 - 10 Years, 
3012046 

You wil be responsible for providing 
technical expertise and leadership in 
developing new features of the eRoom 
product as well as providing guidance for 
fixing issues with existing features. . 


Enhanzee Training Solutions, 
Branch Manager, Delhi, Indore, 8-10 
Years, 3519338 

The incumbent should be a Graduate/ PG 
with 8 to 10 years of work experience in Sales 
& Distribution of Consumer Durables & 
Electronic Appliances, Individual should have 
excellent communication skills. 





Jobs I 'oday 


First Indian Corporation Private Ltd., 
Chief Financial Officer, Bangalore, 15 
-22Years, 3482089 

Responsible for all financial, regulatory and 
secretarial functions include accounting, 
monthly functional P&Ls and other financial 
statements, budgeting, audits and tax. 


GEA Energy Systems (I) Ltd., VP - 
Projects / Director - Projects, 
Chennai, 18- 25 Years, 3510707 
Looking for senior executives who have hands 
on experience in Execution and 
Commissioning of large scale power projects 
with a bent of business acumen. Candidate 
should be able to complete the project on time 
within the budgeted norms. 

Grand Polycoats Company Pvt. Ltd., 
General Manager - Operations, 
Baroda, 10-15 Years, 3520751 

The candidate should possess an excellent set 
of soft skills and should have thorough 
knowledge in planning, scheduling, resource 
mobilisation, optimal utilisation of men, 
machine and material, handling projects and 
liaison for health and safety management. 
Infotech Enterprises Limited, 
Program Manager, Hyderabad, 10 - 15 
Years, 3466984 

Person should have at least 10 years of Project 
Management experience in an IT industry. He 
will be responsible for proactively identify 
challenges, issues and risks in project delivery 
and develop a mitigation plan working closely 
with the client facing teams (ie. BDMs, 
marketing ctc). 

Inter Globe Technologies Pvt. Ltd., 
Delivery Manager, Gurgaon, 10 - 15 
Years, 3385448 

Delivery Manager will be responsible for large 
US / UK Client Accounts. He will be 
responsible for client relationship 
management, people development etc. 


Kap (India) Projects & Constructions 
Pvt. Ltd, General Manager - Civil 
Engineering, Bangalore, 15 - 25 Years, 
3502328 

Incumbent should be a graduate in Civil 
Engineering preferably with MBA and good 
track record with atleast 15 years experience in 
a similar or slightly lower level. 
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Oracle India Pvt. Ltd., Director/ 
Manager, Bangalore, 12 - 17 Yea: 
3511222 

Successful candidate must be a self-starter; 
a team player. He should be able to mana 
software development projects through 
Software development life cycle pha: 
milestones, Architecting etc. 

The Indus International Scho 
Principal, Bangalore, 10 - 20 Yea 
3514210 

Candidate should be able to maintain 3 
develop whole School policies in accordat 
with the philosophy and ethos of the Bo: 
Trustees, and is responsible to the CEO | 
the practices and procedures which supp: 
these policies. 

TMI Network, Head Operatio 
Bangalore, 8 - 10 Years, 3511365 
Candidate should be able to manage a lai 
scale lifestyle retail outlet of more than 50,0 
Sq. ft area with multiple stores, Candida 
from reputed retail outlet with prior expos: 
to operations only need to apply. 

VKL Spices and Seasoning, Head Q 
Kochi, 12 - 15 Years, 3523787 
Incumbent will be responsible for developi 
and implementing systems in quali 
assurance, quality control and proce 
development. He will also be responsible į 
Quality Management System and Food Saf 
Systems. 

Wipro Technologies, SAP Delive: 
Manager, Bangalore, 10 - 15 Year 
3522074 

Entrant should be able to lead a team « 
individual contributors focused on providi 
support and solution engineering fi 
Participates in periodic customer review 
develops support process improvements, ar 
manages customer driven funnel c 
application related project activity. 

Xius, Technical Manager R ๕ I 
Hyderabad, 8 - 12 Years, 3487267 
Candidate should have working experience o 
GSM, CDMA, IN, IS-41,[MS|TAP, MM! 
WAP, SIP based VoIP Networks, $87 etc. H 
should have around 10+ years of prove 
software design, coding and dewelopmer 
experience of Telecom/Datacom Product 
and Real-Time Applications. etc. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Hospitality Pays 
The hotel industry is recruiting by the thousands. 


NDIA HAS 160,000 HOTEL ROOMS (WHICH ARE AFFILIATED 
Ls Federation of Hotel & Restaurant Association of 
India) and about 300,000 rooms, which are not. The 
shortage: 100,000 rooms, according to an FHRAI study. 
Given the hospitality industry's standard room-employee 
ratio of 1:2, there is clearly room for the creation of 
200,000 jobs. *The indirect employment generation 
potential is five times as much," says Rajesh Mishra, 
President, FHRAL Currently, 281 star hotels with 30,000 
rooms are being built across the country. That means 
at least 60,000 direct jobs will be created over the 
next two years. “We are still in a pre-boom stage. 
When the hospitality boom reaches its crest, there 
will be a dearth of trained manpower," he adds. So, if 
you're looking for a job and meet the criteria, the 
hospitality industry could well be your ladder to success. 

RITWIK MUKHERJEE 


FACT BOX 


WHO'S HIRING: Indian Hotels, East India Hotels, ITC 
Hotels, Leela Group, and every other large, medium and 
small hotel chain and even standalone properties. 


WHO'RE THEY HIRING: MBAs and pros from rival chains 
and graduates of hotel management institutes. 


habo 1 เฉ ส จ mc eo CNN 
AT WHAT LEVEL: At all levels. mid-level, junior and entry- 
level recruitments are most common. Some senior- 
level movements are also taking place. 


ละ ร RT 
AT WHAT SALARIES: At senior levels: Rs 20-50 lakh p.a.; 
at middle levels: Rs 8-20 lakh p.a.; at junior and 
entry-levels: Rs 2-8 lakh p.a. 


WHAT ARE THE NUMBERS LIKE: At least 60,000 jobs will be 
created over the next couple of years; this may rise to 
200,000 over the following three. 





Search for a job witha Monster PIE 
by your side 
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Post your Resume for FREE Today 
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COUNSELLING 


HELP 
TARUN! 


Q: | am a 21-year-old pursuing MSc (Operational Research). 
| am interested in doing a management programme after 
completing this course. Will it help my prospects? Also, 
name a few reputed institutes | could consider. 

A programme in management will definitely help 
and enhance your career prospects. [ would recom- 
mend a full-time MBA programme. There are sev- 
eral reputed institutes offering MBA programm 

FMS, XLRI, Symbiosis, ISB, etc. Most of them have 
stringent entrance criteria—so you will need to be 
prepared. All the best. 


Q: | have done my post-graduation in agriculture. At 
present, | am working in an agro-input-based industry. | wish 
to make a switch to retailing. Is there any training or 
course | need to take to make the switch? 

You must realise that the retail sector is very different 
from the one you are in now. However, if you are 
sure this is the line for you, there are certain things you 
must keep in mind. Retailing is a fast growing industry. 
There are many career streams available within the in- 
dustry—sales, merchandising and purchase to normal 
corporate functions like HR, finance, etc. So, you 
will have to choose a specialisation depending on the 
function you want to get into. 

Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 


c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—110055. 
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cities and markets is an added ad- 
vantage," says Subash Rao Director, 
HR, Cisco India. Some companies 
have institutionalised this process. 
"Our managers are encouraged to 
take responsible positions outside 
India and are groomed accord- 
ingly,” adds Bhaskar Das, VP, HR, at 
Cognizant India. 

Companies in sectors such as 
financial services, infrastructure, 
hospitality, engineering and metals 





therein) can vary widely from 
country to country. HR heads and 
executives say that at least a crash 
course (and, if possible, a more 
detailed programme) on these is- 
sues is a mandatory step. 
"Executives need flexibility and 
strong domain knowledge not only 
in the operational aspects of their 
job, but also an understanding of 
global trends and how to customise 
broad strategies for a local mar- 


"Indian managers have a higher uncertainty- 
avoidance threshold than their counterparts in the West" 


P.C. Rajiv/ HR Head/ ABB India and South Asia 


are also following a similar path. 
"While cultural sensitisation is a 
pre-requisite for these relocations, 
the more critical quality is the ability 
to quickly understand and be able to 
operate in a more dynamic and 
competitive environment than is 
available at home,” says Sanjay Jain, 
Head of Marketing, Bajaj Allianz. 
In sectors such as financial serv- 
ices, the rules and norms cover- 
ing areas such as risk and compli- 
ance (and the ethics involved 
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ket," contends Jain. 

The rise of the Indian services 
industry means that sectors such as 
hospitality, too, are leveraging the 
Indian managers' global ambitions. 
For example, Taj Palaces and 
Resorts has begun to globalise its 
presence and has begun to re-orient 
its employees accordingly. 
"Adapting to a work culture in ad- 
vanced countries where the 
workforce is more aware about 
their rights than their obligation 


to perform is the challenge; the 
service orientation towards guests 
in many advanced countries is 
more mechanical than natural. 
Adhering to high guest service stan- 
dards is, therefore, becoming in- 
creasingly difficult in advanced 
countries. This is a factor that 
Indian managers need to adapt 
to," says Yogesh Sriram, Head, HR, 
Taj Palaces and Resorts. 

Part of the adaptation process, say 
managers, is a drastic change in 
mindset. *Indian managers need to 
develop a much broader outlook, 
both personally and professionally," 
says Murali Bala Subramanyam, 
Executive VP of RPO Worldwide, a us- 
based recruitment process out- 
sourcing firm and subsidiary of 
Bangalore-based rr solutions com- 
pany iGate. “It’s the nuances of dif- 
ferent markets and economies that 
Indians need to adjust to: Australia 
has strict rules on labour and the 
time that people spend at work; in 
Japan, removing non-performing 
employees is an extremely costly 
proposition; and it is not as easy as 
people think to hand over a pink 
slip in the Us,” says Nortel’s Kumar. 

The good news for Indian man- 
agers is that most of them already 
possess the basic skill sets required 
to operate on the global stage. 
“Indians are masters of managing 
chaos at home; so they can easily 
adapt to more streamlined mar- 
kets in the West,” claims Neeraj 
Gupta, Executive Vice President 
of Patni Computers, who has 
worked both in the West and here. 
ABB's Head of HR, P.C. Rajiv, sums 
up the issue. “Indian managers have 
a higher uncertainty-avoidance 
threshold than their counterparts in 
the West. This ability to take quick 
decisions in the face of ambiguity is 
something they must leverage on 
the global platform.” 

So, the next time your boss gives 
you a difficult assignment, grab it 
with both hands. It could well be 
your ticket to the world. 





"Having worked in different cities and markets is an added 
advantage. A global mindset is perhaps the foundation of 
this entire process of becoming a global manager" 


Subash Rao/ Director, HR/ Cisco India 


fore going ahead and applying for 
the position. Bear in mind that apart 
from your core competence in your 
chosen field, you will also need a 
host of soft and cultural skills that 
you either took for granted in your 
job in India or, worse, didn't even 
know you needed. 

Kompalli, who credits his me- 
teoric rise to support from his em- 
ployer, says: “There are many op- 
portunities if you’re willing to hunt 
around and take risks and face 
challenges.” HR execs at large 
multinationals add that the best 
opportunities may often be right in 
front of you and it’s only a matter 
of making the most of them. “All 
our internal job vacancies are posted 
on our intranet and anyone is free 
to apply. We encourage people to 
apply for jobs anywhere in the 
world and there are no geographi- 
cal restrictions,” says Zarir Batlivala, 





HOW TO GO GLOBAL 


The Ambitious Manager's Checklist. 


m Look around for opportunities; 
your company's intranet 
is a good place to start. 


m Equip yourself to operate outside 
India; learn inter-cultural and soft 
skills. Learn a sport like 
squash, tennis or golf. 


m Make sure you take crash/longer 
courses on the compliance and 
regulatory issues 


m Prove your worth by taking up 
and delivering on difficult 
assignments no one else wants. 


m Have patience: getting used to a 
new environment takes time 
and perseverance. 


VP, HR, at HP India. 
Companies such as SAP and HP 
provide extensive cultural and busi- 
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ness reorientation programmes that 
train executives for global positions; 
and senior managers are often 
mandatorily put through these 
courses. Satish Venkatachaliah, vP 
HR, SAP Labs India, says the com- 
pany has a variety of programmes 
for its executives, ranging from two- 
day workshops on “the global soft- 
ware professional” to one on “man- 
aging virtual teams” conducted in 
six modules. 

Being able to work with a muln- 
cultural and multi-racial workforce 
is perhaps the most critical charac- 
teristic that needs to be acquired. 
“This was a gradual process for me 
and it took 12 to 18 months, before 
[ became comfortable with the work 
culture," says T.V. Hariharan, 
Managing Director, Europe, for 
24/7 Customer, who relocated to 
London four years ago from the 
BPO operator's Bangalore opera- 
tions. He points out that the 
changes can be basic cultural alter- 
ations related to work-life balance 
(mixing the two is a strict-no-no in 
the UK) to more specific issues of 
business ethics and code of con- 
duct. Adapting to different cultures, 
understanding employee attitudes, 
work timings and respecting their 
work styles are also extremely im- 
portant. “Five years ago, Indians 
taking on global roles used to face 
tremendous hurdles gaining ac- 
ceptance from their peers, but the 
situation has improved now,” says 
Praveen Kumar, Vice President, 
Nortel Services, Asia, who works 
out of Singapore. 

According to executives, be- 
coming a global manager involves a 
diverse set of skills and traits, which 
can be learnt within the confines 
of a classroom and on the job. 
*Having a global mindset is per- 
haps the foundation of this entire 
process. Having worked in different 


_ willing to work in a multicultural environment 
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NS CAREERS 
Being a 
Global 


Manager 


Want to work abroad? 
Here's how you can 
scale up your skill sets 
to match your ambitions. 
RAHUL SACHITANAND 


VER THE LAST THREE 

years, Prasad Kompalli, 

32, Senior Vice Presi- 

dent, SAP NetWeaver 
Development, sAP Labs, has mor- 
phed from managing a small 20- 
person team to heading a 300- 
strong team responsible for key 
strategic decisions at the German 
enterprise software giant's global 
headquarters in Walldorf. And he is- 
n't the only one. Rather than being 
content with operating in a re- 
stricted geographical or operational 
framework, many execs such as 
Kompalli are leveraging India Inc.’s 
global expansion to evolve into 
global managers. This change is 
happening on two fronts: one, 
Indian companies are going global 
like never before, compelling their 
managers to adjust to working on 
a larger scale; and secondly, MNCs 
are tapping Indians for many 
global positions. 

These are lucrative positions 
and often the first step in the climb 
to greater heights in your employer's 
global pecking order. But it is im- 
portant that you equip yourself 
thoroughly for the task at hand be- 
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“Our managers are encouraged to take responsible 
positions outside India 
Bhaskar Das/ HR Head/ Cognizant 
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Rather than being content on home turf, execs are 


Cheaper? Not Yet 


There's news for small home loan borrowers, rates might taper off. 


MALLER HOME LOAN BORROWERS 
๑ could get to see lower rates. But 
don't lick your chops yet. As is 
understood from banking sources, 
banks have yet to take a view on 
whether the interest rates for this 
category of home loans will get the 
benefit of the risk weight reduc- 
tion offered by RBI in its 
credit policy. 

The Reserve Bank of India, in its 
latest credit policy, cut the risk 
weight on home loans up to Rs 20 
lakh from 75 per cent to 50 per 
cent. The central bank feels that 
smaller home loans are less risky 
and signals that banks could be a lit- 
tle more aggressive in lending to 
this segment. This also ensures that 


the mass market has access to 
cheaper funds. 

But as of now, it seems, bankers 
are in no hurry to pass on this 
reduction in costs to borrowers. 
Besides, the benefits will be mar- 
ginal. Says Sangeet Shukla, GM 
(Personal Banking), State Bank of 
India: *The benefit would be very 
small. It would be about 25-30 basis 
points. What this decision of RBI 
does is for banks to look at home 
loans more positively." 

But others feel that there could 
be re-alignment of the rates sooner 
than later. Adds Mukun Hari 
Jhachak, Head (retail), Bank of 
Baroda, Chennai: *This will ensure 
that housing interest rates fall by 





Honey, MFs Shrunk the SIP 


The new micro-SIP initiative will boost small investor participation. 


N THE WORLD OF MUTUAL FUND 
Loses it's usually the bigger 
investors who are favoured over 
the smaller ones. Which is why 
when it's a question of what's the 
least one should invest, it's no ques- 
tion that some of the smaller rural 
investors aren't able to match up 
with the urban investors. But a new 
concept is going to change the con- 
tours of investing for the small in- 
vestor—micro SIP. 

For as little as Rs 50 a month, 
small investors can now invest in 
mutual funds. Prudential cic] Mutual 
Fund announced a micro SIP (sys- 
tematic investment plan) scheme 
that’s going to benefit a lot of small 
and rural investors. On starting of mi- 
cro SIP, Pankaj Razdan, Managing 
Director & CEO, Prudential ICICI 
AMC, said, “It’s a social purpose with 
a business opportunity.” The fund is 
launched with the idea of targeting 
lower strata of the population that 


Small, but Sweet 


e The minimum investment limit 
for a SIP is down to as low 
as Rs 50 

e More rural and small investors 
can now participate in mutual 
funds 

e SIP products as a category have 
been getting quite popular with 
the investing class 

e The entry loads are expected to 
remain as with existing SIPs 


really requires money for develop- 
ment. “The index has jumped from 
2,000 to 14,000. However, those 
who really want money have not 
benefited from the market boom. 
Therefore, we wanted to target these 
people and make a difference in 
their life," says Razdan. 

Earlier, Reliance Mutual Fund 
also announced a similar micro-in- 
vestment initiative that had Rs 100 





25 to 50 basis points." Let's hope 
it's sooner. 
ANUSHA SUBRAMANIAN AND 


NITYA VARADARAJAN 





as the minimum investment amount. 
Other mutual fund houses are also 
said to be considering similar prod- 
ucts, which will also expand the 
mutual fund investor universe. 

An SIP is like a monthly invest- 
ment scheme or a recurring deposit 
with a bank where you invest a small 
amount every month. Of late, MF 
investments through the siP route 
have been quite popular with more 
investors participating through this 
route. Market watchers reckon that 
SIPs now contribute close to around 
7-8 per cent of new fund inflows in 
equity products. But it deterred rural 
investors, as the minimum invest- 
ment was at Rs 500. The new siP 
will work much in the same way, 
with a similar 2.25-2.5 per cent entry 
load structure. Thanks to this ini- 
tiative, small investors will be laugh- 
ing all the way to the mutual funds. เพ 

CLIFFORD ALVARES AND 
MAHESH NAYAK 
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Go Floating? 


As the interest rates rise, floating rate deposits and funds could just be what you need. 


NITYA VARADARAJAN 


U'VE HEARD OF FLOATING RATE 
b nde loans, but here comes the 
floating rate fixed deposits. Banks 
have begun to offer floating rate 
fixed deposits to investors where 
the interest payment increases as 
the rates in the economy increase. 
Among the first to launch a floating 
rate scheme is the Punjab National 
Bank. Over the last seven months, 
interest rates on bank deposits have 
increased from around 7 per cent to 
around 10 per cent—the last time 
banks offered such exciting rates 
was nearly a decade ago. 

Of late, investors were scram- 
bling to break old fixed deposits at 
lower yields and redeploying them in 
fresh ones at higher rates of interest, 
as rates at the short-term are higher 
and many banks are offering excel- 
lent short-term returns. But you need 
not go through the hassle of breaking 
your fixed deposit every time the 
rate increases—instead take a look at 
the floating rate fixed deposit. 

When interest rates dip, both 
floating rate deposits and funds will 
lose money for the investor as yields 
take a beating. The rates on such 
deposits will periodically get 

adjusted according to the rates in the 
economy so floating rate deposits 
work best in a rising interest rate 
scenario, and is hardly the place to 
get stuck in when the rates start to 
slide. As of now, there are no signs 
of interest rates cooling off, but as 
inflation starts to tame, the rates 
are expected to taper off. 


Floating Smart 

Another similar product that's just 
appropriate for investment now is 
the floating rate mutual fund. 





ter a Change, Just Float 





e Ifthe interest rate falls, floaters’ yield tumbles so go for them only during 


rale increases 


e Fl rate funds are more tax efficient than bank floati rate FDs 
e Switch to fixed rates immediately if the interest rates have peaked out 


Floating rate funds invest in bonds 
and securities that are floating in 
nature and returns are benchmarked 
against a particular index such as 
MIBOR. The coupon rates could be 
reset every three to six months. 
Says Uttam Agarwal, a certified 
financial planner and Vice President 
(Mutual Funds), Bajaj Capital: “If 
the investor favours debt over eq- 
uity, a floating rate mutual fund is 
an attractive option. In the last one 
year, these averaged 7 per cent, 
though in the last one week return 
has been 9 per cent.” 

If a person opts for a term of less 
than one year for a floating rate 
mutual fund, the dividend option 
works fine—where a dividend tax of 
12.5 per cent is charged (there is 
also a surcharge). If the tenure is 
longer, the growth option is attractive. 

Comparing post-tax returns, 
for instance, if the bank deposit 
offers an interest rate of 10 per 
cent, a deposit of Rs 100 grows 
to Rs 110. If you adjust this for the 
highest tax-bracked, net returns 
are just Rs 7. 

On the other hand, in a floating 
rate mutual fund growth option 
above a year, the tax would be ei- 
ther 10 per cent of the actual gain or 
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over ity a floating rate 


20 per cent after indexing to infla- 
tion. If you pay just 10 per cent 
tax, the outgo works out to Rs 1, 
thus fetching you a net return of 
Rs 9. Whereas if you opted for the 
20 per cent long-term capital gains 
tax, and adjusting for the inflation, 
the asset price can get inflated by 6 
per cent (the current inflation) to 
about Rs 106. Reducing the gain 
(Rs 110) from the inflation-adjusted 
price (Rs 106), the net gain works 
out to just Rs 4. The 20 per cent tax 
on this is merely 80 paise. Hence, 
the post-tax return works out to 
Rs 9.20. Which is why, a floating 
rate fixed deposit 
may not offer the 
bang for the buck, 
while a floating 
rate mutual fund 

could work 
smarter for you. 
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Untangle the FDs 


The new norms affect fixed maturity plans, but will help improve the debt segment. MAHESH NAYAK 


UND MANAGERS OF FIXED 
Fo plans now have a 
dilemma on their hands. Recently, 
the Securities and Exchange Board 
of India (SEB!) ruled that mutual 
funds cannot invest more than 
15 per cent of their net assets in 
short-term deposits of up to 91 
days. The regulator cracked down 
on the industry for misusing the 
stopgap arrangement of invest- 
ing in fixed deposits by making it 
a regular practice of deploying 
most of the cash in FDs and re- 
stricting the growth in debt mar- 
ket as they weren't investing in 
traded instruments. As bulk fixed 
deposits were getting attractive 
with banks offering higher rates, 
most fund managers were taking 
the easy way out. 

For one, the move will add 
further depth to the debt market. 
“This is a welcome move by SEBI, 
which will help in developing 
the debt market," says Sandeep 
Bagla, Senior Fund Manager, 
Fixed Income, Principal PNB AMC, 
"Despite higher yields of tradable 
instruments such as bonds, 
debentures, etc., managers used 
to park their funds in fixed de- 
posits of banks because of higher 
trading costs which resulted in lower 
yields than FDs”. But not only that, 
bulk deposits fetched higher interest 
rates from banks. Says Hemant 


- Impact of FDs 


FMPs to henceforth invest only up 





Hemant Rustagi/ CEO/ Wisinvest 


"Returns on bulk FDs are more 
attractive than normal fixed 
deposits, thus attracting larger 
players, particularly FMPs" 


Rustagi, CEO, Wisinvest: “Returns 
on bulk FDs are more attractive than 
normal fixed deposits, thus attract- 
ing larger players, particularly FMPs.” 


to 15 per cent in bank fixed deposits - 


e The new norms could affect existing funds with a high FD component 


e Fixed deposit is a passive stopgap 
pending deployment 


strategy used by fund managers 





e The move will increase the depth i i 


e New FMPs could still yield decent 
becomes active 


n the debt market 
indicative yields as FMP management - 


Hemant reckons that bulk in- 
vestors made about 100-150 ba- 
sis points extra returns than 
normal FDs. 

Many funds parked a large 
portion of their money in fixed 
deposits. For most fund houses 
it was passive fund manage- 
ment till the time they found 
other better return opportuni- 
ties. But SEBI has allowed a con- 
ditional 20 per cent investment 
in fixed deposits if the fund 
managers take prior approval of 
the trustees. 

But for now, the rule comes 
into effect immediately for any 
new investment as well as for 
existing schemes. For FMPs that 
have already parked funds in 
short-term deposits, SEBI has 
given three months to these 
funds to re-balance their port- 
folios. This could affect the in- 
dicative yields of some FMPs. 
Banks could reduce the effective 
rate to FMPs, resulting in lower 
yields for the FMP investor. The 
impact will be higher for those 
FMPs that had a higher compo- 
nent of fixed deposits to the 
total portfolio. 

On the other hand, the debt 
segment, which is less traded these 
days, is expected to see better 
activity. "With volumes expected to 
increase in tradable instrument, the 
supply of instruments can see 
improvement in yields," says Bagla. 
On the whole, though, FMPs are 
still better instruments because of 
their tax efficiency. With SEBI whit- 
tling down FD investments, fund 
managers will be pushed to find 
higher vielding investments in the 
debt market, thus the next crop of 
FMPs could still fetch decent ret- 
urns. Keep a watch on indicative 
yields, though. 
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and blood sugar and cancer 
detection. There are plenty of 
health check-up packages suit- 
ing various needs and require- 
ments, but essentially, some of 
the mandatory basic health 
check-ups are a must-do every 
year or so (see A Healthy 
Checklist). Br has looked at 
some of the common health 
packages available at four ma- 
jor hospitals in India, namely 
PD Hinduja Hopsital, AHIRC, 
Wockhardt Hospitals and 
Apollo Hospitals. The pack- 
ages are designed to give an 
individual a complete check- 
up and, within their limita- 
tions, detect any latent health 
problems. But even the most 
routine check-ups can be done 
at your locality hospitals. 
However, consult specialists 
to know which check-up suits 
you the best. 


Change Your Style 
"Lifestyle modification is all 
about having a holistic app- 
roach towards life that includes 
positive mental attitude, a 
good diet and plenty of phys- 
ical activity for a healthy dig- 
estive system. All this go a long 
way in ensuring a healthy 
body,” Rane explains. “Yoga 
and meditation also go a long 
way in minimising and con- 
trolling stress,” he adds. 
Further, doctors say that to 
handle stress, an individual 
must organise his or her day 
well so tense situations are 
minimised. Lower blood pres- 
sure with deep-breathing exe- 
rcises, take out some time to 
be alone and do things one 
really enjoys. 

Sports and exercises are 
proven friends of health. 
Moderate physical activity at 
least three times a week is rel- 
axing to the body and soul 
for old and young alike. 
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A Healthy Checklist 

Here are some must-do health check-ups. 

e Cardiac risk evaluation 
ECG: Helps detect heart ailments, if any 
Lipid profile: Detects high cholesterol 
levels 





e Diabetic evaluation 
Determines sugar levels in the blood 


๑ Complete liver and kidney profile 
Liver profile is a group of blood tests that 
tell how well your liver is working. Kidney 
profile test allows the physician to make a 
determination of how effectively the 
kidneys are functioning 


e Complete blood count with ESR 
CBC helps health professional evaluate 
symptoms such as weakness, 
fatigue, or bruising and diagnose 
conditions such as anaemia, infection, 
and many other disorders 


e Routine urine examination 
Helps in the diagnosis of many disorders 


e Stool routine examination 
Helps detect blood in the stools 


๑ Complete physical examination and 
consultation with a 
Reputed hospitals like Apollo Hospitals, 
and Wockhardt Hospitals offer various 
health check-up schemes to suit 
individual needs. There are master health 
check-ups, executive and cardiac—recom- 
mended specifically for persons with car- 
diac symptoms—besides comprehensive 
health and diabetic check-ups. More 
details of the medical check-ups are 
available on the respective hospitals’ 
websites along with costs 


e Costs of a basic health check-up 
PD Hinduja Hospital, Mumbai: Rs 1,200 


Asian Heart Institute and Research 
Centre (AHIRC), Mumbai: Rs 2,750 


Wockhardt Hospitals, Mumbai: Rs 950 





Rane’s advice is to do regular 
exercise. “Preferably three 
times a week for at least half 
an hour to an hour one must 
work out by either walking or 
jogging and swimming. If one 
can manage to do both, all the 
better,” he adds. Besides burn- 
ing calories, regular exercise 
helps one feel happier and be 
in good shape. 

The most crucial aspect to 
remain healthy, as all doctors 
Say, is to eat a balanced diet. 
“One must eat food which is 
high in fibre like vegetables, 
fruits and beans. Fatty foods 
like deep fried stuff, butter, 
ghee, red meat, and also food 
high in salt content should be 
limited or best avoided,” says 
Rane. Some lifestyle diseases 
such as diabetes are caused 
due to poor eating habits. An 
individual should take regu- 
lar care of his or her bones, 
joints, teeth and eyes. Experts 
say that once a person reaches 
the age of 45, he or she should 
see an orthopaedist at least 
once a year for a bone 
density test. 

Similarly, many eye prob- 
lems can be effectively treated 
in the initial stages. Normally, 
an individual’s eyesight starts 
deteriorating between 40-45 
years and long-sightedness sets 
in. For healthy eyes, doctors 
recommend cleaning of eyes 
twice daily with clean water, 
visiting an eye specialist at least 
once a year in the case of a 
normal vision, or twice in case 
a person is suffering from dia- 
betes. A balanced diet com- 
prising proteins and carbohy- 
drates, milk and milk prod- 
ucts, pulses, soyabeans, green 
vegetables, fruits, eggs, meat 
products, rice, wheat and 
maize are not only good for 
healthy eyes, but a healthier 
you as well. 


PRESENTING A MUTUAL FUND THAT 
IS ORIENTED TOWARDS PROTECTION OF CAPITAL 





If you are looking to tap the growth potential of the market with minimal risk Franklin Templeton 
to capital, invest in the Franklin Templeton Capital Protection Oriented Fund Capital Protection 


Oriented Fund 


(FTCPOF), a closed ended mutual fund that is oriented towards protection of capital. 


Majority of the fund's assets would be invested in quality AAA rated fixed income 
instruments which would potentially grow to 10096 of your capital over the tenure of 


the fund. The balance would be invested in the stock market with an aim to achieve 





capital appreciation. 


The fund offers you a choice of three-year and five-yeor plans to meet your FRANKLIN TEMPLETON 
investment needs. To invest, call us at 1800 425 4255* or 6000 4255* INVESTMENTS 
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The scheme offered is “oriented towards protection of capital” and “not with guaranteed returns”. Further, the orientation towards protection 
of the capital originates from the portfolio structure of the scheme and not from any bank guarantee, insurance cover, etc. The roting only 
indicates highest degree of certainty regarding payment of face value of investment to the unit holders on maturity and is not an opinion on 
the stability of the scheme's NAV 








Visit us at www.franklintempletonindia.com 


Local rates aoplv for both numbers. "For MTNL / BSNL users only. “If calling from o mobile phone, please prefix the city STD code 
y y 4 H | 


Scheme objective: FTCPOF is a capital protection-oriented fund that endeavours to protect the capital by investing in high quality fixed income 
securities as the primary objective and generate capital appreciation by investing in equity and equity-related instruments as a secondary objective. 
Asset Allocation: 5 Years Plan: Debt securities (including securitised debt) and Money market instruments: 7195- 10096, Equities and Equity-linked 
instruments: 096-2996: 3 Years Plan: Debt securities (including securitised debt) and Money market instruments: 81%- | 00%, Equities and Equity-linked 
instruments: 0%-19%. Exit Load: Nil. Terms of issue: During the New Fund Offer, the Units are being offered ct face value of Rs.10 per unit. The 
Scheme / each Plan will mature and come to an end at the end of the specified period of the respective plans. As per the SEBI quidelines, the AMC shall 
not repurchase the Units of the Scheme before end of the maturity period. NAV will be normally calculated for all business days and released ot ‘east 
once a week. Please visit or call the Investor Service Centre to obtain a copy of the offer document and the Key Information Memorandum along with 
the application form. Risk Factors: All investments in mutual funds and securities are subject to market risks and the NAV of the scheme may go up or 
down depending upon the factors and forces affecting the securities market including the fluctuations in the interest rates. There can be no assurance 
that the scheme's investment objectives will be achieved. The past performance of the mutual funds managed by the Franklin Templeton Group and its 
affiliates is not necessarily indicative of future performance of the scheme. The above is only the name of the scheme/plan and does not in any manner 
indicate the quality of the scheme/plan, its tuture prospects or returns. The Mutual Fund is not guaranteeing or assuring any dividend under the 
scheme and the same is subject to availability and adequacy of distributable surplus. The investments made by the scheme are subject to externo! risks. 
Investors in the Scheme are not being offered any guaranteed/assured returns. Please read the offer documents carefully before investing. Statutory 
Details: Franklin Templeton Mutual Fund in India has been set up as a trust by Templeton International Inc. (liability restricted to the seed corpus of Rs. | 
lac) with Franklin Templeton Trustee Services Pvt. Ltd. as the Trustee (Trustee under the Indian Trusts Act, 1882) and with Franklin Templeton Asset 
Management (India) Pvt. Ltd. as the Investment Manager. Rediffusion-DYR/Bom/FT/532 
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A Stitch in Time 


Routine check-ups ensure you are up to date on your health and 
help save a bundle in future health costs. ANUSHA SUBRAMANIAN 





T'S 4 SIGN OF THE TIMES— 

excessive stress and strain, ext- 

ended working hours, irregular 
eating habits, late night weekend 
parties and inadequate rest. 
Coupled with high pollution levels, 
no wonder they cause various 
health problems. Yet most people 
pay little attention to their health 
until perhaps too late. But surely a 
little money spent on a regular 
health check-up early enough can 
save you lots of trouble and money 
later in life. 

There's no second chance if 
something goes wrong with health. 
Doctors say that with the excep- 
tion of some factors determined by 
genetics, an individual's general 
state of health is essentially deter- 
mined by one’s lifestyle—diet, exe- 
rcise that the body gets and the res- 
pect that an individual has for his or 
her body. All of these determine 
our present and future health. So, 
given the stressful life one leads in 
today’s time, how can one remain 
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The Essential Guide to 
Healthy Living 
e Exercise regularly, it improves 








e Increase fibre intake and cut 
wn on animal fat, fried food 
and salt 











healthy? *People who want to rem- 
ain healthy and active better start 
taking care of themselves by bring- 
ing about a basic lifestyle modifica- 
tion," says Dr Sandip Rane, an 
Interventional Cardiologist and the 
Director and Promoter of the Asian 
Heart Institute and Research Centre 
(AHIRC) in Mumbai. 


Regular Check-ups 

People tend to ignore their health 
until the are compelled tO con- 
front a medical complication. To 
cope with a rising risk of the med- 
ical disorders, health monitors are 
crucial these days. Doctors sav that 
the awareness is very minimal 
among individuals to go in for 
regular health check-ups. One 
tends to get serious with such mat- 
ters only when forced. Doctors 
recommend that prevention should 
begin much earlier. Rane says that 
a basic health check-up is a must 
for every one over the age of 30. A 
basic check-up should be done 
every two years after 30, he rec- 
ommends. After 40, go in for 
yearly check-ups. 

Routine health checks-ups are 
conducted across all hospitals in 
India. A basic check-up is light on 
the wallet and can help in diagnos- 
ing a problem much earlier, thus 
ensuring a quicker recovery. Some 
essential check-ups include heart, 


The Card Variants 

There are two variants of the EMI 
card in the market. ICICI Bank's EMI 
card allows customers to repay in 
monthly installments of either 
Rs 1,000 or Rs 2,000 or 
Rs 4,000 per month depending on 
the purchase limit pre-approved by 
the bank. In short, the EMI is preset 
and cannot be changed. Multiple 
purchases on the card do not jack 
up the EMI amount, but instead inc- 
rease the tenure proportionately. 
*Basically, an EMI card is a form of 
credit card itself, but an EMI card 
customer pays a fixed amount called 
EMI amount due (EAD) and there is 
no grace period, interest gets levied 
like the cash withdrawal on a credit 
card," adds Khandelwal. 

The ICICI EMI card comes with 
specific purchase limits depending 
on what the bank allots you. The 
higher the purchase limit, the higher 
will be your installment. In an EMI 
card, the interest variants are 0 per 
cent, 1.49 per cent and 1.99 per 
cent per month on reducing 
monthly balance depending on the 
purchase limits. 

On the other side of the com- 
petitive divide, Standard Chartered's 
EMI card converts all purchases of 
over Rs 2,000 into 24 equated ins- 
tallments. Depending on the size 
of your ticket, the installments vary, 
but your tenure will remain a con- 
stant 24 months. “We issue our EMI 
card with an interest rate of 2 per 
cent per month. This may change 
depending upon the overall credit 
behaviour and other offers valid 





from time to time. It can go as low 
as 1.49 per cent per month," says 
Viraj Tyagi, Head (Credit Cards), 
Standard Chartered Bank. 


Basic Usage Guide 
So, as a customer what do you stand 
to gain by using an EMI card? For 
starters, interest rates are lower than 
those of a normal credit card. An EMI 
card also allows one the luxury of 
planning his budget better by paying 
out fixed monthly installments, as 
the outgo from your end is fixed 
irrespective of the purchases made. 
Having said that, how does one 
plan the use of his EMI card? Like 
Khandelwal says: ^A customer has 
to consider the overall monthly out- 
flow he can afford, how his out- 
flow should change with a change in 
the outstanding amount. In addi- 
tion, he can plan his purchases in 
advance and stagger his repayments, 
take a quick decision on what all 
new products he wants to buy, com- 
pare what other better rates or pro- 
cessing charges he can get on a 
credit card or any other loan before 
deciding to buy an EMI card." 
Customers should also check 
the fine print for processing 
charges, joining or annual fees. 
These charges can vary according to 
the banks or schemes offered. ICICI 
Bank, for example, charges a trans- 
action fee of Rs 149 per transaction 
(Utility Bill Payment Services or 
UBPS transactions are excluded). In 
case of cash withdrawals, a fee of 
Rs 299 or 2.99 per cent, whichever 
is higher, is charged. 
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On the other hand, using an EMI 


card for ‘big ticket’ items might not 
really be a good idea, if the ven- 
dor is providing you financing. As 
against an interest rate that can go 
from 19-27 per cent on an annual 
basis, some vendors could provide 
goods at rates far lower, say, bet- 
ween 15 and 18 per cent. If that's 
the case, then you might still not 
need to swipe your EMI card. 








ICICI Bank Credit Cards. India's First Free for Life Credit Cards. 
Because free is the way to be. 
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The 
EMI Card 
Game 


There are credit cards 
that allow you to make 
repayments in equated 
monthly installments. 
But should you? 

T.V. MAHALINGAM 


UY NOW, PAY LATER—THAT'S 
B the basic premise that drives 

a credit card business. But 
now that concept has got an ext- 
ension— buy today, pay later and 
that too in installments. Snappily 
called an EMI (equated monthly 
installment) card, these cards allow 
a customer to pay off the principal 
as EMIs, much like any other 
monthly installment product. 

There's hardly any difference 
between a credit card and an EMI 
card. It works the same way like a 
credit card. You can buy the same 
goods from the same merchant est- 
ablishments that accept a normal 
credit card. But unlike a normal 
credit, an EMI card makes your rep- 
ayment less tasking for you—and at 
a lower rate. 

Here's how an EMI card works. 
“In an EMI card, the customer has 
the option of paying the fixed 
amount every month subject to the 
purchase limit he has. All transac- 
tions on the EMI credit card would 
be automatically converted into EMI 
payments," says Sachin Khandelwal, 
General Manager (Cards), icici 
Bank. On the other hand, a nor- 
mal credit card allows you to 
rollover your outstanding balance by 
paying just 5 per cent of the out- 
standing amount. 
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The various EMI cards on offer. 


Standard Chartered’s EMI Card 


All transactions over Rs 2,000 will be converted into 24 equated monthly 
installments 

Transactions below Rs 2,000 will be treated as normal credit card spends 
One can do multiple EMI card transactions subject to available credit limit 
The EMI will be billed under a unique card number, and payments need to be 
made to this number 

Interest is calculated at 2 per cent per month 

No processing fee, no down payment or paperwork required 


ICICI Bank's EMI Card 


Transactions will be automatically converted into EMIs of Rs 1.000. Rs 2,000 
or Rs 4,000 based on a pre-approved limit 

Mutliple purchases will not increase the EMI amount, the tenure will increase 
One can increase the EMI amount and reduce the tenure of the repayments 
There's a processing charge of Rs 149 per transaction of any ticket size 
Pre-payments are charged (Rs 199) for every pre-payment done 

Rate of interests vary depending on the purchase—O per cent, 1.49 per cent 
and 1.99 per cent per month 


When to Use 


If you are planning to use the normal rollover facility in your credit card 
If the vendor is not offering financing, but is accepting only credit card payments 
If you are getting an attractive O per cent financing deal 


And When Not 


Don't use it to buy ‘big ticket’ items when there's alternative financing 
available with vendors 

Financing at various vendors usually costs 16-20 per cent per annum 
Interest rates here are slightly higher from 19.82-26.82 per annum 
compounded monthly 

If the paperwork is not a chore, do compare the EMI per Rs 1,000 before 
you strike deal 


~ 


ties to grab global assets as funds 
like Kotak Mutual Fund have al- 
ready joined hands with us-based T. 
Rowe Price to launch a fund that 
would invest in Global Emerging 
Markets Funds. 


The Way to Global Wealth 
But before you launch into global 
assets, there's a reason why you 
should check a few facts before de- 
ciding the asset. Says Keshav Kumar, 
Corporate Advisory Group, 
Chennai-based Religare Finvest: 
*Diversification is essential to re- 
duce risk. But diversification within 
India in multiple stocks may dilute 
absolute returns, as they could be of 
the same sector—without any major 
difference." But you could look at 
diversification in different coun- 
tries with different economic cy- 
cles. “Various countries and mar- 
kets respond differently to risks 
when compared to our Indian 
markets, which could provide 
tremendous opportunities to in- 
vest,” he says. 

As of now, though, the Indian 
economy is on a strong wicket and 
its currency is rising against the dol- 
lar, so it’s not advisable to go ag- 
gressive overseas. What's more, the 
Indian stock market and assets are 
by themselves in a bull trajectory 
of their own. Says Sandip Raichura, 
Vice President (Business 
Development), Chola pps: “If the 
emphasis is on returns alone, a pure 
Indian fund is a good bet.” 

Before you go shopping, do the 
legwork. Does the offer document 
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specify that the investments would 
be only in emerging market equities 
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(or also stocks and bonds) or does it 
reserve the option of also looking at 
developed markets? The latter op- 
tion could provide more stabilised 
returns. 

Does the fund have a con- 
strained portfolio with market-spe- 
cific and sector-specific weights— 
like limiting exposure to 14 per 
cent in any emerging market? This 
may provide lesser returns, but 
could protect your capital. While 
past performances are not guaran- 
tees for the future, how do peer 
funds overseas of the same com- 
pany compare, relative to the bench- 
marked index? This may call for 
patient research. 

Passive funds, which generally 
follow index stocks and manage to 
return reasonable (not spectacular 
results), are less expensive. Tactical 
asset management, where the port- 
folios are actively churned, have 
higher expenses thus eating into 
your returns. And lastly, you may 
want to check out the tax implica- 
tions. If you are invested 100 per 
cent in global equities, then for the 
purposes of income tax, your in- 
vestment is treated as a debt fund, 
and taxed accordingly. On the other 
hand, if you have a mixed compo- 
nent of domestic and foreign eq- 
uity, of which domestic comprises 
more than 65 per cent of the port- 
folio, then for taxation purposes, 
your investment will be treated as 
equity investment with the tax 
breaks that go with them—that is, 
you can enjoy the benefits of long- 
term capital gains. 
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INTERVIEW: Ashu Suyash/ Country Head/ Fidelity Asset Management 


“A Fund Manager will Factor in 
Currency Risks before Evaluating a Stock” 


What is the potential of international funds? 

We expect investor interest in international funds to increase over 
the next few years. However, the ‘home country’ bias tends to remain. 
Even in a developed market like the us, only about 10 per cent of investor 
money is invested outside of the us. India accounts for only half a per cent 
of the world’s market capitalisation and this presents investors with many 
opportunities to bring global diversification to their portfolios. 


You have custom benchmarked to BSE 200 and MSCI. To what extent do you 
think you can outperform both? 

The Fidelity International Opportunities Fund will have a custom 
benchmark created using the BSE-200 to the extent of 65 per cent of the 
portfolio and MScI Asia-Pacific, excluding Japan, for the balance 35 per 
cent. This is to ensure that is tracked as the portfolio is cast. 
Currently, none of the available indices reflects the 65:35 mix of the 
Fidelity International Opportunities Fund. Our endeavour is to beat 66 
per cent of competition on a consistent basis. And if we do that, then 
the math shows that year-on-year you would be a top quartile per- 
former. Moreover, our fund managers are evaluated on the out-per- 
formance they show vis-à-vis the benchmark, in addition to beating two- 
thirds of competition. 


To what extent do currency risks wipe out returns? 

Currency delivers only a small component of a fund’s performance and 

you wouldn’t build a portfolio on a currency neutral basis. In the case 

of Fidelity International Opportunities Fund, the fund manager will in- 

vest knowing that he has to provide returns in Indian rupees. He 
will therefore factor in the currency risks—as he would oil 

prices or interest rates—when evaluating a stock. 















‘How would you rate China, Vietnam, Thailand, Korea 

as emerging markets—and Brazil and Russia? 

Our investment approach is that of bottom-up 
stock picking and, therefore, we do not make 
calls on countries. 


Overhead costs of international funds are high. In this 
~ case, are they more expensive than a pure-play 
^. Indian fund? 

& For organisations like ours with 
decades of experience, we provide 
economies of scale to newer mar- 

kets where we sell or create in- 
À ternational funds. Therefore, we 
are able to make these avail- 
able at TERs (total expense ratio) 
comparable to pure play Indian 
equity funds. 


agement companies. In the latest 
credit policy, the Reserve Bank of 
India (RBI) handed out a further fil- 
lip to the mutual fund industry by 
increasing the overseas investment 
limit from $3 billion to $4 billion to 
encourage more fund houses to 
introduce international funds. RBI 
even increased the individual limits 
of investing abroad from $50,000 
to $100,000, although it does not 
cover investing in rupee mutual 
funds, but only direct buying of 
equities or overseas assets by an 
individual. 

When you examine an inter- 
national fund, it's actually not 
much different from a normal mu- 
tual fund. A normal fund is rupee 
denominated as it accepts invest- 
ments in the form of rupees and 
the regular net asset values are also 
calculated in Indian rupees. But 
international funds go one step 
ahead. They repatriate the same 
rupees overseas, which are then 
invested in, say, one single overseas 
fund or in a basket of international 
funds or fund managers may di- 
rectly purchase overseas stocks. 
Likewise, investments by you in 
international funds are made in 
rupees and redeemed in rupees. 
Yet, you get a bona fide global di- 
versification. 

One reason you can consider a 
global mutual fund is because it 
provides a hedging mechanism of 
a different kind—a currency hedge. 
If the Indian environment gets un- 
certain, the Indian rupee tends to 
weaken and, therefore, if you are 
invested in overseas assets, you get 
to hedge your rupee risk. “Diver- 
sification improves the investor's 
overall portfolio risk return char- 
acteristics. It is not a case of global 
investing versus investing in India, 
but a tool to reduce risk, besides 
taking exposure to the global econ- 
omy,” says Rajat Jain, Chief 
Investment Officer, Principal PNB 
Asset Management. What's more, 
investors can expect opportuni- 
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the Easy Way — 


International funds are gunning for your wallet promising the allure 
of foreign assets. Should you invest in them? NITYA vARADARAJAN 


LL ALONG ONLY FOR- 
eigners could play 
movers and shakers in 
emerging markets—buy 
stocks and exit at will 
for better opportunities. If the 
Emerging Portfolio Fund Research 


shows that there were inflows of 


$23 billion (Rs 96,600 crore) into 
emerging markets between January 
and March 2006 and likewise an 


outflow of investments of S1.67 bil- 


lion (7,014 crore) from the same 


markets in the January-March quar- 
ter of 2007, an Indian could only 
shake his head in helplessness for 
not participating in this game. 

No longer though. The emerg- 
ing markets have still not lost their 
shine and today an Indian can invest 
comfortably into them from the 
confines of his home. Not that he 





was totally deprived earlier. It was 
just that opportunities were lesser in 
the past. 


The Overseas Push 

The business of overseas investing 
started in 2004, but it's only re- 
cently that this asset diversification 
strategy is getting the push from 
different quarters, both regulatory 
and product sources like asset man- 
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bt special 


GM Crops: Boon or Bane? 


The Supreme Court will have to take the final call on whether or not to 





ee 


allow genetically engineered crops into the Indian market. E. KUMAR SHARMA 


HE DEBATE OVER GENETICALLY MODIFIED (GM) 

crops is currently being heard by the Supreme 

Court (sc) which had imposed an interim ban on 
their field trials and subsequent commercialisation in 
September last year in response to a public interest 
litigation (PIL) filed by Aruna Rodrigues. The key 
concern: the release of potentially dangerous living 
organisms into the environment (unlike in the case of 
pharmaceuticals where experiments are carried out in 
a closed environment). 

The All India Crop Bio- 
technology Association, an 
association of companies 
engaged in agricultural 
biotechnology (mostly 
seed companies), 
defends GM crops, say- 
ing the availability of 
arable land in India 
will decline from 170 
million hectares now to 
about 100 million 
hectares by 2020. The 
number of farmers available 
for agriculture will fall by more 
than 50 per cent. “So there is an urgent 
need to increase agricultural productivity through 
research and newer production technologies,” says 
R.K. Sinha, Executive Director, All India Crop 
Biotechnology Association. 

At the moment, only Bt Cotton is available com- 
mercially in India (only those varieties approved prior 
to the sc order), though there are problems relating to 
pricing—some seeds cost as much as three times the reg- 
ular ones. Besides, about 21 food crops, mostly veg- 
etables and rice, which were being tested and 
undergoing trials, have now been put on hold following 
the SC order. 

Greenpeace, which is running a campaign against 
GM crops, warns against "the irreversible, uncontrolled, 
and potentially dangerous release of genetically mod- 
ified organisms (GMOs) into the environment" and 
likens them to a new drug with potentially dangerous 
side effects that cannot be contained “ล ร , at the end of 
the growing season, the crop is generally ploughed 
into the soil". There's no effort to get rid of every sin- 
gle trace of a GMO. In 2005, it points out that genetically 
engineered (GE) rice was sold in Chinese markets while 
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Seeds of discontent: Bt | 


A. PRABHAKAR RAO 


it was still under field trials. Divya 
Raghunandan, GE Campaign Manager at 
Greenpeace, says: “The halo around GE 
crops is gradually fading and consumers across 
the world are increasingly rejecting it." 

But the GM lobby is quick to defend its project. 
"We have regulations in place (to monitor safety) 
and the case of Bt cotton has shown that there is 
readiness on the part of farmers to adopt this 
technology," says K.V. Subbarao, Country Manager, 
PHI Seeds, a Dupont company. Adds K.C. Ravi, 
Director (Public Affairs), Monsanto India. another 
leading company in the GM space: “The Indian 
regulatory system is among the best and has some of 
the most stringent guidelines in the world for 
commercialisation of GM crops." 

But Greenpeace's Raghunandan is not convinced. 
"There has been no public debate on whether GE is a 
good solution for the agriculture crisis. And though we 
have regulations, they are not followed," she says. 
"We have no GM labelling law to indicate the threshold 
level or percentage of contamination that will allow the 
consumer to make an informed choice," she points out. 

The country also does not have a mechanism to 
segregate and test levels of GE contamination. 

There is, obviously, no meeting ground between 
these competing arguments. The Supreme Court, 
which will hear the matter next on May 1, 2007, will 
have to take the final call. = 










A Special Agricultural Zone? 





M.S. Swaminathan says it's time the country set up special agricultural 


EN THE FATHER OF THE GREEN REVOLUTION 

\ X talks of setting up Special Agricultural Zones 

(SAZs) along the lines of Special Economic 

Zones (SEZs), it merits serious attention. M.S. 

Swaminathan is convinced that sAZs are the way forward 

for Indian agriculture. “Urban India thinks of agri- 

culture as some kind of food factory for it. It is not; it 

is the backbone of 70 crore livelihoods and it will be dis- 

astrous for India to jeopardise the income and work se- 
curity that agriculture provides," he says. 

SAZs, says Swaminathan, will conserve prime farm 
land for agriculture, optimise the economic and social 
benefits from good farming practices, rationalise the use 
of water, realise the untapped production potential of 
Indian farms and ensure national food sovereignty. 

APEDA Director Sanjay Dave emphasises the *good 
farming practices" that could accrue from an SAZ that 
incorporates a model farm within. Apart from healthy 
cultivation mechanisms, certification is increasingly 
becoming an important part of agriculture. “We need 
an Indian GAAP (generally accepted agriculture princi- 
ples) for agriculture a la Thailand. This is very necessary 
not just for the export market but for our own re- 
quirements too," he says. Food safety is a major concern 
among consumers and large companies like Reliance, 
Bharti and others, which are entering the retail trade in 
a big way (see Agriculture's Second Wind, Page 112), will 
want to know what they are buying. “Wal-Mart, which 
is a massive buyer of agricultural commodities in the Us 
and some other countries, monitors every aspect of 
safety, quality and traceability (which farm it is grown 
and when)," he adds. 

This requires technology and documentation and 
sAZs will facilitate this *as infrastructural and operational 
costs will be shared by large groups of farmers," he 
points out. APEDA has successfully implemented this for 
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zones that will allow more efficient contract farming. NITYA VARADARAJAN 


Let farmers have an SAZ: 





grape exporters in Maharashtra, Andhra Pradesh and 
north Karnataka. 

Then, there's the marketing aspect that is almost 
totally neglected in Indian agriculture at present. 
Manju Jha, General Manager (Operations), M.R. 
Morarka-GDC Rural Research Foundation, a leading 
resource organisation offering solutions for sustainable 
agriculture, points out that a concerted marketing effort 
is needed to weed out middlemen who make a killing 
at the expense of farmers. *An sAZ should have ware- 
housing and post-harvest and processing facilities to pre- 
serve and add value to crops. They should also organise 
and participate in trade fairs to promote their products," 
she adds. 

But given the controversy over SEZs, will 
Swaminathan's idea see the light of day? That's the mil- 
lion dollar question, but given the credentials of the man 
behind the concept, the government can ignore it only 
at the risk of India's food security. 
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vacuum remains," they say. 

Having to lug produce to mandis also in- 
creases the number of times it is handled, leading 
to increased wastage. On an average, there are six 
to seven handlings of horticultural produce in 
the existing system that leads to 35-40 per cent of 
produce going waste. Bharti Enterprises’ Rakesh Bharti 
Mittal points out that “if we just ensure that there is no 
wastage, we can straightaway save $12 billion”. 

The constraints in the system aggravate the pricing 
deficiencies. There is some movement forward, though. 
The Agriculture Ministry is encouraging the private sec- 
tor to invest in modern terminal markets across the 
country. Meanwhile, Mother Dairy Foods, part of 
the National Dairy Development Board, has tied up 
with Mcx-Financial Technologies for a national spot 
market for perishables, including horticulture, flori- 
culture, and dairy products. 


Terminal Markets 

The country’s first modern terminal market in 
Chandigarh is likely to be up and running shortly. 
The first stage elimination of private investors has al- 
ready happened with four bidders having been short- 
listed. These include a consortium of National 
Agricultural Cooperative Marketing Federation of 
India (NAFED), Bharat Hotels, Reliance, DSCL and com- 
modity exchange NCDEX. 

These markets will provide under one roof a wide 
range of facilities like grading and sorting line, electronic 
auctioning, quality testing laboratories, cold storage and 
most importantly banking facilities. Kalyan 
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Chakravarthy, Country Head (Food and Agribusiness), 


YES Bank, says that “terminal markets will not just 
provide the farmers alternative channel for sale, but will 
also be a boon for the modern retail chains as they will 
get a graded, sorted, tested produce.” Yes Bank is a con- 
sultant on the terminal markets project. Other states 
such as Maharashtra, Andhra Pradesh and Tamil Nadu, 
too, are considering at least three such markets. 

The other key initiative is towards the evolution of 
standards. To evolve standards for Indian varieties, the 
National Institute of Agricultural Marketing (NIAM) is 
currently working with USAID on a pilot project in 
three states to train the master trainers. “We are work- 
ing on three-four commodities in each state and trying 
to document the Good Agricultural Practices (GAP) in 
each of these commodities," says Anurag Bhatnagar, 
Director General, NIAM. 

Some good attempts are laced with enough re- 
gressive action, though. Banning of futures in wheat and 
rice is a case in point. While there is a case for banning 
of trade in shallow spot market commodities, is there 
one in the case of wheat? No. On the contrary, says S. 
Sivakumar, Chief Executive (Agri Division), ITC, there 
really is a need for more sophisticated instruments 
such as options to reach the benefits of commodity 
derivate markets to the small farmers, given the vagaries 
that afflict Indian agriculture. Farmers would agree. 
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| hope we don't 
have to lug it 
back: Farmers 
waiting to sell their 
wheat at Khanna 
mandi in Punjab 
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Absence of market access and adequate infrastructure lead to Indian 
farmers not getting a fair price and produce, wasted. sHALINI s. DAGAR 


HEN JASMER SINGH OF SHAHPURA IN 
Punjab comes to sell his wheat crop at 
the agricultural market in Khanna, he 
puts forth his crop in a heap for dis- 
play. Subsequently, traders and buy- 
ers, usually a handful of intermediaries, do a visual and 
tactile check of the crop and offer a price. The price in 
case of wheat is linked to the minimum support price 
(Rs 850 per quintal in this case) announced by the gov- 
ernment. The highest price of Rs 859 per quintal is con- 
firmed at this so-called *auction' and the deal closed. 
Khanna incidentally is the largest grain market in Asia. 
Last financial year, 99,178 tonnes of wheat alone got 
traded in Khanna. 

Khanna's auction pretty much sums up the mode of 
price discovery across the agri-commodities in India. 
This is, of course, a bulk dry commodity such as wheat 
for which a fairly well functioning market exists. And 
till recently, trading on wheat futures was also possible. 
Price discovery for perishables or horticultural crops— 
fruits and vegetables—is even tougher. PepsiCo India's 
Executive Director Abhiram Seth says, "It is a challenge 
to sell even what is produced in trial fields. The day we 
enter the market to sell, prices are down by half." 

Why? The answer is disaggregated demand. Simply 
put, when the large-sized produce arrives in the market, 
there is no buyer with matching demand. So even if the 
economies of scale are attempted, there is no market to 
receive it. As a result, Pepsi resorts to selling its produce 
through the farmers associated with it. 
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Open up: ITC's Sivakumar is all for options trading 


There is the additional problem of what World 
Bank economists, Aaditya Mattoo and Ashish Narain, 
call the logistics tax. In a recent report, they point 
out that a 20 per cent reduction in transportation and 
logistics could drive down final prices by as much as 12 
per cent. “The sheer absolute cost of transport is quite 
sensitive to scale and predictability of domestic supplies. 
The emerging retail chains, especially the likes of 
Reliance Retail with pan-India footprint, are expected 
to solve these problems somewhat, yet the standards 
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bt special 


India's 7,000-plus APMC mandis have a vice-like grip 
on trade in every farm commodity imaginable 


of the retail price. 

The state marketing boards, 
which manage the APMC mar- 
kets, collect mandi fee, and that's 
a reason why some of them 
aren't keen on letting go of the 
controlled mandis even after 
many states amended their APMC 
laws to allow for private partic- 
ipation. While Punjab and 
Haryana governments, for ex- 
ample, collect hundreds of crores 
of rupees in mandi taxes, they in- 
vest barely anything in improving 
infrastructure in these markets. 
Most of them are in a pathetic 
state and characterise a supply 
chain that allows large wastage of 
commodities and their nutri- 
tional values. *The Centre is 
now guided by the recommen- 
dations of an inter-ministerial task force on agricultural 
marketing reforms that called for direct marketing of 
commodities by farmers to the consumers outside the 
mandis (without payment of fees) and where there is no 
‘outside’, single-point levy of fee,” says a government 
official, who prefers not to be named. 

The task force also recommended contract farming, 
private and cooperative sector participation in mar- 
keting, banning of commission agents, and setting 
up of region-specific special commodity markets. So, 
have states moved fast in implementing and fostering 
these reforms? Not really. “Except for Andhra Pradesh 
and Himachal, most states have yet to frame rules 
under their amended APMC laws to implement these re- 
forms. Some of the states are urging the Centre to 
come up with a ‘model’ set of rules for them to follow,” 
says the government official. Considering that agri- 
culture is a ‘state’ subject under the Constitution, the 
challenge of reforms becomes even more formidable; 
each state must move separately to get its act together. 

Meanwhile, there are other laws that need atten- 
tion. The Essential Commodities Act (ECA), for in- 
stance, continues to impose restrictions on storage 
and movement of farm commodities. “There are hun- 
dreds of ‘control orders’ passed by the states under ECA 
that will need to be scrapped before free trading 
could begin,” says Patnaik. A number of states have 
been issuing orders under ECA that require a private 
trader to obtain a licence if dealing in specified com- 





modities and in quantities in ex- 
cess of those prescribed. 

Some states have also been 
dictating maximum stock of 
commodities that a trader can 
hold. And under paddy/rice 
levy orders, the licensed traders 
and millers are required to give 
a prescribed percentage of 
paddy/rice to the states at no- 
tified prices. Control orders 
have also been issued with re- 
gard to display of stocks and 
prices, regulation of catering 
establishments, requisition of 
stocks and regulation of dis- 
tribution of card system. 

Himmat Singh, Managing 
Director, Punjab Agro 
Industries Corporation, says 
though the government has 
undertaken several reforms in recent years like the 
new APMC law, new contract law, new patent law, 
and regulated cultivation of genetically modified 
crops, the overall impact has not been to dilute 
the tight government control over agriculture. “The 
government has also failed to apply its mind to 
determine what kinds of technologies would be 
suitable in agriculture—from increasing yields to 
sorting, grading, distribution, etc. We don't know 
the suitability of a technology with respect to pro- 
ductivity, environment, or labour," he says. 

Besides, a variety of local laws and levies in states 
has made India a confederation of agricultural mar- 
kets divided along state boundaries instead of being 
a single market. “Despite being composed of several 
countries, the European Union is a single agricultural 
market. India, on the other hand, is a fragmented 
market even though it's a close federation of states," 
says M.S. Swaminathan, Chairman, National 
Commission on Farmers. 

India has also taken another ‘irrational’ approach of 
treating all commodities at par—wheat and rice are 
given the same status as apples and oranges—instead of 
exploiting the commercial potential of more valued 
crops, points out Singh. Perhaps, when originally con- 
ceived, the various rules and regulations were meant to 
help consumers. But today, they are both outdated 
and harmful. There's plenty to do in reforming agri- 
cultural laws. A good time to start would be now. 
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AND OWNERSHIP, SEEDS, FERTILISERS, TECH- 
nology, extension services, marketing, re- 
lationships between farmers and traders... 
there is nothing about Indian farm sector 
that is not state monitored or controlled. 


politicians are born into it and then live off it for the 
rest of their careers. As 
armies of them in every state whose job it is to regulate 
every aspect of agriculture. 

So, what are we talking about? Unshackling agri- 


culture? Yes. hec 


for bureaucrats. there are 


more than 50 years engineering labyrinthine regulations 
for the farm sector, inefficiencies piled up, population 
kept growing, food insecurity persisted, technology ad 
vanced, and the world at large became much cleverer. 
“There is perhaps not a square inch of space in India 
that is outside a state-governed APMC (Agricultural 
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Produce Marketing Committee) mandi for farm com- 
modities. A commodity moving from Punjab to Kerala 
would pass through dozens of APMC markets, attract- 
ing ‘mandi fee’ every time it enters a new regulated 
market. In fact, it's easier to import wheat from 
Australia into Kerala than from Punjab," says Gokul 
Patnaik, Chairman, Global AgriSytem, a Delhi-based 
farm marketing consultant. 

Today, India's 7,000-plus APMC mandis, which 
work through a series of commission agents and 
other middlemen, have a vice-like grip on trade in 
every farm commodity imaginable—grains, pulses, 
oilseeds, fruits, vegetables, meat, fish, dairy products, 
and forest produce. A study conducted by Patnaik in 
Delhi's vegetable market estimated that there was 60- 
75 per cent mark-up in price of commodities—cor- 
nered by middlemen—between the farmer and con- 
sumer. That means the farmer only got 40-25 per cent 
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INVESTMENT NEEDED 


Thousands of crore in investment is required to create proper agri-infrastructure. 
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when the prevailing market prices are low. 

However, then in many cases, “the contract has 
been used for the wrong commodity," reckons S. 
Sivakumar, Chief Executive (Agri-business Division), ITC. 
“For a contract to be successful there has to be a re- 
ciprocal dependency between the farmer and the buyer," 
he says. This dependency could be due to perishability 
or geography considerations. For instance, sugarcane 


A ITH ut Dag 


farmers and factories share this symbiotic relationship. 

Or it is a very specific type of production that 
requires the farmer to follow specific protocols. Global 
Green, with its emphasis on gherkins, is a case in point. 
G.V.G. Rao, Vice President (Agri-operations), Global 
Green, says: “Contract farming works well for gherkins 
since there is no local demand for the product." Last year, 
the company crossed Rs 100 crore in revenues and fol- 
lowing the acquisition of Belgium-based Intergarden 
Group, its topline has crossed $100 million. However, 
ITC's Sivakumar says there are ways around the problem. 
"Rather than a pre-fixed, non-market linked price, there 
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could be price referenced to the market. Also the fixed 
price could be only for a part of the harvest.” 


What about the Small Farmer? 


Some of these issues get accentuated where small and 
marginal farmers are concerned, as they have limited in- 
vestment capabilities and low cushions against loss. 
So, is the small farmer on his way out? Certainly not, 
say most people involved in agriculture. Horticulture, 
which is people-intensive, is certainly an option for mar- 
ginal farmers. “Farm incomes rise by as much as 30-40 
per cent by growing fruits and vegetables as against tra- 
ditional crops of wheat and rice,” says Rakesh Bharti 
Mittal, Vice Chairman, Bharti Enterprises. Also there 
are some advantages that are typically the small farmer's. 
For example, in case of harvesting, the small farmer 
probably does it with his family, whereas the large 
farmer will pay labour. 

An additional model that could well evolve and that 
probably needs a lot more cultural education is that of 
the leased farms. The small farmer could well derive his 
income from lease rentals to large corporates or from 
large farmers and an additional farming wage compo- 
nent. However, this would also need counter-balanc- 
ing checks which ensure that the system is not abused. 
Yet another could be the rise of farm cooperatives. 

Experts aren’t too worried about the small farmer’s 
fate. “The Indian farmer is quite competitive. For him 
to compete effectively in a liberalised foreign or domestic 
arena, he needs to be free of the outside costs that 
currently hobble his performance,” says World Bank’s 
lead economist Aaditya Mattoo, pointing out that it is 
cheaper to get apples from Australia to Tamil Nadu than 
it is to transport them from Himachal Pradesh. The 
corporate sector can certainly help in driving such 
efficiencies. However, the efforts till date by the private 
sector, though laudable at best, scratch the surface. 
An enabling regulatory regime is one of the key 
requirements. “Going forward, corporate farming will 
be the key to the second green or the evergreen revo- 
lution,” says Bharti’s Mittal. The farmers are waiting, 8I 
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INDIA INC. ON THE FARM 


have agronomists who advice the farmer on these 
issues. Finance Minister P. Chidambaram had also 
flagged off the significance of extension services in his 
Budget Speech for 2007-08. 

Though the advice may be somewhat simplistic, it 
is often critical in terms of better crop practices. 
Chandrashekhar K. Vaidya, MD, Godrej Agrovet, part 
of the Godrej Group, recounts how sub-optimal agri- 
cultural practices were leading to low vields (25-30 
tonnes an acre) for the sugarcane farmers in 
Maharashtra when even 100 tonnes an acre was pos- 
sible. *Based on the advice given and limited changes 
made by the farmers given their economic conditions, 
the yields improved by 8-15 tonnes an acre," he says. 

Increased investment by the private 
sector, whether in building actual 
physical infrastructure or in providing 
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DCM Hariyali, part of the Shriram Group, though 
not a substantial direct consumer of farm produce it- 
self, is also banking on an rrC-like model to position it- 
self as a farm aggregator for emerging retail chains as 
well as a delivery platform for companies wanting to 
offer goods and services to rural farm and non-farm 
consumers. "Our model is to provide to rural India the 
right inputs at the right time, right place, and the 
right cost," says Ajay S. Shriram, Chairman and Senior 
Managing Director, DCM Shriram Consolidated. 

Most players have models that overlap in parts. 
However, in a bid to ensure loyalty of the farmers al- 
most all the corporates are engaging in what is tech- 
nically known as “extension services". This ranges 
from information about weather, soil and water con- 
ditions, seeds, and pests. Most of these rural centres 
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mainly the large farmers. What about 
the 70 per cent of the small and mar- 
ginal farmers? In any case there is no 
level playing field between small farmers and big 
companies," says Swaminathan, father of India's Green 
Revolution, articulating the farmers' fears. The mistrust 
has been heightened by some failures in contract far- 
ming agreements in recent years. Farmers at Kotkapura 
in Punjab point out that basmati rice companies 
reneged on their contracts with pre-fixed prices of Rs 
1,300 per tonne a few years ago when the prices in the 
open market went down to Rs 1,100 per tonne. 
"They picked up nothing," complain the farmers. 
Industry officials privately agree that there have 
been slippages on the corporate front, and not just on 
the part of the basmati companies. However, the 
farmers too have been guilty of selling part of their pro- 
duce in open markets when prices go up or of bring- 
ing their neighbours’ and relatives’ produce as their own 
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demand, thereby allowing direct sourcing from farm- 
ers. With corporate buyers around, farmers may be bet- 
ter able to raise loans from banks to invest in farm 
equipment, seeds and fertiliser. 

Take PepsiCo, for example. At Jalowal, the Ame- 
rican company has in a joint venture with the Punjab 
government set up the world’s largest citrus nursery 
with an annual capacity of 4 million plants. At the 
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facility, hardy varieties of citrus plants (root stock), 
which are already acclimatised to the Indian weather 
conditions, are injected with stubs of exotic plants 
(known as bud wood) such as tangerine and mandarin 
oranges to get saplings that are ready to be planted in 
open fields of the farmers. The process, which takes 
around 18 months, is partially done in glass houses and 
net houses, especially at the earlier stages of growth. 
The planting material is given to the farmers for 
free. And in order to support the farmer for the initial 
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three-four years when there is no fruit, there is a 
rental income. The farmer contributes through his 
land and his effort. Subsequently, when the plant 
bears fruit, the citrus JV and the farmer split the prot- 
its. The initial batch of saplings from the nursery has yet 
to be planted. With the help of the Punjab government, 
the Citrus Council has managed to bring in 6,000 
acres under citrus cultivation in the last few months. 
Pepsi intends to use the produce 
from this region as a sourcing base 
for Tropicana juices for the entire 
Asia-Pacific region. 

An equally big benefit to farmers 
is the resulting disintermediation. 
*Disintermediation itself can be a 
business model," says Abhiram Seth, 
Executive Director, PepsiCo India 
Holdings. Typically, the retail price 
of farm products, say, melons in 
summer, can be marked up several 
multiples the farm gate prices due to 
the presence of various levels of in- 
termediaries. “There is usually at 
least a 10-15 per cent increase in re- 
tail prices due to intermediation,” 
says Arvind Choudhary, CEO, Food 
Business, Pantaloon Retail. Pant- 
aloon, of course, has a mix of sourc- 
ing options ranging from accessing 
produce directly from the farmers to 
the relying on other aggregators 
such as Adani AgriFresh, ITC's e- 
choupal and DCM’s Hariyali. “The 
loading of margins at each level 
would still be acceptable if there is 
some value addition at these inter- 
mediate stages, but there is none,” 
points out Dipankar S. Halder, CEO, 
Spinach, Wadhawan Food Retail. 

An older player in the sector is 
Mahindra Shubhlabh Services, a sub- 
sidiary of Mahindra & Mahindra. It 
eschews any sort of retail ambitions, 
both on the urban and rural side, 
and intends to provide farm-related services and procure 
from farmers. “We intend to remain at the back-end of 
the supply chain with a firm rural focus,” says Vikram 
Puri, CEO, Mahindra Shubhlabh Services. The famed rr 
model of ‘choupals’, however, has a strong retail angle 
despite its primary focus on procurement. Not only does 
it provide the company a platform to push its own 
FMCG products, but it is also able to offer comple- 
mentary end-to-end services through amenities such as 
petrol pumps and bank ATMs. 
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timated 25-40 per cent of farm pro- 
duce worth $12 billion (Rs 50,400 
crore) rots every year even before it 
reaches consumers, thereby squeezing 
both ends of the chain—namely, the 
farmer and the retail consumer. 


Farmer's New Friends 

All that may soon change. A handful 
of companies is positioning itself along 
different parts of the farm-to-fork sup- 
ply chain. Those include new retailers 
such as Reliance Retail and Bharti 
(FieldFresh) and produce exporters’ 
such as Gautam Thapar's Global Green 
Company and Mahindra & Mahindra 
(Mahindra Shubhlabh), and consolida- 
tors such as DCM Shriram (Hariyali) (see 
India Inc. on tbe Farm). The entry of pri- 
vate companies will lead to two things 
that will enhance value in the sector. 
One, it will result in greater investment 
in farm technology, be it in the form of 
better seeds and irrigation techniques 
or crop care. Two, and this is perhaps 
more important, it will aggregate 
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The entry of private companies will result in 
greater investment in farm technology 
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It has never been an easy relationship between corporate India 
and farmers. Yet, as emerging retail chains scour rural India to 
repienish their store shelves, this is poised to change. sHALINI s. DAGAR 
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UKHJ]IT SINGH AULAKH, 43, IS NO MASCOT FOR 
Indian agriculture plodding along at 1 or 2 per 
cent growth rates or even for despair and 
debt-laden farmers driven to suicide. A pros- 
perous farmer in Jalowal area of Punjab, 
Aulakh has around 50 acres of land under his pro- 
duction— partially his own land and the rest leased 
from others. Apart from staples wheat and paddy, 
he has grown potatoes, chillies, tomatoes and ground- 
nuts in the past. He is now mulling growing baby 
corn and exotic vegetables on his fields. *In the com- 


ing season, | am planning a trial of baby corn on half 


an acre," he says softly. 

How does he manage to stay ahead of the curve? 
Well, for one he is well educated and a confident 
risk taker. For another, he has been associated with 
PepsiCo for the last seven years. The association spans 
the entire gamut of functions—sourcing planting ma- 
terial and taking cropping advice from agronomists and 
sometimes even selling the produce to the company. 
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In a nearby district at Ladowal, close to Ludhiana, 
Bharti Enterprises’ joint venture with Rothschild, 
FieldFresh, is assiduously growing exotic vegetables 
such as cherry tomatoes, bell peppers, snow peas and 
sugar snap peas on a 300-acre farm leased from Punjab 
Agricultural University. The baby corn trials that 
farmer Aulakh is contemplating are driven by this 
FieldFresh farm. Bharti is trying to leverage the rela- 
tionships that Pepsi has built with farmers over the past 
17-odd years of its presence in India to set up a captive 
base for the agri-produce it needs. 

Elsewhere, Reliance Retail is said to be bringing 
state-of-the-art technology to potato cultivation. 
Although the retailer is tight-lipped about it, people in 
the know say that it intends to take contract farming 
to another level by not just helping negotiate better 
seed prices for its farmers, but also improving farm 
productivity through nifty strategies such as growing 
tubers in nurseries and transplanting them to the 
farms to cut crop cycle time. On an average, it takes 
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Off the beaten track: Pepsi's citrus nursery at 
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bt 60 minutes 


you think Perot Systems could be 
impacted? 

Where the marketplace is going is 
towards firms that have specialised 
knowledge, domain expertise and 
experience in specific industry ver- 
ticals. Given that we have devel- 


“Our goal is not to 
be the largest, but 
the best IT firm" 


oped deep domain expertise in 
areas like healthcare, Perot will 
obviously (benefit). 


Perot gets bulk of its revenues from 
just two verticals: healthcare and gov- 
ernment. What have you done to broad 
base revenues and dispel this impression 
that the company is a two-trick pony? 
Quite a lot. I would agree that we 
are very strong in the areas you 
have mentioned. We are also active 
in other segments of the market- 
place where we have been leading 
the marketplace. One of them is 
engineering outsourcing. This is not 
in software engineering but product 
engineering. We have taken our 
workflow systems and our efficien- 
cies and are helping our customers. 
For instance, like designing pieces of 
washing machines and motorcycles. 
That business for us grew at over 50 
per cent last year (though admit- 
tedly on a small base). Let me give 
you another example. We acquired 
a North American company in 2005 
in the life insurance policy admin- 
istration space. We are now in 
North America among the top 5 
in its space. We have now brought 
those processes to India, which gives 
us an onsite and offshore advantage. 


There have been some issues over loss 
of confidential customer data in the US 
government sector, where you and ACS 
lost some customer data. Given the 
large deals you've won in the govern- 
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ment sector and your significant pres- 
ence in the healthcare market, what 
are you doing to handle these issues? 
Let me clarify that in Perot Systems' 
case, it was a single isolated event. 
Also the disc containing data was 
recovered and there was no leakage 
of data. But aside from that, (secu- 
rity) is always an issue. We have 
taken a number of steps to increase 
security. In some cases, there are 
no copy machines, in others, there 
are no recorders allowed, and access 
at terminals is limited. 


Of Perot's 22,000 employees, around 
7,000 of them are in India. What 
kind of expansion plans do you have 
here? Does Perot plan on buying a 
local firm or buying a global one with 
large Indian operations (like Capgemini 
did with Kanbay)? 

We look for acquisitions strategically 
and not for scale, because integra- 
tion challenges will be difficult. We 
have an acquisition pipeline, for 
instance, to further strengthen our 
already strong presence in the 
healthcare market. This is true both 
in the Us and abroad. We are actively 
looking for acquisitions in applica- 
tion and more specifically financial 
services. You mentioned (EDS and 
Capgemini). We are in a different 
position. We already have a third of 
our workforce in India, which they 
(clearly did not). We are a fiscally 
conservative company. So we will 
look at the right fit, right company, 


right geography. At present, we feel 
that valuations are too stretched. In 
the us, for example, we were looking 
for two years in the government 
space. Only after the market cooled, 
did we make an acquisition. 


Despite the growth of India as an off- 
shoring and outsourcing base, a people 
crunch could potentially slow down 
the growth of the Indian IT story. Do 
you think this is a fair concern? Will the 
shortage of people make you look at 
other locations such as the Philippines 
or China as an offshoring base? 

Yes, that is a concern, but Perot is 
doing its bit to improve it. We are 
working with institutions, universi- 
ties here. However, unlike for some 
Indian players, for us it is best 
shoring and not just offshoring. We 
recently opened a centre in the 
Philippines. Having said that, we 
continue to believe that the Indian 
marketplace and talent offer very 
good opportunities. Just look at 
our help wanted ads. We are hiring. 
India continues to be the heart of 
our global strategy, though it is 
becoming a part of a larger puzzle. 


Away from the offshore presence Perot 
has in India, there have also been 
some reports that you are looking at the 
domestic IT business here, just as IBM 
and HP do. Why are you examining this 
sector now and do you have specific 
targets you could share with us for 
this segment? 

India is very important to us. The 
head of our global consulting and 
business applications (Padma 
Ravichander) sits here. Head of our 
business process relationship and 
insurance vertical is Anurag Jain. 
We have leveraged India and Indian 
talent to serve our global customers, 
but as I did mention earlier, we 
want to tap the potential of the 
Indian marketplace. We definitely 
have certain numbers, but those are 
internal. We are bullish on 
our growth prospects in the 
Indian market. ไพ 
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time to get the formula right. 
Today, we operate in 20-plus coun- 
tries. So, | wouldn't say that we 
were late to the game. It is just that 
we are ver focussed. One of the 
things, for instance, we are right 
now focussed on is not only service 
delivery from India to our interna- 
tional customers but on the Indian 
marketplace itself. 1 would admit 
that we are not early, but very 
tocussed on that now. We are 
excited about the Indian market- 
place, though we did have (Indian) 
clients, we had not focussed our 
sales and business development teams 
here, which we are doing now. 


As a company with just over $2 billion 
in revenues, is Perot an attractive 
takeover target in this fast-consolidating 
market for either larger global rivals or 
fast-growing Indian vendors? 

We are an attractive company 
(smiles) because we are in the right 
marketplaces, with right capabili- 
ties. If you look at Perot Systems, we 
get half of our revenues from the 
healthcare marketplace. We are the 
leader in North America in this 
space. Healthcare as a market is 
exploding not only in North 
America, but also globally. The rest 
of our business (the other 50 per 
cent) is also in other strong growth 
areas. If you just take organic 
growth, | think Perot Systems would 
have grown the fastest among all the 
multinationals. In respect to whether 
we are an acquisition target...we 
have a family kind of public com- 
pany with the Perot family hold- 
ing approximately 30 per cent of the 
company. So, realistically there is no 
way of us being acquired unless the 
Perot family wants to sell and they 
have never expressed an interest in 
doing SO, 


‘We are excited about the 
indian marketplace and are right 
now very focussed on it” 
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Despite being much smaller than com- 
petition, Perot Systems continues to 
be #2 on Fortune’s list of most ad- 
mired IT companies. So what are you 
personally and the company doing right 
to be rated so high up? 

We did come in second for the sec- 
ond year in a row. Last year was the 
first time we had reached a size when 
we are eligible to be voted. In our 
very first year, we came in at #2. 
This year we were #2 again, but the 
gap between us and the #1 has nar- 
rowed. So, we are improving all the 
time. Perot Systems’ goal is not to be 
the largest IT company in the world, 
but to be the best. If you are the 
best, growth will come automati- 
cally. The important thing is to be a 
trusted partner for your customers. 
You mentioned about shifting dyn- 
amics earlier of the industry. One of 
them is long-term relationships. If 
you look at Perot, 85 per cent of 
our revenues comes from such long- 
term relationships. The reason why 
we come up so high on most 
admired companies is because of 
our relationships and the trust our 
customers have in us. By the way, 
these relationships help us whether 
the economy is going down or up. 


There have been some worries over a 
potential slowdown in the US. If that 
happened, what would be the imme- 
diate and long-term impact on the tech- 
nology market in general and Perot 
Systems in particular? 

As I did mention, a majority of our 
revenues comes from long-term con- 
tracts. One of the things that Perot 
specialises in is improving efficiencies 
of our customers. So, if there is a 
slowdown, clients' focus shifts from 
growing topline by leveraging 
IT to cutting costs using I 
and improving efficien- 


cies, Since we operate in both ways, 
whether the economy grows or not, 
it has little impact on us. We do 
fine, regardless of the state of the 
economy. With regard to the state of 
the American economy, I would 
rather leave it to economists 
to interpret. 


What | wanted to know was whether IT 
customers are planning to increase or 
cut back on their IT spend. 

One of the things we are seeing is 
that clients are more cautious about 
the kind of contracts they are sign- 
ing. They are looking for more spe- 
cialised, best-of-breed solution 
providers. That is why those mega 
billion-dollar contracts are getting 
fewer. You see more action in the 
$50-500 million range. That is a 
clear trend. That is good news for 
us. Given our size, we have always 
been focussed on that market. 


We've seen many large companies 
(ABN-AMRO, General Motors) re-align 
their contracts, and a few 
Indian vendors such 
as Infosys and 
Wipro have bene- 
fited as a result. 
Do you think this 
trend of splitting 
work into the 
best vendors for 
each area will 
continue and do 
























PETER ALTABEF ป President & CEO Perot Systems 


"India is at the 
Heart of Perot's 
Global Strategy" 


ACK IN 1992, WHEN HENRY 

Ross Perot Sr. ran for tbe 

American presidency, he 

was a staunch opponent 

of offshoring. Ironic for a 

man who rose from being a box 

seller at 1BM to a billionatre entre- 

preneur simply because he spotted 

the IT outsourcing opportunity first. 

He launched Electronic Data 

Systems (EDS) in 1962 when his em- 

ployer, IBM, refused to move from 

hardware to services. The rest, as 

they say, is history. Perot sold EDS to 

General Motors in 1984 for $2.5 

billion, and four years later set up 
Perot Systems Corporatton. 

Today, Perot Systems has $2.3 
billion in revenues and Perot Sr., 
who is Chairman emeritus (bis son 
Ross Perot Jr. is the Chairman), ts 
singing a very different tune. While 
Perot bas always been for outsourc- 
ing, the company is now looking at 
offshoring with a vengeance. And 
the man entrusted with the task of 
turning Perot into another EDS ts 
Peter Altabef, Perot Systems’ 48- 
year-old President & CEO. A lawyer 
by training, Altabef joined Perot in 
1993 and worked in different posi- 
tions before assuming his current 
role in September 2004. In India 
recently to inaugurate a new facility 
in Coimbatore, Altabef spoke with 
BT’s Venkatesha Babu on bow his 
company plans to make up for lost 
time in India. Excerpts: 


Where do you think Perot Systems 
stands in the global technology mar- 
ketplace today compared to legacy 
players such as IBM and EDS as well as 
relatively new Indian vendors like TCS, 
Infosys and Wipro? 

There is movement among all these 
companies. My perception is that 
everybody is moving towards the 
centre. The traditional multinational 
companies are hiring more and 
more people in what are called the 
low-cost destinations, whereas 
Indian companies are ramping up 
their international presence in other 
geographies. Perot Systems actually 
is (in one way) the leader among the 
multinational group. We have about 
30 per cent of our (global) work- 
force in India and a little more than 
a third in all low-cost destinations. 
So, we have been at the forefront (of 
the movement). One of the things 
that distinguishes Perot Systems is 
that we have been a strong growth 
company. While we have grown 
our headcount in India, we have 
also grown our headcount in North 


America. This is not true (of some 


of the other multinational players). 
Since the headcount is also growing 
in North America as it is in India, 
there is a sense of collegiality among 
our teams, which is not true of 
some of our competitors. 


The large Indian players say that they 
have reinvented the IT services and 


consulting game to suit the dynamics of 
a flat world. Would you say that com- 
panies such as Perot Systems were 
late in recognising the potential of the 
whole offshoring wave and is that the 
reason why you are now ramping up 
here furiously? 

Let me put this in context. About re- 
inventing the marketplace. [ think 
what they (read: Indian companies) 
have done in terms of increasing 
the volume of some of the goods 
and services in the marketplace is 
simply magnificent. It is to be 
treated as not only advancing our 
industry but the capabilities of all the 
customer industries. | don’t want 
to take anything away from them. 
They have done a superb job. That 
said, the IT outsourcing business 
was actually founded in 1962 by 
Ross Perot (when he started EDS). 
He was originally a salesperson at 
IBM and when he offered to take 
the IT outsourcing game to the next 
level, they turned him down. That is 
how he started EDS and sold it in 
mid-80s. He started Perot Svstems 
in 1988. So, who understands this 
entire IT outsourcing business better 
than Perot Systems because of our 
history and legacy? 

Though Perot itself is a rela- 
tively new company, we started 
doing business in Europe in 1990. 
We started our operations in India 
in 1996 and work on it started in 
late 1994, though it took us some 
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The formula one racing car is the most complex and advanced car in the world, packing research 
in aerodynamics, engine technology, brakes, tyres and modelling. It has more in common with a 
jet plane than it does with a high performance car. Tata Consultancy Services (TCS) works with 
Scuderia Ferrari before, during and in-between races to help their cars go even faster. As one of 
the world's fastest growing technology and business solutions providers, TCS ensures that all 
mechanical and electronic systems perform at their optimum under levels of extreme stress. 
Managing pressure and troubleshooting in a situation where every little advantage makes 
a huge difference. And of course, enabling Ferrari to experience certainty. 


TATA CONSULTANCY SERVICES 
Experience certainty. 


IT Services ส Business Solutions ส Outsourcing 


= f To learn how your business can experience certainty, visit www.tcs.com 
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market 


incomes Have Been Growing Steadily Over the 


Past Two Decades 


Total aggregate household disposable 
income in Rs '00 crore (2000 values). 


Average household disposable income 
in Rs (2000 values) 





23,526 





1985 





Urban India, 
2005E 

1985 1990 1995 2000 2005E 
Ill Compounded annual growth rate 


1985 1990 1995 2000 2005E 
E: Estimate 


TT Amritsar already have higher aver- 
age incomes than their top-tier 
counterparts. And if marketers like 
Rao are to be believed, B and C 
class cities, and even semi-urban 
areas like Vellore and Hissar, are 
already taking to the replacement 
market. “The second-hand market 
for most home durables in these 


cities is dying,” he says. 


The Challenges 


The growing consumer market will 
also throw up several challenges 
before the state and the private sec- 
tor. For one, such stupendous 
growth hinges on the state continu- 
ing to pursue a pro-reform, pro- 
growth agenda. “The biggest chal- 
lenges that the government needs 
to address are in education and 
infrastructure,” says Zainulbhai, 





Mid-sized cities like Chandigarh, 
Ludhiana and Amritsar already 
have higher incomes than their 
top-tier counterparts 


Household Income Growth Will | Urban Population to Rule the 





Accelerate Across India . Roost Over the Next 20 Years 
] è : | | 
แก rm / Re O0 crore (2000 values. 69,503 
400: 
300: 16,695 
200: ead 
| 16,896 
100- ง 2%* 








All India 
consumption, consumption consumption consumption, 1985 
2005 growth growth 2025 


Pr od 5 E Oo DE. 4 All India Rural Urban 
1985 '90 '95 '00 '05 '10 '15 '20 ‘25 
Compounded annual growth rates 

mm 1985-2005 me 2005-2025 


* Contribution to consumption growth 
Source: McKinsey Global Institute 


Source: MGI India Consumer Demand Model 


104 BUSINESS TODAY MAY 20 2007 


Source: MGI India Consumer Demand Model 


Per-Household Consumption in Rural India Will 
Reach Today's Urban Levels by 2017 


Average rural consumption per household Rs '000 (2000 values). 





1995 2005E 2015F 2025F 


E: Estimate F: Forecast 


adding, “private enterprise will take 
care of the rest." However, analysts 
fear that if fundamental reforms 
promised by the government do not 
come through, the market will lose 
its sheen. Marketers will also have to 
offer high-end products at affordable 
price points. “Moreover, individ- 
ual companies will have to keep in 
mind that the customer of the future 
will be extremely conscious of the 
cost of energy,” says LG’s Rao. “We 
will necessarily have to bring in 
smarter technologies.” 

The adventurers of yore had to 
cross the seven seas and overcome 
numerous obstacles in their quest 
for the golden bird. The marketers 
of tomorrow will face similar chal- 
lenges—the form will have 
changed, but the content will 
remain the same. ไพ 


Rural Consumption Growth Will 
Also Bump Up Significantly 


Aggregate rural consumption 
Rs ‘00 crore (2000 values). 


16,701 





1995 — 2005E 2015F 2025F 


E Compounded annual growth rate 


Source: MGI India Consumer Demand Model 
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Critical situations. Ruthless competition. Unforgiving customers. Thankfully you can be absolutely 
sure of your IT solutions with Tata Consultancy Services (TCS). As one of the world's fastest growing 
technology and business solutions providers, TCS has built a reputation of delivery excellence based 
on world-class IT solutions that are on time, within budget and consistently deliver superior quality. 
So, it comes as no surprise that we pioneered the concept of the Global Network Delivery Model. 
Developed Innovation Labs and Solution Accelerators. Achieving a level of delivery excellence 
that provides greater value to our customers and is the industry benchmark. Enabling our clients 
to experience certainty. 


TATA CONSULTANCY SERVICES 
Experience certainty. 


IT Services « Business Solutions « Outsourcing 


To learn how your business can experience certainty, visit www.tcs.com 
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Share-of-Wallet: Shifting from 
Basics to Discretionary Items 


Share of average household consumption (%) 
Rs ‘000 (2000 values) 


60 82 140 248 
B 2 E 5 9 13 Healthcare 
11 2 6 Education and 
4 17 3 9 recreation 
2 19 6 — Communications 


8 20 Transportation 


Personal products 


14 
3 g 
12 3 
12 11 and services 
ว ง Household products 
10 Household utilihes 
Apparel 
42 34 YE Food, beverages 
, and tobacco 


1995  2005E 2015F 2025F 


Figures are rounded to the nearest integer and may not 
add up to 100% 
IH Necessities Discretionary spending 


Consumption Share of GDP 6 
is Rising 

2216 4553 801 
"we — - Nm m 


consumption 


12456 


Government 
consumption 14 
44 | 
investment 18 12 16 
23 28 20 
Net trade 
> = 
China Japan India US 


Figures in $ billion (2005 values) 
Source: Global Insight; MGI India Consumer Demand 
Model 


"aspirer" income segments (defined 
as those with annual household 
incomes of less than Rs 90,000 and 
Rs 90,000-2,00,000, respectively) 
account for about three quarters of 
total spending. *About 12 per cent 
of our customers fall within the 
aspirer segment now," says Kishore 
Biyani, MD, Future Group, which 
owns the Pantaloon and Big Bazaar 
retail chains. 


The distribution of wealth, though still lopsided, will be a lot 








By 2025, India's middle class is expected to swell almost 12 
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from its current size of 50 million to over 583 million people 


Discretionary Spends 

By 2025, three-fourths of consumer 
spending will be discretionary, com- 
pared to just over half today. While 
Indians will continue to spend 
nearly a fourth of their disposable 
income on basic necessities, more 
than half the spend will be on trans- 
port, healthcare, personal products 
and education. The Marutis, Fortises 
and Hindustan Unilevers of this 
world, please take note. *In the 
next 10 years, we expect the four 
wheeler auto industry to grow at a 
CAGR of 10 per cent,” informs Rajesh 


Jejurikar, Senior VP (Marketing), 


Mahindra & Mahindra. And there's 
good news for the country’s boom- 
ing telecom sector as well. The 
spend on communications will grow 
at 13 per cent per annum through 
2025 and account for six out of 
every hundred rupees spent. “The 
key will be penetration,” says 
Bharti’s Sachdeva. “If you are not 
available before actual demand kicks 
in, you’ve lost the game,” he adds. 


Urban-Rural Gap Will Close 


In 2025, the report predicts, urban 
India (with real annual household 


more equitable by 2025 than at present 


incomes growing at 5.8 per cent) 
will remain the main driver of con- 
sumption and wealth creation, 
accounting for 62 per cent of the 
total spends, but rural incomes, too, 
will register an upswing. The growth 
rate in annual rural income per 
household will accelerate from 2.8 
per cent over the last two decades to 
3.6 per cent over the next two; and 
rural consumption will reach the 
level of today’s average urban 
household by 2018. “As rural India 
enters the post-modern economy, 
agriculture will become a smaller 
part of the whole pie, thereby SIg- 
nificantly increasing the buying power 
of rural markets," says McKinsey's 
Zainulbhai. Adds 16's Rao: “Today, 
rural penetration in the consumer 
electronics market is just about a 
tenth of the urban reach; this will 
change, especially when consumer 
finance reaches the villages." 

Even within urban areas, India's 
mid-tier and smaller cities, which 
will be home to almost two-thirds of 
India's middle class populati yn, will 
emerge as increasingly attractive 
markets. In fact, mid-sized cities 
like Chandigarh, Ludhiana and 
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This will almost treble middle class 
income levels—average real dispos- 
able incomes will grow from 
Rs 1,13,744 in 2005 to Rs 3,18,986 
in 2025—and ensure that just over 
a fifth (22 per cent) of India's pop- 
ulation remains desperately poor, 
compared to more than half (54 
per cent) today. Simply put, 291 
million Indians will move out from 
an existence of desperation into à 
more sustainable life. 


Middle Class to Fuel Boom 

These developments will have a 
major impact on what Indians buy 
and consume, how they go about it 


Shape of Income Pyramid Will Change as Incomes 


Continue to Grow 
Household income Number of households Aggregate disposable income Aggregate consumption 
Rs '000 (2000 million Rs ‘00,000 crore (2000 Rs '00 000 crore (2000 
values) values) values) 
Globals (> 1,000) 


Strivers (500- 1,000) 
Seekers (200-500) 
Aspirers (90-200) 
Deprived (< 90) 


Globals (> 1,000) 
Strivers (500-1,000) 
Seekers (200-500) 
Aspirers (90-200) 
Deprived (<90) 


Globals (> 1,000) 
Strivers (500-1 ,000) 
Seekers (200-500) 
Aspirers (90-200) 
Deprived (<90) 


2005E 


2015F 


2025F 


Diminishing Poverty, 
Soaring Middle Class 


Share of population in each income Household income in 
bracket (25) Rs '000 


TS 928 110] 1278 1429 (2000 values) 


Globals (> 1,000) 
Strivers (500- 1,000) 
Seekers (200-500) 
MIDDLE CLASS 
Aspirers (90-200) 
Deprived ( « 90) 


1985 '95 ‘OSE 156 725F 


Figures are millions of people rounded to the nearest 
integer and may not add up to 100% 


and also what marketers offer them. 
By 2025, India's middle class is 
expected to swell almost 12-fold 
from its current size of 50 million 
(other studies have placed it at 200- 
300 million) people to over 583 
million and make up to 41 per cent 
of the population. *The sheer buying 
power of this emerging middle class 
will drive the economic engine," 
says Adil Zainulbhai, Mb, McKinsey 
India. “ไท the future, there will be 
greater stress on the aesthetic value 
of products,” feels Girish V. Rao, VP 
(Marketing), LG India, adding: 
*Durables like high-end refrigerators 
are already growing at 20-25 per 





Source: McKinsey Global Institute 


Aggregate Consumption Will 


Grow Four-fold 

Aggregate consumption Household income in 
across income brackets Rs '000 (2000 values) 
Rs (2000 values) n 






IBI Globals (> 1,000) 


ta Strivers (500- 1,000) 


J Seekers (200-500) 


MIDDLE CLASS 
Aspirers (90-200) 


Deprived (<90) 


1 10 


เซ 1 
1985 '95 '05E '15F 725F 


Figures are rounded to the nearest integer and may not 
add up exactly to column totals. 
Source: McKinsey Global Institute 


cent per annum." 

The report predicts that aggre- 
gate consumption will double from 
Rs 17 lakh crore today to Rs 34 
lakh crore by 2015 and quadruple 
to Rs 70 lakh crore by 2025. A 
caveat: per capita spending in 2025 
will remain modest at Rs 48,632. 

Numbers aside, the report pre- 
dicts that by 2025, the class struc- 
ture of consumers will change. The 
new middle class (with real earnings 
of Rs 2-10 lakh p.a.) and the global 
class (earnings of more than Rs 10 
lakh p.a.) will account for 79 per 
cent of total spending. Currently, 
consumers in the “deprived” and 
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India 


2029 


Indians now have 
more spending power 
than at any time in 
the past. How will the 
country's consumer 
market evolve? A 
McKinsey study, 
shared exclusively 
with BT, says it will 
become the world's 
oth largest by 2025. 


AMAN MALIK 


EDIEVAL EURO- 
peans called India 
a "golden bird" 
and managed to 
cage it for cen- 
turies. But now, it's ready to spread 
its wings and fly again. And this 
time too, the world is sitting up 
and taking note. *That incomes will 
leap is a fait accompli," says Hemant 
Sachdeva, Director (Marketing), 
Bharti Airtel, “and all indications 
are that the increase will be secular.” 

Sachdeva’s optimism is not 
unfounded. Consider this: an 
average Indian today can poten- 
tially spend double of what he could 
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in 1985; in the next 20 years, he 
will be able to spend four times 
what he does now, says a McKinsey 
Global Institute report titled The 
Bird of Gold: Tbe Rise of India's 
Consumer Market. Result: India is 
expected to emerge as the world's 
fifth-largest consumer market by 
2025, overtaking countries like 
Germany and Italy which are cur- 
rently far ahead. 

Providing ballast to this ride up 
the ranks of consuming nations is the 
country's expected annual growth 
rate of 6-9 per cent per annum (real 
compounded annual growth of 7-8 
per cent) over the next two decades. 






India: Fifth-largest Consumer 
Market by 2025 


Aggregate private consumption, 2005-2025 
2005 
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เห กา ง 13,540 7 
2025 
(000 &bec oe E 
Sermon e 1511 18429 6 
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DuPont Science creates solutions that are environmentally smart 


DuPont science is constantly finding new ways to protect people and products and the environment 
across an extraordinary breadth of industries. 


Our products are made from renewable resources that have high value. Products like a bio based 
polymer that is used to make clothing, carpets and plastic is made from fermented corn sugar instead 
of petroleum. Next generation bio fuels that are safe and environmentally friendly are made from crops. 


Our solutions enable lower consumption of energy resources and less harmful emissions. Solutions 
that insulate buildings from harsh environments making them energy efficient and environmentally 
smart. From energy efficient fuel cells that provide nonstop power to hybrid seeds that provide 
nutritious and abundant yield, DuPont science enhances life and environment today and tomorrow. 


Solutions for a Better, 
Safer, Healthier World 


E. |. DuPont India Pvt. Ltd. 
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Century Fox or a Warner Brothers 
Entertainment. This year, his com- 
pany has five releases lined up, and 
not a single one is directed by 
Chopra himself. “Our commitment 
to the studio style of functioning 
allows us to make each offering dif- 
ferent, though they are being re- 
leased at very close intervals," says 
the veteran producer-director. 
Another producer who is sold 
on the studio model is Subhash 
"Showman" Ghai. *Between 2008 
and 2009, we will produce 6-10 
films each year and will ramp this 
up to 50 films a year by 2012," he 
says. His banner, Mukta Arts, 
reaped rich benefits when it de- 


Prem Sagar 


Director | Sagar Arts 





BEST KNOWN FOR: Ramayan 
(TV serial) and films like Arzoo, 
Geet, Charas and Lalkar 


THE ROAD AHEAD: A return to film 


years, I do not see this changing. | 
will continue to make one or two 
films every one-and-a-half years,” 
he says. Empirical evidence sug- 
gests that Roshan’s formula also 
works. In 2006, his banner, 
Filmkraft Productions, released 
Krrish, which was the biggest hit 
of the year. His latest project, 
Krazzy 4, will be produced by him, 
but directed by his former assis- 
tant, Raja Sen. Roshan clarifies that 
this is a one-off project and does 
not mark his entry into the studio 
model of filmmaking. 

But with the Barjatyas, the 
Chopras and the Ghais of the 
world ushering in a new phase in 
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cided to produce Igbal. “When I 
make a film, l'm responsible for 
everything. But today, [ can depend 
on professionals," he adds. On the 
agenda is an increased focus on 
Mukta Music, his recently-launched 
music label, distribution and exhi- 
bition. That apart, Whistling Woods, 
his training institute housed in Film 
City in western Mumbai, now takes 
up a large part of his time. It is 
from here that Ghai is looking to get 
in new talent. Meanwhile, he is also 
considering forays into publishing, 
television and radio. 


production (Sa/ma was the last 
film he produced, in the mid-805); 
a film city for filmmakers; 
finalising plans for nine theme 
parks; looking for a wider presence 
across channels on television 





But there are some who are 
bucking this trend. Producer-di- 
rector Rakesh Roshan believes that 
the age-old practice of independent 
filmmakers making one film at a 
time is working quite well and 
doesn't wish to experiment with 
anything else. “Over the next five 


Bollywood, Roshan could be forced 
to quit playing contrarian and flow 
with the tide. The consensus is that 
the studio model, with professional 
managements and multiple revenue 
streams, is the good idea whose 
time has come. Bollywood has 
willy-nilly emerged as the platform 
from which an emerging India is 
projecting its soft power across the 
seven seas. And it is the new 
avatars of the old and established 
production houses that have taken 
it upon themselves to take the 
process forward. i 


FOR A FEW RUPEES MORE 


VEN AS BOLLYWOOD'S BIGGEST AND OLDEST PRODUCTION 
Fis attempt to spread wings into newer areas, 

there's good news and bad news. The good news? 
There are many avenues for funding, from public issues to 
private equity to debt from banks. The bad news? Financiers 
will take a close, hard look at projects to examine their viability. 
They'll also take a close, hard look at the promoters, to 
examine their accountability and discipline. As Mahesh 
Chhabria, Director, 3i India, a private equity player, says: 
"Whilst they are looking at new areas, it is important for them 
to demonstrate competencies in these areas as well... it is 
important for these players to have sustainable numbers in 
their business models." 

It is an industry where the risks often outweigh the retums, 
and the markets are acutely aware of this. Explains Ravi 
Sardana, Senior Vice President, ICICI Securities: "If you are pro- 
ducing, say, six movies, it is important to have a mix of 
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high-budget and low-budget projects." To their credit, by 
diversifying into new areas, the old production houses are also 
spreading their risks. Industry analysts give the example of Yash 
Raj model as an ideal one, as there is no overdependence on 
one film. A presence in distribution and music serve to make 
the model even more robust. The upshot? A multi-revenue busi- 
ness model has a better chance of being funded. “Whether we 
lend or not will be determined by the robustness of the busi- 
ness model, the viability of the project and the actual on-ground 
infrastructure that has been put up," points out Jitender 
Balakrishnan, Deputy Managing Director, IDBI Bank. 

If none of the promoters is keen on making an initial 
public offering (IPO), it may be because investors don't have 
much faith in such companies. Companies that have gone pub- 
lic before—including Mukta Arts, Cinevista and G.V. Films— 
have flattered to deceive. Watching films is one thing, investing 
in filmmakers quite another. 
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hours of content on the site," he 
says. From the current level of 
6,000 hours, that clearly spells a 
new beginning for this old banner. 
Besides, Barjatya is talking of put- 
ting television serials on the inter- 
net. “We are looking at having 90 
episodes of three minutes each in 
the first phase of the project. It 
will be webisodes on the internet 
and mobisodes on the mobile," he 
says. And he is not the only one 
who is busy. 

For Sagar Arts, where the third 
generation of the eponymous 
founding family is at work, 2007 
marked its return to film production 
after over 20 years. It released 1971, 
made on a budget of Rs 10 crore, 
on March 9 this year. “We will 
produce 4-5 films every year," says 
Amrit Sagar, a third generation fam- 
ily member and director of 1971. 
The return to filmmaking comes 
after its huge success in making TV 
serials—Ramayan, Shri Krishna, Sai 
Baba and Alif Laila are a part of 
its vast library. 

Then, the group is also finalising 
its plans of entering the theme park 


96 BUSINESS TODAY MAY 20 2007 


NIVSSIIH NVZMV4 


business. “We will launch our first 
theme park this year," says Sagar 
Theme Parks’ CEO Shiv Sagar. He 
plans to have nine 100-acre theme 
parks, including ones in Mumbai 
and Baroda, each costing Rs 100 
crore. “The revenues will come 
from entry fees, food courts and 
merchandise,” he explains. These 
parks will have mostly mythology- 
based themes and there could be 
an animated Ramayan to explain 
mythology to Indian kids. Sagar is 
also working on a plan to build a 
film city—which will be a one-stop 
shop for filmmakers—in Mumbai. 
“The way I see it, we will increase 
our television content to nine hours 


B.R. Chopra 


Promoter | B.R. Films 


BEST KNOWN FOR: Films like Wagt, 
Humraaz, Dhund, Insaaf ka 
Tarazu and Gumrah. Mahabharat 
(TV serial) was also from the BR 
banner 





THE ROAD AHEAD: Animation; the 
first animation film is slated for 
release next Diwali; expand 
distribution reach, overseas and 

in India; will produce Mahabharat 
for the big screen; aims to produce 
around 15 films over the next 
three years; a music label, a larger 
presence on television and a new 
studio are in the works 


every day from four-and-a-half 
hours today. And we may also set 
up ล music company," says Sagar 
Arts’ Director Prem Sagar who is 
Ramanand Sagar's son. 

The common thread running 
through these plans of different 
production houses is diversifica- 
tion within the overall remit of the 
entertainment and media industry. 
B.R. Films, another well-established 
name in the business, is in the midst 
of a significant transformation. “For 
the first time in almost 30 years, we 


will be getting an outside director to 
make films under our banner. Over 
the next three years, we should 
have about 12-15 releases," says 
B.R. Films’ Group CEO Sanjay 
Bhutiani. Also on the anvil is a 
foray into animation films, the first 
of which will be ready for release 
by Diwali next year. Then, there's 
a plan to make a two-part film out 
of Mababbarat, which it turned 
into a blockbuster television serial in 
the 1980s. “The budget for the 
film will be around $40 million 
(Rs 168 crore). On television, too, 
we will have 4-6 products per 
year," says Bhutiani. “Our usp over 
the years has been providing great 
content. [n the next 18 months, 
we will have a full-fledged studio in 
operation; and in five years, this 
will be a very professional organi- 
sation," he adds. 


Studio Model 


The emergence of the studio model 
is arguably the most significant de- 
velopment in the industry over the 
last few years. Yash Raj Films, the 
banner that perfected the model, 
has also gained the most in the 
process. Consider this: of the last 10 
films from Yash Raj Films, only 
one, Veer-Zaara, was directed by 
Yash Chopra himself. Last year's 
biggest grossers, Fanaa and Dhoom- 
2—which grossed $36 million (Rs 
151.2 crore) and $28 million (Rs 
117.6 crore), respectively, glob- 
ally—were directed by others. 
Yash Raj Films now straddles 
the entire cinema value chain— 
from filmmaking to distribution to 
owning a music label—and its strin- 
gent cost-control and global reach 
have made it a money-spinner and 
the Bollywood label to watch out 
for. Its new studio, YRF Studios, 
which is now up and running in 
western Mumbai, has taken the 
studio model to a higher level. 
Chopra has always spoken of 
having an "integrated entertainment 
company" on the lines of a 20th 


AN 


Managing Director | Rajshri Media 


| Hits like Dosti, 

Uphaar, Geet Gata Chal, Maine 
Pyaar Kiya and Hum Aapke Hain 
Kaun 

| Leverage rajshri- 
.com by selling more films (not just 
its own) online; make serials 
exclusively for the internet and 
mobiles; aiming for 1 million hours 
of content on its site in five years 


and demand for Hindi films in dis- 
tant corners of the globe. “I’m 
changing the way Indians watch 
films. The objecti e is to take Bolly- 
wood to a global audience,” says a 
visibly excited Rajjat A. Barjatya, 
Managing Director, Rajshri Media, 
which owns rajshri.com. Barjatya, a 
Harvard University alumnus, laun- 
ched his site in November last year 


to coincide with the release of 


Rajshri Production’s Vivab. Other 
old production houses like the late 
Ramanand Sagar’s Sagar Arts and 
B.R. Chopra’s B.R. Films are also 
reinventing themselves. 

Welcome to the new Bollywood, 
where the name of the game is now 
innovation. In the fast changing 


world of entertainment, these old 
production houses, often under the 
management of second and third 
generation scions of the founders, 
are becoming nimble-footed and 
are looking hungrily for new busi- 
ness opportunities and alternative 
revenue models. And slowly, from 
this melting pot of ideas, successes 
and failures is emerging a 
Hollywood-style, professionally run, 
studio model of film production. 
“For Vivab, we had 6,000 down- 
loads at $9.99 (Rs 419.58) a pop. 
The numbers may be small, but | 
look at it as a huge step for the 
Indian film industry,” says Barjatya. 
On the anvil is a mobile portal. *In 
five years, we will have one million 


Chairman | Yash Raj Films 


Huge hits like 
Deewar, Trishul and DDLJ 





Adopting the 
studio model; will have five 
releases in 2007 from five different 
directors; a new studio in western 
Mumbai is up and running; a 
sharper focus on distribution; 
merchandising and licensing are 
new areas being looked at 
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Flash 


Spurred on by the next 
generation, some of 
Bollywood's biggest and 
oldest filmmakers are 
preparing to address a 
whole new set of viewers. 
They re spreading their 
wings into a whole host of 
new areas that range from 
theme parks to selling 
films online. 

KRISHNA GOPALAN 


HINK BOLLYWOOD AND 

the image that will flash 

before most eyes IS that 

of a hero and heroine 

prancing around trees 
in exotic locales, lip-syncing a (usu- 
ally) bawdy song. Yawn; so what's 
new? A lot, actually. Away from 
the public gaze, there's a radical 
transformation sweeping across tin- 
sel town, which, in a few years, 
can change the face of the Indian 
film industry. 

When UTV Motion Pictures re- 
leased its most recent film, Hattrick, 
in the theatres, it also simultane- 
ously released it online, through ra- 
jshri.com, the online portal of the 
Rajshri Group. The first download 
tor the film was from Mexico and 
the second from South Korea—not 
the most obvious markets for a 


Bollywood film, but it confirmed, if 





SWAMI 


confirmation was needed, the reach < 


» 
Subhash Ghai 


Promoter & Chairman ! Mukta Arts 


Blockbusters 
like Hero, Ram Lakhan, 
saudagar, Khalnayak, Taal 
and Pardes 


A 


A training 
institute called Whistling 
Woods; a music label, 

Mukta Music, has been just 
launched; plans to focus on 
distribution and exhibition, 
as well as production; closely 
eyeing new areas like 
publishing (trade journals), 
radio and television 





WHEN WILL THE BULBS GLOW CONTINUOUSLY? 










Faced with a burgeoning demand, the state distri- 
bution utilities are resorting to various measures to 
make good the shortages. "These include tapping cap- 
tive sources and embarking on an aggressive drive to 
promote energy conservation," adds Meena. 

In the case of the other two major metros in south- 
ern India, the power shortages are negligible. But 
while Hyderabad is power sufficient, it comes at the cost 
of power cuts borne by the rest of the state. Not only 
that, with power demand growing robustly in the city 
(15 per cent this year, as against 12 per cent in the pre- 
vious year), the burden on the rest of the state will only 
get more pronounced. "Till recently, industry was 
faced with a three-hour load shedding every day owing 
to the Rabi crop season. On an average, however, 
power supply across the state lasts between 16-19 
hours per day," says a senior government official. 


Last year, 6,852 MW was 
added across the country. 
This year, expected capacity 
addition is 16,700 MW 


Central funds to promote This year, disbursement 
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is likely to suffer since the 
norms have been stiffer 


Throwing good money after 
-. bad money 


generation capacity and 
inability to recover costs, 
government is planning to 
sink another Rs 3,900 
crore this year 


With West Bengal on a re-industrialising mode, 
the power shortages in Kolkata are on the rise. Says the 
spokesman for the local power distribution utility, 
CESC, *With a vibrant IT sector, evening and night 
loads in industrial and commercial sectors are on the 
rise. On the domestic front also, consumption has 
risen. So, the only way to meet the shortages will be 
through setting up of new units." Although CEsc claims 
they are confining power cuts in the city to 45 minutes 
or 1 hour, certain pockets in the city have already 
been reporting longer power cuts. 

How does Kolkata's market for storage devices com- 
pare with those of other regions? Inverter market in 
Delhi and North India has been growing at such a frenetic 
pace over the last few years that Exide Industries, the 
Kolkata-based leading supplier of inverter batteries, has 
nearly stopped supplying to the home market. And, it is 
not as if the market in 
Kolkata is unattractive. 
*[nverter business 15 
booming, growing at 
over 25 per cent per an- 


Will help reduce the " cave RK. Bubn: 
power shortages num, says R.K. ubna, 
owner of Fast Zone 
Supply Corporation, one 
of the largest dealers of 
Loss reduction pace inverters in the city. 
will suffer 
Key Lies in Planning 
In the absence of adequate Evidently, this summer 


will raise the power cost 
for consumers, across 
segments, one way or 
another. However, the 
prevailing robust growth 
in the various sectors of 
the economy (RBI pre- 
dicts an 8.5 per cent GDP growth) will let this bill pinch 
as much as it otherwise would. But the fact remains that 
it blunts the competitiveness of the economy. 

With the Central government beefing up its power 
sector reform initiative in the states, the Accelerated 
Power Development and Reforms Programme 
(APDRP), one hopes that the following summers are 
less eventful as this one. But given the high gestation 
period for a power generation project (three years), the 
process of planning and monitoring is key to any 
sustainable solution. Else, the proliferation of expensive 
back-up devices will continue its march. 8 

ADDITIONAL REPORTING BY AMAN MALIK AND 

KAPIL BAJAJ IN NEW DELHI, ANUSHA 
SUBRAMANIAN IN MUMBAI, RITWIK MUKHERJEE 
IN KOLKATA, E. KUMAR SHARMA IN HYDERABAD, 
AND RAHUL SACHITANAND IN BANGALORE 
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Power Systems, a top manufacturer of inverters: “While 
enquiries have started pouring in from Mumbai, Navi 
Mumbai is where the demand is largely coming from 


currently. Last month, we sold 
around 4,500 inverters in Navi 
Mumbai alone." 

Evidently, notwithstanding 
the claims made by the distribu- 
tion utilities, Mumbai could well 
head for minor power cuts, given 
that millions of square feet of 
land (read: mill land) locked up in 
court battles until recently are 
now under development. 

In the case of Delhi, pene- 
tration of diesel generator sets 
(DG) is significant—close to 60 
per cent of industrial consumers 
own one. With private compa- 
nies buying out the distribution 
business in the city, the situation 
has improved over the last few 
years. “Power supply has vastly 
improved. We hardly experience 
1-2 hours of power cuts on some 
days. There is certainly no regu- 
lar load shedding," says Nandan 
Gulati, a resident of Rohini in north- 
west Delhi. 

Thank privatisation. *The three 
distribution companies have invested 
around Rs 4,000 crore in equip- 
ment and systems, which has vastly 
improved the quality of service and 
reach, " says Rakesh Mehta, 
Principal Secretary (Power), Delhi. 


92 BUSINESS TODAY MAY 0 2007 









Anil Razdan/ Union Power Secretary 


"Reforms are being pushed 
in a responsible manner— 
loans to states will be con- 
verted to grants only on 
demonstrable results" 





But the fact remains that with load growing at around 
6-7 per cent per annum, and a lack of adequate gen- 
eration capacity in the state, the dependence on power 


supply from other states is on 
the rise. That's unlikely to change 
till 2011, when the state becomes 
surplus in power. 

Unfortunately, the fate of 
Delhi's suburbs is akin to that 
of Mumbai. Gurgaon (in 
Haryana) and Ghaziabad (in 
Uttar Pradesh) face up to 6-10 
hours of power cuts every day. 
Private sector-led real estate de- 
velopment is surely not waiting 
for the government to fix this 
problem, only that the power 
bills are higher for residents— 
Rs 11-16 per unit from DG sets as 
against Rs 4 per unit from the 
utility. 

Among the service sector 
growth hubs, it is not just 
Gurgaon that has to contend 
with high cost of back-up power. 
Bangalore, too, suffers a fair bit 
of shortages, which have gone 
acute owing to the high growth wit- 
nessed this year. Says Bharat Lal 
Meena, chairman of the distribu- 
tion utilities in Karnataka: 
“Consumption has grown by over 
21 per cent last year. Previously, it 
was between 2 and 6 per cent, with 
most of the increase accounted for 
by the commercial sector." 
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POWER PANGS 


Power situation in metros is far from reassuring 
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TAKING ADVANTAGE OF THE SHORTAGES 


Where do the inverters sell? MAJOR PLAYERS IN ORGANISED SECTOR 
พ Su-Kam Power Systems 
Fast 15 South 3 พ Luminous Power Technologies 





m Microtek International - 
m Hyundai Corporation 
UNITS SOLD: 3 million per annum 


ANNUAL GROWTH: 30-40 per cent 
SIZE OF MARKET: Rs 2,500-3,000 crore 


West 12 North 70 
Figures in per cent 


MAJOR PLAYERS IN ORGANISED SECTOR 
m Honda Siel Power Products 
m Birla Power Solutions 


Where do the DGs sell? 
Geographical breakup of sales 
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m Kirloskar Electric Company (KEC) mi 

พ Mahindra & Mahindra 

UNITS SOLD: 1.4 lakh 

ANNUAL GROWTH: 8 per cent West 20 South 25 


SIZE OF MARKET: Rs 350 crore 


Market estimates 


Figures in per cent 


quent power supply disruptions?” says Mukherjee. “I 
am now scouting the market for an inverter that can 
operate the ACs during the power cuts." 

This tale can perhaps be heard echoing in several 
cities across the country, thanks to the crippling 
shortages that get accentuated during the summer 
months. But what makes this summer different from 
the earlier ones? The economic boom witnessed dur- 
ing the recent past has fuelled the buying power of 
consumers in the domestic and commercial segment 
in several power-starved cities. Ironically, the very 
same reason is also fuelling demand for power that the 
sector is unable to deliver. The play out of this vicious 
cycle in the domestic and commercial segment of 
consumers is interesting. 

First, power-deficit states (like Maharashtra and 
Andhra Pradesh) are resorting to purchase of ex- 
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pensive power from power-surplus states (Orissa 
and Jharkhand, for example). Secondly, growth in the 
power storage and micro-generation business is on the 
rise (See Taking Advantage of the Shortages). Thirdly, 
the power shortages bring out the stark rural-urban di- 
vide. With economic growth not having been inclu- 
sive, rural India has little resort to solutions like in- 
verters and generators. 


How are the Metros Coping? 

It helps to live in Mumbai for more reasons than one. 
This summer, like the earlier ones, distribution utili- 
ties in Mumbai—Tata Power Company, Reliance 
Energy and BEST—have resolved to ensure continuous 
supply of power through the season by purchasing the 
400 Mw shortfall. The question is: what about sub- 
urbs like Navi Mumbai that are witnessing unbridled 
growth? *Power cuts happen every day for about 
four to five hours. We have an inverter that can run 
five tube lights and five fans and a TV and it costs us 
Rs 12,500 per annum,” says Charubala A., a resident 
of Kharghar, Navi Mumbai. 

Consumers like Charubala reflect the voice of 
the average power consumer in Maharashtra—sans 
Mumbai. The state faces a shortage of 5,500 ww 
with growth in demand rising at over 6.5 per cent per 
annum. The shortages create a market—one for stor- 
age devices. Says Kunwer Sachdeva, CEO of Su-Kam 
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Mumbai blackout: Until recently, outages were unheard of in the city, but now they have become commonplace 





Crippling power shortages are driving consumers to spend more on 
expensive storage devices. This summer, it will only be worse, thanks 
to the unforgiving weather as well as the booming economic growth. 
What does it cost the economy and when will the situation improve? 
BALAJI CHANDRAMOULI 


AST SUMMER, INDRANI MUKHERJEE, A RESI- off. This summer, her faith in the utility's services has 
dent of Dum Dum Park, Kolkata, de- not improved. Rather, she is shopping for more sto: 

cided to make do with an inverter that age devices. “I stay in a top floor apartment, where | 
would power a few lights and fans when operate an air-conditioner to beat the heat. But, 
the local power distribution utility switches what's the point, if | cannot run it, thanks to fre- 
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Ramping up: The cell house in Chanderiya Smelter in India and Konkola underground mines in Zambia 


looking for raw material, the acquisition of Sesa Goa can 
make big difference for Vedanta,” says Shenoy, who sees 
the iron ore operations fitting in well with Vedanta's 
plans to set up the steel plant in Orissa. 

However, Agarwal is facing huge opposition from 
the local tribals in Orissa. This may convince Vedanta 
to take the inorganic route once, or rather if, prices be- 
gin to soften and supply exceeds demand. Says 
Gurunath Mudlapur, Managing Director, Atherstone 
Institute of Research: "The ability to identify under- 
utilised assets and turn them around can see the com- 
pany going on its own for 
making steel. The com- 
pany is in no hurry to get 
into the steel business and 
may, in fact, wait for the 
steel cycle to turn before 


Jrissa Alumina 





venturing into steelmak- Chanderiya and Debari de-bottlenecki 
ing by acquiring sick com- dunes odor de-bottlenecking 







panies." The confidence 
among analysts is because 
of Agarwal's proven track 
record in turning around 
sick companies—MALCO 
and BALCO. 

"We are always on the hunt for acquiring good as- 
sets," says Agarwal, although he may have not had 
just steel in mind when making that statement. According 
to company officials, the group has set aside a war 
chest of $5-6 billion for acquisitions. In the meantime, 
it is also looking at new avenues for growth, power gen- 
eration via Sterlite Energy, a wholly-owned subsidiary 
of Sterlite Industries being one such huge opportunity 
that beckons. The company plans to participate in the 
government of India initiative of setting up Ultra Mega 
Power Projects. The group has experience in running 
captive power plants, which will be leveraged for 
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generation at a commercial level. Sterlite Energy will in- 
vest around $1.9 billion in setting up four 600 Mw 
(total 2,400 Mw) thermal power plants in Jharsuguda in 
2010. The first of the four units is expected to be com- 
missioned by December 2009 and subsequently one unit 
every quarter. Part of the proceedings will come from 
Sterlite Industries, which will raise money through 
American Depository Receipts, although 70 per cent of 
the financing will come through external debt. 

For now, though, Vedanta's fortunes are firmly 
linked to non-ferrous metals, and their prices. The 


IN INVESTMENT MODE 


Vedanta will invest nearly $6 billion between 2007 and 2010. 





good news for the group is that prices are unlikely to 
soften in the medium term. *Be it any non-ferrous 
metal, prices are expected to remain firm as there 
aren't major mines coming up for mining," says 
R. Sreesankar, Head (Research), IL&FS Investsmart. 
“In the near-to-medium term, we see prices of zinc, 
aluminium and copper to be around $3,000 per tonne, 
$2,500 per tonne and $5,000 per tonne, respectively," 
says Agarwal. “Irrespective of price, our focus will be 
on cutting costs and increasing volumes," he adds. 
That's a rather innocuous-sounding, yet highly-effective 
formula for blistering growth. ai 
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NEARING THE $5-BILLION CLUB 


Growth has been spectacular. 
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trading in metals, is today worth some Rs 18,000 
crore by virtue of his 54 per cent stake in his flagship 
company. Over the years, boosted by robust cash 
flows from his metals business, Agarwal has grown 
aggressively via expansions as well as a series of ac- 
quisitions, many of them being former public sector un- 
dertakings. For instance, he first acquired Bharat 
Aluminium Company (BALCO) for Rs 550 crore in 
March 2001. He followed that up with the purchase of 
Hindustan Zinc for Rs 445 crore. In early 2000, the 
company rather controversially delisted from the do- 
mestic exchanges, only to set its sights on the London 
Stock Exchange. The intentions were crystal clear: 
Create a currency for global acquisitions, be in a posi- 
tion to benchmark with the best amongst the global 
competition, and attract a larger investor base. 
Agarwal's ability to play in the global ballpark is one 
reason why he's barely blinking at the thought of 


TARUN JAIN / Director (Finance) 


"Strong metal prices will help us maintain 


a 30-40 per cent growth in revenues" 
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paying out Rs 2,036 or $49 per share for acquiring 
control of Sesa Goa. That's an aggressive bid—a 20 per 
cent premium over the closing price on the day Vedanta 
announced the takeover. Agarwal had little choice 
but to bid aggressively as the others in the fray included 
L.N. Mittal's Arcelor Mittal and the Aditya Birla 
Group. As per the takeover code of the Securities & 
Exchange Board of India, Vedanta will also make an 
open offer to the public shareholders of Sesa Goa for 
acquiring an additional 20 per cent stake from them at 
a price of Rs 2,036 per share. If Agarwal succeeds 
with the open offer, Vedanta's holding in the iron 
ore producer will climb to 71 per cent, and the total ac- 
quisition cost will mount to $1.37 billion. Of this, 
$1.1 billion (Rs 4,620 crore) will be financed by debt 
raised at 6 per cent rate of interest, while the rest will 
come from internal accruals. 

Analysts say it is money well spent. Points out 
Sandeep Shenoy, Strategist, Pinc Research, a Mumbai- 
based brokerage: *For a global trader like Vedanta, it's 
certainly a logical extension for increasing its product 
line. Being a specialist in the spot market, we can see 
Vedanta adding value to the company that will help 
them improve realisations of Sesa Goa." Unlike in 
the case of Vedanta, where all its products are sold at 
spot price, for Sesa Goa, 76 per cent of sales are 
through long-term contracts and just 24 per cent on 
spot-price basis. With spot prices for the metal on an 
upsurge and the expertise of Vedanta to trade in the 
spot market, analysts expect realisations to improve for 
the company, which will also offset the Rs 300 per 
tonne excise duty on iron ore exports. Of course, 
when prices soften, Vedanta can use the experience Sesa 
Goa has in fixing long-term contracts. 

But you have to wonder: If Sesa 
Goa is indeed such a good fit for 
Vedanta, why wasn't it working out 
for Mitsui? There's a very logical an- 
swer, though. Sesa Goa was an in- 
significant business for the Japanese 
conglomerate, accounting for less than 
1.3 per cent of its turnover. For 
the first nine months of 
2006-07, Sesa Goa re- 
ported a net profit of 
Rs 354.08 crore on net 
sales of Rs 1,245 
crore. "In a scenario 
where everyone is 











ANIL AGARWAL/ Chairman/ Vedanta Resources 1 EU 
“Steelmaking is the next logical step following the acquisition (of Sesa Goa)” 


Investment Mode). Since 2003, 
Vedanta has already spent roughly 
$1.1 billion, on smelter and mines 
expansion, de-bottlenecking exer- 
cises and on power and aluminium 
smelter projects. 

Despite such huge pressures of 
capital expenditure, Vedanta has 
for long remained a debt-free com- 
pany (although the purchase of Sesa 
Goa will change that status). That 
it's able to do so is primarily thanks 
to its ability to rake in oodles of 
cash from its operations. For the 
nine months ended December 2006, 
the company had earnings before in- 
terest, tax, depreciation and amor- 
tisation (EBITDA) of a little over $2 
billion on revenues of $4.77 bil- 
lion, which translates into chunky 
margins of 42 per cent at the EBITDA 
level. Growth, too, has been heady— 
revenues have doubled and EBITDA 


WHAT SESA GOA 
BRINGS TO THE TABLE 


m Vedanta has acquired the iron 
ore miner for $1.37 billion 


m Sesa Goa accounts for 1.3 per 
cent of sea-borne iron ore trade, 
globally 


m Produces 10 million tonnes (MT) 
of ore annually, and has reserves 
of roughly 207 MT, equivalent 
to 20 years of mine life 


m Mines are located in Goa, 
Karnataka and Orissa, and the 
company has prospecting 
licences in Jharkhand 


m A little over three-fourths of sales 
are on long-term contracts 


8 Has its own pig iron and met 
coke business, each with a 
capacity of 2.5 lakh tonnes 
per annum 





has surged 235 per cent over the 
previous corresponding nine-month 
period. Funding growth with such 
cash flows—estimated to average 
$6 billion over the next four years— 
shouldn't be much of a headache for 
Agarwal and his finance whiz Tarun 


Jain. "Strong metal prices will con- 


tinue for the next 18 months, and 
that will help us maintain a 30-40 
per cent growth in revenues in the 
coming few years," says Jain, 
Director (Finance). Zinc accounts 
for 56 per cent of the total EBITDA of 
the company, while copper and alu- 
minium account for 31 per cent 
and 13 per cent, respectively. 

It’s been quite a ride for Agarwal 
and Jain, who've been together since 
the late 80s, when their company 
was just a Rs 13-14 crore cable 
maker (then called Sterlite Cables). 
Agarwal, who cut his teeth by 
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Heavy Metal 


Last fortnight the Vedanta group acquired Sesa Goa. That's just 
one prong of a giant game plan to become a global Goliath in 
aluminium, copper, and zinc. And steel. manesH Nayak 


FTER COPPER, ALU- 

minium and zinc, it 

could well be time 

for non-ferrous 

metals maverick 
Anil Agarwal to begin making 
steel. His company, the London- 
headquartered Vedanta Reso- 
urces, appears set to become 
the only manufacturer in the 
world that produces all the four 
metals—with capacities of global 
scale and size. Last fortnight, 
the $4.77-billion (Rs 20,034- 
crore) giant, which is listed on 
the London Stock Exchange, 
took its first step towards ful- 
filling its plan to become a steel- 
maker by acquiring Mitsui & 
Co's 51 per cent holding in iron 
ore major Sesa Goa for $980 
million. Says Agarwal, 
Chairman, Vedanta Resources: 
"Steelmaking is the next logi- 
cal step following the acquisi- 
tion." In 2004, Vedanta had 
signed a memorandum of un- 
derstanding with the Orissa gov- 
ernment to put up a 6-million 
tonne steel plant. That blue- 
print could be revisited, even 
as company officials don't rule 
out a partnership with a global 
steel player. 


HOW VEDANTA | | 

(MT) of iron ore annually, it has 
STACKS UP GLOBALLY reserves of 207 MT (which will 
ALUMINIUM aS VETERA CERE der last 20 years) and also prospect- 
RANK COMPANY 





RANK COMPANY 








If the steel venture for some reason does not 
materialise, Vedanta will be perfectly happy extracting 
value from the mining business of iron ore. After all, 
there's a scarcity of mines internationally, Sesa Goa is able 
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to produce 10 million tonnes 


CAPACITY * ing licences in Jharkhand. Sesa 
Goa's capacities will be in 
addition to Vedanta's copper 
mines in Zambia, where it pro- 
duces 2 lakh tonnes annually. 
Even as Agarwal hones his 
mining abilities and blueprints a 
foray into steel, he's set to ramp 


up capacities in the metals he 
ดู ขั ฑา ก ก ก 


currently produces, which he 
hopes will propel him into the 
top quartile of global metal 
manufacturers by 2010. By 
then, Agarwal is targeting a ca- 
pacity of 1 million tonnes each 
for zinc, copper and aluminium. 
"Once we reach those capaci- 
ties, we will be amongst the top 
3-4 metal producers in the 
world," says Agarwal. Curr- 
ently, Vedanta is #5 in zinc 
with 0.48 MT, #8 in copper 
with 0.56 MT and doesn't figure 
in the top 10 in aluminium, as it 
has a capacity of just 0.4 MT 
(the #1 player, United Com- 
pany RUSAL, can produce up to 
4.1 MT annually). Vedanta has 
earmarked an outlay of close 
to $6 billion over the next four years in its bid to get 
into the 1-million tonne club. The projects include 
an alumina project in Orissa, second zinc smelter in 
Chanderiya in 2008, and an aluminium project in 
Jharsuguda in two phases in 2009 and 2010 (see Ir 


CAPACITY* 


/TeT จ ร บ ฮ่ เอ ง บ ว saeg 


ร 920 ‘Ud jedoug ‘Sp /O€ /LZZvSvSc - 020 
id ง เอ เธ อ บ ๒ อ ุ ท น ุ ส : น ๐ เธ ื อ น 1593 ‘99016692 


ui nos .2205267 


M 1] 


194] H UINNON ๑ pəəds ueg C yna 1010]N DQ 


ณ์ 1: 029 


จ 5 ก 5 จ า 9: It EE จ 5 juan out quqeyieu 


จ ง 0110 3 311 (33 ฒ ฬ พ 11 1 111 ๐ 0090 


}XON ว น ุ า ร มะ แต่ ร น 1 


IHOVLIH 


จ (y UL DYE[IPAY e spo. 


[ไท] เว ท ๒ อ ย se อ 


Aidde ร น อ เพ ต น อ ว pue suia, '/ ์ แน อ ธน แอ น ุ ว ร 1 ว อ เฮ ร UO ejqeje^y # ' อ 10| ซ ย อิ บ ๒ ส จู eung ' อ ๒ ส ุ ด เอ ด ค์ พ ‘peqepewyy "ซน น อ น ว ' ซ เอ ม เอ พ "๒ ต ุ เน ท พ "เน เอ ต ur ซ เ ฉิ ซอ ๒ si 4 อ ส ุ เพ ท น อ น 
OPO ‘Ud อ 9 ส พ ผ ว อ ด ค ์ พ ‘LELEZEZ /9ELEZEZ Yd น แน ว ๑ ว 'vO6ES6rZ PPO ‘Ud |!@ น น อ น ุ ว ' อ 9 /Z9 /L9PL OLE 
แร 9Ung £0 59 บ 9 อ 9 ud ! ซ ต ุ เม ท พ ู '82 เ เด ห อ 2 /PZOZOP9T - GLO ‘Ud Peqepawyy : น ๐ เธ ื อ พ ISOM ‘PEPLOTZZ / อ ส อ ห อ ห 22 - อ อ 0 “Ud VIEXION ‘LVLOSSZ 
Ud เน เจ ย MƏN 16064g2 -Z Ud อ น ห ว ท า 9ct 0 ‘Ud andier ' ร ๑ 9 เอ 6892 / ฉ อ ล”2692 - 22 10 :ud ureBipueu» : น ๐ เธ ื อ พ YNON 

เม อ ง ว แน เน ว อ ธ แ น MMM : อ แร อ อ ด 

- ซน ๒ ร น ุ อ พ "เอ ชม ' เ ซอ ิ อ พ น ๒ เซ ม ุ "% อ เต ่ น น อ ว เน ว ร เพ SHOM P จ ว เน อ อ ขอ น Pau (LIPUL) suonnjos อ ม า P อ เพ อ พ เน ว ร ม เพ 


เอ น ุ อ ว เพ อร, 


929 เ 96 ะ 6 ะ ๕ varo 5EG6vZ 


080 ‘Ud €e10j(gBugg : บ ๐ เธ ื อ น 
660 


ON จน แต ่ เอ จ พ จ ว เค ว อ ร 


6L68686E 
13H MHH 


"G0 


90 


(r9420) : แ อ 1 ‘PIpu า ๒ เซ เท อ '7247 


CBE 


M JNOA MNS €] pousisop sopotu HO fUulor IN" dn- 11171“ po YUP Jur TEES IIT | T ก จ e น puj น หล 1: ) yi m เช ิ น แน น ท ง ง 


SAIS IA 


1 


' จ 


1 1 1 113+1 1111113311 ่ 1 0 0111 g epqweq (3 ี 0 


[เน oy BJO] “แว SAL IT IUE SONIDO] IDUN ) 


A ร ะ บุ ง ล ง ท ร oxeur อ ง 4 เส ็ น แท น ด ว ว ะ suas ay ร ชื่น ห น ุ ว pue ร ก ด อ น »yjoquiour [enprarpur “Aep aq jo ล แพ ง ง “Ay anos 


IDI U เณ pout[»o | JW YOUN, UIM SOULOD เณ IN JO | A40 AULYOO]-poos \jBuruunys sty | ว 1 น แพ ห ด ล 


แล 49] et] ) ก ร รน ทน | QI «I ( ๆ ป po y»Xinouoady \ 


s» ชิ น แพ ว อ น puy [t 


A nog 





bt cover story 


building their base in India even as they dismantle 
much of their expensive base internationally. IBM's 
Ray pooh-poohs this argument saying that for com- 
panies like IBM, India is just one of the several low-cost 
destinations, which include Eastern Europe, China 
and other Asian countries. The Indian 11 CEO argues that 
while this may be so, most growth in numbers, at 
least in the near future, will come from India. “We have 
the largest pool of skilled rr manpower. It is inevitable 
that they grow here," he says. 





SANDEEP ARORA 


Lead Executive, Accenture Delivery Centre for Technology 


“We're doing high-end work in India. 
We're combining consulting & engi- 
neering to deliver innovative solutions" 


From Cost to Quality and Now Innovation 
There's no doubt low cost is the reason why head- 
counts are going up in India, but better quality and 
innovative capabilities are turning out to be the 
proverbial icing on the cake. “ไท our own case, we 
have established global centres of excellence in the 
financial services, telecom, pharma and digital media 
sectors in our Indian operations,” says Salil Parekh, 
Executive Chairman, Capgemini India. 

One of the reasons why the IT MNCs are able to do 
this, Forrester Research India's Sudin Apte points out, 
is that they have built significant scale in their plain 
vanilla business of application development and have 
gained confidence in the ability of their Indian teams to 
undertake more high-end work. Accenture, for ex- 
ample, is executing a 90-country SAP implementation, 
covering multiple languages, multiple modules and is 
using the latest SAP NetWeaver stack for a chemicals 


82 BUSINESS TODAY MAY 20 2007 


9 จ "ลา จ 0 AW SH4JVHOOLIOMHd4 


ส ห ว "ง 


giant. Something like this would never have come 
India's way even a few years ago. 

Even more interestingly, researchers at the com- 
pany's recently inaugurated lab in Bangalore have just 
completed a prototype software that will allow a geo- 
graphically dispersed team to (virtually) touch and feel 
the IT environment at a customer site besides perform- 
ing impact and analysis tests from anywhere at 
Accenture's 47 global locations. *There are many op- 
portunities for research and projects to be undertaken 
from the ground up in India," says Lin Chase, who re- 
located from Silicon Valley to Bangalore to drive the evo- 
lution of this facility. 

IBM's Ray, on the other hand, declares that a full 30 
per cent of the work his company does out of India can 
be classified as high-end. “It is actually the rr multina- 
tionals that have realised that the quality of manpower 
Is so top notch that we can address global customers sit- 
ting here," he says. In fact, an IBM consultant in a retail 
project in Bangalore is billed at the same rate as a sim- 
ilar resource sitting in, say, America. IBM India’s remote 
infrastructure management services is the largest in the 
world and serves 400 clients across Asia-Pacific, EMEA 
(Europe, Middle-East and Africa) and the us. 

At HP India, too, the focus is as much on inno- 
vation as low cost. A service oriented architecture 
(SOA) centre in Bangalore plays a critical role in 
defining and delivering services to HP customers 
worldwide. This centre is part of the $500 million 
commitment made by HP to SOA globally. Head of the 
centre, Srinivas Gorur says it is much more than 
plain-vanilla IT services since it involves conceptual- 
ising new ideas and taking it to market. 

It's not just the top IT MNCs that are looking beyond 
cost. There are smaller companies such as the Anglo- 
Dutch LogicaCMG focussing on high-end work. G.B.S. 
Bindra, Director for Global Engineering at LogicaCMG, 
points out that several global customers are leaning on 
its India centre to develop new value added services plat- 
forms. “This is not about adding some functionalities to 
our existing product. Our engineers actually meet 
with customers and spend time architecting these 
solutions with them,” says Bindra. 

Getting the right talent, of course, remains a chal- 
lenge for companies focussed on high-end rr. But as Pari 
Natarajan, Co-Founder and CEO, Zinnov Consultants, 
an offshore research and consulting company, says, “A 
lot of them believe that over the next few years, the tal- 
ent in India will mature to a level where they are able 
to contribute to product innovation and, therefore, are 
investing heavily in training and cross-border travel.” 
It’s a trend that will further consolidate India’s position 
as the preferred IT destination of the world. เพ 
ADDITIONAL REPORTING BY RAHUL SACHITANAND 













AMITABH RAY 
Director, Global Delivery, 
IBM Global Services 


“Two of the IBM's 
largest SAP implemen- 
tations worldwide are 
being led from India” 
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Capgemini has set up global centres of ¥ 


such as telecom and pharma in India 
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Cost it Was 


Until recently, India’s big appeal to IT MNCs lay in its low cost of talent. “It 
is a well-known fact that, on an average and for similar skill sets, an Indian 
[T resource costs just a third or even less than his or her international coun- 
terpart, in spite of the recent wage inflation," says Gautam Sinha, CEO of 
IVA Infotech. Cost continues to be the major attraction, and critical to the 
competitiveness of the IBMs and Accentures, who must now increasingly 
fight Indian vendors such as TCs, Infosys or Wipro for tT outsourcing con- 
tracts. That's one reason why the global biggies have been bulking up fu- 
riously in India. IBM’s domestic headcount has surged from 8,000 five years 
ago to 53,000 now. Accenture has gone from 2,000 to 35,000 in that time, 






G.B.S. BINDRA 
Director for Global Engineering, 
while some others like EDS and Capgemini have acquired companies LogicaCMG 

(MphasiS and Kanbay, respectively) to hit the ground running. 


The C&O of a top Indian rr company who did not want to be named says “Global customers are 
that the current tussle for dominance in the $500 billion global rr services leaning on our India 
industry may well go in favour of Indian vendors, since all that they need 

y ma | centre to develop new 


to do is to establish a more global footprint (not just sales offices but sup- 


port and development centres), while the MNC rivals have a tougher job of value added services" 
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Innovation § 


Thus far, multinational IT 
companies have been drawn to 
India for its low-cost advantages. 
But now they are beginning to 
discover, and exploit, some 
high-end skills. veNKATESHA BABU 


HEN IBM RECENTLY BAGGED A LARGE 
SAP implementation project in China, 
it scanned its operations across 160 
countries and 1,35,000 employees in 
its global services division to identify 
the right person to spearhead its operations in the fast- 
growing market. It finally zeroed in on Atanu Ghosh 
from its Bangalore office, on the recommendation 
of Amitabh Ray, Director of Global Delivery at IBM 
Global Services India (iGs). Why? For one, iGsi has the 
largest number of IBM’s SAP professionals under one 
umbrella. For another, and the bigger reason, Ghosh 
had a track record of handling similar complex proj- 
ects, making him the best suited for the task. Says Ray: 
“IBM is a global company that leverages the best re- 
sources for our clients. Two of the largest SAP imple- 
mentations worldwide are being led from India.” 
Interestingly enough, this is not an instance re- 
stricted to the SAP vertical within IBM or, indeed, to 
IBM. Perot Systems recently set up its operations in 
the Philippines, but guess who it turned to for the 
purpose? Its team in Bangalore, not Plano, Texas, 
where it is headquartered. “We parachuted a team 
from India into Manila as we had the necessary 
knowledge base and expertise. Increasingly for most 
multinational vendors, their Indian operations are not 
about cost but value,” says Padma Ravichander, 
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Scaling Up: Salil Parekh-led 
excellence across several sectors 


MD of Global Application and Solutions Division of 
Perot Systems India. 

Accenture is another IT multinational that's doing 
high-end work out of India. Consider a recent exam- 
ple: A major credit company had been having trouble 
updating customers on their reward points. It wanted 
Accenture to develop an IT solution that would cut 
down the delay from 12-16 weeks to something more 
acceptable to its customers. *We helped re-architect this 
solution from the ground up, which meant under- 
standing the client's business, looking at the existing so- 
lution and building solutions to meet specific cus- 
tomer requirements," says Sandeep Arora, Lead 
Executive, Accenture Delivery Centre for Technology, 
India. To improve the process, Accenture involved 
team members from not only the traditional soft- 
ware engineering side, but also consulting. With the 
result, updating reward points now takes just a week. 
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MULTIPLY MOBILE PERFORMANCE 


AND MAXI LOYEE FREEDOM. 


INTEL® CENTRINO® DUO MOBILE TECHNOLOGY WITH INTEL” CORE™2 DUO PROCESSOR. 
Multiply your possibilities with up to two times more performance when multi-tasking with smarter 
energy consumption. Intel Centrino Duo mobile technology with the Intel Core 2 Duo processor 
enables improved battery-life* and more freedom. Take your company farther. Learn more about why 
great business computing begins with Intel inside. Visit Www.intel.com/in/business/centrinoduo 
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S. PADMANABHAN 
Head (HR)/ TCS 


"In most of our global delivery 
centres, less than 5 per cent of 
our people are from India" 


With delivery centres from China to Chile, TCS is 
among the most spread out globally among its Indian 
peers. Such a wide spread is not without challenges. “I 
would say we are a global multinational that is head- 
quartered out of India. The workforce we have today 
is predominantly Indian and that has to undergo a 
change. Employees wherever they are have to adopt the 
TCS value system. That's the number one priority in 
becoming global," says Ramadorai. 


No Cake Walk 


If there is one question that TCS is asked often by ana- 
lysts and the press, it is about its lower margins com- 
pared to Infosys. TCS says such comparisons are unfair. 
“If you look at our revenues, 9 per cent of it comes 
from the domestic market unlike other companies. 
There is bound to be margin difference," contends 
Ramadorai. If margins are lower back home, why is TCS 
in the domestic market at all? Ramadorai explains 
that local engagements offer an opportunity to execute 
complex projects, where acceptance of a domestic 
player like TCS is high. 

So, what's the road ahead for TCs? What will it take 
for TCS to reach the rarefied Top Three league? $500- 
million deals? Big Bang acquisitions? Industry experts 
are not too sure. First of all, there are not too many 
$500-million deals in the global market. What's 
happening is that customers are unbundling large 
contracts and parceling them out to three or four dif- 
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ferent vendors. That has reduced the size of deals. 
Secondly, like Arup Roy, Senior Research Analyst for 
Gartner's IT Services Market Group, says, "Indian 11 
services players, including the Tier-I players, are risk 
averse. They generally are not willing to undertake asset 
takeover that are part and parcel of $500-million deals." 

Roy has a point. The two biggest companies in the 
Tata Group, Tata Steel and Tata Motors, have IT 
outsourcing deals not with TCS, but iBM. Also, of 
late, none of the large domestic outsourcing deals has 
gone to any of the Indian iT majors. Bharti Airtel 
and Idea Cellular, two of the largest domestic *man- 
aged' IT outsourcing contracts, are again with IBM. 
Reason? Customers don't think any of the Indian r1 
service providers has the sort of depth and breadth 
that IBM has. “One of the challenges, therefore, in 
being perceived as a global brand is in making the 
transition from being low-cost delivery to high-value 
delivery," says Sabyasachi. That's quite possible, 
given that quite a few of the large IT MNCs have already 
started doing high-end work out of India (See Come 
for Cost, Stay on for Innovation on page 80). 

As for TCS buying out one of the top six players in 
the US or Europe, the chances are slim. That's not just 
because TCS is sitting on cash worth $250 million 
(Rs 1,050 crore), compared to $1.41 billion 
(Rs 5,922 crore) of Infosys and $1.2 billion 
(Rs 5,040 crore) of Wipro. The bigger reason is that 
the margins of the top western players are far lower 
than those of the Indian players. *The best players 
among the Big Six have grown by 10-15 per cent. In 
contrast, Tier-I Indian players are growing at 40 per 
cent, while achieving an operating margin of some- 
thing like 25 per cent," says Paris-based Dominique 
Raviart, Senior Analyst with Ovum research. "In 
other words, the Indian vendors are achieving three 
times as much in terms of revenue growth and margins 
than the best Western players." 

That seems to be the line of thinking at TCS, too. 
Ramadorai does not rule out a large acquisition, but 
says that margins would be paramount. “The reason 
TCs and Indian IT companies are valued (so highly) is 
because of the margins we generate. Scale at the cost 
of margin dilution is not an option. If we find a way 
in which you can get the margins to acceptable levels 
in that synergy, we might consider it," says Ramadorai. 

[n its almost 40 years of existence, TCS has 
evolved from being India's first private iT outfit 
to becoming India's largest Ir company. Now, it 
plans to go where no other Indian technology firm 
has gone before—the topmost echelon of the peck- 
ing order. The good news: from where TCS stands 
today, that seems just a few rungs away. M 

ADDITIONAL REPORTING BY VENKATESHA BABI 





What if today was Someday? The day you retired early to start that theme beach resort you have been dreaming of. Maybe travel around 
the world. Or start an adventure sports company. Well, today is Someday. Because no matter what your dream is, or how seemingly 
impossible, we have the resources to help get it done: financial advice, capital, loans, credit cards, innovative ideas and services. Together, 
these resources add up to one Citi, with one goal - turning your dreams into realities. Today is Someday. Citi. Let's get it done. 


www.citibank.com/india 


i and Arc Design is a service mark of Citigroup Inc. used and registered throughout the world. Citi and Let's Get It Done are 


“vice marks of Citigroup Inc. 


ฯ =, LN ; Livy » 


bt cover story 


CEO IN WAITING? 


IXTY-THREE-YEAR OLD RAMADORAI JOINED TCS NEARLY THREE DECADES AGO AS A 

trainee engineer. But come mid-2009, when he tums 65, Ramadorai will 

step down as the CEO. So, who's next? TCS, as expected, is not talking 
about a beauty parade. But sources in TCS say that N. Chandrasekaran, 
44, who is an Executive Vice President and heads global sales and operations, 
is tipped to be favourite for the hot seat. The man has been with the company 
for more than two decades. Under his leadership, TCS forayed into new mar- 
kets in Eastern Europe, China, Latin America and the Middle East. 
Chandrasekaran is also credited with setting up TCS' global Networked 
Delivery Model. 

TCS has quite a few eligible candidates in senior management to pick and 
choose from for the top job. There is the soft-spoken S. Mahalingam, 59, who 
is currently Chief Financial Officer. Mahalingam has been around since 
1970 and the feathers in his cap include the $1.7 billion IPO listing. He is also 
credited with setting up the TCS centre in Chennai. Another candidate is Phiroz 
Vandrevala, who is an Executive Vice President and heads corporate affairs at 
TCS. Fifty-three-year old Vandrevala, among other stints, has been Chairman 
of industry body Nasscom. S. Padmanabhan, 49, is another TCS veteran who 
heads HR. He is the man responsible for managing the extraordinary clip at 





N. CHANDRASEKARAN 
Head, Global Sales and Operations/ 


TCS 


"BPO and infrastructure 
are growing fast and could 


which the headcount is growing at the organisation. 


driven by a strong infrastructure component. *The 
pace with which new services are getting adopted 
and becoming core is just astounding. BPO and inf- 
rastructure are $250-million businesses each today. All 
of them have an aspirational plan to become $500-mil- 
lion or $1-billion businesses each. Then we will look 
at additional services," says N. Chandrasekaran, who 
heads global sales and operations, and is the man to 
watch at TCS (See CEO in Waiting?). 


Cherry Picking 

To enhance its offerings for specific verticals (like 
banking, for example), TCs has also made a series of 
reasonably small-tab acquisitions that seem to be 
paying off. The acquisition of Australian firm Financial 
Network Solutions, for example, filled a void in 
TCS' banking offerings—a tried and tested core bank- 
ing software. TCS credits recent big deal wins like the 
$140 million Banco Pichincha deal and the $100 
million Bank of China deal to added strength of 
FNS' core banking solution. And analysts seem to 
like such cherry picking. *rcs has made eight rela- 
tively small acquisitions in the past three years that, 
although individually contributed less than 4 per 
cent in revenue, were successful in capturing syner- 
gies,” says a Macquarie Research report on TCs. “For 
example," the report elaborates, “Tcs paid $63 million 
to acquire FNS, Comicrom and Ars which produced 
$330 million of deal flow (Banco Pichincha, Bank of 
China and Qantas)." 
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soon become $500 mn- $1 
billion businesses each” 


What’s perhaps more important for TCs is that its 
product business has got a boost, thanks to the FNS ac- 
quisition. Like Mahalingam says, “If Tcs makes a 
mark as an international product company as well, FNS 
will be the one that seeded it. We are creating a 
complete product orientation.” In fact, Macquarie 
Research expects revenues from TCS’ products business 
to almost double to 5 per cent by 2010. 

Another key initiative at TCs, in the last two years, 
has been to expand its global footprint thereby 
strengthening its global network delivery model and 
gain entry into new markets. TCS’ acquisition of 
Comicrom in Chile is a case in point. The acquisition 
not only opened up the Chilean BPO market but also 
provided TCs access to other Latin American markets 
like Ecuador and Brazil. As a result, revenues from 
Latin America have doubled to $159 million (Rs 
667.8 crore). Acquisitions apart, TCS has been ramp- 
ing up aggressively abroad—it added nearly 6,000 
employees in Fv *07. Thanks to such ramping up, 
almost 10 per cent of TCs’ employees are foreign 
nationals. “In most of our global delivery centres, less 
than 5 per cent of our people are from India. We want 
to build an independent, capable, profitable loca- 
tion in each of these locations,” says S. “Paddy” 
Padmanabhan, who heads HR at Adds S. 
Sabyasachi, Senior Director, neorr, a Bangalore-based 
consultancy: “Decentralised decision making with 
globalised delivery and sales operations enables greater 
customer focus and provides nimbleness." 


THE STRAIGHTEST WAY TO EUROPE 


IS VIA HELSINKI 


Direct routes save your time and energy for the things that matter. Helsinki is your connection from Delhi and 


Mumbai when you are heading for Europe*. Choose the best connection, choose Finnair. 


Call +91-11-23318120-22 / 23737472 / 23315454 


Visit www.finnair.com/in 


"AMSTERDAM. BARCELONA. BERLIN. BRUSSELS. BUDAPEST. COPENHAGEN. DUSSELDORF 
FRANKFURT. GENEVA. GOTHENBURG. HAMBURG. KIEV. LONDON. MADRID. MANCHESTER 
MILAN. MOSCOW. MUNICH. OSLO. PARIS. PRAGUE. RIGA. ROME. STOCKHOLM 
ST. PETERSBURG. STUTTGART. TALLINN. VIENNA. VILNIUS. WARSAW. ZURICH... over 60 


destinations in Europe +20 destinations in Finland. Also เอ NewYork & Toronto 


* Increasing to daily flights from Delhi with effect from 19th May '07 and commencing flights 


from Mumbai on 27th June '07 


www.viahelsinki.com 


LA 


-6 


"s. ideas/Finnair/O05/07 


FINNAIR 


YOUR AIRLINE TO EUROPE 





bt cover story 


linearity. *So, the ques- 
tion we continue to ask 
ourselves is, *when we 
achieve $10 billion or $6 
billion, should it be on 
the current ratio of head- 
count?’ And I believe it 
will be achieved more ef- 
ficiently," he says. 

TCS is already taking 
strides in breaking this lin- 
earity. For one, TCS is 
looking at bolder and 
more innovative pricing 
models. “Traditionally, 
you estimate projects in 
terms of the number of people or the amount of time 
required to complete it. But now we are moving be- 
yond that. The future models may be service-ori- 
ented models, where you are paying on a transac- 
tion basis. Any M&A that we have done—be it FNS, 
Comicrom—has been done to leverage intellectual 
assets than people assets," Ramadorai points out. 

Diligenta is an apt example of the newer pricing 
models that TCs is experimenting with. In 2006, TCS 
created Diligenta, a UK-based subsidiary. Diligenta 
was spun off from a closed-book life & pensions 
(L&P) operations that TCS acquired from Pearl Group 
under a 12-year, £486-million BPO deal that was inked 
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in October 2005. That 
deal made TCS one of the 
largest players in the L&P 
outsourcing market in the 
UK, with a closed book of 
4 million policies. Like 
TCS CFO S. Mahalingam 
explains, "The pricing 
model in Diligenta de- 
pends on the number of 
policies we service. In a 
sense, it's a transaction or 
outcome-based servicing 
model. It's not a simple 
time and material model. 
Of course, there is a risk 
involved—what if the number of policies goes down? 
But it's a calculated risk we have decided to take." 
TCS also bets that its full services model— 
wherein the company offers a bouquet of serv- 
ices from plain vanilla application development 
and maintenance to BPO to business consulting—will 
eventually lead to bigger and more profitable deals 
coming its way. The company points out the fact 
that nearly 18 per cent of its revenues for FY '07 
accrued from high growth services such as BPO 
assurance, consulting, and infrastructure—up from 
10 per cent the previous year. Also, four of the 12 
$50-million deals that TCs won in rv '07 were 


j internationally: TCS is perhaps the only 
er that is not listed in the US. However, 
TGS is mulling an overseas listing 
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a company that less than a decade ago was perceived as 
the world's largest bodyshop for programmers. But then, 
with its recently declared results (2006-07), TCs has 
stood up and asked to be counted among the best in the 
business. The numbers alone tell quite a story. Annual rev- 
enues crossed the $4-billion mark. That's an incredible bil- 
lion dollars a quarter, making TCS the 11th largest player 
globally. In terms of market capitalisation, TCS is ranked 
4th globally, behind IBM, HP and Accenture. TCS also 
ranks 5th in the global pecking order in terms of head- 
count with 89,000-plus employees. During the last fi- 
nancial year, TCS hired 32,462 people—crudely put, 
that's 89 employees hired every day of the year, or 
three fresh faces an hour (assuming TCS works 24x7 in- 
cluding on Sundays). 


The Leap Ahead 


But the real story in TCS is the one beyond the numbers or 
even its quest for an international brand image. It lies in the 
new ground the company is trying to break. It also lies in 
some of its inherent weaknesses that it has tried to over- 
come. One such bugbear faced by TCS and most of its 
Tier-I peers is what the rr industry nattily calls ‘the linearity 
of revenues and headcount’. In plainspeak, it means that 
revenue growth for companies such as TCS, Infosys and 
Wipro has become synonymous with employee addition 
(also see ‘Rebooting Indian rr' BT, February 11, 2007). In 
rcs, for example, revenues moved up from Rs 9,727 
crore in 2004-05 to Rs 18,685 crore last financial year— 
a 92 per cent jump. Headcount, meanwhile, has almost 
doubled from 45,714 to 89,419 employees. 

S. Ramadorai, a TCs lifer and CEO of 11 years, con- 
cedes that breaking this linearity is an important issue for 
the company. “We never wanted headcount and revenues 
to be linear. So, if we look at the number of people we 
had when we were a billion in revenues and the number 
of people we have now at $4.3 billion, you will see that 
the ratio has changed,” says Ramadorai who adds that the 
company’s focus on R&D will eventually help it break the 
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“We are moving towards a new 
pricing model, like in Diligenta, 
where revenues depend on 
number of policies serviced” 
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PHIROZ VANDREVALA 
Head of Corporate Affairs/ TCS 


“IBM and Accenture are the top 
IT outsourcing firms in terms of 
brand recall. We want to be the 

third player” 
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India's biggest IT player. 

As it turned out, that was a mistake. Thanks to its 
media-savvy Chairman and cEo—and perhaps, the 
New York Times columnist and author, Thomas 
Friedman—it was Infosys that had a better brand re- 
call among customers worldwide. (Indeed, recently, 
the otherwise meticulous newspaper, the Economist, 
incorrectly described Infosys as India's largest r1 
services company. Similarly, TCS’ banking software 
product BankOne pulls in $120 million (Rs 504 
crore) a year, but it is Infosys’ smaller offering 
Finacle that is better known.) Then in August 2004, 
TCS went public and suddenly it had to match not just 
the reporting standards of the two Bangalore-based 
rivals, but assert its identity as an independent com- 
pany responsible to its shareholders. 


TCS BY THE NUMBERS 





Therefore, in October 2005, 
proached New York-based strategic branding firm 
Siegel + Gale to conduct a brand recognition study, 
it knew it had a problem to fix. But it didn't quite 
know there was a huge opportunity to tap as well. 
Recalls Phiroz Vandrevala, Head of Corporate 


when TCS ap- 


Affairs at TCS: “The study revealed that BM and 
Accenture were the top IT outsourcing firms in 
terms of brand recall in the market. But people 
were not sure which firm was third in the pecking or- 
der. Some said it was EDS, some TCS, some CSC, 
some Capgemini. We want to be that third player." 
Yes, you heard him right. TCS is no longer talking 
about climbing up the brand pecking order at home; 
it's talking about a quantum leap globally. 

That might sound a little too steep coming from 


TCS is relatively well diversified in terms of geography and business verticals. 


REVENUES BY GEOGRAPHY... 
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soon become more valuable than Accenture 








TARTING MARCH 20 THIS YEAR, TATA CONSULTANCY SERV- 

ices’ customers in the Us and the UK began waking up 

to a brand new message from India’s biggest IT serv- 

ices company: ‘Experience Certainty’, full-page ads in 

top business publications such as the Wall Street 

Journal and the Financial Times, urged CXOs at large corpo- 

rations. In a business where project cost overruns and delays 

are par for the course, TCs’ invitation was elegantly simple. 

Over the next 10 months, TCS will spend a not-so-insignificant 
$10 million to reinforce the message across key markets. 

"What's so great about an advertising campaign?’ You 

might ask. And the answer would be that this isn't just another 

branding exercise from the Mumbai-headquartered com- 

pany. In fact, it is its first ever, and also the first from India's 

best-known IT triumvirate, which comprises, 

besides TCS, Infosys and Wipro. Until three 

years ago, TCS, India’s oldest IT services com- 

pany, was merely a division of Tata group 

holding company, Tata Sons. It didn't have to 

publicly disclose its numbers, and neither 

did it bother to make noise about its status as 


with $4 billion 
in revenues, Tata 
Consultancy Services 
is already a third 
larger than its closest 
Indian competitor. But 
that's not good enough 
for India's oldest IT 
services company. 

It now wants to 
position itself among 
the global top three, 
alongside Accenture 
and IBM. 


T.V. MAHALINGAM 


TCS CEO S. Ramadorai: If TCS maintains its pace, it could 
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IN THE GLOBAL LEAGUE 


On quite a few parameters, TCS is already in the global Top 5. 


RANKING BY NET INCOME 


RANK COMPANY NET INCOME ($ M) 
1 IBM 9,492 
2 mom 6,198 
3 Automatic Data Processing 1,554 
4 Accenture 973 
5 719 950 

RANKING BY MARKET CAP 

RANK COMPANY MARKET CAP ($ M) 
1 IBM 141,911 
2 HP 107,433 
3 Accenture 30,003 
4 TCS 21,116 
5 Infosys 26,154 

RANKING BY HEADCOUNT 

RANK COMPANY EMPLOYEES 
1 IBM 355,766 
2 HP 156,000 
j Accenture 140,000 
4 Electronic Data Systems 131,000 
ๆ TCS 89,419 

RANKING BY REVENUE 

RANK COMPANY REVENUE ($ M) 
1 HP 91,658 
2 IBM 91,423 
3 Electronic Data Systems 21 268 
4 Accenture 18,228 
5 Computer Sciences Corp. = 14,616 
6 Capgemini 9,665 
] ~~~ Automatic Data Processing 8,882 
8 Atos Origin 6,774 
4 Affiliated Computer Services 5.354 
10 LogicaC MG 4.903 
11 ^7 S$ 4.286 

Source: Companies, Bloomberg and TCS 

Notes: 1. Revenue, net income and headcount are for the last reported 

fiscal year; results reported until April 25. 2007 have been considered 

2. Market capitalisation is as on March 30, 2007. based on prices from 


the exchange where the companies securities are primarily lis 


ted 
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MUL's Khattar: Swift mover 


fact, on the WagonR and Zen 
Estilo, Maruti, like Hyundai, is 
offering a discounted interest rate to 
push sales. A day before Maruti 
announced its results, it actually cut 
prices by between Rs 5,000 and Rs 
7,000, thanks to a sales tax benefit 
given by the Haryana government. 

However, at the same time 
Maruti does face other pressures 
due to a lack of capacity. The new 
diesel Swift is constrained by the 
availability of only 2,500 engines a 
month and going forward, Khattar 
does not see increased engine avail- 
ability from Suzuki Powertrains 
India (SPIL), the manufacturer of 
these engines. “ไท March, retail 
sales of the Swift touched 9,000 
units, and the waiting period for 
petrol Swifts is now two weeks," 
Khattar mentions. Incidentally, 
the waiting period for a diesel 
Swift is currently between two 
and three months. 

At the same time Maruti is also 
entering the high-end mid-size seg- 
ment with the sx4 later in May, but 
production at the Manesar plant 
will have to be finely balanced. 
However, Khattar promises that 
the company will stretch production 
at the new plant just like it did at its 
first plant in Gurgaon. “This is an 
important launch for Maruti 
because this car brings in a com- 
pletely new engine series to India, 
the M-series, which is the future 
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of Maruti engines. We will incur 
some costs bringing in these engines 
to India, but these engines will allow 
us to meet future emission require- 
ments without any problems, and 
will be superior to other engines 
currently on Indian roads." 
Khattar takes a special pride in 
proving analysts and journalists 


: wrong, and his meetings are lit- 


tered with ‘I told you so’ state- 
ments. “Everybody wrote Maruti 
off in 2000-01, look at us today. Let 
competition come, anybody can 
price a car at the price they want to, 
the trick is producing it at the cost 
you want to. And 1 think we do 
that better than anybody." So far, 
too good. 

KUSHAN 


MITRA 


Corridor of Uncertainty? 


ESPN-STAR sees scope for an exclusive cricket channel. 


NDIA’S DISMAL SHOW AT THE 

recently concluded icc World 
Cup may not be the exact back- 
drop against which to launch a 
dedicated cricket channel. But ESPN 
STAR Sports has its reasons for 
launching a third channel exclu- 
sively for this game (ESPN and STAR 
Sports are the other two chan- 
nels). The company has bagged 
the telecast rights for the next 
eight years from the icc for all 
its tournaments including the next 
World Cup as well as the rights 
for Tests played by England and 
Australia. The sports broadcaster is 
looking at a total of 24 Test 
matches and 42 One-Day 
Internationals (ODIs) in 2007 alone. 
In addition, it will also showcase 
the icc Twenty20 World Cup later 
this year, which will have 27 
matches. In all, a lot of cricket— 
enough to warrant a standalone 
cricket channel. Says R.C. 
Venkateish, Managing Director, 
ESPN Software India, the holding 
company which runs the chan- 
nels: *With lots of cricket and 
other sporting properties with us, 
we realised there could be space 
for a dedicated cricket channel 
for Indian cricket lovers. STAR 
Cricket will be a one-stop desti- 
nation for all cricket action, his- 
tory, updates, views and reviews. 
The launch of srAR Cricket is part 





VIVAN MEHRA 


ESPN's Venkateish: New launch 


of our long-term strategy to fur- 
ther strengthen our offering to 
the sports fans in the country." 
Mahesh Ranka, head of Relay, 
the sports buying arm of the 
Starcom Mediavest Group, adds: 
"The number of cricketing prop- 
erties that ESPN currently has 
augurs well for the network to 
have a dedicated cricket channel. 
Secondly, it will help them bid for 
more cricket rights in the future 
and lastly, this channel could be a 
good driver for both advertising as 
well as subscription revenues." The 
other two channels, ESPN and STAR 
Sports, will hopefully get a chance 
to give other games like hockey, 
football and golf more atten- 
tion—whether they rake in the 
ratings and revenues is of course 
another matter. 

ANUSHA SUBRAMANIAN 
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crore is not 1 per cent of Gpp. (With 
GDP now at $1 trillion (Rs 
42,00,000 crore), 1 per cent would 
work out to a little over Rs 40,000 
crore). Obviously the gathering 
couldn’t break for cocktails after 
such a start. Instead, the sugges- 
tions began to flow. Raj Nayak, 
CEO, NDTV, 15 of the belief that the 
time is nigh to educate government 
bodies on the dynamics of adver- 
using. Advertising, he went on, 
should be treated as an investment 
because that’s what it is—an in- 
vestment in a brand. If that sounds 
familiar, other industry honchos— 
including Martin Sorrell, CEO, wpp 
(via video conference, of course) — 


A 





Krishnan, CEO, TAM, a television 
viewership rating agency, too had a 
suggestion for the government: 
Spend Rs 5,000 crore to ensure 
that every single Indian home has a 
television set in IT (currently only 50 
per cent of households own Tv sets). 
Krishnan felt that the government 
could be convinced if it was pointed 
out to them that political parties 
would have to spend less money 
on helicopters during electoral 
campaign trails. 

Vikram Sakhuja, CEO, GroupM, 
did well to bring the gathering back 
to the topic of discussion. He 
pointed out that new media initia- 
tives and through-the-line activities 





GoaFest 2007: Honchos had a few ideas on how to grow the ad pie 


didn’t quite come as a breath of 
fresh air, re-hashing a plethora of 
subjects, from the lack of talent in 
the industry and the death of the 
30-second commercial, to changes 
in consumption habits of consumers. 

Subhash Chandra, Chairman. 
Essel Group, the broadcasters of 
Zee TV, found a platform to make 
an impassioned case for the idiot 
box. “Television in India is an 
undervalued proposition and tele- 
vision-driven media has room for 
the greatest expansion.” L.V. 
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(non-traditional advertising) are 
going to grow by humungous pro- 
portions year-on-year, and they 
would have a major role to play in 
helping the industry reach the 1 
per cent of GDP target. To wrap 
things up, NDTV's Nayak summed 
things up best: "Enlightening as it 
has been, we are yet to address the 
issue at hand." Needless to say, it 
wasn't addressed over the next 48 
hours for which the GoaFest 
lurched on. 

DEEPTI KHANNA BOSE 
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At a 
Crossroads 


Should Maruti focus on 
market share or margins? 


HE YEAR JUST CONCLUDED WAS 
13 busy one for Maruti Udyog 
(MUL). Its second plant at Manesar 
(near Gurgaon) went on stream 
and, with the Swift Diesel, the car 
maker made inroads into the diesel 
segment. Yet, even though annual 
revenues increased 22.2 per cent 
to touch Rs 15,252.3 crore and net 
profits climbed 31.4 per cent to Rs 
1,562 crore, analysts, while main- 
taining an ‘Outlook Positive’ rat 
ing on the scrip, revised their figures 
downwards. Research reports from 
Kotak and Citigroup have come to 
the same conclusion that the com- 
pany will face continued margin 
pressure going forward. Even 
though Maruti’s senior manage- 
ment acknowledges that margins 
would face pressure due to higher 
commodity costs, Jagdish Khattar. 
Managing Director, MUL, believes 
that certain negatives for the last 
fiscal were due to the COSTS aSSOCI- 
ated with the start-up of the new 
plant and the launch of several mod- 
els. “The fixed costs of setting up a 
plant are quite high and marketing 
expenses on new models also 
impacted our bottom line. But 
commodity prices are going up and 
that will impact us as they do any 
other company in the auto sector,” 
Says Khattar. 

Another thing analysts are 
gloomy about is Maruti’s focus on 
market share instead of margins. 
However, Khattar explains that 
with increased competition MUI 
needs to holds its ground and bring 
customers back into its fold. 
“Marketing costs will BO up going 
forward, and that could be due to 
the increasing interest rates: it does 
become tougher to convince people 
not to put off their purchases." In 
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Minnesota Steel plant can be 
shipped to Algoma's plant since 
they are in close proximity. 
"Algoma brings to the table the 
advantage of a low-cost and high- 
quality product apart from being a 
part of our North American strat- 
egy, while Minnesota Steel gives us 
the iron ore," Prashant Ruia, 
Director, Essar Group, told BT. On 
funding of the Algoma acquisi- 





tion, he said it will be a combina- 
tion of debt and equity. *Our 
financing plan is very much in 
place," he added. 

Though the size of the 
Minnesota deal has not been dis- 
closed, media reports have sug- 
gested that it is in the range of $80- 
100 million (Rs 336-420 crore). 
Minnesota Steel was promoted by 
the Longyear and Bennett families 


Outdoor Advertising 


What happened in Goa, stays in Goa. 


ROYAL FOUR-LETTER WORD 
Acta: begins with ‘f it was. A 
fest it surely was (what were you 
thinking!). GoaFest 2007—mod- 
elled on the lines of the global ad 
fraternity's annual jamboree at 
Cannes—had all the trimmings to 
be dubbed a spirited success, 
indulgence and decadence in the 
main. Of course, if you're one of 
those looking for some hard 
answers to some uncomfortable 
realities that confront the industry, 
you would have been in the wrong 
place. Other than the dozen or so 
alcohol partners who did their bit 
to ensure that the bars remained 
open round the clock, what kept 
the adrenaline going was the pres- 
ence of a sea of advertising folk 
under 30. This was courtesy the 
brainwave of the Advertising 
Agencies Association of India (AAA) 
to highly subsidise the GoaFest 
package for the youth. At least 50 
per cent of those present fell in 
the early-20s bracket. Overall, 
there would have been 3,000-odd 
revelers who kept the resorts and 
the shacks on the beach-belt of 
South Goa busy for 72 hours. The 
stalwarts turned out too—Saatchi 
& Saatchi's V. Shantakumar, 
Enterprise's founder Rajiv Bakshi, 
Contract's Jaideep Bakshi, and 
R.K. Swamy's Srinivasan K. 
Swamy, who are rarely, if ever, 
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sighted at industry events. O&M 
and Lintas, of course, weren't there 
(the Abby's are their poison). 

Before space runs out, the win- 
ners: The media planning awards 
(instituted for the first time in 
India) were shared by Jwr (three 
Gold and three Silver), Mindshare 
(three Gold and five Silver). The 
big winners on the night of the 
creative awards were Rediffusion 
DYR, Grey Worldwide, Leo Burnett 
and McCann Erickson. McCann 
won the coveted Tv Grand Prix 
for its Happydent commercial. 
JWT, too, won an Outdoor Grand 
Prix for its ‘Firestarter’ idea for 
Kurkure while the advertiser of 
the year went to Perfetti Van Melle 
for Happydent. 

GoaFest 2006 cost the AAAI 
Rs 1.5 crore; this year it was upped 
to Rs 5 crore. Not all the money in 
advertising is wasted! 

DEEPTI KHANNA BOSE 


who came together in the early 
1890s to develop the state’s iron 
ore industry. 

On its own, the Essar Group, 
through Essar Steel, has a total 
capacity of 4.6 million tonnes. This 
Is expected to increase to 8.5 mil- 
lion tonnes by 2009. Essar Steel 
Holdings operates a cold rolling 
complex in Indonesia and will set 
up an integrated steel plant for flat 
products in Trinidad and Tobago 
and a hot strip mill in Vietnam. 
The Ruias may still not be in the 
global big league of steel, but with 
last fortnight's back-to-back acqui- 
sitions, they've made a beginning. 

KRISHNA GOPALAN 


Merchants of 
Pipe Dreams 


Can advertising ever be 
1 per cent of GDP? 


HE ADVERTISING FRATERNITY 
loe exactly known for its pen- 
chant for profundity, but last fort- 
night at the GoaFest 2007 (in its 
second year), the organisers, the 
AAAI (Advertising Agencies 
Association of India), bravely 
decided to go against the grain. 
Before the fun, feni and games 
could begin, a couple of hundred 
advertising professionals got into 
a huddle to discuss: “From 15 to 50 
(in three to five years)—How to 
ensure that the advertising spends in 
India become 1 per cent of the GDP 
(in three-five years)." The number 
1 5 is meant to be Rs 15,000 crore, 
which is what the industry is worth 
today. How does one make the 
sector worth Rs 50,000 crore, or 1 
per cent of GDP, in three-five years, 
was the question. 

Sam Balsara, Chairman & 
Managing Director, Madison, did- 
n't do the AAAI any favours by point- 
ing out at the outset that Rs $0,000 
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activity has been going on for some 
time. While Indian [1 vendors like 
TCS and Wipro are buying firms 
abroad, MNC vendors like IBM, EDS 
and csc have been buying in India.” 
Sabyasachi points out a crucial dif- 
ference in the triggers for the buy- 
outs. Indian rr vendors are buying 
for consulting or domain expertise 
and therefore targets have been 
niche companies. International play- 
ers are buying in India more for 
the resource base and increasing 
their presence in low-cost destina- 
tions. “We at neoIT see this acquis- 
itive trend of MNCs, especially 
acquisitions of tier-II Indian com- 
panies, accelerating in the near 
future," adds Sabyasachi. 

Van B. Honeycutt, Chairman 
& CEO, CSC agrees with that point of 
view. In his statement released after 
purchasing Covansys, Honeycutt 
states: "With this action, we are 
significantly strengthening our 
capabilities and presence in India 
as well as creating an additional 
market channel for our industry, 
consulting and outsourcing solu- 
tions.” Of Covansys’ 9,000 
employees, 6,400 or about 70 per 
cent are in India. The company had 
revenues of $455.5 million (Rs 
1,913 crore) for calendar year 2006. 
Though it was one of the early play- 
ers to leverage the India offshore 
advantage with its CEO Raj Vatikutti 
being a pioneer in this field, its 
inability to scale fast forced the 
company to sell out to csc. With 
this acquisition, Csc’s India num- 
bers go up to 14,000. 

Players are realising that they 
need to have a minimum size to 
compete globally effectively. That 
threshold, reckon analysts, would be 
at least 10,000 people and revenues 
of half a billon dollars. Sabyasachi 
points out that there would have 
been more deals if not for the red- 
hot valuations. “Currently most 
Indian [1 players are fully-priced if 
not overvalued. Once the market 
cools down, we may even see fur- 
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ther consolidation," he adds. Indian 
IT players on the other hand are 
believed to be looking at Latin 
America, China and Europe for 
niche acquisitions to either gain cus- 
tomers, or geographical presence 
or domain expertise. It's open sea- 
son as far as IT M&A is concerned. 
VENKATESHA BABU 


On a Roll 


The Ruias announce two 
steel buyouts in three days. 

OR THE ESSAR GROUP'S STEEL 

business, it has been a period 
of back-to-back deals. Essar Global, 
through its wholly-owned subsidiary 
Essar Steel Holdings, announced 
that it would acquire Canadian steel- 
maker, Algoma Steel for $1.6 billion 
(Rs 6,720 crore). Ontario-based, 
Algoma is an integrated steel 
producer and had shipments to the 
extent of 2.4 million tonnes last 
year. Following the buyout, Essar 
will now have a foothold in the 
Canadian and North American 
markets. 

Algoma has already had a 
restructuring exercise and was, 
interestingly, till recently in discus- 
sion with German steel major 
Salzgitter—ranked 34 in the 2005 
global steel rankings with a capac- 
ity of 7.1 million tonnes—for a 
possible sellout. That was called 
off in March this year. Essar Steel 
Holdings will now acquire Algoma 
for Canadian $56 per share. For 
2006, Algoma had revenues of 
C$1.94 billion and a net income of 
C$221.8 million. This has not been 
very different from 2005 where 
revenues stood at C$1.92 billion 
with a net income of C$239.6 mil- 
lion. Among its clients to whom it 
supplies steel sheets are General 
Motors and Ford. “Algoma is an 
excellent addition to our existing 








Essar's Ruia: Growing globally 


steel business and also offers growth 
potential. The acquisition fits in 
with our global steel vision of hav- 
ing world class low-cost assets with 
a global footprint," said Essar 
Group Chairman, Shashi Ruia, in 
a statement. 

Exactly three days after agreeing 
to acquire Algoma, Essar Steel 
Holdings announced it was buy- 
ing over US-based Minnesota Steel 
for an undisclosed amount. The 
most significant advantage for Essar 
here is that Minnesota Steel controls 
iron ore resources in excess of 1.4 
billion tonnes. Essar Steel Holdings 
will invest $1.65 billion (Rs 6,930 
crore) in setting up an integrated 
steel plant which will eventually 
have a capacity of 2.5 million 
tonnes per annum. The broad plan 
Is to utilise the iron ore resources, 
thereby creating an integrated struc- 
ture, right from mining to steel 
production. Not surprisingly, the 
most significant benefit will be that 
of cost savings. As Ruia puts it: 
"The investment in Minnesota Steel 
will give us a cornerstone in the 
North American market from 
where we will expand our global 
steel business. By developing the 
iron ore resource, Minnesota Steel 
has the opportunity to be one of the 
lowest cost producers of steel in 
the world." 

Importantly, the option of gain- 
ing cost synergies berween the busi- 
nesses of Algoma and Minnesota 
Steel cannot be discounted. For 
instance, slabs from the planned 
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on the car, “To show commitment 
to India." However, a senior 
manager from a competing 
company wryly remarks: “Doing 
something like that could put your 
costs out of whack.” 

The product also has other prob- 
lems on the costs front, like a low 
level of local content; according to 
Chaba, only 30 per cent of the 
vehicle is localised. Vehicles from 
the three largest manufacturers in 
India, MUL, Hyundai and Tata usu- 
ally enter the market with an average 
of least 75 per cent localisation, if 
not more. However, according to 
one analyst: “Localisation levels 
should improve going forward, and 
this should help the company with 
pricing as well as margins.” 

The other problem GM faces in 
India is limited production, until 
its new Talegaon facility comes on 
stream in late 2008. “Production 
capacity is around 7,000 vehicles 
per month and we will play around 
with the product mix to fully opti- 
mise production,” Chaba says. GM 
currently produces approximately 
4.000 units a month from its Halol 
factory near Baroda. 

However, Wagoner feels that 
India will play a crucial role in 
GM's future. "India, China and 
Brazil are among the world's top 
10 automotive growth markets and 
we are strongly positioned in all 
these markets. In India, we are ag- 
gressively improving our product 
line-up, adding significant pro- 
duction capacity and are looking at 
a 10 per cent share by 2010." 
While Wagoner does not discount 
the impact of interest rate hikes 
on the global automotive market, 
he does see it as a major stumbling 
block to growth. *Though there 
are things that can impact eco- 
nomic growth, I doubt anything 
will happen this year. The global 
industry will have another record 
year this year, selling close to 70 
million vehicles." 

KUSHAN MITRA 








Merger Mania 


Another MNC IT services 
major makes an India buy. 


IRST IT WAS EDS THAT BOUGHT A 
Pure stake in MphasiS for 
$380 million (Rs 1,596 crore). Then 
Capgemini acquired Kanbay pri- 
marily for its Indian operations for 
$1.25 billion (Rs 5,250 crore). And 
WNS acquired Marketics for $65 
million (Rs 273 crore). Last fort- 


Toon Boom 


night, it was the turn of CSC 
(Computer Sciences Corp) to 
acquire Covansys for $1.3 billion 
(Rs 5,460 crore). If that's not 
enough, rumours are that serial 
entrepreneur Ramesh Vangal along 
with buyout fund Carlyle is vying 
with HCL Technologies to acquire a 
majority stake in Cambridge 
Solutions. Welcome to the deal- 
packed world of Indian rr. 

Says Satpathy Sabyasachi, Senior 
Director, neoiT, an IT research and 
outsourcing advisory firm: “M&A 


Cartoon Network could take Indian animation global. 


HREE YEARS AGO, THERE WAS 
just one just one channel for 
children, Cartoon Network. Today 
lan Diamond, Senior Vice- 
President & General Manager, 
Turner Networks, the man 
responsible for Cartoon Network 
and Pogo, has to keep an eye out 
for competition, in a space which 
now has six major channels. But 
Diamond isn't perturbed. *Our 
biggest competitor is ourselves, 
and my job isn't to get more peo- 
ple to only watch the channel but 
also to propagate both channels 
as lifestyle brands." 

To do that, Diamond is also 
focussing on expanding the reach 
of Cartoon Network through other 
means, “Retail is booming in India 
and we are keen to expand our 
brands and our properties there. 
We already have very successful 
licensing deals in India, not least of 
which is a co-branded children's 
card with icici Bank.” The online 
space also shows promise, says 
Diamond, and more people are 
logging on than ever before. 

But Cartoon Network has no 
plans to bring in ‘Adult’ program- 
ming (not exactly adult in the con- 
tent sense, but programming tar- 





Turner Networks’ Diamond: New plans 


getted at 20-plus viewers) which 
has been a huge success for the 
network in America. “No plans 
for that, but we are a family chan- 
nel and we are getting several 
properties such as Harry Potter on 
Pogo which can be enjoyed by 
everybody from 4 to 40,” 
Diamond laughs. 

Also on the anvil is more 
Indian animation, and Diamond 
believes that Indian animation has 
come of age: “We would like our 
network to be a platform for 
Indian animation. We have com- 
missioned three local studios to 
develop programming and, if it is 
good, which it should be, I see no 
reason why we can’t take Indian 
animation global.” 

KUSHAN MITRA 
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Cordys' Baan: Spotting talent 


the eponymous enterprise resource 
planning software firm he founded 
in 1978. 

The Netherlands-headquartered 
Cordys was recently noted by 
Gartner as one of the top five BPMS 
vendors to watch in 2007. The 
company recently secured $67 mil- 
lion (Rs 281.4 crore) in funding 
from Argonaut Private Equity and 
$13 million (Rs 54.6 crore) from 
Baan himself. The BPMS market, 
according to Baan, could well be a 
$1 billion (Rs 4,200 crore) global 
market by end-2007, and could 
touch $2.6 billion (Rs 10,920 crore) 
by 2011. BPMS is a class of enterprise 
software that is being referred to 
as the next generation of business 
process management software; it 
brings together a broader set of 
web services tools to provide a com- 
mon interface for all business users. 
Or very simply, it focuses on soft- 
ware that in a way knits together 
applications and people at a business 
process level. 

"We want to see ourselves as 
being the McKinseys and Toyotas of 
the rr world." The analogies to 
these companies, he explains, is 
made to set the direction in the 
organisation for individuals who 
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can offer high value to customers in 
terms of effective solutions at 
shorter lead times, improve collab- 
oration and increase business agility. 
“We are seeing the benefits of an 
agile development methodology in 
our product development efforts; 
this combined with principles of 
lean manufacturing, which have 
been so effectively used in other 
domains like automotives, are 
examples we wish to emulate and 
adopt.” These practices combined 
with the modern tools available 
today to conduct meetings over the 
internet and adoption of standards 
like SOA create an ideal opportu- 
nity for a “cyber consultant”, that is 
a person who is available over the 
web to assist in pre-sales, consulting 
and support. 

Baan’s focus for the past three 
years has been on product devel- 
opment. “The next few years will 
see us increasing our go-to-market 
efforts.” The company currently 
has 250 people globally in R&D (out 
of which 210 are in Hyderabad 
alone) out of a total headcount of 
around 520 people. 

E. KUMAR SHARMA 


The New 
Spark 


GM is getting serious about 
India—seriously. 


OR A COMPANY THAT SOLD 
F 38,875 vehicles last year, less 
than 3 per cent of the domestic 
market for passenger vehicles in 
India, the world’s second largest 
automobile manufacturer, General 
Motors (for the record, T« yyota out- 
sold GM during the first quarter of 
the 2007 calendar), is extremely 
bullish about the Indian market. So 
bullish that GM CEO Rick Wagoner 
came down to launch the Chevrolet 
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Spark, the company’s foray into 
the small car market, and pro 
claimed that “General Motors is 
getting serious about India.” 

Rajeev Chaba, Managing 
Director, GM India, believes that 
despite production constraints, the 
company had to enter this segment 
now, “before it got too crowded.” 
Small cars, classified as segment A1 
and A2 by the Society of Indian 
Automobile Manufacturers (SIAM), 
account for 77 
domestic market for passenger cars 
(as opposed to passenger vehicles 
which includes utility vehicles), a 
segment dominated by Maruti 
Udyog (MUL). 

The Spark, which is a re-engi 
neered Daewoo Matiz, has been 
aggressively priced by General 


3 per cent of the 


Motors with a starting price of Rs 
3.09 lakh (ex-show room | elhi) ror 
a non-airconditioned model, going 
up to Rs 3.89 lakh for the top-end 
model. While the vehicle is being 
sold at a discount to the base-model 
of the Zen Estilo, the Maruti comes 
with air-con as standard. 

GM, whose Indian operations 


have suffered from a legacy of poor 
service and quality, is offering a 
three-year/100,000 km warranty 





GM's Wagoner: Gathering speed 
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Future Group's Biyani: Retail redux 


Indo Rama and Biyani's Future 
Group, it may be the turn of 
Reliance and the Bharti Group to 
venture into this segment, if media 
reports are right Reliance Retail is 
said to be in talks for a Jv with 
Office Depot of the us. Bijou 
Kurien, President & Chief Executive 
(Lifestyle & Luxury), Reliance 
Retail, says the company is evalu- 
ating various international options. 
According to a Bharti spokesper- 
son, Wal-Mart will not be the sourc- 
ing partner for this particular 
segment and the company will 
consider other international 
alliances for this foray. 

It's doubtless a huge opportu- 
nity, but retail industry analysts like 
Arvind Singhal, Chairman, 
Technopak Advisors, aren't too 
enthused by the low margins in the 
office supplies business. Singhal's 
concern stems from the fact that 
the market is already saturated in 
the four major divisions of the 
business—paper, stationery, stor- 
age & furniture and equipment & 
technology. *Due to an absence of 
aspirational value-add to the prod- 
ucts, there is a clear lack of brand- 
loyalty in the segment and the 
companies will find it difficult to 
enter," warns Singhal. 

PALLAVI SRIVASTAVA 
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Lander Lands 


A niche US retailer quietly moves in. 


RGANISED RETAIL I$ DOUBTLESS 
(Os the action is, and it's 
not only the likes of Bharti-Wal- 
Mart, Reliance and the Future 
Smaller global names targeting 
niche audiences are also entering 
the Us-based health and beauty 
products major, Ascendia Brands, 
the company that owns the Lander 
brand, entered into a tie-up with 
Sankalp Retail Value Stores (SRVS). 
SRVS had earlier brought the My 
Dollar store to India. *The explo- 
sion of modern retail in India is a 
huge opportunity for a company 
like ours," says Harrie Driessen, 


is a company that was founded in 
1920 and its Lander brand has a 
presence in categories like baby 
products, gel, hair care, oral care 
and skin care. *We are not the 
ucts,” adds Driessen. ง 

The reason to be in India is 
not hard to understand and the 
fact that a mere 3 per cent of total 
Indian retail comes from the 





Baan, 
Born Again 


He now wants to be the 
Toyota of the IT world. 


E HAS BEEN TO INDIA 50 TIMES IN 
Has last 20 years. He also made 
direct investments in Hyderabad 
more than a decade ago, and is one 
of the early birds. Little wonder 
then that Jan Baan, 61, Chairman & 
Founder of Cordys, an emerging 
player in BPMS (business process 
management software), and one 
who often gets referred to as a serial 


Ascendia's Driessen: India on his mind 








organised segment is the most obv- 
ious factor. “Our concept is about 
offering great value coupled with a 
good product. We will take time to 
establish our brand," says Driessen. 
For Ascendia, Philippines is the 
largest market in Asia; globally it 
has a presence in 90 countries, 
India will be the most important 
country for Ascendia this year. 
"Over the next five years, we exp- 
ect to have higher penetration lev- 
els and a presence across more retail 
outlets. We could also start making 
products in India although it will be 
important to get the volumes," states 
Driessen. The challenge? “ไท India, 
space is limited and expensive." 
KRISHNA GOPALAN 


entrepreneur, says: "India has 
always been key to me in my global 
plans. I have invested in India for 
over 20 years and have gained valu- 
able experience of using the talent 
pool in India for product develop- 
ment and support." Currently, he is 
in discussions with a few Indian 
universities to arrive at ways of 
working together in areas of SOA 
(Service-oriented architecture), BPM 
and other areas of research. “We are 
also looking at setting up labs in 
select colleges where students can 
work with our products and 
Participate in projects with us.” 
Baan, of course, is best known for 


Fujitsu General 
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Windows | Hi-wall Splits | Ceiling Walls | Cassettes | DC Inverter Multi-Split | Inverter Split | Ductables | VRF 


OGENERML 


AIR CONDITIONERS 
The Extreme Machine _ SMS |i. 
sed: 


5 Years warranty on compressor, insist on EGPL warranty card and VAT Invoice 6263 J, 





24103 





CORPORATE OFFICE: ETA GENERAL PRIVATE LIMITED, Chennai: Ph: 28297627-30, 9894146366, 9884345650, 9864180717. Regional Office: New Delhi: 
Ph:41010011/22/66, 9871227362, 9911544666, 9350645384 (Western UP); Mumbai: Ph: 26865334-37, 9821924037, 9323191408; Kolkata: 22836508, 
9830894370. Branch Office: Chandigarh: Ph: 5087288/89/90, 9914384820; Ahmedabad: Ph: 26743260, 26762138, 9825868509; Jaipur: Ph: 3966080, 
9829054135; Pune: Ph: 26051310, 9922427772; Indore: Ph: 9893078731; Nagpur: Ph: 9371177785; Surat: Ph: 9898089591; Bangalore: Ph: 41802300, 
9844085520, 9243422880: Hyderabad: Ph: 66323530, 9963436888, 9949466602; Vijayawada: Ph: 9849157606; Bhubaneshwar: Ph: 9861226968; 


Kochi: Ph: 4010638, 9447241338. 
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With a range of high EER air conditioners, 
only a @GENERAL cuts your power bills by up to 50%. 
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Going Up 
the Country 


Organised retailing isn't 
just for urban mall crawlers. 





HKB's Shriram: Rural gambit 


AIR DYE AND WASHING MACHINES 

sell well in villages. Their util- 
ity, however, is slightly unconven- 
tional. In rural Punjab, for instance, 
the washing machines come handy 
in whipping up /assi for the house- 
hold, and hair dye (mostly Godrej) 
is used by villagers to colour their 
cows. Selling such durables and 
consumer goods in the countryside 
doubtless presents an opportunity 
and, to be sure, organised retailing 
in India isn't just about big urban 
bazaars and the great Indian middle 
class. It's also about selling to farm- 
ers—everything from agricultural 
inputs to consumer products to 
electrical appliances to even digi- 
tal satellite television. Ajay Shriram's 
Hariyali Kisaan Bazaar (HKB) does 
exactly that. Started in 2002 to 
facilitate farmers with easy access to 
agricultural inputs, HKB has now 
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become a 70-store chain with outlets 
in the northern states of Haryana, 
Punjab, Uttar Pradesh, Uttarakhand, 
Rajasthan and Madhya Pradesh. 
The product range has expanded, 
too. HKB has a tie-up with Arvind 
Mills to introduce low-cost jeans. In 
fact, HKB will soon launch an 
apparel section, in addition to two 
more, one for construction material 
and another for imported Chinese 
cosmetics. 

HKB's model may not appear 
too different from ITC’s rural hy- 
permarkets branded Choupal Sagar 
and Godrej Aadhar, which has 
positioned itself as a one-stop shop 
for farmers. Shriram, however, says 
HKB is the only pure rural retail 
hub. By the end of financial year 
2008, the company expects to open 
100 more stores (by opening one 
store every three days) in states 
such as Maharashtra, Gujarat, 
Karnataka, Tamil Nadu and Andhra 
Pradesh in order to achieve a pan- 
India presence. The company's 
board has also passed a resolution to 
hive off HKB into a subsidiary with a 
dedicated management team. Unlike 
most retailers, Hariyali usually buys 
the land on which it sets up shop; 
the land would range between 
5,000 and 12,000 sq. ft, and the 
cost of each shop would work out 
to between Rs 1.5 crore and Rs 5 
crore. The chain currently employs 
600, and will be adding another 
1,000 to its payroll with half of the 
staff being agricultural graduates 
(to give expert guidance to the farm- 
ers). "What started as an experi- 
ment has become a 70-store strong 
business. We had begun with 
around 1,200 skus (stock-keeping 
units), which has now grown to 
10,000-12,000 skus so the growth 
in the unexplored market is phe- 
nomenal," says Shriram who wants 
to grow to 250 stores before paus- 
ing to get listed. *The current phase 
of growth will be funded by our 
internal accruals or debt." 

PALLAVI SRIVASTAVA 


Much More 
in Store 


Opportunities galore at the 
periphery of organised retail. 


AST JULY, INDO RAMA SYNTHETICS, 

a polyester manufacturer, signed 
a franchise agreement with the US- 
based Office 1 Superstore to sell 
office supplies by setting up a chain 
of stores. It might have at that time 
appeared a quaint diversification 
for this hitherto old-economy man- 
ufacturing company. But then when, 
early this year, Kishore Biyani, one 
of the pioneers of modern retail in 
India, struck a joint venture with the 
Boston-based Staples for the same 
business (although Biyani's will be a 
cash-and-carry format), office sup- 
plies retail suddenly wasn't sound- 
ing so unglamorous any more. It’s 
not—in ล recent report on Reliance 
Industries, Macquarie Research has 
estimated the size of the market for 
distribution of office products at 
$10 billion (Rs 42,000 crore). 

According to Macquarie, office 
products is just one of the many 
categories that don't come within the 
conventional ambit of the Indian 
retail industry, which is estimated to 
be as large as $270 billion (Rs 
11,34,000 crore). Distribution of 
financial products (like mutual funds 
and insurance), retail media (sub- 
letting space and managing in-store 
advertising), fast-food outlets at the 
retail store, and providing logistics 
support and solutions for other 
retailers are other opportunities 
waiting to be tapped. “We believe 
that these opportunities available 
to retailers with a wide footprint 
would add at least $40 billion 
(Rs 1,68,000 crore) in revenue to 
the headline market size number 
(of $270 billion)," is how Macquarie 
Research sees it. 

For the moment, office prod- 
ucts is where the action is. After 
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publishes Business Today, had a 
share of 21.7 per cent, followed by 
STAR News with 14.3 per cent and 
Zee News with 11.7 per cent. In 
contrast, NDTV 24x7 had a share 
of 3.6 per cent, followed by CNN-IBN 
(3.2 per cent) and Headlines Today 
(1.5 per cent). According to an Aaj 
Tak analysis, between January 1 
and March 11, the average time 
spent by a viewer on Hindi news 
was 97 minutes, compared to 20 
minutes on English news. 

It is evident that Hindi news 
channels have greater viewership 
than their English counterparts do. 
So, why do advertisers shell out 
more for spots on English news? 
"The fact remains that channel ad 
sales have a lot to do with percep- 
tion, which in this case is in favour of 
English news channels," says Atul 
Phadnis, CEO of Media e2e. The 
perception is heightened by the fact 
that most of the advertisers iden- 
tify themselves with the English 
medium rather than Hindi. Of 
course, media buyers have their 
defence. *Hindi news channels 
compete with the mass and cinema 
channels and, therefore, have a 
lower audience profile. The English 
news channels, in comparison, com- 
pete with the English genre chan- 
nels," says Ajit Varghese, CEO, Maxis, 
part of WPP's GroupM. 

Guess what? That's not entirely 
true. For one, when it comes to en- 
tertainment, it is Hindi shows, and 
not those in English, that command 
a premium. For another, as G. 
Krishnan, CEO of Tv Today, which 
runs Aaj Tak, points out, “There is a 
very high duplication of English news 
audiences on the Hindi channels. In 
fact, viewership data indicates there 
is almost 80 per cent duplication be- 
tween the Hindi and English news 
genres. This just goes to prove that 
the difference is only in perception, 
not in reality.” What this would in- 
dicate is that even urban India largely 
consumes Hindi programming. 

The premium on English news 
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channels is also a factor of the cost 
per rating point (CPRP) matrix that 
media planners use for television 
channels. CPRP, an obsolete currency, 
is a relative measure as against an ab- 
solute measure. The underlying pop- 
ulation represented by the rating 
point continues to grow as C&S 
universe expands. But CPRP itself is 
based on the 7,000 people meters— 
this is grossly inadequate to represent 
the television viewership habits in 
India. The CPRP of English news 
channels is higher despite lower 
share of viewership, compared to 
the Hindi news channels. Therefore, 
the former garners more premium. 
Says Phadnis: “CPRP is higher on 
English news channels despite their 
lower viewership because the per- 
ception of viewership is better." 

What are the Hindi news chan- 
nels, then, to do? *Create a distinct 
product appeal and stress on the 
quality of content," says Uday 
Shankar, CEO STAR News and COO- 
designate STAR India. Krishnan of 
Aaj Tak says the fact that Hindi 
news channels have a much higher 
reach and a more diverse audience 
profile than English news channels 
do in the relevant urban English 
speaking markets needs to be com- 
municated aggressively to the plan- 
ners. "Also, it's very important for 
the Hindi news channels to come 
together and decide on price points, 
as opposed to dropping their prices 
in an attempt to undercut rivals’ 
client bases," he says. 

But with 8-10 more news chan- 
nels (Hindi, English and vern) 
expected to hit the airwaves over 
the next 6-12 months, there'll 
always be some channel willing to 
undercut another. Already, the clut- 
ter in Hindi news is more than it is 
in English news. *Consolidation is 
the way forward," quips Sanjay Dua, 
National Sales Head, CNN-IBN, which 
also has a Hindi news channel IBN7. 
Perhaps, but which Hindi news 
channels will acquire or be 
acquired? For an answer, stay tuned. 





Ghosh with the CM (R): China is fine 


3 ป ฟ 0 
From PC 
to PC 


That is, from personal 
computers to passenger cars. 


FTER ALL THAT DRAMA OVER 

Singur and Nandigram, which 
investor would be brave enough to 
propose another project in West 
Bengal? An investor that's partly 
Chinese. On April 28, as the state's 
Chief Minister. Buddhadeb 
Bhattacharjee looked on, Kolkata's 
Xenitis Group and Guangzhou 
Motors Company, one of the largest 
vehicle manufacturers in China, 
signed an agreement to launch 
Global Automobiles, which will 
manufacture cars, trucks and buses. 
The same day, it also launched its 
first motorcycle, Xpression, from its 
plant at Sugandha in Hooghly dis- 
trict. Guangzhou is once again the 
partner. Xenitis, whose claim to 
fame are low-cost personal 
computers, plans to become a con- 
tract manufacturer for branded 
companies. “We don’t want to get 
into the fierce brand battle. We 
will rather produce for every- 
body...but our existing brands will 
be there,” says Santanu Ghosh, 
Chairman, Xenitis Group. 

The announcement hints at 
Xenitis becoming a contract manu- 
facturer for a variety of automo- 
tive companies in South Asia and the 
West Asia. Another product on 
Ghosh’s radar: mobile phones. The 
only question is whether Xenitis 
has the multi-GB hard disc needed to 
accommodate all these plans. 

RITWIK MUKHERJEE 
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SPOT THE DIFFERENCE 


Some of the top Hindi news channels draw more SEC A viewers than do some of their English counterparts. 








HINDI CHANNELS ENGLISH CHANNELS 

MARKET HIND! SPEAKING MARKETS MARKET ALL INDIA 

PERIOD WEEK 12-WEEK 15 (18/03/07-14/04/07) PERIOD WEEK 12-WEEK 15 (18/03/07-14/04/07) 
VIEWER (75) VIEWER (%) 

Channel SECA SECB SECC SEC D/E Channel SECA SECB SECC SEC D/E 

Aaj Tak — 30) 71-24 21 26 0 ^. 40 . "I9 31015 > 11 

DNE  — — 23 -— 35 . 21. 82 CNN 17 45. 194 —5 420. 

India TV 26 28 . 23 23 NER 33. 524. 22 — 41— 

hme . 77+'3 34 5772590. 19. eo Headlines Today 23 22 Si 29. 

NDWinda ๐2 25 3120 325 NDIV247 27 33 IN cmo 

Sahara Samay National 22 ^ 26 19 33 Times Now 23 27 22 28 

STAR News 23. 26 20 — e 

17 NE 128.7 79]. 21 24 eped 

Zee News 23 31 22 24 Cable & Satellite homes 


What explains the apparent 
irony of the situation? Blame it on 
two things: the clutter in the news 
space, and the (wrong) perception 
that Hindi news channels don’t 
reach the creamy layer of view- 
ers. Consider: one-third of all Tv 
channels in India are news and 
current affairs. There are close to 
44 news channels in Hindi, English 
and regional languages, beaming 
into 68 million cable & satellite 
(C&S) homes. It is believed that 
10-12 per cent of all money spent 
on TV advertising goes to news 
channels. According to media buyer 
estimates, for the year ended March 
31, 2007, the news channels gar- 
nered ad revenues of about Rs 750 
crore, compared to Rs 620 crore 
the previous year—a 21 per cent 
growth. The lion’s share went to 
Hindi news channels such as Aaj 
Tak, Zee News, NDTV India, 
Sahara Samay, and India Tv, and 
only 25-30 per cent went to 
English news channels. 

On the face of it, that seems like 
a fair story, given that for the first 10 
weeks of 2007 (that is, January 1 to 
March 11), TAM data (for all India 
C&S 15+ AB) shows that the share of 
Hindi news channels was 88.5 per 
cent (English news channels had 
the rest). During this period, Aaj 
Tak, owned by the group that also 


Al's Well That... 


...Ends well? Perhaps not. TV advertisers will get more vocal. 


JA e HAVING PULLED OUT 
advertising worth an estim- 
ated Rs 180 crore a year from 
STAR India Network for about 15 
days, Hindustan Unilever (HUL) 
has now made up with the broad- 
caster. “Yes, everything has been 
sorted out and we have been able 
to get a fairer value for our in- 
ventory as we deliver the best to 
our client,” says Paritosh Joshi, 
President, STAR India. Advertisers 
have been asking for a 5 per cent 
cut in rates following the roll-out 
of the conditional access system 
(CAS), and with the second phase of 
CAS implementation under way, 
the issue may not be buried yet. 
Reason: the real issue is that 
advertisers are increasingly 
demanding better returns for the 
money they spend on Ty. “On 
TV, the returns have been dimin- 
ishing in recent years (because 
of fickle viewership, growing 
clutter, and competition from 
other media)" says Rahul Welde, 
General Manager (Media 
Services), HUL. According to other 
broadcasters such as Joy 
Chakraborthy, Executive VP, Zee 





HUL on Star: It will stay put 


Network, the existing cost per 
rating point model has to move 
to cost per thousand (CPT). “CPT is 
more important and with TAM's 
expanded panel, the absolute 
number of people watching has 
increased by 50 per cent and we 
as an industry should be paid for 
that.” The cpt model would link 
ad rates with the actual house- 
hold reach of the channel as 
opposed to how the show fares 
in terms of ratings. It's a con- 
troversial suggestion. Ergo, ex- 
pect the battle over rates to rage 
for some more time. 

ANUSHA SUBRAMANIAN 
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TV's Distorted Picture 


It is Hindi news channels that reach more homes. So, why do their 
English rivals end up getting the premium? ANUSHA SUBRAMANIAN 


[5 A STORY YOU ARE UNLIKELY 
to catch on the 9'O clock 
news tonight, yet it is the tel- 
evision news industry's worst- 
kept secret. Despite the fact c: 
that Hindi news channels’ reach E |, 
and content are better than those of Vig! | 


their English rivals, the former's eg 


me 
en * 


advertising rates are far lower. On 
an average, the effective ad rate for 
a Hindi news channel is around Rs 
1,450 per 10 seconds, while the 
figure for English news channels is 
Rs 2,250. Some media buyers point 
out that some Hindi news channels 
such as Aaj Tak and srAR News do 
command a premium and fetch 
between Rs 3,000 and Rs 3,500 
per 10 seconds. The catch: that's 
true of only certain time bands— 
say, between 7 and 10 A.M. and 8 
and 11 P.M. 


THE TOP ADVERTISERS 


The cola giants, for one, love Hindi news channels. 
ENGLISH NEWS 


BREAKING NEWS 





HINDI NEWS 














Top 10 Advertisers secondages ('000) % Share W Top 10 Advertisers Secondages ('000) % Share 
Coca-Cola India | 171 3.4 
harti Ai A TataMotos — — |). ESTE 2.4 
CL S eum oc 09s nr Ur Biswanath Hosiery Mills — 25 220 2.2 
Hindustan Unilever — e 1.7 Asian Paints 95 1.9 
Life Insurance Corporation of India ^— 33 pub e. - State Bank of India SA 1.8 
Mahindra &Mahindra — — 32 1.5 Life Insurance Corporation of India 76 1.5 
Videocon Industries _ ร di 1.5 Central Excise Department — EWE 1.5 
State Bank of India = 31: 1.5 PepsiCo | 70 1.4 
AllianzGroup ร ร 30 1.4 Ministry of Health & Family Welfare — 64 1.3 
Hutchison Essar Telecom 29 1.4 Government of India 55 1.1 


Medium: TV (English & Hindi news channels) Month: March 2007 Source- AdEx India (A division of TAM Media Research) Note: Figures are based on secondages 
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this car is insured fresh daily. 


Can an unassuming GPS device change the direction of an entire industry? 
It's happening now. IBM is working with insurance companies to deliver a new 
service, "pay by the mile" insurance. The program is changing centuries-old 
actuarial processes; better yet, it's driving growth in new policies. On Demand 
Innovation Services are among the many IBM capabilities that companies are 
leveraging to make themselves unique. Want innovation fot growth? Talk to the 
innovator's innovator. Call on IBM. To learn more. visit ibm/com/special/in 
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Reliance Capital presents Reliance Money. A one-stop shop for all your financial 
Mutual Funds, IPO, Insurance and many more. So, whenever there's confusion ab: 


Equity | Commodities | Mutual Funds | IP 
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you can conveniently invest or trade in any financial product like Equity, Commodities, 
! your money, just phone-a-friend at Reliance Money. 


LIANC@ Money 


nce R eL Ambani Group 


com A Reliance Capital Company 


Fortnightly magazine www.business-today.com June 3, 2007 Rs. 15/- 


Big money and big battles are Ww | 
beginning to kick-start India’s ax 
market like never before. ¿9 
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The BMW 3 Series. 
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For more information please contact your BMW Authorized Dealer 

Bangalore: N t Moti 3D. ; DOG Fide trs, saa j ma mobiles +91172 4602 3! ) Chennai: | KUN | 
Délhi and NCR: | rd Automotive «91 11.39 Moto 9 | 190 Hyderabad: ta Motors 
Mumbai: Navnit Mot 11 22 2541 539 | : } 5714 5100 


BIACKBERRYS 


sharp. smooth. sure. 





naught Place: E-! +1/015; Rajouri Garden: G 1 


azar P} 


! Treasure | ! 7273. KOLKATA: Elgin Road: S! i 
en: 06/4 1300. MUMBAI: Khar (West): Shop No. 5 & 6. K} 


OPP : 
ice | parative H ng ^ "e. ก า ร 
iE Brigade Road tN STO?’ lifestyle 


uu 


B CRAWLER SINGAPORE SLIN 


BIACKBE! 


sharp. smoot 





ARAM RM 


PIONEER 





” 


= 


Summef Colfection '07 
`> 


D 
34 
x 

1 


usive Brand outlets - NEW DELHI: GK-I: 27-B M Biock Market, Ph: 011-29238588, 29235885; South Ex-Il: E-10. Basement, Ph: 011-2¢ . | 141; Ce 


ni: Metro Walk, Sector- 1D, Pr 3g. N A: Unit No. 148 & 149, First i r. Unite rea jia Place 
e. Vaishali Nagar, Ph: 0141-4010870. CHANDIGARH: )0, Sec-1 Ph: 0172 - 4644704. LUDHIANA; SGF 3 & 4, Ansal | 
11600. LUCKNOW: Saharaganj: F-112A, Saharaganj Mall, Shah Nazaf Rd., Ph:0: 114480: Gomti Nagar 


7319 228 3 7319 Salt Lake: A 303 C ty ^81 tre DC e Ck Sector ' Di 14 1 63. ' DA NA $ Ia | i ua t rer H เว ' 
td.. 373, Linking Road, Ph: 022-26499999, 26482970; Lower Parel: Shop No. 1 ky Zone, Phase High Street i 
& 103, EVA Mall, 60, Ph: 080-6611014*; Brigade Road: 42. P! 0-255824 1052! HENN P 


OUTHING MELODIES 
REFRESHING RAGAS... 


Maestros At Their Best 


onlit melodies by master composers, a musical 
ogue between two violin greats, ragas to relax, 
resh and rejuvenate - these albums are a mixed 
are of the finest instruments and musicians. 


N 


NASC | Af 
icy CONIO) ก อ แล จ 


154 | จ J 
DII เง 








Albso Jat iG 
Jp (€ mc: 


* Panda Ros bona © Pande viv Lonny Thome © ^ 
๑ me) © - 






Pad? Morgrosed C 





ta 


RS 25 KAMS RS 21 KLWR 


To learn more, visit www.samsung.com 


Of 


imagine delightful freshness in everything you do. 


imagine some things in life which by 


Dy their sheer presence can refresh everything around them 
The Samsung Side By Side 


> 
Sau 


refrigerator range is one of them. The sheer beauty of the exteriors 


refreshes the room while the state-ot-the-art TWIN cooling system adds the freshness of nature 
tne Samsung Side By Side range way to looK at 
refrigerators themselves. Don't be surprised if you too get tempted to do things in a fresh new way 


With Samsung Side By Side refrigerators it's not that hard to ima 


จ ก เท ล 
d! 


1 Nehru Place “อ ด Delhi 1 it 





http://www.busincss-today.com 
Editor-in-Chief: Aroon Purie 





Deputy Editor; Arnab Mitra 
Senior Editors: Venkatesha Babu, K. Sai Srinivas 
Associate Editors: Anand Adhikari (Mumbai), Clifford Alvares (Mumbai), Saumya 
d (Delhi), Balaji Chandramouli (Delhi), Shalini S. Dagar (Delhi), 
Krishna Gopalan (Mumbai), Shamni Pande (Delhi) 
Assistant Editors: se Reg m Singh Behl (Delhi), Kushan Mitra t (Deihi), 


Ritwik Mukherjee (Kolkata), Mahesh Nayak (Mumbai), E. 
, Anusha Subramanian (Mumbai 


Special in ae Rishi Joshi (Delhi), t V. Mengen (Mumbai), 
Aman Malik Amit Mukherjee (Delhi), Rahul Sachitanand (Bangalore), 
Nitya Varadarajan (Chennai) 

Principal Correspondents; Deepri Khanna Bose (Mumbai), Shivangi Misra (Delhi), 

` Tejaswi Rathore (Delhi), Pallavi Srivastava OR T 
Senior Correspondents: Kapil Bajaj (Delhi), Bibek Bhattacharya (Delhi) 


Copy Desk: Nipa Charagi (Chief Sub-Editor), Dibyajyoti Chatterjee 
(Chief Sub-Editor), veran Joshi (Senior Sub-Editor), 
Manu Kaushik (Senior Sub-Editor), Swapna Benjamin 


Photo Department: Jitendra Sharma (Chief Photographer), Umesh Goswami 
(Chief dcr ges Kumar Ghosh rms Chief Photographer), 
ik (Senior Photographer), ik Banerjee, 
Raj coe yen Photographer cum Researcher), Debasis Palit, 
Deepak G. Pawar, Lalit Rana (Photo Researcher), Ritesh Sharma 
Art ass ig wale gions Ana Seade OE Vesins, 


PRP RS OO TNE men ur, Ramendranath Sarkar, 
Infographics: Kapil Kashyap (Deputy Art Director), Shinod A.P. 
Production Department: Dinesh Sachdeva (Chief of Production), Narendra Singh, 
Rajesh Verma 
* 

Publishing Director: Pavan Varshnei 
* 


IMPACT & MARKETING 
Lene ee SO en 


urna (Delhi) Suresh Tripathi (Mumbai), 
Rajiv Nair Me nena | zr bruma (chen, Salve Babu (Hyderabad), 


Lopamudra Paul eme 
* 


MARKETING 
Scnior General Manager: Vidhu Sagar 
^ 
Consent Madstag Services: Poonam Sangha, Sr. General Manager 
‘Newsstand Sales: des Vek Gaur, Feci Dest D.V.S. Rama Rao, Sr. General 
vhi, Èr. General General Manager ( Oe, 
), Rajesh Menon, Deputy Gen 


Vinod Bas Deer Bis Depu oe does add ev Gath Cer deg wed y tero (Fast) 





Vol. 16, No. 11, for the fortnight May 21-June 3, 2007. Released on May 21, 2007, 

. e Editorial Office (Delhi) Sth Floor, Videocon Tower, E-1, Jhandewalan Extn., Delhi-110055; 
Tel: 011-23684812-15; Fax: 011-23684819; Cable: Livmedia, New Delhi; E-mail: 
btodaysgiasdi( 1n. netam e. Advertising Floor, Videocon Tower, E> 1, fhandewalan Exm., 
Delhi-110055; Tel: 011-43530800; Fax: 011-43530833; Cable: Livmedia, New Delhi; Trade Centre, 
2nd Floor, Kamala Cay, Senapati Bapat Marg, Lower Parel, Mumbai—40001 3; Tel: 022-24983355; Fax: 022- 
24982266; Cable: Livmedia, Impact office: Trade Centre 2nd Floor, Kamala City, Senapati Bapat 
Mary, Lower Varel, Mumbai 400013; Tel.: 022-24983355; Fax: 022-24982266. Chennai 2nd Floor, 98-A, 
Dr Radhakrishnan Salai, Chennai-600004; Tel: 044-28478526-41; Fax: 28472178; Cable: 
Livmedia, Chennai; 202-204 Richmond Towers, 2nd Floor, 12, Richmond Road, Bangalore-56002 5; 
Tel: 080-2212448, 080-2213037; Fax: 080-2218335; Cable: Livmedia, 


Ahinedabad-380006; Tel: 0793-6560393, 079-6560929; Fax: 079-6565293; 
39/1045; Kochi Karakkatt Road, Kochi-682 016; Tel: 0484-2377057, 0484-2377058; Fax: 0484-370962; 
Cable: Livmedia Cochin e Subscripúons: For asistance contact Castomer Care, India Today Group, A41, Seaor- 
$7, Noida (LLP) - 201301; Tels (95120) 2479900 from Delhi & Faridabad; (0120) 2479900 (Monday-Friday; 
10 am-6 pm) from Rest of India; Toll free no.1800 1800 100 (from BSNL) MTNL Lines); Fax: (0120) 
4078080; E-mail: e Sales; General Manager Sales, Living Media India Led, 201, 
Place, New Delhi-110001: Tel.:011-23736970-8; Fax: 


Published at K - 9, Connaught Circus, New Delhi - 110 001. 


From The Editor 


COUPLE OF WEEKS BACK, WHEN US INTERNET PORTAL, 
nv launched its Indian operations, a trifle late per- 
aps, it became the last of the Big Four internet 
giants (the others being Google, Yahoo! and MSN) to 
enter the Indian market, which all of these biggies consider 
a key market that will drive future growth. You should be 
forgiven if that last bit seems hollow. After all, of India's 
population of more than 1.1 billion, the number of 
internet users is barely 50 million and online spending is 
estimated to be under Rs 240 crore—middling companies 
have turnovers that greatly exceed that figure. 

Yet, hopes ride high on India's internet market. The rea- 
son is growth. A venture capitalist (VC), whose firm is 
bullish on Indian dotcoms, compares India's online spends 
and user levels to what it was 10 years back in the US— 
around $65 million. Today it has grown to $10 billion. 
That's the kind of scorching pace everyone who's taking a 
shy at the internet's second coming in India is probably pin- 
ning their hopes on. As well as the global Big Four that are 
sprucing up, launching or re-launching their Indian opera- 
tions, local players have also reinvigorated their efforts on 
the net. The so-called old media players with extensive in- 
terests in print and broadcast media (and 
this includes the publishers of Business 
Today) have also latched on to the in- 
ternet with renewed vigour and several 
new initiatives in the digital space are 
being launched by most of them. 

Many of those who are putting to- 
gether their digital strategies also realise 
that the mobile space—which includes 
170 million mobile phone users with 6 million added 
every month—offers, in many respects, a much bigger 
market than just conventional internet users. Not sur- 
prisingly, many of the new initiatives are wireless-based. 
Our cover story package, authored by Venkatesha Babu, 
Rahul Sachitanand and Pallavi Srivastava, examines what 
the internet's second coming is going to look like. 

India's biggest low-cost airline, Air Deccan, is bleed- 
ing heavily. Besides there is speculation that Kingfisher’s 
Vijay Mallya may be interested in buying it. Our feature 
(On A Wing and A Prayer, page 76) looks at the op- 
tions that Air Deccan's promoter and MD, G.R. Gopinath, 
has before him to help the airline survive. 

Very quietly, Hewlett Packard has emerged as India’s 
biggest rr hardware company. Venkatesha Babu speaks to 
the company’s India brass, led by Managing Director Balu 
Doraisamy (HP On Top, page 90) to bring you a report on 
what's going on at this usually media-averse IT major. 

Also in this issue is the special report and Business 
Today's fourth listing of India's Best Equity Analysts. 
These are the stars that, when it comes to the stock mar- 
ket, have the best brains to spot the biggest winners. 
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INVEST IN INDIA’S FUTURE. SBI 


CIELE L INFRASTRUCTURE 


3 YEAR CLOSE ENDED GROWTH FUND SERIES 











SBI Mutual Fund presents the Infrastructure Fund - Series |. This fund provides you with the ideal opportunity to invest in 
the future of India's growing infrastructure and benefit from it. As a three year close ended growth fund, it focuses on investing 
across infrastructure sectors such as banking, telecom, construction, power and cement among other high growth core 
sectors of the economy. So if you're looking for returns on your investments, invest in SBI Infrastructure Fund — Series I. 


NFO closes on 8th June '07 


Asset Management Company - SBI Funds Management Private Limited (A joint venture between SBI and Société Genéralé A 






1800 22 3040 « SMS ‘infra’ to 6161 + Visit www.sbimf.com 


»f Scheme: 3 year close-ended growth scheme. Investment Objective: To provide investors with opportunities for long-term growth in capital through an active management of investments in a diversified basket of equity stocks of in 
y or indirectly involved in the infrastructure growth in the indian economy and in debt & money market instruments. Asset Allocation: Equities and equity related instruments including derivatives ! ebt and Money Marti 
nents: 0 % - 35 % Tenure: 3 year close-ended growth scheme with an automatic conversion to open-ended scheme on maturity. Load Structure (During NFO}: Entry Load will not be charged. Exit Load - NIL (Inve ^ 

tonate unamorized initial issue expenses for exiting during the close-ended tenure of the scheme) Terms of issue - Repurchase facility a! applicable repurchase NAV on all business days. Risk Factors: Mutu 

bject to market risks and there is no assurance or guarantee thal the scheme s objectives will be achieved. As with any investment in securities, the NAV of the Magnums / Units issued under the schema may 9 ^ 

i and forces affecting the securities market. Past performance of the Sponsors/AMC/Mutual Fund/Scheme(s)/Planís) and their affiliates does not indicate the future performance of the Scheme ! SBI Mut 

| เร only the name of the scheme and does not, in any manner, indicate eifher the quality of the scheme or its future prospects and returns. SB! Infrastructure Fund - Series | would be investing in equity & equity 

lives, debt and money market instruments (such as call money market, term/notice money market, repos, reverse repos and any altemative to the call money market as may be directed by the RBI). The liquidity of the scheme 

nily restncted by trading volumes and settlement periods. In the event of an inordinately large number of redemption requests, or of a restructur ng of the scheme's investment portfolio, these penods may become 

io level) to have »/ 20 investors and no investor to account for > 25% of its corpus, at the time of closure of NFO period eise the AMC shall comply with the specified SEBI guidelines in the matter. The Mu 

it assuring that it will make periodic distributions by way of dividends. Statutory Details: SBI Mutual Fund has been set up as a Trust under The indian Trust Act, 1882. State Bank of india (‘SBI’), the 

sulting from the operation of the schemes beyond the initial contribution made by it of an amount of Rs. 5 lacs towards setting up of the Mutual Fund. Asset Management Company- S8! Funds Manageme 

id Société Générale Asset Management). Trustee Company: SB! Mutual Fund Trustee Company Private Limited A copy of the offer document and key information memorandum along with the application | bta 


SBI MF Corporate office, 58! MF agents or can be downloaded from our website-www ร ง เศ ซ์ com. Mutual Fund investments are subject to market risks. Please read the offer document of the schemes carefully before investing 
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Rupee Rise 

THOUGH AN APPRECIATING 
rupee is a cause for concern for 
many industries, it is proving 
to be a boon for some, particu- 
larly those that have large for- 
eign currency borrowings. A 
weaker dollar is making repay- 
ments cheaper. Also, state-run refineries and those in the 
aviation sector are well-positioned to benefit from the stronger 
rupee. The Indian currency is up 8 per cent this year and is 
Asia's strongest currency against the dollar in 2007. 


The ECB Route 

THE CAP ON MAXIMUM EXTER- 
nal commercial borrowings 
(ECBs), an annual ritual for the 
government, is fast losing its 
significance. Since the bulk of 
the foreign borrowings is raised 
under the automatic route by 
companies, it is becoming difficult to enforce the cap. The gov- 
ernment had raised the annual limit of ECBs last year from $18 
billion (Rs 81,000 crore) to $22 billion (Rs 99,000 crore). 
Now, it seems that total inflows will cross the $22-billion mark. 


Changing Climate 

IF THERE I$ ONE ISSUE THAT CAN 
potentially unite rich and poor 
nations, it's global warming. 
The emission of greenhouse 
gases is growing at an alarm- 
ing rate. The emissions have 
increased by around 70 per cent 
in the 34-year period between 1970 and 2004. The largest 
amounts of harmful gas emissions have been generated by the 
energy (up 145 per cent), transport (120 per cent) and industry 
(65 per cent) sectors. 
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QUESTIO 


1. Go to "Write messages" on your | Will the rupee reach 40 to a dollar? 
mobile phone. 


1. Go to "Write messages" on your mobile phone. 


2. Type "BTTIP" on the message 
AON 2. Type “BTPOLL Y" for Yes. 
3. Send the message to the number 
"2424". 


Type "BTPOLL N" for No. 


3. Send the message to the number "2424". 
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Wipro recommends Windows Vista™ Business. Wipro Personal Computing 
Desktops * Notebooks * Servers 


|, WIPRO 


Applying Thought 


Dual-core. 
Do more. 
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EDITORIALS 


18 Dotcoms Once More 
18 Get Real 
20 Lessons from UP 


TRENDS 


21 Bye Bye Captives, Hello 3rd Party Vendors 
The failure of the captive BPO model is great news 
for Indian vendors. 


24 Top of Mind 
focus on  A— an ideation portal; and COVER STO RY 


Windows Suite for $3. 54 It's Back! 

28 Policy Watch Dotcom funding has jumped 10 times to $166 
A bird’s eye view of what's hot and what's not on million, all the internet giants are in, and old 
the governmenr's policy radar. media is taking to the net with a vengeance. 

32 Newsmaker Something's different about the internet's 
This fortnight's personality is Arjun Singh, who second coming in India: The players are going 


has made no secret of his prime ministerial all out to make the market happen. 
ambitions, and loses no opportunity to embarrass 
Prime Minister Manmohan Singh. Attack of the Old Media 

Vertical Limit 


38 The BT 50 Index 
VCs Still Love Dotcoms 


Wanted: Network Computing Devices and 


Mobile Data Services 
CURRENT 


40 Kamath's Big Gamble ener Or apu 
Critics are choking on ICICI Bank's $5-billion 


offering. FEATURES 


41 Ringing Maran Out 





His exit could set back 3G spectrum auctions. 76 Ona Wing 
| and a Prayer 
42 DLF's Second Coming Air Deccan is awash in 
The developer finally gets SEBI's nod to launch red, and Kingfisher boss 
its IPO. | 


Vijay Mallya has expressed 


44 Mallya Says Cheers to W&M interest in taking it over. Is 


The UB Group is set to gain more global this the end of the road for 
market share. Captain Gopinath? 


46 It's Beginning to Hurt 82 Tourism's Experiential Entrepreneurs 


Shoppers’ Stop reports Q4 loss. Blame competition. 
48 Seeds of Dissent 


The apex court nod to GM seed trials raises issues. 


50 Same Outfit, New Name 


Flextronics Software rebrands and recharges. 





Capt. Gopinath 





Wacziarg (L) & Nath 


52 Dunlop's Paper Trick 


Smart accounting helps the tyre maker ‘turn around’. A band of new age entrepreneurs is delivering 


on the Incredible India promise by offering 
53 Nektar Taps Indian Skills ‘experiential’ tourism in exotic locales. And 
R&D hub to focus on innovative drugs. foreigners are lapping it up. 
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SPECIAL 
122 India's Best Equity 


On Dalal Street, no one 
ever gets everything 
right all the time. But 
these men come close. 
Presenting our fourth 
annual survey of India's 
Best Equity Analysts. 
123 Sanjeev Prasad, Kotak Securities 

124 Shirish Rane, SSKI Securities 

124 Jesal Shah, JP Morgan 

126 Manish Saxena, Deutsche Securities 

126 Prabhat Awasthi, BRICS Securities 

128 Priyanko Panja, Edelweiss Securities 


128 Rahul Singh, Citi Investment Research 





90 HP on Top 
Quietly, Hewlett 
Packard has emerged 
as India's #1 player in 
IT hardware and is 
now eyeing the numero 
uno spot in the software 
and services market. 


98 L&T's Crown Jewels 


Larsen & Toubro has spawned dozens of 
subsidiaries that have grown in value and have 
scaleable business models across a wide spectrum 
of associated industries. And the parent plans to 
list 10 of them in the years ahead. 


104 Unkind Cut 


The rising rupee is hurting exporters, and 
domestic corporate loans are getting expensive. 
But smaller players are hurt more than the bigger 
companies. What must the State do to lessen the 
burden on industry? 


108 The Great Outdoor Hunt 


It’s a Rs 1,000-crore industry and is expected to 
grow exponentially. Little wonder that PE 
players, large media houses, and a host of others 
want a piece of the out-of-home media pie. 


116 60 Minutes 
Michele Burns, Chairman & CEO, Mercer 
Human Resource Consulting, speaks to BT 
on people issues and India plans. 


Balu Doraisamy 





133 A Portfolio for Your Kids 
136 Reap a Bumper Harvest 
140 Get the Accident Cover 
142 News Round-up 
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144 Going Grey, Staying Relevant 


REPORTER'S DIARY 

153 Back From the Brink? 
Just when most Bangaloreans 
had given up on the city's 
infrastructure, things seem 
to be looking up. But is that 
for real? 


BOOKEND 
155 Business Out-of-the-Box 


How an ambitious businessman (and a clever 
engineer) helped change the world of shipping. 


BACK OF THE BOOK 

156 Getting Close to the Stars 
Some travel and film companies are offering 
Bollywood tourism packages. It's early days vet, 
but the potential is massive. 





158 Drive 

159 Printed Circuit 
160 Treadmill 
162 People 
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(From L to R) Murdoch, Joshi, Rolland & Roy Burman 
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Starring Illyria’s Lachlan Murdoch; 

Prasoon Joshi, Executive Chairman, McCann 
Erickson India; Murugappa Group's 

A. Vellayan; Satya Brata Ganguly; Winemaker 
Michel Rolland; and Khadim's Director 
Partha Roy Burman. 


LEADERSHIP SPOTLIGHT 


164 Samuel J. Palmisano, Chairman and CEO, 
IBM Corporation. 
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SAMSUNG OFFICE: SAMSUNG INDIA ELECTRONICS PVT. LTD., 9" FLOOR, IFCI TOWER, 61, NEHRU PLACE, NEW DELHI. PH: 41511234, 42521234. 
All product specifications are subject to change. 


Karim Hashid 
"| want to change the world". 
And like Samsung, Karim Rashid 
nows that to change the world, first 
J have to see it clearly. Karim Rashid 
; born in Cairo and moved to Canada as a 
i. From the beginning, Karim has thrived 
transforming the shapes, colours and 
uty of his surroundings. All to create a new 
yression; design a new world. From Umbra 
| Parada, Miyake to Method, he has shared 
WS vision broadly to shake up the way we 
think and look at design. Rashid's work 
appears in prestigious museum collections 
worldwide, including the Victoria and 
Albert Museum in London and the 
Museum of Modem Art in New York. 
An award-winning designer of architecture 
and interiors, Karim Rashid's goal to change the 
world through design has, in many ways, already 
been met. "Ornamentation is a modus operandi for 
communication — it is a way to bring life to a space, to 
bring the space to life... — in the case of a truly brilliant 
television, it must always be on even when it is off ". 


Imagine a [V as sculpture. 


Like Rashid, Samsung believes beauty turns everyone on. Our 
vision is to add quality of life, not just quality of picture. That's what 
you get with the new Samsung LCD TV (Bordeaux Art Series). Its 
neoclassic lacquer exterior, the subtle LED light, the curved crystal 
bezel, hidden speakers and touch sensor buttons command the 
room. Engage the eye. Demand attention. The Bordeaux Art 
series has brains as well as beauty. With Wide Color 
Enhancer and a dynamic contrast ratio of up to 8000:1 
Samsung's vision goes well beyond design and 
actually brings your room to life. Imagine turning 
on your entire living room. With Samsung's 
Bordeaux Art series, you can. 
www.samsung.com/in 
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The Big Leap is Possible 
IN ORDER TO BECOME AN IBM OR AN 
Accenture, a company needs to 
achieve a lot more than merely 
compile sales and revenue figures. 
TCS has rightly identified the strate- 
gic advantages of leveraging intel- 
lectual assets and is on the right 
track to achieving its goal of being 
counted among the global top three. 
TCs has the capacity to succeed and 
the faster it sheds the ‘risk averse’ 
tag commonly associated with 
Indian companies, the quicker 
would benefits accrue to it. 

R.K. SUDAN, through e-mail 
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TCS Can Do It 
TCS HAS BEEN GOING FROM STRENGTH 
to strength and TCS’ Next Big Leap 
(Br, May 20, 2007) has pieced to- 
gether the company’s strategy in 
great detail. S. Ramadorai and his 
team are well entrenched and 
would certainly be able to give the 
big guns in the business a run for 
their money. The forces steering 
TCS forward comprise almost en- 
tirely of technocrats who have been 
given a free hand to run the show. 
VIJAYALAKSHMI A., through e-mail 


Set the Picture Right 

| WAS SURPRISED TO READ IN TV'S 
Distorted Picture (Br, May 20, 
2007) that the ad rates for Hindi 
news channels, despite their pop- 
ularity, are lower than that of 
English channels. The media can 
play a role in dispelling the myth 
that English language channels 
reach the creamy layer while the 
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Hindi channels are watched in 


households with low income. 


R. CHATTERJEE, through e-mail 


Incorrect Designation 

















IN GAME CHANGER (BT, MAY 7, 2007), 


Manoj Kohli’s designation has | 


been incorrectly mentioned as MD- 
designate. He is President and CEO 
of Bharti Airtel. Also, the com- 
pany has no plans to launch mobile 
services in the Us. The company 
has recently launched ‘Call Home’ 

service in the US for NRIs. 
ASHUTOSH SHARMA, Corporate Comm., 
Bharti Airtel, through e-mail 
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DEEPAK G 


Dotcoms Once More 


AST YEAR, VENTURE CAPITAL (VC) FIRMS ARE ESTI- 
qe) to have invested more than $32 billion 
globally. What's significant about that number, apart 
from its absolute size, which is more than 3 per cent of 
India's GDP, is the fact that it represents the highest vc 
investment in the last five years. In fact, some sceptics 
fear that the investment figures are rising to the bubble 
levels 10 years ago. But it is unlikely that things will turn 
out as bad as they did the last time around. vcs have 
become much more cautious, and no one has money 
anymore for ideas that only exist on PowerPoint slides. 

In India, too, dotcoms made a strong comeback in 
2006. Compared to just two investments in 2005 
worth $17 million, there were 27 investments worth 
$166 million. What were the dotcoms that got funded? 
First of all, none of these was really early stage. More 
often than not, these were dotcoms that had man- 
aged to get to a certain scale and demonstrate a clear 
path to profitability. Therefore, you had Sequoia 
Capital and Battery Ventures investing $15 million 
in travel portal, Travelguru.com; Lightspeed Ventures 
and Sequoia putting in nearly $11 million in TutorVista, 
an online tutoring firm, focussed on the Us market; and 
Norwest Ventures picking up a stake in Sulekha.com, 
a member-driven community portal. 

An important aspect of the dotcom boom this time 
around in India, as much as the us, is the emergence of 
so-called Web 2.0 companies. These are websites that 
are built around surfer communities, and often depend 
on user-generated content to survive. YouTube, bought 
by Google late last year for $1.65 billion, is a classic 
example. According to data from Ernst & Young and 


Get Real 
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Web 2.0 world: This bubble is not about to burst 


Dow Jones VentureOne, $844.4 million was invested 
in 167 Web 2.0 companies in 2006—that's twice the 
money and deals in 2005. The median size of a Web 
2.0 deal on a global basis was $5 million, compared to 
$3.3 million the year before. 

Although no one knows how such ventures will 
make money, everyone agrees that Web 2.0 features are 
crucial to enhancing the stickiness of a website. Even old 
media companies in India are talking of Web 2.0 
strategies to attract and build a loyal base of users. No 
one doubts that internet is the new medium, and that 
India—despite its 45 million internet users and 
Rs 240-crore online advertising market—will be a key 
market in the years to come. 


OVERNANCE IS OFTENTIMES AN ACCIDENT, RATHER AN 
qe founded in strategy. The happenings over the 
last few months—the rising rupee has left the ex- 
porters traumatised; inflation is turning out to be quite 
stubborn—could well set the stage for a healthy acci- 
dent. Here's why. 

Rather than calming the rupee to its earlier levels, the 
government should aggressively convert this opportunity 
to push through reforms in several sectors that are 
impeding the competitiveness of Indian industry— 
infrastructure bottlenecks, labour reforms, govern- 
ment-related transaction costs, to name a few key ones. 

Given that exchange rate controls provide a critical 
competitive advantage for the exporters, letting the 
rupee firm up, without easing the other economic 
constraints, Will undeniably hurt exporters. That said, 
the constraints must be worked upon in a time-bound 
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manner. For, currency-led strengths come at a cost 
to the economy. When the rupee hardens, the Reserve 
Bank of India buys dollars. However, to avert over- 
supply of rupees in the market (which causes inflation), 
it ‘sterilises’ the rupees using government bonds. 

Attending to real sector needs alone will not be 
enough. To enable the exporters to swim in the choppy 
high seas of global currency markets, the government 
needs to hasten the pace of ensuring full convertibility 
of the currency. 

This way, the small exporter can avail of financial 
instruments at competitive prices to ride the currency 
volatilities in the market. For instance, let alone the ris- 
ing rupee, which has appreciated 10 per cent in the last 
year, the currency has been fluctuating by an 
unprecedented 5 per cent in the recent months. At pres- 
ent, the cost of hedging is determined by a very small 
market comprising a handful of banks, rather than an 


Lessons from UP 


OLITICS, THE OLD SAYING GOES, IS THE ART OF THE POS- 
[ว อ Bahujan Samaj Party supremo Mayawati 
proved it yet again by storming to power in Uttar 
Pradesh. Since then, newspapers and television channels 
have carried lengthy articles and discussions on the whys 
and the wherefores of this development, so this edit will 
avoid adding to the already voluminous, and growing, 
body of literature on the subject. 

Of greater import is the impact of her victory on na- 
tional politics. If the old adage of Indian politics, that 
the road to Delhi starts in Lucknow, is true, then the UP 
election results spell bad news for the two national par- 
ties, the Bharatiya Janata Party (BJP) and the Congress. 
The two parties have a combined strength of less than 
a fifth of UP’s 403-member Legislative Assembly. This 
does not augur well for either of them in the run-up to 
the 2009 general elections. 

Mayawati’s victory has important lessons for both. 
It shows yet again that fractious and single-point agen- 
das don't work. Behenji, as Mayawati is called by her 
supporters, reached out to various special interest con- 
stituencies, like the Brahmins, the Muslims and a mid- 
dle class worried about increasing lawlessness, while at 
the same time consolidating the Dalit votebank that 
forms the bedrock of her party’s support base. In the 
process, she pulled the rug from under the feet of the 
BJP, which had taken upper caste support for granted, 
and the Congress, which fell back on its “First Family” 
for votes. 

But BSP's new, and highly successful, social engi- 
neering experiment, which has been christened 
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exchange of the kind that trades stocks. 

For this to happen, RBI, the foreign currency market 
regulator, needs to shift gears on two counts. First, 
ensure predictability in its actions—the decision to 
lay off the dollar came as a bolt from the blue, espe- 
cially, since traditionally it has ensured a weak rupee. 
Secondly, it must accelerate the pace of introducing full 
convertibility of the currency, and not be weighed 
down by the possibility of a replay of the balance of 
payments crisis in 1990-91. 

RBI must remember that it was the crisis that triggered 
reforms in the subsequent years on an unprecedented 
scale. De-control of government licensing in indus- 
trial activity was undertaken swiftly; import tariffs 
were scaled down. 

Now again, we are faced with discomfort, albeit of 
a far lower intensity. Accelerating reforms in the financial 
as well as the real sector in quick time holds the key. 





Winning formula: Mayawati gets her caste equations right 


sarvavarna by sections of the media, is not really new. It 
replicates the umbrella coalition of special interest 
groups that was the basis of the Congress party's almost 
unchallenged sway over the state and, indeed, the 
country, in the first four decades of Independence. 
The only difference is that the coalition is now led by a 
Dalit—in sharp contrast to the earlier ones, which 
were inevitably led by Brahmins or Thakurs. It is only fair 
that a coalition of historically antagonistic castes should 
be led by a member of the most dominant faction and 
not the most privileged ones. In that sense, the Ur results 
also mark the mainstreaming of yesterday's subaltern. 

Just as nature abhors a vacuum, so does politics. And 
Mayawati’s victory has shown that given the right 
conditions, there's still space in Indian politics for a party 
that tries to accommodate every—or at least large 
parts of—society in its scheme of things. Unfortunately, 
the Congress and the BJP seem too tired and too myopic 
to claim this space. 8a 





Trends 


Bye Bye Captives, INSTANT IP 


HAS RBI MANAGED TO 
Hello 3rd Party Vendors ไท ท พ 
The failure of the captive BPO model is great ECONOMY? 


news for Indian vendors. VENKATESHA BABU No. Rajiv Kumar, Director and 
Chief Executive, ICRIER 

The Index of Industrial Production 
shows that the manufacturing 
sector is still booming; this may 
result in aggregate demand 
running ahead of capacity. 
Combined with a rise in 
agricultural prices, this may result 
in inflationary pressures rising 

in the coming months. 


Yes. Venugopal Dhoot, 
Chairman, Videocon Group 

| think the worst is behind us. 
The government and RBI have 
controlled money supply, and 
this has stemmed the inflation 
rate. With the monsoons just 
Captive BPOs: The good times seem well and truly over pase iac dp he jt 
shot up in recent times, to 
T HERE I$ AN APOCRYPHAL STORY ABOUT THE CEO OF A EUROPEAN remain stable. 





IN YAASOD HSAW 


company visiting the impressive tech campus of an IT giant in 

Bangalore—complete with manicured lawns and an artificial water Maybe, Habil Kt Khorakiwala, 
body. “Are your clients, including us, paying for all this?” he asks. The story 
encapsulates the angst that many MNCs feel about the very high profitability exer ว Miel are still - 
of Indian IT service vendors—Tier I vendors like TCs, Infosys and Wipro, critical. . The government has 
for instance, have an average net profit margins of 24 per cent, compared addressed a part of the problem 
to 6-8 per cent for their multinational competitors. Not surprisingly, by importing primary articles; 
most MNCs come to the conclusion that they will be better off setting up ล ท ศ์ a good monsoon will help 
their own "captive centres" and, thus, save on vendor margins. the situation further. But we still 

Other arguments—like protection of IPR and the need to ensure qual- have to tackle the supply crunch 

ity by having end-to-end control over the processes—are also offered by — in the manufacturing sector. 
companies that set up captives in India. Over the last two years alone, more And we don't agree with RBI's 
than 300 such captives have popped up in India. Companies like Ford, decision to raise interest rates 
Bosch, Lear, Schneider Group, Honeywell, jp Morgan, Morgan Stanley, asit impacts investment. 
Tesco and HSBC have all jumped onto the bandwagon. COMPILED BY RISHI JOSHI 
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However, a recent report by Forrester Research Inc., a research 
and consultancy firm, titled Shattering the Offshore Captive Center 
Myth, states that the captive centre reality differs sharply from the 
perceptions of many companies. The report says that more than 60 
per cent of captive centres in India are struggling. Sudin Apte, 
Country Head & Senior Analyst, Forrester India, who authored the 
report, says short-lived enthusiasm for offshoring and lack of 
process maturity and integration are the most common reasons 
for captives failing. The lack of scale, poor morale and unrealistic cost 
models also compound the problem. “As a result of these issues, firms 
quickly realise that setting up a captive centre is not an end point in 
itself but just a stage in their offshoring and outsourcing evolution,” 


THE RATIONALE 


AND THE REALITY 


Why MNCs set up captive centres: 


m Executives want to go offshore 
because of the ‘Welch’ legacy 

m Tech laggards play follow the leader 

m Intellectual property concerns 

m They feel that doing it in-house will 
save them money 

m Foreign parent can retain end-to-end 
process control 

Why captives mostly fail: 

m Sporadic management support 

m Enthusiasm for offshoring short-lived 

m Unrealistic cost models 

m Attrition fuelled by uninteresting work 


and overdependence on headquarters 
m Lack of process and integration 





he says. A number of early en- 
trants have realised this and have 
sold their captives and opted to 
outsource the work to third-party 
vendors, and some others are now 
leveraging the expertise of their 
partners much more than in the 
past in their renewed initiative to 
build an offshore eco-system. 
The CEO of a Tier II Indian r1 
services company says: “What they 
don't realise is that there are huge 
challenges—like the ability to att- 
ract and, more importantly, retain 
talent, given the high attrition lev- 
els prevailing in the industry. Also, 
the systems and process maturity 
that we have developed is diffi- 
cult to replicate. The (high) fixed 
costs are also spread across many 
clients. Many companies don’t 


realise this, set up captives, and 
then regret their decision later.” There are a number of examples 
where companies have logged out of India after setting up captives. 
Prominent among them are Apple Inc., which shut its development 
centre in Bangalore, Sykes Enterprises, PowerGen Retail and BelAir 
Communications India. Pervasive sold its operations to Aztec 
Software and Technology Services. 

The Forrester report predicts that 5-10 per cent of captives 
will shut down, 20 per cent will embrace a hybrid approach of cap- 
tives plus outsourcing and 40-50 per cent will adopt what Apte calls 
the termite strategy. “Here, the third-party vendor ‘hollows out’ the 
captive centre, and slowly takes the existing staff onto its own 
rolls. All that then remains of the MNC's captive centre is the Project 
Management Office (PMO), sometimes called India Oversight Office. 
This model provides a unique combination of close monitoring and 
low-cost execution," he says. The remaining 10 per cent of firms will 
sell out and go the whole hog in outsourcing. 

The failure of the captive model means that within the next three 
years, there will be accelerated demand for third-party vendors 
for services, especially in product development. The good times, it 
seems, will continue for the Indian 11 sector. 
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HAT THE LUXURY GOODS MARKET IN 
India is booming is no secret, 
but until recently, the only ultra- 
luxe pens legally available in that 
segment were Mont Blanc and 
Waterman. That's about to change. 
Penn-E-Regali has launched exotic 
writing instrument brands such as 
Tibaldi, Visconti, Delta and Markiaro 
in the country. The icing on the 
cake, though, will be the limited 
edition pens that the company will 
periodically bring into the country 
from Jaguar, Ferrari and Ducati. 

Says Pramod Goenka, Director, 
M&S Marts India, which owns 
Penn-E-Regali: "There is a market 
for high-end, luxury writing instru- 
ments in India. The country also 
has a growing tribe of serious pen 
collectors." Speaking of the Tibaldi 
for Bentley pen, priced at 
Rs 3 lakh, he explains that people 
who collect writing instruments truly 
value a good pen, and cost is not a 
deterrent when it comes to really top 
end brands. 

There are no authentic figures 
on the size of the luxury pen market 
in this country. The company cur- 
rently has two stores, in Mumbai 
and Delhi; by the end of 2007, it 
plans to have six, and by end-2008, 
16 stores across India. 

DEEPTI KHANNA BOSE 


E ย : 


, 
* ' 
Ca 
E ฆ ม 
ML 
-5 
3 * 
ó " 


eA Cook A 
Fea) Natural 


TROUŠERS 


-— 
€ 


E 


CRAFTED FOR COMFORT 


Manufactured and Marketed by Gangotri Textiles Ltd., 473/2, P.K.D. Nagar, Peelamedu, Coimbatore - 641 004 
Ph: 91-422-4332100 Fax: 91-422-2576742 Email: tibre@gangotritextiles.com Website: www.tibre.com 


amil Nadu : M/s. Vinay Garments - 0422-2393397 ๑ Kerala : M/s. Hi Fashion Clothing - 0484-3043353 » Karnataka : M/s. V. K. Clothing - 080 
: M/s. In-On Creation - 022-24308044 e Pune : M/s. Giriraj 


295513 ๑ Andhra Pradesh : M/s. Sri Kamal Distributors - 040-24751197 » Mumbai 
encies - 020-26053614 * Gujarat : M/s. D. P. Enterprises - 079-65442737 * Uttar Pradesh: M/s. Karwa Agencies - 0542-2371771 
Drissa : M/s. S. H. Apparels - 0671-2626371 * Howrah : M/s. Tibre World - 098318 57590 * Delhi : M/s. Satya Apparels - 011-25917360 


Punjab : M/s. Super Speed Industrial Corporation — 0181-2225285 
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STATUS: $124.63 billion in 2006-07. 
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Figures in $ billion Source: Commerce Ministry 


"w dee (rk? 7 vortal 2 . c —fees start from $1.00€ IMPACT: Growing exports are good for 
the economy as they bring in much 
needed foreign exchange resources 
into the country. However, the hard- 
ening rupee has led to a dip in the exp- 
ort growth rate. 


STATUS: Up 20.5 per cent in April '07. 
MOVING NORTH 
19.5 
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What is it? Microsoft has a $250 million (Rs 1,025 crore) 


programme called "Partners in Learning" which will offer a 
subsidised Windows Suite for $3 (Rs 123) from the second 
half of 2007. 


Who can be a partner? Qualifying governments (local, regional, 
national) who buy their own hardware. 





June 2006 Sept. 2006 Dec. 2006 March 2007 


Figures in per cent Source: RBI 





IMPACT: Growing money supply in the 
What it does not have? The Personal Computer itself. Microsoft only provides system fuels inflation which, in turn, 


the software to qualifying governments. pushes up interest rates. The high 


What does the suite have? The suite includes Windows XP Starter Edition, a | &'owth in money supply over the past 
student version of MS Office, mail software and other educational tools | few months—fuelled primarily by for- 
from Microsoft. eign inflows, higher credit offtake and 
corporate savings—has resulted in sur- 
plus liquidity, which has fuelled infla- 
tion and led to higher interest rates. 

KUSHAN MITRA COMPILED BY ANAND ADHIKARI 


What is the reach of the scheme? According to Microsoft, Partners in Learning 
is active in 101 countries and has reached over 57 million students to date. 
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Communications 


"T he Ama Ome 


Reliance Communications 
ICICI Bank Limited 
EUR500 million บ ร อ 1 billion 


Floating Rate Note 


—— — 


Hirco plc Reliance Petroleum Limited 
GBP370 million 


ให เซ ต Public Offering on London Stock Exchange 


Joint Global Co-ordinator, Joint Bookrunner 
and Nominated Adviser 





Quipo Infrastructure Television Eighteen India Limited Thomas Cook India Limited 
Equipment Limited USD45 million USD347 million 
USD40 million 1 
Acquisition of Thomas Cook 
Private Equity Placement Acquisition by Thomas Cook of Trave! Corp. 





Hutchison Essar Limited 
INRA.5 billion 


Larsen & Toubro Limited 


JPY equivalent of 
USD200 million 





Advisory, Financing and Risk Management Solutions. 


Let HSBC's global network open up a world of 
opportunity for your business. 


HSBC «25 


GLOBAL MARKETS | GLOBAL BANKING The world's local bank 


Accenture 


Delivering high performance in 
India and around the world. 


Accenture is one of the world's leading 
management consulting, technology 
services and outsourcing companies, 
committed to delivering innovation that 
helps clients become high-performance 
businesses. With over 152,000 people 
in 49 countries, few organisations are 
able to match our industry knowledge 
and process expertise, our global 
resources or our proven track record. 
That's probably why we've worked 
ver two thirds of the FORTUNE® 


across our offices and del 


Bangalore, P o Hyderabe d, Mt n E X 
New Delhi and Pune. Leveraging their 


skills from these locations, we deliver 
consulting, technology solutions and 
business process outsourcing services 
to more than 300 global clients across 
a diverse range of industries. This gives 
our employees the opportunity to do 
interesting work, develop new skills and 
work on leading edge technologies 
and business processes. 


In an innovative and collaborative team 
environment which nurtures talent, 
encourages training, provides career 
growth and rewards accomplishments, 
our people in India focus on the delivery 
of transformational solutions—helping 
clients realise their vision and achieve 
high performance. 





Plexible 
10% 


We know what it takes to be a Tiger. 
High performers blend rigid operating principles with a 
knack for changing shape. That's just one finding from 
our comprehensive research on over 500 of the world's 
most successful companies. For an in-depth look at our 


study and to find out how you could build a career accent re 
with us, visit accenture.com/india u 


e Consulting » Technology » Outsourcing High performance. Delivered. 
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P-WATCH 


A bird's eye view of what's hot and what's 


not on the government's policy radar. 





FDI POLICY TO BE REVIEWED 


XPECT THE MUCH-DELAYED 
Poeta of the Foreign 
Direct Investment (FDI) policy 
soon, now that the Uttar Pradesh 
assembly elections are out of the 
way and the Parliament session is 
getting over. The agenda is 
bursting at its seams: besides 
plugging loopholes to prevent a 
repeat of the Hutch-Vodafone 
controversy (involves definition 
of domestic and foreign equity 
for calculating the 74 per cent 
cap), the government plans to 
undertake a comprehensive 


review covering a broad spectrum of sectors such as 
telecom, coal mining and processing, petroleum, 
aviation, plantations and media, where there are 





Foreign traders: Will the door be shut? 


Also, long-pending and con- 
tentious issues pertaining to 
liquor, tobacco and even gam- 
bling are likely to be taken up. In 
several areas where sectoral caps 
have been prescribed, automatic 
routes may be given a rethink and 
investors may have to go through 
the mandatory Foreign Invest- 
ment Promotion Board (FIPB) 
approval route. 

The fate of foreign invest- 
ments in multi-brand retailing is 
also likely to be discussed, given 
that the results of the government 


sponsored study on the impact of foreign brands in 
the country is scheduled to be completed soon. 
Expect the Left parties to flare up again. 


sectoral caps and entry conditions. AMIT MUKHERJEE 


PAY MORE TO SURF: REGULATOR 


OU MAY SOON HAVE TO PAY MORE FOR YOUR 

broadband connection. And, the hike will depend 
on the internet service provider (ISP); the biggies will 
burden you less. This is likely to follow from the 
Telecom Regulatory 
Authority of India 
(TRA) recommenda- 
tion, seeking a 6 per 
cent licence fee from 
all isps. “Small tsps 
have no choice but to 
pass the entire burden 
on to the customer,” 
says an angry Rajesh 
Chharia, President, 
Internet Service Pro- 
viders Association of 
India (ISPAI). Larger isps, however, are taking a more 
diplomatic line. Says Naresh Ajwani, Executive Vice 
President, Sify: “Rather than making the customer pay 
more for basic services, we will earn out of value added 
services.” Signs of a maturing market? 


REGULATOR'S HEAVY HAND 


m Existing internet service providers 
pay 6 per cent of revenue as 
licence fee 





m New entrants to pay Rs 20 lakh 
for a national licence and Rs 10 
lakh for a state licence; district 
level ISPs discontinued 

m FDI cap for ISPs to be brought 


down to 74 per cent, down 
from 100 per cent over two years 


AMAN MALIK 
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FILTERS FOR SEZ SOPS 


HE CENTRAL GOVERNMENT เร 
"Fusion to press ahead with 
its advice to the states on allow- 
ing tax-exemptions in the non- 
processing areas of special eco- 
nomic zones (SEZs). This fol- 
lows a recent communication by The Empowered 
Committee of State Finance Ministers, headed by 
West Bengal finance minister Ashim Dasgupta. “We 
cannot afford to lose any revenue on account of 
exemptions, whether it is VAT or any other taxes," 
says Dasgupta. 

The decision is also based on past lessons where 
several firms in Export Oriented Units (EOUs) and 
Export Processing Zones (EPZ) have abused tax 
exemptions. 

Non-processing areas of SEZs relate to social 
infrastructure such as schools, hospitals, malls, 
restaurants and parks. The Centre's SEZ norms 
stipulate that at least 50 per cent of an SEZ has to 
comprise the processing area, leaving the rest open 
for other uses. 





AMIT MUKHERJEE 


When was the last time you 
allowed your mother to relax? 





Mankind in it's frantic pace towards progress 
tries to push the pace Mother Earth has set for her well being. 
Let us listen to her, understand and move ahead. For, only in a family where 
Safety, Health & Environment [ SHE] is cared for, SHE takes care of us. 


ASA AS. 
+ pricol + 


better ideas for a better planet 


7 FACTORIES + 63 PRODUCTS + 4600 PEOPLE 


pricol limited #702/7 avanashiroad coimbatore 641 037 india 
phone +91 422 4336000 fax +91 422 4336299 email city@pricol.co.in website www.pricol.com 





+ Instrument Clusters 8 Gauges + Sensors & Switches + Oil Pumps * EGR Valves & Engine Parts € Disc Brakes 
+ Fleet Management Systems + Remote Keyless Entry & Immobilizer Systems 
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P-WATCH COLUMN . The why, what and how-to of policy making. 





FAWZAN HUSSAIN 
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INDIAN PAPER, PLEASE 

LAST MONTH, THE INTER-AMERICAN 
Development Bank (the equiv- 
alent of Asian Development in 
Latin America) went shopping 
for a $150 million (Rs 615 
crore) loan. The cheapest deal 
in the world: Japanese yen 
backed by a rupee asset. 
However, in the absence of full 
convertibility, the deal made 
sense only one way: issue a 
euro-rupee bond out of New 
York, which was used to trans- 
act the loan. 

Evidently, the appetite for 
Indian paper has soared along 
with the currency. 

BC 


FUTURE-PROOFING . 
LAST WEEK, WHEN INDIAN OFFICIALS 
met up with the other sponsoring 
nations of the FutureGen project, 
they were in for a rude shock. 
The project, a $1-billion (Rs 
4,100-crore) initiative of the Bush 





Administration, to develop a zero- 
emission coal-fired power plant 
had little to offer for their $10 
million (Rs 41 crore) contribution. 
The US remained non-committal 
on the cost of accessing the tech- 
nology once it was developed. 
No deal, protested the Indians. 
BC 
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TIME, WE GOT INDEBTED 


S WE CELEBRATE THE 150TH YEAR OF THE 1857 UPRISING, THE AUTHORITIES 
Au implicitly engaged in shadow-boxing of a similar kind. The fear of 
letting go of monetary controls looms large—lest we don't have enough 
foreign e xchange to pay for our imports, or that our exporters are lett to 
the vagaries of foreign currency movements or that RBI’s ability to manage 
inflation is impaired. The result: a slew of measures by RBI and the Finance 
Ministry that send mixed signals to the market (see Unkind Cut, page 104). 
That is arguably worse than slowing down the pace of liberalisation, for 
instability on the policy front can become a trigger for the flight of capital 
out of the country, never mind the $200 billion (Rs 8.2 lakh crore) reserves 
in RBI's vaults. 

So, how does the play-out look? Inflation targeting 
measures by RBI have firmed up domestic interest 
rates; the government is hoping that curbing 
demand will help. And, there is little else 
that the state can do, for the inflation 
drivers are on the supply side. It is a 
matter of time before the equity mar- 
kets are affected by the increasing cost 
of debt, especially at a time when 
companies are going full throttle 
ahead with their investment plans. In 
anticipation of this, the larger compa- 
nies have already hiked their overseas 
borrowing programmes as it is cheaper 
to borrow from abroad—last year’s ECB 
drawal is estimated at $24 billion (Rs 
1,08,000 crore), up from $16 billion (Rs 72,000 
crore then) the previous year. 

Evidently, lack of depth in the domestic debt market is to blame for this 
approach—on the NSE, as against daily trades of Rs 12,000 crore in the 
equity segment, a mere Rs 600 crore of debt instruments are traded. Not 
surprisingly, Finance Minister P. Chidambaram recently told several non- 
life insurance companies to trade their government securities (bonds issued 
by government to finance its expenditure) before the maturity date. This 
will improve trading volumes and help the market discover a lower interest 
rate—the G-secs market is the largest component of the debt market and 
provides a benchmark for determining interest rates in the country. 

The government is now realising that demand side measures have 
limitations. 

So, additionally, why not lift the cap on Fil participation in the $4 bil- 
lion (Rs 16,400 crore) debt market, which will expand with the FM’s advi- 
sory? Currently, the $2 billion (Rs 8,200 crore) limit for the 1,000-odd 
registered Fils makes it an unattractive proposition for the latter. After all, 
the capital gains in the debt market are made on volumes compared to 
equity, where returns are higher. 

Yes, the risk of flight of capital remains. But, with the rising interest in 
Indian paper (read Tale Bearer), this eventuality is unlikely to come to pass. 

BALAJI CHANDRAMOULI 
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G IN JAPAN, WHERE A SAILOR PEN IS CREATED, IT'S LUNCH TIME IN ITALY, THE BIRTHPLACE OF 
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NEWS NUMBERS OF NOTE 

ARJUN SINGH 56 per cent: Google's share of global internet 
search queries. The company’s $145 billion 
(Rs 5,94,500 crore) market value tops that of 
Time Warner, Viacom, CBS, Publicis Groupe, 
and the New York Times Co. combined 


300. The approximate number of biotech firms 
in India; this is likely to double in the next four years 





% 1 bilion (Rs 77,900 crore): FDI inflows into 
India เท 2006-07, the highest ever 





z = 4 . $63 bilion (Rs 2,58,300 crore): Estimated global 
< ME d sX Fi revenues from SMSs, accruing to about 700 carriers 
= O -ciiin | in 2007, according to a Frost & Sullivan report. 


Union HRD Minister Singh: Remains defiant This represents more than two billion users and 
a trillion messages per year. 


ORMER US DEFENCE SECRETARY DONALD RUMSFELD IS 212 000 
derisively called "old man in a hurry” in some cir- : The number of Indians who visited 
, 
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i i 
quotas in the IITs and IIMs has been stayed by 
the Supreme Court, which has also asked uncom- Intelli : : : : 
gence Unit E-readiness ranking. India scored 
fortable, but relevant, questions, regarding thera- ^ , 66 on a scale of 10. Denmark topped the chart 
- 0 d ng up a brave face. witha score of 8.88 
col a bte pia Ee Pags na 1 1 07.7 poem bs — of น —— 
Ns CANS 5 nderstood ySpace, the world's most dominant socia 
the implications of this issue which has wide rami- 
fications." The quota controversy has divided the news 
i ; -sch | 
0 ก vien 1 00 kg: The weight of the world's biggest, purest 
phies that held india on a leash for the first four-and. and highest denomination coin issued by the Royal 
api decades of fadanend His backers: his Canadian Mint. It has a face value of C$1 million 
ip the: lint: who. 6e will hel el (Rs 3.7 crore), easily dwarfing its closest rival, the 
to the top air : deri of vds 31-kilogramme "Big Phil" from Austria 
vestir us ES $3.6 million (Rs 16.2 crore): Arcelor-Mittal CEO 
Singh He keeps frail health—the joke “Congress ka Lakshmi Mittal’s pay packet in 2006. He earned a 
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54. India's rank this year in the Economist 
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'USHIBA 
ซุ ญ INVEMIEM — 


»ading Innovation >>> 





What yoga wont teach you: the aasanas of privileged living 


When you arrive in life, you want to spend time in pampering yourself, soothing your mind, body and soul. Another 
way of doing so is by bringing home Toshiba Air Conditioners. Toshiba is the world pioneer and inventor of the 
revolutionary Inverter Technology. This technology makes Toshiba, one of the most energy efficient and environment 
friendly air conditioner ever. This technology also makes Toshiba Air Conditioners, as exclusive as those who might 
own it. Toshiba Air Conditioners - in a class of its own, not meant for everyone, except a privileged few. 








| 


Sas aai 


Available in Residential & Commercial Range of Air Conditioners. 
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Advancing the @CO -evolution 


Expertech Team : Ahmedabad : Ketan 9825500149, 079-27490444, 27439550, 27497663, Bangalore : Madhu 9845033980, 080-41114747, Bhuvaneshwar : 
Sharda 943709440, 0674-2585893, Chandigarh : Rahul 9216115073 , 0172-5007550, Chennai & Kochi : Sajith 9840651111, 044-42222888 , Delhi : Sachit 
9818239392, 011- 26496369-72 , 26495912-14, Goa : Nitish 9850036109, 0832-2447028, Hyderabad : Ravindra 9849475690, 040-23308106-08, Indore : Sajal 
9329463520, 0731-2526365, Jaipur: Sanjiv 9829011192, 0141-5113999/444, Kolkata : Anirban 9831054543, 033-23649779/80, Mumbai : Saju 9820316058, 022- 
26528989, 26541755/56/58, Nagpur : Rejee 9860792161, Patna : Ravi 9431015957, Pune : Akshay 9423580224, 020-25468301, ศิ ล | อ น : Alok 9826165009, 0771- 
2432893, Ranchi : Bipin Thakur 9835373982, UP East : Dinesh 9335964668, 0522- 2789036, 2789083, UP West : Akhilesh 9818350190, 0120-2700120, 2702296. 

website: www.toshiba-aircon.co.in 


Global Invitation 


for Development of Aquarium of 
International Standards 


at Mir Alam Tank 
on Public Private Partnership in Hyderabad, India. 


Tender Notice No. HUDA/DEV/CE/1/2007-08 Dated:03-05-2007 





1) Hyderabad Urban Development Authority (HUDA) is the 
premier agency of the Government of Andhra Pradesh for 
planning and development of the Hyderabad metropolitan 
area. Hyderabad - the state capital of Andhra Pradesh is one 
of the fastest growing metro cities in India and is a major 
destination for global IT firms, Biotechnology, Pharma 
Industries, Hospitals and Educational centers. The 400 year 
old city is also a major international tourist centre 


2) HUDA proposes to develop an aquarium of international 
standards at Mir Alam Tank at Hyderabad under Public 
Private Partnership (PPP) mode. HUDA intends to pre- 
qualify the developer for the project. Reputed 
National/International companies are eligible to participate. 


3) Mir Alam Tank (lat 17 20 16" long 78° 26 58") a 200 year old 
historical lake of Hyderabad is located adjacent to the 
famous Nehru Zoological Park on the Hyderabad-Bangalore 
National Highway 7. (This highway leads to the upcoming 
International Airport at Hyderabad) 


























The present water spread area is about 350 acres. The lake 
used to provide drinking water to the old city of Hyderabad 
for about 125 years. The majestic one mile long dike with 
semi circular arches has a distinct French design. 


The lake, surrounded by beautiful hillocks and the zoological 
park (spread over 400 acres) together provide a natural 
habitat, attracting thousands of migratory birds every year. 
Even today the visitors to the lake feel the peace and tranquility 
of nature untouched by time. Annually about 15.00 Lakh 
people visit the Nehru Zoological Park abutting the lake. 
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HUDA has rejuvenated and beautified the lake under the la 
restoration project. A 10 MLD STP with tertiary le 
treatment for dry weather flow was recently constructed ! 
lake water balance and to make up the evaporation ai 
percolation losses of the lake. This will further enhance tl 
quality of lake water leading to the growth of aquatic life, flo 
and fauna 


HUDA now proposes to develop a unique aquarium, 
international class showcasing marine life of various region 
themes, providing education and a fun filled & thrillir 
experience to visitors of all age groups. 


HUDA will provide the land to the successful develop 
(bidder) on a long term lease. The developer will t 
responsible for planning, designing, financing, constructir 
the aquarium, including onsite infrastructure, amenities ar 
facilities for the visitors, marketing and operating the proje 
during the concession period. At the end of period all tt 
assets will have to be transferred to HUDA 


HUDA invites expression of interest for pre-qualification 
plan, design, finance, construct, operate and maintain tl 
aquarium centre under PPP mode, from developers : 
National and International repute having proven track recor 
of development of such landmark projects. 


The developer may be a single entity or a consortium « 
members. In case of a consortium, the Lead Financi 
Member (LFM) and the Lead Technical Member (LTM) she 
each hold at least 26% and each other member at least 11' 
of the aggregate equity in the consortium / joint venture to b 
set up for the development of project. In case a member i 
both LFM and LTM, he shall hold a minimum of 2696 equit 
and shall also hold equity in the project higher than any othe 
member of consortium. 


The developers shall satisfy the following Technical an 
Financial criteria for pre-qualification. 


The developer or in case of a consortium lead membe 
should have been in the business / activity of developmer 
and / or planning, designing, construction, operation an 
maintenance of aquariums in the last seven years. 

The developer / consortium shall have proof of associatin 
an architectural design firm / consultants having experienc 
in major aquarium projects. 





ARCHITECTS O 





i) The developer / consortium should have a minimum net 
worth of INR 90.00 Crores / USD $ 20 Million. The auditors 
certified financial statements to this effect have to be 
furnished 





|0) The developer / consortium having relevant experience and 
an excellent financial track record will be considered for 
pre-qualification. The developer / consortium is required to 
submit relevant documents in support of their claim of 
technical experience and financial soundness in taking up 
this project. The developer / consortium shall provide brief 
details of their company background, along with name of 
authorized person for project and address for 
correspondence. 


11) In case of foreign entities, it should be registered / 
incorporated under relevant legislations in the respective 
countries and authorized to carry out business in India. 


12)A site visit followed by an interaction session will be 
organized in the third week of May, 2007. The developers 
interested in the visit have to intimate their participation to 
the email address: ce huda@yahoo.co.in, in advance. 


13) The developer / consortium can submit their proposal 
by registered post / courier or submit the same in 
person so as to reach the following address on or 
before 1-06-2007, 16.30 hrs . 


14) The pre-qualified developer / consortium will be called for 
the next stage of presentation of the firm's technical 


proposals. 


15) Interested developer consortium above 
experience and fulfilling the eligibility criteria may submit the 


EO! with the supporting documents and certificates 


having the 


16) HUDA shall not be responsible for any delay in submission 


17) EO! shall be submitted in a sealed cover, superscribed EO! - | 
Development of Aquarium at Mir Alam Tank and addressed to | 
The Chief Engineer 
Hyderabad Urban Development Authority 
1-8-323 Paigah Palace, Rasoolpura 
Secunderabad 500003, India 


18) HUDA reserves the right to reject any or all 
submitted in response to this Expression of Interest at any 
stage without assigning any reason whatsoever 


proposals 


Sd/- 
Chief Engineer, 
HUDA 





Mir Alam Tank 


HYDERABAD URBAN 
DEVELOPMENT AUTHORITY 


1-8-323, Paigah Palace, Opp. Police Lines, 
Begumpet, Secunderabad - 500 003, INDIA. 
Tel:4-91-40-27905371, 27900125/126/127, Fax: +91-40-27906297. 


For details contact: 

V. Madhwa Raja, Superintending Engineer 

Mobile: +91 98499 09779, Fax: +91 40 27903185. 
Email: ce huda(yahoo.co.in 

or log on to www.hudahyd.org 
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Manmohan Singh 


PRIME MINISTER 


Has managed to match the 
political and economic 
imperatives of governance. Indo- 
US nuclear deal is one of his 
biggest achievements. He could 
have been more liberal than he 
turned out to be in his second 
stint in government. But then this 
time around, there was no crisis. 
The economy is on auto-pilot. 
Real reforms have been held 
hostage by the intractable Left 
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Dayanidhi แว 
COMMUNICATIONS & IT MI 
Has pro-actively invited 
managed to get investme 
top technology compani 
Pushed through policies 
semiconductors, 3G spe 
and broadband. 


POWER MINISTER 

The one shining thing in his 
basket is the ultra-mega 
power project that was 
awarded to the Tatas in 
Mundhra. The rest is in a 
shambles. 
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Lalu Prasad 


RAILWAYS MINISTER 


The country bumpkin- 
turned-reformer has turned 
the Railways around and now 
is making the most of the 
success through lectures. 


By 
? LA 
Sonia Gandhi 


UPA CHAIRPERSON 


- Can take personal credit 
for the Right to Information 
Act and the other socialist 
leaning programmes of the 


government such as 
NREGA. However, allowed 
the issue of reservation for 
OBCs, to get somewhat out 
of hand. But maybe the 
good thing is that the 
debate rages on.... 


Sharad Pawar 
AGRICULTURE MINISTER 


Has been more involved in 
cricket than in serious 
management of agrarian reforms. 
Managed to botch up the wheat 
procurement and import process 
last year. 


Kamal Nath 


COMMERCE & INDUSTRY MINISTER 


Pushed forth the envelope on FDI in 
retail by allowing entry of single 
brand outlets. The biggest proponent 
of SEZs, however, may have also 
unhinged a good policy in his haste. 





Asian Age: Healthy Appetite for Growth, Consumption 


A recent IMF report forecasts a bullish outlook for exports, investments and credit growth. 
Asia: Real Export Growth (Year-on-year percentage change) 





Praful Pate 


AVIATION MINISTER 


Has managed to nudg 
modernisation proce 
with Delhi and Mumb 
taking off. Has kicked 
process for other airy 


Asia: Investment Growth (Year-on-year percentage change at constant prices) 


2005 2006 2006 2007 (2007 2008 2005 2006 2006 2007 2007 2008 
Sept. '06 Latest Projections Sept. ‘06 Latest Projections 
Industrial Asia 6.1 8.6 8.4 9.3 44 9.2 Industrial Asia 3.3 3.9 5.6 3.8 3.7 24 
Japan ] 95 94 5.1 45 j Japan 2.6 3.7 5.5 39 4.1 2.7 
Australia 23 3.5 3.6 6.3 3.6 7 Australia 17 6.3 15 42 1.9 1.2 
New Zealand 45 2 0.7 6.3 23 3.5 New Zealand 3.6 ซา X2 UM 0.9 
Emerging Asia 18.3 174 174 16.6 16 16.2 Emerging Asia 13.1 12.5 13.1 11.7 124 114 
Hong Kong 112 8699 12 6.1 67 6.3 Hong Kong 46 7.9 116 $99 10 8.3 
South Korea 8.5 124 135 108 79 9.6 South Korea 24 32 1.8 4 42 3.9 
Singapore 113 104 89 6.9 12 84 Singapore 0.1 115 8 8 6.8 6.7 
Taiwan 13 10.1 75 7.6 9 71 Taiwan 12 0.3 0.5 5 5 ] 
China 224 233 211 202 204 195 China 1.1] 3159 18 15 143 131 
India 185 1 182. 17 M2 163 India 135 45 102 83 139 107 
Vietnam 05 2 127 117 106 169 Vietnam 97 8.6 197 1 l1 (122 
NIEs* 8.6 113 106 9 8 84 NIEs* 2.1 3.4 29 5.2 53 55 
ASEAN-5_ .109 .107 19 3 11 82 95 ASEAN-S — 74 4 / — 76 96 — 84 — 102 
kh —— | 14 1J A6 1d Wd | ha ere i 107 11] 102 10] $7 
*NIEs: Newly industrialised Economies Source: IMF, APOCORE and WEO databases 
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FINANCE MINISTER 


One of the better performers in the 
Cabinet has managed to keep the 
economy broadly on track. Minor 
irritants, however, include the likes of 
nagging taxes such as fringe benefit 
tax, and the recent double level excise 


duty on cement, which was 
subsequently altered 


PETROLEUM & NATURAL GAS MINISTER 


Has been around for too short a time, but 
ONGC has picked up some equity in foreign 
fields. And the NELP-6 and coal bed 
methane awards were also made. 
Negotiations with Iran and Myanmar stuck 
on gas sourcing. 





Exports were buoyant in 2006, although there was a loss of 
momentum late in the year, particularly in technology goods, 
and mixed forward-looking indicators added some uncertainty 
to the near-term outlook. The movement towards domestic 
sources of growth was somewhat less than expected in 2006, 
and the outlook is for continued gradual improvement this 
year. Outside of China, the pick-up in consumption growth 
is projected to be modest. Investment in ASEAN countries 
is expected to bounce back following a weak 2006, in response 
to lower interest rates and improved sentiment, and should 
also gather pace in the Newly Industrialised Economies 
(NIEs). In China and India, by contrast, a continued tightening 
of policies is expected to bring investment and credit growth 
down to more sustainable levels. In Industrial Asia, Japan's 
expansion remains solid, and growth should continue to firm 
up in Australia and New Zealand. 
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TO BE PRECISE 





*We cannot depend only on a few large 
industrial houses and capitalists to drive 
our industrialisation process" 


Manmohan Singh, Prime Minister, in The Indian Express 


*You really have to be psyched for this; it's 
a love-hate place" 
L. Brooks Entwistle, Head of India Operations, Goldman Sachs, on his 


expat experience in India, in Mint 


“If Microsoft buys Yahoo!, Microsoft should 
immediately spin the Yahoo!-MSN business 
off as a separate company. If it doesn't, both 
Yahoo! and MSN will die" 


Henry Blodget, who writes the Internet Outsider blog, in Business Wee} 


“The CEO is today doing a part he is not 
equipped to do. That is the ‘opportunity’ 
and the ‘challenge’ parts. His moves have 
stock market implications. The pressures 
on him have gone up. He is juggling too 
many balls in the air” 

Pramath Sinha, CEO, ABP, in Business Standard 


“When there is a new technology, there is 
irrational exuberance, the stock market 

goes up and then, there is a crash. After 

that, wealth is created" 

John Gantz, Chief Research Officer & Senior Vice-President, International 
Data Corp, in The Hindustan Times 


*Four or five years ago, there was an 
important switch in the global economy. 
Since then, other parts of the world have 
really grabbed the growth baton from the Us” 
Stephen King, Economist, HSBC, London, in The New York Tu 


*We've had super-fast growth only for the 
last four years. We can still throw it away” 
Suman Bery, Director, National Council of Applied Economic Research, 


in The Economist 


“What I was hoping for was that we would 
just break the Spider-Man 1 record. 

This is beyond my wildest dreams" 

Amy Pascal Co«chaimen, Sony Pictures, on Spider-Man 3's opening 


weekend, which shattered box office records, in Time.com 


“The India market is nascent and 
we do not believe that winners and losers have 


been decided” 


Jaspreet Bindra, Country Manager, MSN India and Windows Livi 
he Financial Express 
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Markets continue to see-saw. 
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Housing Prices in Asia: Galloping Ahead 


Despite the widespread interest in the housing sector in Asia, there's little systematic 
analysis of price trends and potential policy responses for the region as a whole. 
A recent IMF report sheds some light on the sector. 
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*Prices in Tokyo Metropolitan Area have been used as a proxy for house prices in Japan. 
Source: CEIC Data Company; Haver Analytics Inc; HDFC India; and IMF staff calculations. 


The Big Picture 
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"Variable interest rate mortgages (including adjustables) typically account for 60-80 per cent of all mortgages but 
most of these mortgages allow for fixed interest rates during the first 2-5 years. 
Source: IMF; CEIC; Monetary Authority of Singapore: and HDFC India 
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A business with millions of customers globally, called for an innovative and holistic approach to 
increase its client satisfaction, with decreased time to market and reduced costs world over. 
To achieve this, ABN AMRO needed a comprehensive IT solution that would increase efficiencies 
and minimise risks in its daily operations. An IT solution not just for the immediate time frame 
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Kamath's Big Gamble 


Critics are choking on ICICI Bank's $5-billion offering. 
CEO K.V. Kamath is unfazed. ANAND ADHIKARI 


NDIA INC. MAY BE 
grumbling about the 
tightening of liquidity 
and fears of a slow- 
down, but Kundapur 
Vaman Kamath, CEO & 
Managing Director of ICICI 
Bank, sees nothing but growth 
and investment opportunities. 
In fact, the man is so bullish 
that he's willing to risk miff- 
ing the bank's investors and 
put his weight behind a $5- 
billion (Rs 20,500-crore) PO 
that's not just ICICI's, but 
India's, biggest yet. But the 
question that almost every- 
one's asking on Dalal Street 
is, does ICICI Bank need to 
raise so much money? “We 
were expecting an equity issue 
from the insurance holding 
company," says a surprised 
Vishal Goyal, banking ana- 
lyst at Edelweiss Capital. “ICICI 
Bank has a history of frequent 
capital expansion," complains 
another. “This time there is no story 
to back its large equity issue." 
The analysts’ concerns aren't 
entirely misplaced. 16161 Bank does 
have a comfortable capital adequacy 
ratio (CAR) of 12 per cent as on 
March 31, 2007. That's a higher fig- 
ure than those of HDFC Bank (11.41 
per cent), UTI Bank (11.08 per cent), 
and spi (11.80 per cent). And just 
four months ago, the bank raised $2 
billion (Rs 8,800 crore) through an 
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ICICI Bank's Kamath: Thinking long term 


overseas bond offering. Says 
Edelweiss’ Goyal: “The market 
dynamics have changed. There are 
now asset quality issues due to rising 
interest rates and any overhang of 
equity may actually depress the 
stock price in the short term.” 

If Kamath isn't too worried 
about the market's reaction, it's 
because, as the CEO, his concern is 
long term. “We have to position 
ourselves to take advantage of the 


growing opportunity in the 
Indian corporate as well as 
consumer space," says 
Kalpana Morparia, the bank's 
Joint Managing Director. 
Over the last four years or 
so, ICICI has grown at 30-35 
per cent a year and, Morparia 
says, it is looking at a sus- 
tained growth of at least 25 
per cent over the next four. 
“There is a strong corporate 
investment pipeline. They 
need something like half a 
trillion dollars in the next 
three years. That's a huge 
opportunity. Rural India is 
yet another market growing at 
a fast pace," says Morparia. 
The banking landscape is 
changing in more ways than 
one. India Inc.'s appetite for 
big investments, both in India 
and abroad by way of large 
M&A deals, has grown. At the 
same time, banking norms 
have become stricter. The 
Reserve Bank of India's new capital 
adequacy guidelines require a min- 
imum tier-| CAR of 6 per cent as 
against the existing 4.5 per cent. 
In addition, the new norms stipulate 
a risk weightage of 75 per cent for 
all residential mortgages (except 
loans below Rs 20 lakh, where the 
risk weight has been temporarily 
reduced to 50 per cent) and 125 per 
cent for other consumer loans. In 
addition, the RBI now requires sub- 
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stantially higher capital require- 
ments for incremental unrated 
corporate exposure. 

All this has put additional burden 
on the fastest growing big bank in 
the country, and the $5-billion IPO 
will create plenty of capital buffer. 
For starters, ICICI’s CAR will swell 
to 15 per cent in the first year. Also, 
the tier-I window will be enhanced 
to accommodate another 100 per 
cent of tier-I and 50 per cent of 
tier-II capital (in the case of banks, 
aer-IT capital, which is largely debt, 
is linked with tier-I capital). The 
IPO, which offers relatively low-cost 
capital, will mean that ICICI will not 
be left scrambling for funds when a 
lucrative financing deal arises, or the 
market gathers further momentum. 

Meanwhile, the impact of such a 
massive equity dilution would be 
to lower ICICI's return on equity by 
4-5 percentage points. In fact, the 
stock market is already hammering 
the bank's stock in anticipation of it. 
Another question that analysts are 
asking is whether the market will be 
able to absorb an IPO of this size. 
"There is a lot of interest in the 
market. In fact, look at the fund 
mobilisation by the insurance and 
mutual fund companies," says 
Morparia. But timing could be an 
issue. Says R. Swaminathan, 
Associate Vice President at IDBI 
Capital Market Services: “Liquidity 
is a point-in-time issue, besides which 
DLF’s IPO (expected to raise more 
than Rs 10,000 crore) is likely to hit 
the market around the same time.” 

A valid concern, but there’s no 
doubt that icici’s mega offering 
will catapult the country’s second 
largest bank into the global league. 
It may even be able to displace the 
State Bank of India from its top 
slot in another three years in terms 
of balance sheet size. “As the pop- 
ulation of India-headquartered 
MNCs grows, you need banks with 
critical size,” says Morparia. If that 
means taking some short-term risks, 
so be it. 


Jindal and the Gift Horse 


Bengal hands over 4,300 acres to Jindal, but he isn’t happy. 


N THIS DAY AND AGE, ANY 
industrialist who gets 4,300 
acres of land at a meagre Rs 1.9 
lakh per acre should count himself 
lucky. And if the windfall hap- 
pens to be in West Bengal, where 
land acquisition has snowballed 
into bloody fights between the 
state and the farmers, then the 
beneficiary should consider himself 
doubly lucky. But not Sajjan Jindal, 
whose JSW Steel has proposed to 
set up a 10-million-tonne steel 
plant in West Bengal under jsw 
Bengal Steel. 
Reason? Jindal, who'll set up a 
3 million tonne facility to begin 
with, isn't entirely happy with the 
deal, which offers the land on a 
99-year-lease. *The Jindals will 
have to pay 95 per cent of the 
price upfront and pay a rent 
according to the prevalent rates 
there," says the state's Land and 
Land Reforms Minister Abdur 
Rezzak Molla. Says Biswadip 
Gupta, Joint Managing Director 
and CEO, 15 Bengal Steel: “The 
board of jsw Steel, which holds 89 
per cent in JSW Bengal, will con- 
sider the offer. And then Sajjan 
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Ringin 
Maran Out 


His exit could set back 3G 
spectrum auctions. 


REAT UNCLE GIVETH, AND GREAT 

uncle taketh away. But now 
that Dayanidhi Maran has actually 
resigned from his post as the Union 
IT and Communications Minister 
at the behest of his great uncle and 
Tamil Nadu Chief Minister, M. 
Karunanidhi, the focus has shifted to 
the work Maran leaves unfinished. 
Top of the list: allocation of spec- 





JSW Steel's Jindal: Deal time 


Jindal, Vice Chairman and 
Managing Director of JSW Steel, is 
likely to meet Chief Minister 
Buddhadeb Bhattacharjee later this 
month to discuss the progress of 
the project and finalise the price of 
the land." 

The Jindals may be playing 
hard to please, but they are keen 
on the project. They have over- 
come protests from environmental 

(partly by returning nearly 

80 acres of forest land from the 
proposed site) and plan to buy 
another 500 acres from villagers 
directly. Considering that Jindal is 
promising investment of over Rs 
35,000 crore, Buddhadeb may not 
mind sweetening the deal further. 
RITWIK MUKHERJEE 


trum for 3G services. Just before 
the family feud broke out—over a 
controversial poll published by a 
Tamil newspaper owned by Maran's 
younger brother and Sun T^ 
supremo, Kalanithi, that portraved 
DMK leader Karunanidhi's vounger 
son M.K. Stalin as the preferred 
heir over elder son M.K. Azhagiri— 
Maran had been talking of 
announcing the 3G policy by July. 
Although, much to the chagrin of 
telecom operators, Maran had pro- 
posed auctioning spectrum, that 
was still welcome news in an 
industry faced with burgeoning 
growth but insufficient spectrum. 
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The policy may still come out, but 
not by July end. Says Neeraj 
Aggarwal, Director, 
Consulting Group: *While we might 
be speculating on the future, I think 
the telecom regulator (TRA) has been 
very thorough and professional in 
formulating a policy. But ves, when- 
ever there is a change in leadership, 
one could expect a delay." Few will 
deny that Maran’s three-year stint as 
the rr and Communications minister 
was eventful. He pushed India's 
mobile revolution by cutting charges 
for various services such as broad- 
band, long distance calls, and mobile 
roaming. When he took over office, 
there were 42 million mobile sub- 
scribers. Today, there are about 170 
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Dayanidhi Maran: Son stroke 


million. Most recently, Maran, who 
was instrumental in getting Nokia 
and Motorola to invest in his home 
state of Tamil Nadu, was making a 
case for greater broadband pene- 
tration. He wanted to increase the 
broadband connections from 2. mil- 
lion at present to 9 million by the 
end of 2007. When BT went to 
press, there were speculations that A. 
Raja, DMK minister in charge of en- 
vironment and forest, would be 
given additional charge of rr and 
Communications. But there was 
also speculation that Maran would 
be back in the seat in less than a 
month—that being the amount of 
time it would take Karunanidhi to 
forget and forgive. 

KUSHAN MITRA 
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DLF's Second 
Coming 


The developer finally gets 
SEBI’s nod to launch its IPO. 
ARI NO MINORITY 


j 
shareholders crying foul this 


time around, but DLF’s long-awaited 
IPO still has a steep climb ahead. 
Wary of a real estate bubble, regu- 
lators have tightened norms for real 
estate IPOs. Restrictions on pre-pub- 
lic offer placements apart, a recent 
finance ministry fiat also limits the 
use of convertible preference shares 
as instruments of foreign invest- 
ment in realty companies. Yet, if 
India's biggest real estate player has 
braved all the hurdles to make an 
offer in June that could fetch more 
than Rs 10,000 crore, it's because it 
needs money desperately. According 
to market sources, DLF has debts of 
around Rs 12,000 crore, with an 
average cost of about 12 per cent. 
With bankers being told to increase 
their risk weightage on real estate 
loans, DLF's further borrowings 
could get more expensive. But the 
fact remains, it needs money to 
fund its ambitious growth plans. 
According to its IPO prospectus, it 
plans to spend Rs 6,500 crore on ac- 
quiring and developing land in 62 
cities by 2009, Its existing projects 
need another Rs 3,500 crore. That 
apart, it has plans of setting up 
townships (with UAE-based devel- 
oper Nakheel Li ) and hotels in as- 
sociation with Hilton. 

Despite the adverse market con- 
ditions, DLF officials, in a quiet 
period ahead of the offer, are san- 
guine. “There is no dearth of 
equity,” says one executive, pointing 
out that less rigorous fund-raising 
methods such as the listing of proj- 
ect-specific Special Purpose Vehicles 
on less restrictive international 
exchanges such as the Alternate 
Investment Market (AIM), London. is 
a possibility. Or, there could a quasi- 
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DLF's Singh: The wait is over now 


REIT-like structure to take advan- 
tage of the huge lease properties 
that DLF has within its fold. 

DLF officials point out that these 
options would be considered at a 
suitable time. Real estate, however, 
is a dynamic industry and needs 
quite a lot of cash across projects 
particularly in a downturn. 

sPV-structured funds, however, 
are ring-fenced and not fungible 
for debt repayment. So, raising 
equity is critical for DLF’s big plans. 
The much anticipated issue is 
expected to set valuation bench- 
marks for the industry, say analysts. 
A stock split last year to a share 
face value of Rs 2 and SEBI guidelines 
regarding such shares mean that 
the offer price cannot be below Rs 
500. While many in the industry 
regard that expectation as a little 
steep given peer Unitech's existing 
market valuation of around Rs 
37,300-odd crore, DLF is taking 
heart from the stupendous response 
to Country Garden Holdings, a 
Chinese real estate developer's pub- 
lic offer last month in Hong Kong. 
The issue was over-subscribed some 
255 times when it was aiming to 
mop up $1.65 billion (Rs 6,765 
crore). "There is tremendous 
appetite for real estate companies. 
Global real estate investors will 
drive the demand for the DLF issue,” 
says a company official. Adding to 
the concern over valuations is the 
nearly 7-8 per cent appreciation in 
the rupee since the beginning of 
the year—foreign investors will have 
to shell out more. 

50, what is the way out? Well, 


TAKE OFF 
TO NEW YORK 
DAILY. 





Starting 5th August, Jet Airways takes off from Mumbai to New York via Brussels on our all-new Boeing 777-300ER. Fly out 
of Mumbai at 0210 hours and arrive in New York at noon. On the way back, depart from the Big Apple at 2230 hours and 
arrive in Mumbai at 2355 hours. A luxurious private suite on our First Class, redesigned Premiére and spacious, new Economy 
are sure to change the way you fly - for the better. For reservations, call toll free on 1800 22 55 22* or 3989 3333, speak to 


your travel agent or visit www.jetairways.com 


JET AIRWAYS 





The launch date of 5th August is subject to government approval. All timings mentioned are local time. *MTNL and BSNL subscribers only 
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there shall certainly be a public 
offer. And it will get subscribed, 
because the buzz is that foreign 
bankers have been roped in for an 
informal hard underwriting—mean- 
ing that they will subscribe to the 
issue should the demand from 
investors not materialise. However, 
some things seem to be working for 
it. Its SEZ projects recently received 
government approvals. As one DLF 
watcher points out: "Investors may 
be convinced about the company 
and the Indian real estate opportu- 
nity, but will they be convinced about 
the valuations?" We won't have to 
wait too long for an answer. 
SHALINI 5. DAGAR 








Mallya Says 
Cheers to W&M 


The UB Group is set to gain 
more global market share. 

HE MOVE HAS BEEN REPORTED 
TR prematurely closed) for 
months, but it appears that liquor 
baron Vijay Mallya will finally seal 
the deal for the 163-year-old Whyte 
& Mackay (W&M) for around £500- 
700 million (Rs 4,100-5,740 crore), 
and add the Isle of Jura and 
Dalmore single malt whiskies, 
Vladivar vodka and Glayva liqueur 
to his bag of brands. Result: uB will 


Preference for Controversy 


The new preference shares guidelines kick up a storm. 


overrule a statute? That's 
what the guidelines on foreign in- 
vestment in preference shares, 
announced by the government 
late last month, seems to have 
done. Non-convertible, option- 
ally-convertible or partially-con- 
vertible preference shares, the 
guidelines say, will be considered 
as debt. Foreign investments com- 
ing in as fully convertible prefer- 
ence shares will, however, be 
treated as a part of company's 
share capital. The Companies Act, 
1956, allows Indian companies to 
raise two classes of capital—equity 
and preference. 

This has sparked off a debate. 
"Preference shares should be 
treated as capital and cannot be 
treated as debt," says Ajay Bahl, 
Managing Partner at law firm AZB 
& Partners. He argues that debt 
servicing is not possible since div- 
idends, unlike interest, can be paid 
only out of profits or reserves. In 
other words, dividends are an 
apportionment of profits and 
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North Block: Capital issues 


unlike interest, not a charge against 
them. *Therefore, dividends 
cannot be declared unless there 
are profits or reserves," he points 
out. The new guidelines will also 
create an anomaly between pref- 
erence shares issued to Indian 
shareholders and those issued to 
foreign shareholders. 

The issue is contentious and 
legally in a grey zone. It is quite 
likely that the judiciary will be 
called upon to take the final call in 
the matter. 

KRISHNA GOPALAN 
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UB's Mallya: Flying high 


get around a tenth of the global 
market for Scotch whiskies and also 
be in a position to blend Whyte & 
Mackay's huge stock—reportedly 
valued at £200 million (Rs 1,640 
crore)—of aged single malt Scotches 
with its Indian whiskies for sale in 
the growing domestic market. 
Commenting on the deal second 
week of May, Mallya told BT: 
"Don't worry, it's on." UB had 
announced its intention of acquiring 
W&M in March, but rumours had 
been swirling for months before 
that. The talks, however, had got 
stuck over differences on valuation. 
UB had initially made a £550-million 
(Rs 4,5 10-crore) offer. It will be a 
leveraged buyout—that means UB 
will finance the deal by using W&M’s 
assets. It may also list the company 
(possibly on the London Stock 
Exchange). According to estimates, 
the takeover of W&M will pitch- 
fork United Spirits (Mallya's flagship 
spirits company) into the # 2 posi- 
tion in the global market, since it 
will add around 10 million cases 
to its sales of 80 million cases a 
year. It is currently the world's third 
largest spirits maker, behind Diageo 
(95 million cases) and Pernod 
Ricard (85 million cases). 

The deal will also work out well 
for W&M Chairman Vivian 
Immerman and his brother-in-law 
Robert Tchenguiz, who had bought 
the company in 2001, and turned it 
around. Mallya is expected to 
depute senior managers from his 
Indian operations to run W&M, 
though he may retain some existing 
managers of the company. 

RAHUL SACHITANAND 
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All-new First Class available on Mumbai-London daily. 
Mumbai-Brussels-New York starts 5th August. 





Starting 5” August, fly daily to New York in a completely private First Class suite on our all-new Boeing 777-300ER. 
Close the dual sliding doors to create your own individual suite, offering unrivalled privacy and more personal space 
than one can imagine. There's a 23-inch flat screen TV, a personal wardrobe and a table for two. Also available on 
our Mumbai-London route, it's sure to change the way you fly. For reservations, call toll free on 1800 22 55 22° 


or 3989 3333, speak to your travel agent or visit www.jetairways.com 


JET AIRWAYS 3 





On flight number 9W117 flying London - Mumbai route, on our all-new Boeing 777-300ER. The launch date of Sth August is subject to government approval 
*MTNL and BSNL subscribers only 
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It’s Beginning 
to Hurt 


Shoppers’ Stop reports Q4 
loss. Blame competition. 

NDIA’S RETAIL BATTLES ARE FAR 
I begun—Reliance Retail and 
Bharti- Wal-Mart, for example, 
haven't even got their act together 
yet—but incumbents are beginning 
to feel the heat. A case in point: 
Shoppers' Stop, which reported a 
surprise fourth quarter (Q4) loss 
of Rs 2.2 crore, although revenue 
jumped 37 per cent. If the giant 
retailer wannabes haven't vet taken 
Shoppers' head on and there is no 
price war that has broken out, why 
is the retail pioneer (it opened shop 
in 1991) hurting? According to an- 
alysts, there are two reasons: One, 
Shoppers' staffing and operating 
costs have shot up. In Q4 2006- 
07, employee cost soared to more 
than Rs 16 crore from Rs 11.65 
crore in the same period the previ- 
ous year, while operating and admin 
costs jumped 37 per cent to Rs 38 
crore. Two, depreciation more than 
tripled to Rs 14.2 crore. 

But things aren't as bad as they 
seem. For starters, Shoppers' did 
turn in Rs 26 crore in net profit 
for 2006-07 on revenues of Rs 800 
crore. Besides, other listed retail- 
ers such as Kishore Biyani’s 
Pantaloon Retail are facing the heat, 
too. While Pantaloon's topline 
surged 89 per cent to Rs 861 crore, 
thanks to Big Bazaar and Food 
Bazaar, net profits grew only 15 
per cent to Rs 18.7 crore in the 
fourth quarter. Tellingly, though, 
its net margin declined to 2.2 per 
cent from 3.6 per cent. The third 
listed retailer, the Tata-owned Trent, 
which owns lifestyle store Westside, 
book retailer Landmark and hy- 
permarket Star India, was yet to 
announce its Jan.-March results 
when BT went to press. Arvind 
Singhal, Chairman, Technopak, be- 
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lieves that pressure on retailers will 
only increase in the quarters ahead. 
"With Reliance and Bharti firming 
up their plans, there will be em- 
ployee poaching and you will see 
advertising and promotional costs 
skyrocket." 

Shoppers’ Managing Director 
and CEO, B.S. Nagesh, could not be 
reached for comment, but it's 









COST PRESSURE 

Sales are surging, but so are costs. 
SHOPPERS' STOP NET SALES 
Jan.-Mar. 2006 ^ 152.6 
209.7 
18% 


NET SALES 


Jan.-Mar. 2007 
Same-store sales 









PANTALOON RETAIL 





NET PROFIT EMPLOYEE COSTS 


ones that haven’t done one full year) 
is up 18 per cent, and the average 
transaction size is also up 15 per 
cent. Sure, some analysts such as 
Citigroup's Princy Singh and Pragati 
Khadse have made a sell recom- 
mendation to their clients, but most 
investors are still keen on staying 
invested in the sector. Perhaps the 
fancy multiples that stocks in the 
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NET PROFIT 
7.37 
-2.27 








EBITDA MARGINS 





Jan.-Mar. 2006 4554 16.2 24.67 8.50% 
Jan.Mar. 2007 4 861 18.7 93.66 7% 
Same-store sales 2096 

Figures in Rs crore EBITDA: Eamings before interest, taxes, depreciation and amortisation Source: Company data 


unlikely that he’s too worried. 
Notwithstanding the Q4 surprise, 
the retailer, which also has a 19 per 
cent stake in new-age hypermarket 
HyperCity, is on a strong footing. 
Sales per square foot are up 16 per 
cent to Rs 2,120 and same-store 
sales (that is, not including the new 


sector enjoy (50 times 2007-08 earn- 
ings in the case of Shoppers’ and 
27 times for Pantaloon) won't be 
there forever. But in a country where 
just 3 per cent of retail is in the 
organised sector, there's no doubt 
which way the market is headed. 
KUSHAN MITRA 







CHANGE YOUR 
OMFORT ZONE 


All-new Premiére available on Mumbai-London daily. 
Mumbai-Brussels-New York starts 5th August. 





Starting 5th August, fly to New York in total comfort on our all-new Premiére. Our redesigned cabin now features a 
revolutionary lie-flat bed and ‘herringbone’ seat layout that allows easy aisle access for all passengers. When you're 
ready, savour the delights of restaurant dining onboard. Peruse our new menu, whilst sipping champagne. Feeling 
peckish? Help yourself to a snack from our dry bar. Or make time fly with on-demand in-flight entertainment on 
your huge 15.4-inch screen. Now, how's that for a change? Also fly daily to London from Mumbai and Delhi*, on 
our redesigned Première. For reservations, call toll free on 1800 22 55 22° or 3989 3333, speak to your travel agent 


or visit www.jetairways.com 





Only available on our all-new Boeing 777-300ER and Airbus 330-200. The launch date of 5th August is subject to Government approval 
*MTNL and BSNL subscribers only. *Schedule subject to aircraft rotation 
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Seeds of 
Dissent 


The apex court nod to GM 
seed trials raises issues. 


LOBALLY, THE MARKET FOR 
qe modified (GM) seeds 
is estimated at Rs 25,215 crore. In 
India, where such seeds are seen 
with suspicion, it's barely worth 
Rs 697 crore a year, according to 
industry estimates. Also, the area 
under GM crops globally is 102 mil- 
lion hectares as against 3.8 million 
hectares in India. But thanks to the 





GM seeds: Trial's not yet over 


Supreme Court's May 8 ruling, 
that's about to change. *The doors 
that were locked till now have been 
opened," beams R.K. Sinha, 
Executive Director, All India Crop 
Biotechnology Association, a 
national lobby of companies 
engaged in agricultural biotechnol- 
ogy (mostly seed companies). 

In September last year, the apex 
court had imposed an interim ban 
on field trials and subsequent mar- 
keting of GM seeds, following a pub- 
lic interest litigation (PIL) filed by 
activist Aruna Rodrigues. Having 
heard arguments from both GM seed 
manufacturers and the petitioner, 
the Supreme Court has decided that 
GM seed trials of previously 
approved seeds can go on, provided 
certain conditions are fulfilled. It's 
here where the problem lies. 
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The main concern relating to 
GM seeds is the release of poten- 
tially dangerous living organisms 
into the environment (unlike in 
pharmaceuticals, where experiments 
are conducted in a closed and con- 
trolled laboratory environment). 
What the court now says is that tri- 
als will be permitted in the case of 
seeds already approved by the 
Genetic Engineering Approval 


Committee (GEAC), but such trials 
must meet certain conditions. Those 
include an increase in isolation dis- 
tance of up to 200 metres between 
the fields with GM crop and those 
with ordinary crop; the establish- 
ment of a protocol for testing for 
contamination up to 0.01 per cent 
for neighbouring fields; the ap- 
pointment of a dedicated crop 
scientist to oversee and ensure 


ISRO's Global Gambit 


It's betting on a high-tech, low-cost proposition. 


L LATE APRIL, THE INDIAN SPACE RESEARCH 
U Organisation (ISRO) had piggy-backed six small 
commercial satellites on larger home-grown remote 
sensing satellites to test the capabilities of its Polar 
Satellite Launch Vehicles (PS v). But on a hot day in 
late April, that changed when the agency launched 
the Italian satellite, Agile, into an exact orbit of 
550 km at an inclination of 2.5 degrees. With this 
launch, ISRO gained entry into a Rs 4,500-9,000-crore 
market for commercial satellite launches that hitherto 
had been restricted to the us, Russia, China, Ukraine 
and the European Space Agency. Having successfully 
put the Italian satellite in orbit, ISRO is now looking 
to expand its global mandate and says that it is in 
talks with many more countries to expand its com- 
mercial satellite launching services. “We have 
launched six small satellites from Canada and 
Singapore and are in advanced negotiations with sev- 
eral Asian and European nations currently," says 
K.R. Sridhara Murthy, Executive Director, Antrix 
Corporation, ISRO's commercial arm. 

According to estimates from ISRO, Antrix earned 
around Rs 500 crore in revenues last year, of which 
Rs 150 crore came from satellite services alone, 
compared to just Rs 31 crore the year before. 
Murthy and his team hope to eke out a fractional 2 
per cent share in the market over the next few 
months and this share could go up as the payload 
(currently pegged at a maximum of around 1.5 
tonne) also increases over the next few years. The 
USP: ISRO officials say that India normally offers a 
30-35 per cent cost saving to its customers, without 
any compromise on safety. Luckily for Antrix, the 
global satellite launch business, stagnant for the last 
six years, is now booming. 

RAHUL SACHITANAND 
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bio-safety in each case by ensuring 
that all conditions are met during the 
trials. “We are not worried about the 
conditions, since GEAC already has 
protocols, which will only have to be 
strengthened now," says Sinha. 

Alas, if only things were that 
simple. Critics say that these stipu- 
lations don't mean much since the 
responsibility of ensuring compli- 
ance is with the companies them- 
selves, and not some independent 
third party. Also, they point out 
that some desperate farmers may 
be willing to violate the field sepa- 
ration norms and thus expose other 
fields to unknown dangers. 

At any rate, they say, various 
studies abroad have shown that 
even a 200-metre separation may 
not be enough to prevent cross- 
pollination. (Norms for crop sepa- 
ration differ from crop to crop, 
and the actual risk of cross-polli- 
nation would depend on several 
ground-level factors such as speed 
and direction of wind, among oth- 
ers.) "While we are happy that cer- 
tain norms have been laid down, 
the very fact that they were needed, 
points to the lacuna in monitoring 
GM seed trials," says Divya Ragh- 
unandan, a campaign manager at 
Greenpeace. "There is little clarity 
on the mechanisms to implement 
the court norms." 

Take, for instance, the case of a 
designated scientist to ensure bio- 
safety. How will any resulting lia- 
bility be handled? Will the scien- 
tist be held responsible or will the 
seed company take the hit? 

Meanwhile, all eves are now on 
GEAC and its scheduled meeting on 
May 11, where it will take a call on 
further approvals. ^Around 40 GM 
cotton hybrids are pending approval 
and all incorporate the already 
approved four genetic events 
(industry jargon for kind of genetic 
manipulation with the DNA)," says 
Sinha. Presuming the conditions do 
not apply to them (as large-scale trials 
are believed to be over), they could 
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hit the market in the near future. 
For the others where field trials 
are not yet complete or are yet to 
happen, the going may not be easy. 
For one, there are bound to be issues 
in adhering to the Supreme Court- 
set norms. For another, Aruna 
Rodgrigues, who filed the original 
PIL, intends to keep an eye on the tri- 
als. This battle is far from over. 
E. KUMAR SHARMA 


— 


[TC “สา ล?!” ๒ 2 
ONES. TSE 


New Name 


Flextronics Software 
rebrands and recharges. 


HREE NAME CHANGES, THREE SETS 
Te promoters, a change of man- 
agement, mergers with six other 
companies... times have been fairly 
hectic at Aricent, formerly Flex- 
tronics Software Systems (and be- 
fore that Hughes Software Systems), 
over the past three years. But now, 
according to its President 
Manoranjan ‘Mao’ Mohapatra, 
things are looking far steadier and 
Aricent, a name coined by a 
German employee from combin- 
ing ‘Arise’ with ‘Ascent’, intends to 
grow rapidly. 

Despite all the name changes 
and the new owners, American buy- 
out firm Kohlberg Kravis Roberts 
(KKR), Aricent continues to be the 
same old company, sharply focussed 
on telecommunications software. 
Mao says that's perfectly fine. “In 
just one of the verticals we serve, the 
original equipment (OE) man- 
ufacturers of network infrastruc- 
ture, equipment life cycles are get- 
ting shorter and the growth of the 
industry has meant more work for 
us. The potential for outsourced 
software in this sector alone is worth 
$12-13 billion,” he says. 

With revenues of $300 million, 
Aricent is relatively small, but 








SATISH KAUSHIK 


Mohapatra believes that the com- 
pany should cross $400 million by 
next year and top the $500-mil- 
lion mark within two years. His 
confidence stems from the fact that 
networks are growing in complex- 
ity and so are the applications re- 
quired to run them as well the con- 
sumer devices. More importantly, 
he now wants to go after the larger 
and more lucrative contracts. 
"When you are a $100-million firm, 
customers would feel hesitant before 
giving you even a $10-million con- 
tract. As we go forward, I would 
like us to compete for $100-mil- 
lion contracts," says Mao. 

But how's life under KKR? Mao 
says it is a “new experience” but 
business as usual, since the com- 
pany has been able to maintain its 
earnings margins of around 26 per 
cent. “Other than quarterly board 
meetings to review work, KKR has 
no say in the day-to-day operations 
of the company," he says. 

Over the next few vears, Aricent 
hopes to dramatically increase its 
headcount, not just in India, but 
also in its newer centres (acquired 





What's in a name? It's business as 
usual and Mohapatra wants big deals 
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during the Flextronics days) in 
China, South Africa, Ukraine and 
Mexico. “We believe that the Asian, 
Eastern European and Latin 
American markets will contribute 
the most to global telecommunica- 
tions growth and that is why we 
have established our offices and de- 
velopment centres there," says 
Mohapatra. In fact, Mohapatra ex- 
pects to grow the headcount in 
India from 5,000 to 12,000 within 
the next few years. *The strange 
thing is despite the new name, many 
people still join us because we are 
HSS," Mohapatra jokes. 

The toughest job ahead accord- 
ing to him is to sell the Aricent 
brand. “We have to be known as a 
credible vendor across the world, 
able to execute large projects on- 
time. We do a fairly good job, but 
we do work in a competitive envi- 
ronment and we have to spread out 
further," he says. KKR would be 
happy to hear that. 

KUSHAN MITRA 


CEPR TAPER ON ee | 
Dunlop's 
Paper Trick 


Smart accounting helps the 
tyre maker “ใน เท around'. 


FTER 12 YEARS IN THE RED, 
A Dunlop India reported a posi- 
tive net worth in April for 2006-07, 
paving the way for its emergence 
from the BIFR fold. Compared to a 
negative net worth of Rs 261.15 
crore in 2005-06, Dunlop reported 
Rs 151.82 crore in positive net 
worth last year. What did the trick? 
Not some shop floor miracle, but 
some good old accounting jugglery. 
What Pawan Kumar Ruia, the 
Kolkata-based chartered-account- 
ant-turned-takeover-tycoon, has 
done is to get international real es- 
tate firm Jones Lang LaSalle to eval- 
uate the company's real estate assets, 
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Trucking Magnate 


A former MP and media mogul builds his trucking core. 


OLKS AT ASHOK LEYLAND ARE 

unlikely to forget Vijay 
Sankeshwar in a hurry. In January, 
Sankeshwar made jaws drop at 
the Chennai-based truck manu- 
facturer when he placed an order 
for 800 highly customised multi- 
axle trucks at an average cost of 
Rs 16 lakh each. It's the single- 
largest order that Ashok Leyland 
has received in its 59-year history. 
So, just who is Sankeshwar? For 
starters, he's the Chairman and 
Managing Director of Hubli-head- 
quartered, Rs 440-crore trucking 
company, VRL Logistics, which also 
offers express (read: courier) serv- 
ice and passenger transport. For 
another, Sankeshwar, 56, is a for- 
mer Member of Parliament (Lok 
Sabha) from Dharwad North, and 
also the man who launched Vijaya 
Kamataka and Vijaya Times, dailies 
in Kannada and English, respec- 
tively, which he later sold to 
Bennett, Coleman & Co. for an 
estimated Rs 130 crore. 

But trucking is what built 
Sankeshwar. He started with a sin- 
gle truck in 1976, but now owns a 
fleet of 2,400 (including 250 


and the number that it has come up 
with is Rs 900 crore. The prized 
assets, not including its manufac- 
turing units at Shahgunj near Kolk- 
ata and Ambattur near Chennai, 
comprise the 88,000 sq. ft, Bombay 
House in Worli (valued at Rs 300 
crore), land and constructed area ad- 
jacent to the Shahgunj plant 
(Rs 100 crore) and a piece of land at 
Ambattur (Rs 500 crore). The 
Dunlop House in Mumbai is mort- 
gaged to lenders against loans worth 
Rs 77 crore. 

Instead of selling the real estate 
assets to a third party, Dunlop has 
transferred part of it to associate 
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Driven by trucks: Sankeshwar 


buses), which the man says is the 
largest in the country today. 
Sankeshwar's plan is to take VRL 
national by ramping up fleet to 
3,000 trucks at an additional cost 
of Rs 160 crore. To fund the plans, 
Sankeshwar is looking at either 
bringing in a strategic partner or a 
private equity investor. *All op- 
tions are on the table. We will 
have more details to share proba- 
bly within the next two months," 
says Sankeshwar. By the way, 250 
of the 800 trucks have already ar- 
rived at Sankeshwar's depots. 
VENKATESHA BABU 


companies, including Dunlop Prop- 
erties and Bhartiya Hotels. Instead 
of paying cash, these companies 
have issued shares of equal worth to 
Dunlop, which has booked them 
as other income, thereby shoring 
up its balance sheet. Says Ruia, 
Dunlop's Chairman: *This method 
was followed because BiFR would 
not have accepted a simple asset 
revaluation exercise. Such an ap- 
proach only made it possible to 
turn the firm's net worth positive. 
This will also help us raise cash re- 
quired to strengthen operations." 
Dunlop plans to raise Rs 400 
crore through debt and equity. It 
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also plans to make a private place- 
ment to a clutch of foreign banks. 
Part of the equity inflow will be 
via a rights issue of Rs 27 crore. Six 
shares of Dunlop are being offered 
at Rs 10 on par for every 10 shares 
held. Following the issue, Dunlop's 
paid-up capital will go up to Rs 72 
crore from Rs 45 crore. Ruia says 
Dunlop has placed a Rs 600-crore 
package before the State Bank of 
India (SBI), the operating agency 
appointed by the BIFR for Dunlop. 
“We are expecting BIFR to approve 
the scheme within the next three to 
four months," says Ruia. 

Dunlop, which is producing 74 
tonnes of tyres at its two plants, 
expects revenues of about Rs 60 
crore in 2007-08. However, next 
financial year (2008-09), it hopes to 
crank up combined production to a 
peak capacity of 260 tonnes a day, 
pushing revenues to Rs 1,000 
crore—perhaps even Rs 1,300 
crore. Meanwhile, Ruia must keep 
his fingers crossed. 

RITWIK MUKHERJEE 





Nektar Taps 
Indian Skills 


R&D hub to focus on 
innovative drugs. 


HE US-BASED NEKTAR THERAPEU- 
“Tis which developed Exubera 
(the inhaler and the inhaled insulin 
powder) and out-licensed its world- 
wide manufacturing and market- 
ing rights to Pfizer, is now setting up 
its first R&D hub outside the Us in 
Hyderabad. Says Howard W. 
Robin, President & CEO, Nektar 
Therapeutics: *We expect to have 
the first phase up and running in 12- 
18 months." The Nektar facility, 
spread over 15 acres, will carry out 
cutting-edge research in synthetic 
chemistry, research biology and 
pharmaceutical development in 





Hyderabad it will be: Nektar's Robin 


what it calls *a research park set- 
ting". The company has aggressive 
expansion plans in India but would 
prefer to review them at the end of 
the first phase. 

Incidentally, it already has a 
presence in India. Nektar 
Therapeutics (India) is a fully-owned 
subsidiary of Nektar Therapeutics, 
a biopharmaceutical company en- 
gaged in the development of novel 
drug delivery-based products like 
Exubera and Pegasys (for hepatitis 
C), both registered trademarks of 
Pfizer and Roche, respectively. It 
currently employs about 5 per cent 
of its global workforce of about 
800 personnel in India, and will 
ramp up this headcount to about 
100 over the next year; about 40 
per cent of this will comprise PhDs. 
"Most of our new recruits will be 
drawn from the local talent pool, 
but we will also hire scientists 
abroad and relocate them to 
Hyderabad," says Robin, adding 
that recruits will *have advanced 
degrees (PhDs or masters) in phar- 
macy, chemistry, biology, chemi- 
cal engineering, pharmacology, vet- 
erinary sciences and medicine". 

Sarma Duddu, Managing 
Director, Nektar Therapeutics 
(India), says the company chose 
Hyderabad as its India base mainly 
because of its talent pool, good ed- 
ucational institutes, low costs and 
proactive government. “To us, the 
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talent pool is what makes India 
attractive," he says. 

Nektar has big plans for India. 
“We expect our India centre to be a 
fully integrated part of our global 
R&D set-up. It will allow us to ac- 
celerate our pioneering research in 
the pharmaceutical space and com- 
plement our other R&D sites (in the 
US) by providing synthetic chem- 
istry and biology research expertise.” 

What is Nektar's business model 
and where does India fit into it? 
Says Robin: *Going forward, we 
are focussed on developing products 
that we can drive into late stage 
clinical development on our own. 
We may choose to out-license them 
at a later stage or commercialise 
them ourselves." 

The company currently has a 
portfolio of 11 products in the 
market (and an equal number in 
various stages of clinical trails) and 
four others in pre-clinical phase. 
It typically has development and 
marketing arrangements with 
pharma majors like Pfizer, Roche, 
Amgen and Novartis. ^Most people 
in the Indian pharmaceutical 
industry have a mindset that's geared 
towards generics. But we are not 
into generics or contract research 
(another field where several Indian 
pharmaceutical companies have ส 
reasonable presence) but in the 
field of innovation. We come out 
with pioneering new products," 
says Duddu. 

Two products in the Nektar 
pipeline are believed to have sub- 
stantial potential of becoming the 
blockbusters of tomorrow. One is 
an inhaled drug for treating pneu- 
monia and the other an oncology 
product. Will the India centre play 
a role in their development? All 
that Duddu is willing to say is: 
*Nektar India will play a. significant 
role in most of the major products 
in the pipeline, including the one in 
development for the treatment of 
various cancers." 

E. KUMAR SHARMA 
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OVING ARC-LIGHTS, A 
mock up of the 
Golden Gate 
Bridge and dark- 
suited security men whispering into 
their two-way microphones. The 
visit of AOL's Chief Operating 
Officer Ron Grant to India a couple 
of weeks ago to launch the com- 
pany's country-specific portal was 
meant to be a high-decibel event. 
For good reason. AOL, which has 
had a call centre in Whitefield, 
Bangalore, for about five years 
now, is a lot late to the Indian in- 
ternet market compared to its 
global rivals such as Yahoo!, MSN 
(of Microsoft) and Go gle. That's 
a pity because, as part of the $44- 
billion media behemoth Aor. Time 
Warner, AOL is the only media 
conglomerate of the four. *We're 
very excited about our launch in 
India and believe this market can 


be a key growth driver for us glob- 
ally," says Grant. 

Wait a second. What are we 
talking about here? The future of 
global internet giants riding as much 
on India as on the us and China? 
That's a joke isn't it, considering 
that everyone knows India has less 
than 50 million internet users, just a 


Small But Growing 3๓ 


In five years, online advertising 
revenues stand to grow almost 
10 times 
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little over 2 million broadband 
connections and a minuscule on- 
line advertising market worth Rs 
240 crore? “It is definitely not the 
current market base or size that is 
enticing any player worth his salt to 
come here,” admits Jaspreet Bindra, 
MD, MSN India. “Everybody wants to 
get in hoping that they can play a 


Slow Adopters 

Low PC penetration has 45 
Kept internet user 

population small 











seminal role in influencing the shape of 
the market." Adds Sandeep Singhal, 
Managing Director, Sequoia India, the 
most active venture capital (VC) firm in 
the Indian internet space: “These num- 
bers are eerily similar to those of the us 
a decade ago. In 1997, in the us online 
ad spend was just around $65 million. 
Today, it is probably more than $10 
billion. [ see a repeat of that kind of 
growth happening in the Indian market." 

Well, folks, in case you haven't 
noticed, the internet is back. In calen- 
dar 2006, according to Venture 
Intelligence, 27 dotcoms got funded 
compared to just two the year before. 
The vc investment also shot up from 
$17 million to $166 million, and in the 
first four months of this year, while 
fewer dotcoms have been funded— 
four versus eight in the same period 
last year—the average investment is 
higher at $5.25 million compared to 
$4.75 million. In some sense, then, 
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Dotcom 

funding has 
jumped 10 times 
to $166 million, 
all the internet 
giants, including 
AOL now, are in, 
and old media 

is taking to 

the net with 

a vengeance. 
Something's 
different about 
the internet's 
second coming 
in India: The 
players are 
going all out 

to make the 
market happen. 


VENKATESHA BABU 
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WIRELESS SWEET SPOT 


In India, internet companies have to crack the mobile market. 


LL THE MAJOR PLAYERS ON THE INTERNET ARE EYEING THE MOBILE SPACE. IF YOU ARE 

wondering why, the answer is simple. India has an installed base of around 

20 million PCs that is growing by 5 million every year. In contrast, India's 
mobile phone user base has crossed 170 million, with 6 million new connec- 
tions getting added every month. Jaspreet Bindra of MSN India says that "the 
intersection between mobile and PC is the Holy Grail. World over nobody has been 
able to completely crack it". In India, it is even more of a challenge because mo- 
bile operators control the entry point for value-added services, and retain 
chunk of the revenues from such services. Says the head of another portal who 
did not wish to be identified: "Given the growth happening in voice, the operators 
are not too focussed on value-added data services. But once the ARPUS (average 
revenue per user) start declining, things will improve." 

Meanwhile, the internet companies are taking baby steps towards mobile. 
AOL has engineered an e-mail application specifically for mobiles, Google has 
tied up with several mobile telecom firms for mobile search (and is reportedly con- 
sidering offering its other services such as Google Talk, Maps and AdWords), while 
Yahoo has launched a complete package for GPRS-enabled handsets called Mobile 
Internet, which allows users to access its entire suite of applications on their smart 
phones. Local players such as travel portal Makemytrip.com and IRCTC have also 
tailored applications for the cell phone, while many industry watchers see hy- 
brid companies such as JiGrahak that combine the internet and mobile phone 
as the next big wave in India. Others like Monster already offer SMS job alerts 


and may soon allow users to upload resumes via mobile phones. 
Sure, there are just two million smart phones in India, and even fewer net- 
enabled, but that's not a big hurdle. If consumers find enough value in buying 


higher-end handsets, they will. 


this is Indian internet's second com- 
ing. And this time around, there's a 
fundamental difference. Earlier, vcs 
said ‘show me the business plan’, 
but now they are saying ‘show me 


"If somebody announces 
unlimited mail storage, 
others will offer it too" 


George Zacharias 
Managing Director/ Yahoo! India 
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the money’. Says R. Ramraj, for- 
mer co-founder CEO of Sify: “You 
will be laughed out if you try to 
raise money based on just an idea. 
You need to have a concrete busi- 
ness plan and indicate how exactly 
you are going to make money.” 
From the overall internet envi- 
ronment, too, things seem far more 
propitious and real. The market, 
for one, is growing at close to 100 
per cent year on year, and over the 
next three years or so, the user base 
is expected to touch 100 million, 
with over 10 million broadband 
connections. The bandwidth costs 
are falling by half every 18 months 
and those of storage costs, every 
12 months. IT and Telecom- 
munications Minister Dayanidhi 
Maran is talking of cheap (perhaps, 
free) broadband, besides setting up 
100,000 cyber cafes in India's hin- 
terland to bridge the current digital 
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divide. Some others are talking of 
low-cost PCs for kids, while yet oth- 
ers are working on applications that 
don't require users to be literate. 
Says Rajan Mehra, Country Man- 
ager, eBay India: *Around 12,800 
people in India use eBay as their 
primary source of revenue and there 
Is a growing number of such sellers, 
specifically from the smaller towns. 
Going ahead, we see more oppor- 
tunities in the non-metros." Mean- 
while, thanks to the mobile 
revolution, millions of Indians are 
getting onto the wireless band- 
wagon, giving marketers an alter- 
native, but merging, technology 
with which to tap them. 

The biggest reason of all, and 


"India is a top growth 
driver for AOL and the 
growth of the online ad 
market is a positive sign" 


Manish Dhir 
Executive VP/ AOL India 





which is driving old media towards 
the internet (see Attack of the Old 
Media, page 62), is that advertisers 
are getting serious about online ad- 
vertising. Says Tushar Vyas, National 
Director (Interaction), Group M: 
“Many clients are talking about 
spending 8-10 per cent of their total 
ad spends on online advertising.” 
Such clients, Vyas says, include mar- 
keters of mobile handsets, comput- 
ers & peripherals, travel & tourism, 
and banking and financial services. 


How would you reach 


every single farmer across India? 





Right price information now available at post offices. 


\ one of the world's largest agrarian economies, the one thing all farmers seek is a fair price. To address this 
eed, India Post - with a reach of 6,30,000 villages through it's 1,55,000 post offices - and MCX have joined 
ands to set up Gramin Suvidha Kendras at village level post offices. A farmer can visit his nearest post office 
nd obtain accurate information about prevalent market prices. In addition, he can also avail of assistance on 
iarehousing, grading and testing facilities and even receive expert advice to help him plan future crops. Our 


ndeavor is to give the farmer his due. With India Post, we plan on reaching every single one. 
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For more information on this initiative visit www.mcxindia.com Or WWW indiapost.gov.in 
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"We see ourselves as the 
only real portal from India 
and benchmark ourselves 
with global competition" 


Ajit Balakrishnan 
CEO/ Rediff.com 





UMESH GOSWAMI 


One should add car-makers as well. 
Maruti Udyog, for instance, has 
used the internet aggressively ever 
since it launched its B-segment car 
Swift, and now it plans to launch a 
massive internet campaign to pro- 
mote its newly-launched sedan, the 
SX4, which already has a micro- 
site (www.marutisx4.com). Says 
Mayank Pareek, General Manager 
(Marketing), Maruti Udyog: 
"Online, you know your customers 





better, they visit the site because 
they proactively click a link after 
seeing an advert in some of the 
larger web-portals. On Tv, you hope 
that your target customer sees the 
advert, but online you know that 
they have, and we can even target 
them better." More importantly, a 
buck goes farther online than in 
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any other medium in India today. 
More about that later. 


The Portals Hot up 

Typically, a portal is the first stop 
for an internet user. According to 
some data, of the 40 minutes that 
the internet user in India spends 


THE MSN-YAHOO! DEAL 


The deal makes sense for both as they can take on Google together. 


OR MORE THAN A YEAR NOW, THERE HAVE BEEN RUMOURS OF SOFT- 

ware giant Microsoft making a bid for Yahoo!. Over the 

last few weeks, the rumours have gained ground, and 
many expect Microsoft to make a $50-billion bid for 
Yahoo!. The deal makes sense. Both have a common en- 
emy: Googie, which started as a small search engine but 
has grown into a monstrously ambitious company that now 
wants to shake the foundations of Microsoft's lucrative of- 
fice suite applications by offering competing but free open- 
source applications. Google, of course, is also the net's most valu- 
able at $145 billion (as on May 11, 2007). With Yahoo! in its bag, 
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Microsoft would get access to the former's much-touted search engine ad rank- 
ing platform codenamed Project Panama, and thus challenge Google's 
stronghold in the search-related advertising market. The hope in Redmond must 
be that such a move will distract Google enough to make it stay away from 
Microsoft's core business of software. VB 
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online, 23 minutes are spent on 
portals, including e-mails. The ad- 
vertising revenues for the internet 
portals come from three sources: 
Classifieds, display, and search. 
Most of the revenue from classi- 
fieds goes to domain-specific verti- 
cals such as travel, jobs, matrimony 
or real estate (see Vertical Limit, 
page 66), and what the general por- 
tals (Yahoo!, MSN, Rediff, Sify or 
AOL) get are money from display 
and search ads. As can be expected, 
there is fierce competition for this 
ad spend. Google, Yahoo!, MsN and 
AOL joust not just with each other, 
but also home-grown rivals Rediff 
and Sify. Each player, therefore, is 
drawing up its own strategy to get a 
leg-up in the online marketplace. 
Things like e-mail, instant messen- 
ger, and search are all passé. These 
are considered hygiene factors. Says 
George Zacharias, Managing 
Director, Yahoo! India: *If some- 
body announces unlimited mail stor- 
age, others will offer it too." So, 
each of them is plotting its own 
moves to attract eyeballs, as well 
as improve stickiness. The goal: 
make their own portal the entry 
point for your experience on the 
world wide web. 

AOL, for instance, offers unlimited 
e-mail storage, but more impor- 
tantly, has started a dedicated 
Bollywood channel, CityGuide, an 
education portal and offers videos of 
top global music hits to improve its 
stickiness. “The Indian market 
is in its infancy as yet and we 
don’t think internet users 
have built up strong brand 
loyalty to any specific por- 
tals yet,” reckons Manish 
Dhir, Executive vp and 
Country Head, India, AOL, 
who was responsible for set- 
ting up the portal’s India 
operations. AOL is the first portal 
globally to have the head of its in- 
ternational operations in Bangalore. 
“India is among the top two or three 
growth drivers for AOL globally and 
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THE WORLD'S FIRST QUAD-CORE PROCESSOR FOR MAINSTREAM SERVERS. 
Multiply your possibilities with the new Quad-Core Intel* Xeon* Processor 5300 series. 
Delivering up to 15096 more performance than the competition*, 64-bit capable Quad-Core 


Intel Xeon Processor is the ultimate in powerful, dense and reliable computing. Learn more 
at www.intel.com/in/xeon 


For more information on Quad-Core Intel* Xeon* Processor based servers, please contact: Bangalore: Lampo Computers Pvt Ltd 
9342883644 Chennai: CCS Infotech 9282116420 Delhi: SG Systems 9811168724 Electro-sales 9810221221 Hyderabad: Integra 
Systems 9848030406 P.L. Computer: Ph: 9848052085 Kolkatta: Suntronic Systems 22137434/35 Diamond Infotech Private Ltd 
22317265/67 Mumbai: SB Data 9820220506 Ockam Infotech 26731913/1971 Jay Kushal Exports 9820061073 New Era 
Technologies: Ph: 9820402576 Pune: Infinite Technology 9370054539 Logitech Systems (India) Pvt. Ltd. 9850958334 





Leap ahead 
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Global Team: Amazon has 
three software centres in India 
that are part of global teams 


INDIA INTERNET LAB 


Internet's cool apps, made in India. 





NTERNET GIANTS ARE LEVERAGING INDIA'S 
software skills to come up with inno- 
vative and sticky offerings for global 
markets. Want proof? Here you go: Yahoo! 
Answers, Google's Mobile Search, Amazon 
A9 (a visual yellow pages directory), 
MSN's Desktop TV and AOL's instant 
messenger... all are examples of prod- 
ucts and applications with a strong India 
scent. Says George Zacharias, MD, Yahoo! 
India: "We will leverage the talent base 
available here in India not only to meet the 
requirements of our Indian operations but 
also our global user base." 
MSN India customised its desktop 
TV offering that runs advertisements con- 
tinuously on the home page and its part- 
ners' pages to the needs of the Indian 
market. Jaspreet Bindra, MD, MSN India, 
says that this feature has been used by 
MSN elsewhere also. "The India centre is 
part of every major development initiative 


DEEPAK G. PAWAR 


at Google and we're also working on a mobile search product for the global mar- 
ket from here," says Prasad Ram, R&D Head, Google India. Google India 
engineers have also recently devised a Hindi transliteration service for its 
Blogger product that could be expanded to reach the global market. At 
Yahoo!, the move to relocate Chief Product Officer Pete Deemer to the Indian 
R&D centre is perhaps a sign of how serious the company is about its local op- 
erations. Aside from Yahoo! Answers, this centre has been designated as the 
centre of excellence for the entire developing markets geography. 


the growth of the online ad market 
and the broader markets are positive 
signs for us," says Dhir. 

The person entrusted with the 
portal's India operations P.G. Pona- 
ppa, Vice President and General 
Manager, AOL India, sees the bur- 
geoning online ad market as an im- 
mediate target. "Today, less than 
2 per cent of the ad spend is online, 
but even if that goes to 4 per cent, 
that's a significant opportunity for 
companies like us," he explains. 
Zacharias of Yahoo! points out that 
in developed markets online ad 
spends tend to be around 15 per 
cent of the total ad spend, and that 
it Is 4-5 per cent even in China. 
"The moment we have 10 million 
broadband connections and at least 
5-10 per cent of the ad spend com- 
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ing online, we are talking serious 
numbers here,” says Zacharias. It 
isn’t as far fetched as it sounds. 
Next year, the online jobs (classi- 
fieds) market will become larger 
than its print counterpart with 
revenues of $120 million. 
Advertisers, on their part, are 
coming up with unique ways with 
which to create buzz or online com- 
munities around their products. 
Hindustan Unilever launched a 
rather successful campaign around 
the Sunsilkgangofgirls community 
portal. Procter & Gamble has also 
created an online interactive com- 
munity for teen girls between 14 
and 19 years of age, www.being- 
girl.co.in , around its Whisper 
feminine hygiene brand. In fact, 
Vyas of Interaction has proof of 
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how effective online medium is for 
brands: “We have a very interesting 
case from Listerine where online 
medium was primarily used,” he 
says. As the brand has overarching 
social proposition, the agency 
sought to place the message of oral 
hygiene in personal interactions on 
Yahoo! messenger that sought to 
weave in the “Listerine” lingo in 
everyday conversations. It has 
worked, claims Vyas: “The brand 
sales have gone up up three times 
post the communication.” 
Validation has come in from other 
ends as well—purchase intent and 
brand awareness were measured in 
partnership with Yahoo! and 
FactorTG (proprietary methodol- 
ogy to measure online response). 
The readymade online conversa- 
tions, one-liners such as “boss really 
needs to use Listerine", etc., were 
downloaded and the viral environ- 
ment saw it being propagated 
among a cool 300,000 users. 


Local Relevance 

All the portals, including the 
newcomer AOL, know that the key 
to long-term survival is in being 
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locally relevant. Yahoo!, for exam- 
ple, says that it is localising its of- 
ferings with content in nine differ- 
ent Indian languages. “We have 
city specific pages that serve up in- 
formation relevant to your city. We 
are already doing this for 20 cities 
across the country," points out 
Zacharias. Google, not exactly a 
portal but almost the default entry 
into the world wide web, admits 
that the key to cracking the local 
market lies in regional language of- 
ferings. “Our R&D team here has al- 
ready worked on a Hindi translit- 
eration product for our Blogger 
product, and we provide search in 
multiple Indian languages too," 
says Shailesh Rao, Managing 


"Our understanding of 
the unique requirements 
of the Indian marketplace 
is unparalleled" 


V. Sivaramakrishnan 
President (Portals division), Sify 





Director (Sales & Marketing), 
Google India. “We don't see the 
Indian market as a far-flung out- 
post, and given that there could be 
100 million consumers in the next 
three years, we expect to make sig- 
nificant investments here," he adds. 

Google is a classic example of 
how new markets can be created 
within the internet space in India. 
Before the world's most feared 
internet company came to India, 
there was literally no market for 
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search-based advertising. Google 
got in here and in just 36 months 
created a Rs 100-crore market out 
of search advertising, With its recent 
acquisition of DoubleClick and its 
AdWords initiative, Google says 
the market is accelerating. Travel 


portal MakeMyTrip.com already 


"Everybody wants to get 

in, hoping they can play a 
seminal role in influencing 
the shape of the market" 


Jaspreet Bindra 
MD, MSN India 





gets 15 per cent of its traffic from 
internet advertising alone by lever- 
aging programmes such as Google's 
AdWords. MSN India, on the other 
hand, has innovated by putting a 
‘desktop TV’ on its homepage and 
those of its partners. “Instead of 
the standard click-per-model, we 
sell airtime on these desktop Tvs, 
which run ads. It has become a 
huge hit,” says Bindra. 

How are the local portals, Rediff 
and Sify, coping with the onslaught 
of internet biggies? “We see our- 
selves as the only real portal from 
India and benchmark ourselves with 
global competition,” says Ajit 
Balakrishnan, who took an early 
bet and launched Rediff.com in 
1996, and today has Rs 160 crore in 
revenues. Sify, which also offers lo- 
cal content in regional languages, 
says that because of its access 
business (it is also an internet service 


provider, or ISP), it is uniquely placed 
to take advantage of the growth 
happening in the Indian market. It 
has 3,500 iWays, or branded cyber 
cafes, spread across 162 cities, with 
8,000 people accessing the net from 
these locations at any given point in 
time. As an ISP, it has 10 per cent of 
the 2.2 million broadband connec- 
tions. “As we scale up, we see sig- 
nificant traction in all our busi- 
nesses,” says V. Sivaramakrishnan, 
President (Portals division), Sify. 
“Our understanding of the unique 
requirements of the 
Indian marketplace is 
unparalleled.” 
According to 
Subho Ray, President, 
Internet and Mobile 
Association of India 
(IAMAI), the apex in- 
dustry body, the fo- 
cus on regional lan- 
guage content 15 เท - 
evitable. *Fifty per 
cent of the English- 
speaking market has 
already been tapped 
by these companies 
and now they need to target the la- 
tent audience," he contends. This 
latent market includes the 100-mil- 
lion plus mobile users in India, as 
well as a market that is offline cur- 
rently, due to connectivity issues 
and the lack of regional language 
applications (see Tbe Wireless Sweet 
Spot). “Markets such as e-commerce 
and internet advertising will only 
take off once this happens," he adds. 
But as the vcs and internet 
companies seem to have sensed it, 
there's an inexorable shift hap- 
pening towards the internet. And if 
not tomorrow, then someday soon, 
the internet will be the lingua 
franca of the most important con- 
sumers in a country of more than a 
billion people. 
ADDITIONAL REPORTING BY SHAMNI 
PANDE, RAHUL SACHITANAND, 
KUSHAN MITRA AND 
PALLAVI SRIVASTAVA 
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ATTACK 
OF THE 
OLD 

MEDIA 


Both print and television 
companies have latched 
on to the internet with a 
vengeance. That could 
accelerate the consumer's 
shift to the net. 


PALLAVI SRIVASTAVA 

















Mayawati ele 2 = 
hiat Minist ee Pete ose 
ค 1 TN. leesne 

















: hes ahead ori - = — e 
เล 5 ร จะ ๓ ๓ TUUS 
rem erem y MEAM 
omaes TT EID tacta 

N THE US, THEY ARE [EN mu Som 
already writing the re- ฑ์ ฑ์ ย 
quiem for print publica- WHAT OLD MEDIA A 
tions. The Sulzbergers, COMPANIES ARE DOING 
who control The New 
York Times, are fighting a battle Media House/ Growth Plans 
with institutional investors, appar- >> Web18 >> Express Online 


ently for a change in its dual own- 
ership structure, but in reality over 
the newspaper’s poor financial per- 
formance. Elsewhere in the city, 
the Bancrofts, who own Dow Jones, 
including the jewel in the crown, 
The Wall Street Journal, have been 
offered a $5-billion deal by media 
mogul Rupert Murdoch. And in 
early April, real estate baron Sam 
Zell snapped up the Tribune Co. 
(which publishes the LA Times and 
the Chicago Tribune) for $8.2 bil- 
lion. The Grahams, who control 
The Washington Post, made the 
first layoffs in 25 years after profits 
fell in the third quarter of last year. 


To be the leader inthe | 
consumer internet space in 
the coming few years 


>> Times Internet 

It sees fresh activity in commu- 
nities, apart from the verticals it 
Is present in 


>> IMCL (Bhaskar Group) 
Optimistic about e-commerce 
and local search 


>> ABP Group 

Intends to gain from content 
customisation, local information 
and search specific portals for 
markets in the East 





Plans to increase net revenues 
to around 20 per cent of total 
in the next few years 


> > Gujarat Samachar 

Along with a business portal 
launch in 2008, it expects to 
increase focus on classifieds 


>> Malayala Manorama 
Plans to increase verticals 
around local communities 


>> NDTV Convergence 

Sees gown coming from the 
search engine market, monitored- 
community portals and innovative 
advertising techniques 








The world, accord- 
ing to American ad- 
vertisers, is online. 

Cut to India, the 
situation couldn't be 
more different. Print 
is booming. All the big 
media houses— 
Bennett, Coleman & 
Co, HT Media, and Living Media India (read: 
the India Today Group)—have either 
launched or will launch new print properties, 
including newspapers and magazines. Then, 
there are smaller, regional players such as 
Gujarat Samachar and Malayala Manorama 
that are expanding their portfolios. Yet, the 
underlying turbulence is all too visible—in 
readership numbers. Although the method- 
ology is a subject of debate, the India 
Readership Survey for the second half of 
calendar 2006 points to a drop in readership 
of all major print publications, including 
national dailies and magazines. Advertisers, 
on the other hand, are pressing for more 
bang for their advertising buck, not just in 
print, but also television. 

Result: Old media, whose early dalliance 
with the internet was limited to putting its 
content online, is beginning to look at the 
opportunity as an independent business that 
goes beyond news. Consider Bennett, 
Coleman & Co, for example. This media gi- 
ant, which publishes The Times of India 
and The Economic Times, has a separate 
digital venture, called Times Internet, which 
owns portals such as timesjobs.com (jobs 
classifieds), magicbricks.com (real estate), 
and simplymarry.com. It even has private eq- 
uity investment of $7 million from Sequoia 
Capital India. 

Another aggressive old media player is 
rV18, whose internet arm Web18 has been 
on a spree to acquire toeholds in various dot- 
coms such as Yatra.com (where it is a co-in- 
vestor with Norwest Venture Partners and 
Reliance Capital), Jobstreet.com India, 
Cricketnext.com, Compareindia.com, Urban 
Eye, and Big Tree Entertainment. NDTV, 
too, has spun off its internet division into a 
separate entity, NDTV Convergence, and 
brought in a new CEO from indiatimes, 
Sanjay Trehan. Other media houses, 
including the India Today Group, which 


“We want to be 
the leader in the 
consumer internet 
space in the next 
couple of years” 


CEO, Web18 
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publishes Business Today, have 
ambitious internet plans. Says NDTV 
Convergence's Trehan: *Gone are 
the hype days of the net. This is a 
very serious business now." 


Not Just a New Medium 


Having seen Internet 1.0 flame out 
in India some years ago, all the me- 
dia companies are much clearer 
about their web strategy. Web18, 
which closed 2006-07 with Rs 25 
crore in revenues, wants to be “the 
leader in the consumer internet 
space in the next couple of years," 
says Surya Mantha, CEO of the di- 
vision. Dinesh Wadhawan, MD & 
CEO, Times Internet, says he is going 
to get “very aggressive” in the com- 
ing few months on community- 
based services, improved function- 
ality and navigation, and on content. 
“We are going to go beyond Orkut 
(a popular social networking site) 
and create relevant communities 
for different walks of life, be it 
working women, elderly or even 
kids.” The company is also plan- 
ning products in vernacular 
languages (it’s talking to other pub- 
lishers to aggregate news) as well as 


“Gone are the hype days 
of the net. This is a very 
serious business now” 


Sanjay Trehan 
CEO/ NDTV Convergence 















local search and even going 
hyper-local. “We will blend assets 
from Web 2.0 as well as the existing 
version. Online companies need to 
evolve unless we want to create a 
cyber Jurassic Park,” he warns. Adds 
Alok Mittal, Executive Director, 
Canaan Partners: “It is very impor- 
tant for old media to look at in- 
ternet as a standalone business, and 
not just as an extension of their 
print business.” 

Regional players have their own 
plans, but built largely around the 
communities they already cater to. 
Manorama Online’s CEO, Mariam 
Mammen Mathew, says the group’s 
22 bilingual (Malayalam and 
English) web channels will be 
weaved into one Web 2.0 site, en- 
couraging users to build commu- 
nities around user-generated con- 
tent. Kolkata-based ABP Group, 
which publishes The Telegraph and 
Ananda Bazar Patrika, already has 
community portals like anandaut- 
sav.com, tilottama.in and ilove- 
kolkata.in that attract a lot of hits 
from overseas (presumably, from 
non-resident Bengalis), but intends 
to go deeper into the eastern market 
by offering content in more local 
languages (Assamese, Oriya, etc). 
"The next wave," says Asheesh K. 
Gupta, vP (Business Development & 
Strategy), ABP Group, "is going to be 
about customisation of content in 
terms of geography and language, 
and there is going to be a shift from 
universal search to local search." 

The (Dainik) Bhaskar Group 
and Gujarat Samachar are some 
other regional media houses that 
intend to stick to the knitting. *We 
are market leaders in the Gujarati 


community, be it India or abroad, 
and venturing into other languages 
does not make sense unless we have 
some expertise in the market," says 
Shreyan Shah, CMD, Gujarat 
Samachar. He is launching a business 
portal in 2008, and is looking at 
ways to increase the local classified 
section online to attract more users 
and advertisers. Currently, most of 
its traffic is driven by the Gujarati di- 
aspora. Bhaskar Group's R.D. Bhat- 
nagar, on the other hand, says that 
e-commerce is what will drive their 
net strategy. “By 2010, we expect 
the online business to contribute 
Rs 500 crore in revenues,” he says. 

Evidently, the idea is to get more 
users online and then start mon- 
etising the growth. NDTV Conv- 
ergence's Trehan says that his plan 
is to go as "granular" (read: local) as 
possible, since there is a lot of po- 
tential to do local search-engine 
based marketing and video adver- 
tising online. The company, which 
in tranches has raised $4.5 million, 
expects to clock revenues of Rs 100 
crore by 2010. Web18’s Mantha 
believes that there's room for sub- 
scription-based portals as well *as 
long as they have unique and com- 
pelling content and solutions". 

Here's the real opportunity, 
though: All the media players see on- 
line advertisement rates going up 
in the future. “This is still an under- 
valued medium where advertisers 
are sceptical either because they 
were misled in the early days by 
gold-diggers or because the industry 
itself didn't do much to build con- 
fidence,” says Times Internet's 
Wadhawan. But for that, the media 
owners will have to innovate and 
lean on more sophisticated adver- 
tising tools and techniques. “We 
know that the market is shifting to 
the digital domain, and growth 
rates here are the fastest,” says 
Wadhawan. In the us, that turned 
into an adversity for the print 
monoliths. But in India, that may 
well be an opportunity. 


Catch the bubble as it bursts 





Shot with EOS 400D- EF 24-70mm-*£/2.8L USM (30 seconds*F11*180100) 


Three technologies for high image quality 


/ "EF Lens ^x 


Accurate 


cu! capti X 


Lo 





เ = 
S Digital EOS / i 
/ EMOS Sensor \technology / AN Blowing a bubble 
| B 
High-resolution / \ Beautit 





ม 4 reproductior 
Mcd «LCD image is simulated 


EOS 400D 


Capture the moment of greatest impact with a Canon Digital SLR. 
Produce stunning results with Canon's advanced lenses, sensors and imaging engines. 
Leading optical technology Large 10-megapixel Canon's exclusive DIGIC Canon’s Digital EOS series 


in Canon EF Lenses CMOS sensor imaging technology cameras with exclusive 
: high-quality image technology 





Canon EF Lenses deliver superb image quality. The The 10-megapixel sensoron The DIGIC imaging engine ensures 
comprehensive EF Lens lineup includes around 60 the EOS 400D offers world- exquisite color reproduction with 
models with everything from ultra-wide angle to — classhighresolution, aswell exceptional definition and smooth 
super-telephoto performance and automatic camera asrichimageexpressionand graduations. Accelerated to process 
shake acompensation. 30 million EF Lenses have high-sensitivity shooting with large amounts of data at high 
already been produced. Enjoy -— extremely low noise. speed, it achieves a remarkably 


artistic expres- ew j ey; quick start-up of 0.2 
seconds. So you'll 
never miss a photo 
opportunity. 


sion proven by 
* Canon recommends genuine Canon accessories 


Cutting-edge digital EOS technology 


around the globe. 
©2007 Canon Inc canon.com 








G, KESHAVRA] 





Fée Cd We Fooie Toce S "we 
Aaen 









"All the spaces that 
are making money 
are connected to 
the demographic 
profile and the 
economy of the 
country" 


Murugavel Janakiraman 
CEO/ Bharat Matrimony 





Some verticals 
such as jobs, 
travel and 
matrimony are 
beginning to pull 
in big money. 
Problem: They 
also are the 


most crowded. 
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growth is the limited 


number of people 
online with credit 
cards." 


Kalra 
CEO/ MakeMyTrip 
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HEN YATISH 
Diwakar, 29, a 
software engineer 
at Wipro, Bangalore, 
tied the knot with 
Sukanya Kulkarni, a Pune-based 
advertising professional, in January 
this year, it was very much a tradi- 
tional affair, involving family and 
friends and all the customs. Yet, 
when it came to finding a bride in 
the first place, Diwakar followed 
anything but tradition. He simply 
searched online—on Bharat- 
matrimony.com, where Diwakar 
had posted his profile and Sukanya 
hers. "Although both of us belong 
to the same caste, we come from 
vastly different backgrounds. If it 
were not for the net, I doubt if | 
would have married someone from 
Pune, since I hail from Mysore and 
live in Bangalore," says Diwakar. 
A happy marriage for the two 
families, and welcome business for 
Murugavel Janakiraman. A decade 
ago, when this MCA from the 










=. 


University of Madras launched 
Bharat Matrimony, the idea was to 
play a matchmaker for the NRis in 
the us. It was a different internet age 
in India then. There were just 3 
million users and all of them 
trawled the net on painfully slow 
dial-up connections. Text-based e- 
mails were the primary means of 
communication in cyberspace. 
Things are very different today. 
There are more than 45 million in- 
ternet users in the country, broad- 
band has penetrated the metros, 
and an entire generation of con- 
sumers is comfortable doing many 
things online—finding a spouse, in- 
cluded. As for Janakiraman, his on- 
line business empire spans not just 
matrimony, but jobs, real estate and 
auto. Yahoo and venture firm 
Canaan Partners have invested Rs 
40 crore in Bharat Matrimony. 
Another such entrepreneur is 
Sanjeev Bikhchandani, who also 
started his net venture 10 years ago 
and today owns a clutch of por- 
tals, including flagship Naukri.com, 


Jeevansathi.com, and 99acres.com. 


Two years ago his firm, Infoedge, 
had Rs 45 crore in revenues; today, 
it does Rs 150 crore. Its market 


cap (it listed in November 2006) is 
an impressive Rs 2,000 crore, put- 
ting Bikchandani's own net worth at 
Rs 1,198 crore. Unsurprisingly, the 
success of Janakiraman and Bikh- 
chandani has inspired several others 
to seize opportunities online in 
everything from social networking 
to gaming to matrimony to real es- 
tate to tutoring to search. The prob- 
lem: *Not everybody or every busi- 
ness vertical will succeed," says 
Sumir Chadha, MD, Sequoia India, 
a leading vc. 


It's Different 

The spectacular dotcom crash of 
2000-01 is still fresh in market 
memory, but veterans aver there's 
much more sanity in the space this 
time round. *Web Ver 1.0 in India 
failed because of two reasons. One, 
some of the businesses were not vi- 
able and, two, access was limited 
and user base small," says R. 
Ramraj, former Managing Director 
of Sify, who now is an advisor to 
Sequoia Capital. *With 2.2. mil- 
lion broadband connections and 
45 million users, the game has 
changed dramatically and going 
forward, it will only accelerate." 
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It's an estimate that others such as 
Bikhchandani agree with. *The rules 
have completely changed over the 
last couple of years and the perva- 
siveness of broadband has meant 
people can do much more on the 
internet," he says. 

However, it is also becoming 
clear that it is only a handful of 
verticals that have succeeded in 
making money in the Indian mar- 
ketplace. Jobs, matrimony, real es- 
tate, travel, search, and auctions 
are the major ones. Janakiraman 
of Bharat Matrimony has an inter- 
esting take on what makes a vertical 
viable. *If you look at all the spaces 
that are making money, they are 
connected to the demographic 


THE MOST VIABLE 





eBay has around two and a half mil- 
lion registered users in India and it 
already covers 670 cities," he says. 

Chadha of Sequoia says that only 
those online ventures that can ad- 
dress the pain points, or cater to a 
need of either business or individu- 
als, have a good chance of succeed- 
ing. Take the case of the online 
travel market, which is pegged at 
around Rs 5,000 crore this year and 
estimated to touch Rs 8,200 crore in 
12 months. In the last 18 months 
alone, it has seen the entry of a 
dozen or more players, although 
Deep Kalra’s MakeMyTrip.com con- 
tinues to be the leader. “There are at 
least 10,000 travel agents in the 
country today and we've just begun 


Travels and jobs generate the most revenues. 


Rs 100 crore 


Figures are BT estimates 


profile and the economy of the 
country,” he explains. “In a country 
of one billion, search for a job, es- 
pecially a suitable one is an on-going 
quest. The moment you have one, 
matrimony is a natural corollary, 
which in turn leads to purchase of 
real estate. As earnings and, conse- 
quently, spending power have risen, 
today’s Indian is on the move.” 
Dinesh Wadhawan, CEO, Times 
Internet, says that as the digital 
divide shrinks and consumers dis- 
cover deals online, e-commerce and 
m-commerce will only grow. Rajan 
Mehra, Country Manager, eBay 
India’s, agrees. “In India, ecom- 
merce is growing at 51 per cent and 
eBay is growing faster than that. 


TRAVEL Rs 5,000 crore | 
MATRIMONY Rs 80 crore 
fess Rs 250 crore 
REAL ESTATE Rs 10 crore 


GAMING Rs 21 crore 


to tap into this market," says 
Dhruv Shringi, CEO, 
Yatra.com, a travel portal 
funded by Norwest Venture, 
Reliance Capital and TV18. 
While most travel por- 
tals started out by offering 
what they claimed was the 
cheapest air tickets online, 
they have slowly begun to diversify 
into other areas in search of 
broader business opportunities and, 
more importantly, wider margins. 
"The margins on air tickets are 
not more than 5-6 per cent, while 
hotel rooms can give us 20 per 
cent or more," says Ashwin 
Damera, CEO, Travelguru. 
Cleartrip.com, on the other hand, 
has tied up with Lonely Planet to 
offer local city search on its site. 


Too Much Clutter 


With too many me-toos, differen- 
tiating oneself from the others has 
become an issue for the portals—es- 
pecially in travel. Most people tend 
to use them as fare aggregators and 


then go on to book the ticket on the 





airline's own website. At any rate, 
says MakeMyTrip.com's Kalra, the 
big stumbling block is the limited 
number of people online with credit 
cards.The situation is better in mat- 
rimony, where India's complex caste 
and community structure seems to 
be helping. For instance, bharat- 
matrimony.com, based in Chennai, 
is said to attract primarily south 
Indian browsers, while Simply- 
Marry.com, owned by the Times of 
India Group, gets NRI visitors. “People 
have begun to differentiate between 
portals based on geography, com- 
munity and the kind of profiles 
uploaded," says Bikhchandani. 

In jobs, there's a virtual fisticuff 
between Naukri and Timesjobs, 
which claims to be the #1 portal. 
However, according to Comscore (it 
tracks web traffic), Naukri got more 

than 2.3 million unique users in 

February as compared to slightly 

more than 1.3 million of 
Timesjobs. While not part of this 
fight yet, Arun Tadanki, President 
and MD of Monster's India opera- 
tions, claims his site is better. 
"Nearly 3,000 companies use our 
services one way or the other every 
month. We have grown our cus- 
tomer base by a whopping 120 per 
cent in the last one year," he says. 

Given that finding workers is 
harder than finding cheap air tickets, 
it is reasonable to assume that the 
first dotcom victims will emerge 
from the travel space—possibly in 
another two-three years. But no 
one's losing sleep over it, or the 
internet's ability to throw up newer 
opportunities. "There are emerg- 
ing opportunities in the conver- 
gence of BPO and the internet as 
well as the mobile phone and the 
web," says Ramraj. *These oppor- 
tunities will take off over the next 
two years as broadband penetra- 
tion grows and the use of the 
internet (from more than just 
e-mail) increases." So, hang in there. 

ADDITIONAL REPORTING 
BY RAHUL SACHITANAND 
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VCs 
STILL 
LOVE 
DOTCOMS 


Last year, VCs 
invested $166 
million in 27 internet 
companies, compared 
to $17 million and 

2 dotcoms the year 
before. What's got 
them interested 

all over again? 
VENKATESHA BABU AND 
RAHUL SACHITANAND 


VERLOOKING AN 18- 
hole golf course 
and just off Bang- 
alore's Outer Ring 
Road, the offices of 
Helion Venture 
Capital have been buzzing with ac- 
tivity over the last few months, as 
executives at the firm try to keep up 
with the flood of business proposals 
coming their way every day and the 
dozens of eager entrepreneurs who 
queue up to meet them. *We've got 
over 100 proposals since we started 
off in late 2006," says Ashish Gupta, 
MD, Helion Ventures. 





Agrees Sumir Chadha, MD, Sequoia 
Capital India, who’s visiting 
Bangalore from the us to review 
recent investments: “Anybody who 
is somebody in the vc world, wants 
a piece of the internet action hap- 
pening in India.” 

What sort of dotcoms are the 
VCs still interested in? Start count- 
ing: It must be one that addresses a 
customer pain point or fills a mar- 
ket gap. It must be differentiated 
and unique, and most importantly 
scaleable. vcs themselves say that 
start-ups in education, financial 
services and healthcare are some 
of the most attractive areas. Finally, 
you'd better have a top-notch team 
that has worked together for some 
years if you want to make raising 
money a cinch. *There's so much 
more you can do on the internet, 
now that the old backbone that 
most companies relied on will soon 
be redundant," says Haque. 

Start-ups such as Minglebox, a 
social networking site launched by irr 
Delhi grad Kavita Iyer and two of 
her classmates, and online tutoring 
outfits TutorVista have of late 
attracted blue-chip investors. *There 
are many interesting opportunities in 
hybrid areas that combine the 
internet with BPO or the mobile 
phone," says Gupta, who points to 
Helion's investment in JiGrahak as 
an example of this trend. 

Rajesh Jain, famous for his $115 
million (Rs 494.5-crore then) sell 


TOP DOTCOM DEALS 


VIVAN MEHRA 


"We will soon have a 
full-fledged office in 
India to deal with the 
huge surge in interest" 


Promod Haque/ Managing 
Partner/ Norwest Ventures 





out to Sify in 1999, says vcs are 
not being imaginative enough. 
"There are two problems: Indian 
entrepreneurs want to imitate suc- 
cess stories in the west and vcs also 
feel most comfortable investing in 
them. But how many success stories 
are there in a given vertical? There's 
only one YouTube, MySpace or an 
Orkut," he says. 

Alok Mittal of Canaan Partner 
agrees that VCs have been cautious, 
but says that a maturing market will 
demand investment in more locally- 
focussed companies. *As the ecosys- 
tem matures, you will see VCs invest 
more heavily in early stages given the 
potential in the Indian market," says 
Mittal. Let's hope he's right. 


A couple of kilometres away at — COMPANY INVESTORS 
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HE INTERNET IS BACK! THERE'S A BUZZ 
among entrepreneurs as venture capital com- 
panies are putting money into companies fo- 
cussed on the Indian market. Online advertis- 
ing (display, search and clas- 
sifieds) is growing. Users are 
starting to spend on transactions—go- 
ing beyond ticketing. All in all, the 
long-promised boom of the Indian in- 
ternet is underway. What needs to be 
done to ensure that the boom isn't 
just a transient bubble? 

There are, in reality, two inter- 
nets—segmented by the access device 
and the type of connectivity. The 
PC-based wireline internet has about 
45 million users, with a majority of 
the users using cybercafes. With only 
7 million computers in Indian homes, 
this internet is still a long way from 
becoming a utility in people's lives. 
The mobile-centric wireless internet 
can potentially reach a significant 
portion of the 170 million cell phone 
users in India. However, the reality is 
that other than voice, there are only 
two services that touch a large fraction 
of this user base—sMs and ringback tones. The mobile- 
as-India’s-computer paradigm still has a long way to go. 

Looking at it another way, for the real boom, the 
wireline internet needs more devices (home computers) 
and the mobile internet needs more services. What will 
it take to make both happen? 

To solve the device problem, one needs to rethink 
computing in a world where broadband exists and 
thus make computers affordable and manageable. For 
this, the answers lie in borrowing two ideas from the 


74 BUSINESS TODAY JUNE 3 2007 


sh Jain 





WANTED: 


Network Computing 
Devices and 
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mobile industry—create a device that costs Rs 5,000, 
and combine it with a monthly service charge of 
Rs 500, and make the device simple to use without re- 
quiring its owner to become a technology expert! 

The solution to these twin challenges lies in think- 
ing ‘thin’ computers for Indian homes—connected 
over DSL or cable to servers over high-speed networks. 
All the computational processing is done at the server- 
end, and the network computers become simple ‘on-off 
devices without compromising on 
the performance that current desk- 
top computers offer. 

To make the mobile internet a 
reality in India, two changes need to 
happen, and they have to be driven 
by the mobile operators since they 
are the ‘gatekeepers’. First, an open 
publishing platform is needed to al- 
low anyone to create a mobile web- 
site that is accessible by everyone— 
just like on the PC internet. 

Second, mobile operators need to 
change their billing philosophy for 
value-added services. The bulk of 
the revenue that users pay must be 
given to the content providers. 
Mobile operators should, instead, 
charge for packet data flow through 
their ‘pipes.’ At a broader level, 
just like NTT DoCoMo did with its 
i-mode service in Japan in 1999, 
Indian mobile operators need to enc- 
ourage the creation of a value-generating ecosystem. 

Taken together, these innovations can help build 
India's digital infrastructure, create a framework for other 
emerging markets to emulate and provide a large domes- 
tic market for companies to finally think India First. 8 


Rajesh Jain is Managing Director, 

Netcore Solutions, based in Mumbai. 

He can be reached at rajesh@netcore.co.in. 

His technology-centric blog is at http://emergic.org. 
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What pleases managers most? Steadily rising productivity curves, 
of course. A delicacy we would be more than happy to serve you. 
With integrated solutions for the milk industry consisting of 
components for synchronized and optimized processes over the 
entire product life cycle and with ingredients for integrated 
quality control and assurance. Integration of the very highest 
caliber across all corporate levels — including distributed 
production. And what do we call our recipe for making you 
competitive over the long term? Totally Integrated Automation. 
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ANDA PRAYER. 





DEEPAK G. PAWAR 


APTAIN G.R. GOPINATH IS NO STRANGER TO 
adversities or crises. ไท fact, when Air 
Deccan's maiden flight was grounded 
because of a minor fire in August 2003, 
most people wrote off the former silk- 
worm breeder and his low-cost carrier as a 
non-starter. But Gopinath simply brushed 
aside the embarrassment, saying to himself: *he who 
walks, stumbles". In its three-and-a-half years of exis- 
tence, both Air Deccan and Gopinath have walked a lot 
and stumbled, too. Last year, in particular, they did a lot 
of the latter. A weak market ensured that Air Deccan's 
Rs 373-crore IPO had to be extended but it did mobilise 
the target amount. Delayed flights and allegations of 
overbooking have led to a lot of negative publicity. 
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Air Deccan is awash in red, and Kingfisher boss Vijay Mallya has expressed in 
taking it over. Is this the end of the road for Captain Gopinath? T.v. MAHALING 
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And, to make matters worse, the company has been 
bleeding money. The Bangalore-based airline posted a 
loss of Rs 213 crore for the third quarter ended March 
2007 on revenues of Rs 457.45 crore. The question on 
everyone’s lips is: can Air Deccan survive? And if it does, 
the next question is: can Gopinath retain control of his 
baby? Crucial to both questions is the ability of the air- 
line and its promoters to raise $100 million (Rs 410 
crore) over the next few months—this money is essen- 
tial if Air Deccan is to survive as an independent airline. 

The man himself declines to discuss too many 
numbers, but industry analysts believe that the company 
is cash-strapped. Says a Mumbai-based analyst who 
tracks the aviation sector: “The airlines business is 
extremely capital intensive. Given the speed at which 





Air Deccan has been burning cash and given the 
losses it has been posting over the past few quarters, 
the airline will have to raise money within the next 
two months; otherwise, it may become history." 

Those are ominous words, but Gopinath does not 
give the impression of a man standing at the edge of 
a precipice. “Air Deccan will raise $75-100 million 
(Rs 307.5-410 crore) within a month. We are look- 
ing for a strategic investor who has a long-term vision 
for the industry rather than one who will come in for 
only two or three years," he says. The company 
has mandated Mumbai-based Edelweiss Capital to 
identify suitors and raise the amount. Gopinath 
refuses to name the potential investors, but says 
there is more than one and that the process of due 
diligence is on. Sources close to the deal say that pri- 
vate equity firm Texas Pacific Group (TPG) and Anil 
Ambani's Reliance ADAG are among those interested. 

Liquor baron and Kingfisher Airlines boss Vijay 
Mallya is also said to be interested in a possible buy- 
out. Reacting to Mallya's interest, Gopinath, who is 
said to be close to the former, said: “He has no 
right to talk about taking over Air Deccan." Speaking 
to BT aboard the Airbus A380 demonstration flight 
from Delhi to Mumbai recently, Mallya retorted: 
“The man doesn't know what he's talking about. 
He runs a publicly listed company and I’m expressing 
interest; the crucial word here is interest. That is 
not a crime to the best of my knowledge. Tell me, if 
someone expresses a desire to take over UB, can | StOp 
him from expressing that interest?" 

Just as the war of words seemed to be peaking, 
Gopinath did a volte face, and, in a 15-minute speech 


at the second anniversary celebrations of Kingfisher, "The man doesn't know what he's talking 

said: *Our airlines complement each other," and about. He runs a publicly listed company 
'ent ๐ eed Mallya some cake. Does thi 7 fum " 

went on to feed Mallya some cake. Does that mean and | am expressing interest 


that a deal is in the offing? It's a tantalising thought, 
but neither party is saying anything more on the 
topic. But there's a strong business rationale for a mar- GIMME RED 
riage between the two. Current government regula- 
tions stipulate that an airline must have been opera- 
tional for at least five years before it can fly on foreign Quarter Quarter Quarter Quarter 
routes. Air Deccan, which began operations in 2003, ended ended ended ended 
will become eligible to do so next year. So, taking it maren vi poc. SS Sop. 0S mp =S 
over will give Mallya the wherewithal to fly abroad— 
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Vijay Mallya, Chairman & CEO, Kingfisher Airlines 


Air Deccan is bleeding from every seam. 











something he really wants to do. And being taken over Net Sales 474.89 358.7 397.99 
by Kingfisher will give Air Deccan access to funds it Other Income 161.93 177.38 32.16 
so badly needs. However, this rationale may come Total Income 636.82 536.08 430.15 
apart if the government relaxes the “no flying abroad Operating Profit 33.14 -22 59 -04.88 
before you're five" rule to three years. At the time of Gross Profit 2071 -32.02 -103.56 
going to press, there was distinct possibility of an Profit after Tax 964 4294 -110.26 
announcement to this effect being made. So, a possible | | S 
iupra mous MBG 964 -4294 -110.26 
deal depends on several imponderables that will 0 68 13 13.58 
become clearer only with time. 59 | m bac 
Figure in Rs crore EPS: Earnings per share Source: BSE 
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John Leahy, Vice President (Sales), Airbus 


"We understand that India is a really 
competitive market. We do keep a close 
eye on our customer airlines" 


Incidentally, it’s not that Mallya, or anybody else 
wanting to take over Air Deccan, really needs Gopinath’s 
blessings. The promoters—Gopinath, Capt. K.J. Samuel 
and Vishnu Raval—own a combined stake of a little 
more than 22 per cent. The balance is held by the 
public at large. There has been speculation in the media 
that Lachmandas Ladhani, who owns more than 11 per 
cent in the company, may be interested in cashing out. 
There are also at least three other shareholders who own 
between 7.5 per cent and 13.5 per cent stakes who may 
be tempted to sell out at the right price. Gopinath, 
who himself owns about 11 per cent, however, puts up 
a brave face. “Look at Infosys 
(Technologies). A promoter like 
(Non Executive Chairman and Chief 
Mentor) N.R. Narayana Murthy 
has a very low shareholding in it 
(for the record, Murthy and his 
family own 5 per cent in Infosys 
and the promoter group controls 
16.54 per cent), It’s not a question 
of who is in control but what’s 
good for Air Deccan. And finally, 
it’s a decision of the shareholders. If 
they don’t want you there, then 
you have no business being there,” 
says Gopinath. 

For now, though, the official 
position is that Air Deccan is look- 
ing to sell a 15-25 per cent stake in 


Vishnu Raval 
2.86 


Captain KJ. Samuel 
8.33 


Captain Gopinath 
10.92 EM 


Individuals (including 
Lachmandas Ladhani) 





THE OWNERSHIP PATTERN 


Captain Gopinath and his co-promoters own just a 
wee bit over a fifth of the airline 
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Ajay Singh, Director, SpiceJet 


"Spicelet has costs that are 25 per cent 
below Deccan's, despite the fact that we 
don't sell seats as cheaply as Air Deccan" 


itself for $75-100 million (Rs 307.5-410 crore). *We 
have been able to raise funds whenever we needed 
to,” says a confident Gopinath. Besides the 1Po last year, 
Air Deccan had, in 2005, mobilised $40 million (Rs 
184 crore then) by placing equity with ICICI Ventures 
and private equity firm Capital International. *Today, 
Air Deccan has a lot of suitors because in a short 
span, we have built an airline which is the second 
largest in the country and has more than 20 per cent 
market share. It also has the largest route network cov- 
ering 65 cities," he says. 

These are undoubtedly Air Deccan's greatest 
strengths but are also partly re- 
sponsible for the distressing fina- 
ncial position it finds itself in. “Air 
Deccan started off with very little 

| capital —perhaps only a few lakhs. 
ong ug pene The only option it had was to 
32.95 grow as fast as possible and gain 
market share and create scale to 
challenge the existing players. 
Otherwise, it simply wouldn't have 
survived," says Kapil Kaul, CEO, 
Centre for Asia Pacific Aviation 
(CAPA) Indian Subcontinent X 
Middle East, an aviation consul- 
tancy. “But that kind of growth 
does not come without consequ- 
ences; it burns a lot of cash.” 

Competitors like SpiceJet know 
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bt aviation 


that Air Deccan is in an unen- 
viable position. *Capt. Gopi is a 
really nice guy, but just look at 
his books; Air Deccan lost over 
Rs 200 crore on revenues of 
less than Rs 500 crore in just 
one quarter. In earlier quarters, 
it made money by leveraging 
its planes and selling seats 
months in advance, but last 
quarter there was no ‘other 
income’ to hide the real state of 
its finances,” says Ajay Singh, 
Director, SpiceJet, who attrib- 
utes Air Deccan’s higher costs to 
a complex fleet of both ATR and 
Airbus planes. “It operates in 
several stations which have only 
one flight a day. This complex- 
ity, of both fleet and network, 
has added hugely to overheads, 
like having to service several 
maintenance bases; then, if a 
plane breaks down in such a 
place, the only way to deliver 


most vulnerable. 


if AirDeccan 43 
spares is by road,” says Singh, IndiGe 4 
adding that this leads to can- 
cellations and delays—and a SpiceJet H 

GoAir 5 


consequent downgrading of the 
brand. “SpiceJet has costs that 
are 25 per cent below Deccan’s, 
despite the fact that we don’t 
sell seats as cheaply as Air 
Deccan,” he adds. 

Mallya, who claims that Kingfisher has among the 
highest per-passenger yields, of Rs 4,500, in the 
industry, says that Air Deccan loses Rs 300 per 
passenger. “From what I’ve heard, Air Deccan has ล per- 
passenger revenue of Rs 2,600 against a per-passenger 
cost of Rs 2,900,” he says. 

In a bid to ease its cash flow problems, Air Deccan 
has struck a $100 million (Rs 410 crore) deal with two 
European banks, under which it has assigned its contract 
with Airbus for the supply of 60 aircraft in favour of a 
Special Purpose Company. The money, the first 
installment of which it has already received, will come 
in over the next 15 months in four tranches. But this 
ploy has its share of detractors. Several airlines around 
the world are desperate to buy new Airbus planes 
which are in short supply; and Air Deccan will have to 
match the higher prices that other potential buyers 
will doubtless offer to take delivery of the planes it had 
ordered. So, though Gopinath's *innovative deal" has 
got Air Deccan some cash respite, it may come in the 
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HOW THEY STACK UP 


Air Deccan is the 800-pound gorilla 
among low-cost carriers, but also the 


Cities 
served 





“Figures in Rs crore N.A.: Not available 
# Financial year ended Feb. 28, 2007 


way of its future expansion 
plans. Airbus, too, is keeping 
a close watch on these devel- 
opments. John Leahy, Vice 
President (Sales), Airbus NA, 
was cautious while responding 
to BT. "We understand that 
India is a really competitive 
market. And while we only sell 
planes, we do keep a close eye 
on our customer airlines," he 
says. Airbus, obviously, isn't 
the only one. Several rivals, 
investors and others are also 
doing the same. 

Now, for the second ques- 
tion on many people's lips: 
will Capt. Gopinath continue 
at the helm if a strategic 
investor steps in? 

Senior industry executives 
are not very sure about 
Gopinath's future. “After hav- 
ing burned so much money, 
and gambling Air Deccan's 


spicejet án 
Profit 
Loss” 


Expected 
fleet size 


99 66 -396.73 ; 
13 15 "i future expansion for cash 
upfront, it will be extremely sur- 
14 17 7125* prising if someone lets Gopinath 
10 NA ผล retain a say in the management 
^ Figures for 2006-07 of the airline," says a top 


Source: Industry executive in a rival airline. But 


the Air Deccan chief is not 

without his backers. *Capt. 
Gopinath has become a brand ambassador for Air 
Deccan and the Indian low-cost airline industry. 
Moreover, he has the experience of dealing with the 
government, policy makers and the bigger competitors 
in the business. Whoever buys in will do well to keep 
Gopinath at the helm," says an other industry executive 
who asked not to be named. 

So, what does the future hold for Air Deccan and its 
founder? CAPA’s Kaul believes that Gopinath, “the 
Mohinder Amarnath of Indian aviation, the man with 
most comebacks”, will be in a great position to exploit 
market conditions once fundamentals (fuel costs, airport 
infrastructure, etc.) improve. He expects that process to 
begin by late 2008 and gain momentum by 2010. But 
to survive that long, Air Deccan will have to immedi- 
ately secure a war chest of $100-$150 million 
(Rs 410-615 crore). And whoever invests this money 
will want a say in how the airline is run... which 
brings us back to the question: can Gopinath survive? 
A clearer picture will unfold over the coming days. m 

ADDITIONAL REPORTING BY KUSHAN MITRA 
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P Puni Lloyd 
Sembawang 


Simon Corves PRU TAM tele) UI Ree แนะ จะ ร ioare EF 
we've met the highest industry standaras. 
High time, we met you. 


www.punjlloyd.com 


ong with group companies Sembawang and Simon Carves, we are on ล high as far as highly specialised 
jildings go. Integrating design and construction seamlessly, we have executed value-engineered projects that 
eet the highest standards of quality and safety. This has resulted in recognition from premier bodies like Lloyd's 
»xgister Quality Assurance, Singapore Productivity Standards Board and Singapore's Building and Construction 
ithority, among others. From commercial to residential, industrial to leisure, healthcare to hospitality, we've 
vered them all. The Changi Airport Terminal Il Extension in Singapore, the Tianjin International Building in China, 
e National Eye Centre in Singapore and the Nirvana Resort in Indonesia are fine examples of our craft. That apart, 
e Punj Lloyd Group has interests in oil & gas, process industries, power, transport and infrastructure. Surely, 
s time we had a meeting of minds. 


ne Punj Lloyd Group. 
"e'll go to the end of the world to give you the best on earth. 


Oil & Gas * Petrochemicals * Process Industries * Power 
e Transportation * Hi-spec Buildings * Utilities e Asset Management 
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A band of new age entrepreneurs is delivering on the Incredible 





I7. 
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India promise by offering 'experiential' tourism in exotic 
locales. And foreigners are lapping it up. กา ร ห ร ห N.s. seni 


OURISM IN INDIA, WHICH TILI 
the high voltage Incredible India campaign 
sputtered along incrementally, may finally 
be hitting cruise speed; inbound tourists 
crossed four million for the first time in 


THE ADVENT OF 


2006. But before you reach out for the bubbly, you 
may want to take a reality check—the 4.43 million for- 
eign tourists who visited India last year are a drop in 
the ocean when compared to tourist arrivals in Hong 


82 


Kong (25.25 million), Malavsia (17.55 million) and 
Singapore (9.7 million). It's the usual litanv of com- 
plaints—limited entry points, limited and overpriced 


that squeeze India out of 





hotel rooms and high taxes 
the global market. But, in the midst of this chaos. a few 
individuals are charting out a new course—of tourism 
that is socially conscious and environmentally sus- 
tainable. Here, we profile a few such entrepreneurs and 


their ventures. 


Francis Wacziarg (L) 64, & Aman Nath 56 


Co-Chairmen 
N KEEPING WITH THEIR BUSINESS PHILOSOPHY Ol 
offering heritage vacations at affordable prices, 
Nath and Wacziarg will launch Le Colonial Fort in 

Kochi in September. [he duo, who are best known 

for their Neemrana Fort Resort, are also restoring 

two more properties, The Bungalow on the Beach in 

[เล ท ต ุ น ๕ ไท ล ะ in Tamil Nadu and Rajinder Kothi in 

Patiala, that will be launched shortly. The tormer is 

in keeping with the duo's recent focus on the south 

and the latter will be its first property in Punjab. How 

did they start out? It was while driving down the 

Delhi-Jaipur highway that Nath and Wacziarg 


chanced upon the ruins of the 15th century 


Neemrana Hotels TURNOVER: Rs 16 crore 


Fort of call: It took Wacziarg and 
Nath 5 years to restore Neemrana 


Neemrana Fort in the early 1980s. They purchased 
it for Rs 7 lakh in 1986 and spent the next 5 years 
restoring it. “We opened in 1991 with 12 rooms 
which were very well received by tourists who 
wanted to experience India beyond its cities,” says 
Wacziarg. Today, the 50-room property, with tariffs 
starting from Rs 1,600 per room per night, has 
become the 12-property group’s flagship and show- 
piece. Wacziarg's pet angst: "The single window 
clearance doesn't really exist in reality and policies can 
change on the whims and fancies of an individual," 
he observes. 


Website: WWW. neernrari ahote / S.L 
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Samit Sawhny 35 
MD Barefoot Group 
TURNOVER: Rs 4.1 crore 


Local flavour: Sawhny plans 
to open two more resorts in 


the Andamans 


N IIM-A GRADUATE, SAWHNY WAS BITTEN BY THE ENTRE- 
preneurial bug after a stint with Ernst & Young. “I 
wanted to do something on my own, though tourism 
specifically wasn’t on my radar,” says Sawhny, who landed up 
in Havelock Island in the Andaman islands in January 2002 
while compiling a travelogue titled All the World's a Spittoon. 
“It was a chicken-and-egg situation—there were no tourists be- 
cause there was no infrastructure, which wasn’t built because no 
tourists ever came,” he chuckles. He launched the Barefoot 
Group’s first resort in Havelock Island in 2004 with an initial 
investment of $2 million (Rs 9 crore then). “The name was cho- 
sen to signify an environmentally friendly approach,” he informs. 
“For instance, the cottages are built on stilts so that the water 
and sand can have a free run,” says Sawhny, who serves only lo- 
cal cuisine. Then, tragedy struck, in the form of the killer 
tsunami, on December 26, 2004. “For a year, we had no 
tourists and had to cancel all our chartered flights,” he recalls. 
However, the tragedy actually proved to be a boon in disguise. 
“Havelock was not affected per se; so, it got us publicity as a re- 
sort that was sate,” he says. After the first full year of operations, 
that saw him welcoming 800, mostly foreign, couples, Sawhny 
is now planning to expand his operations by opening two 

more resorts in the Andaman islands. 
Website: www. barefootindia.com 


B4 BUSINES I DAY 



















PATGINR 


H 


"Smooth sailing: Sukapha on the Brahmaputra 
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HE IDEA CAME FROM A TOURIST, 
Andrew Brock, who later became 
Ashish Phookan’s partner. “Brock 
did some research and realised that there 
was no passenger boat in Assam, though 
they used to ply during British times,” says 
Phookan. The duo approached the Assam 
government for a boat; and were given R\ 
Charaidew, a passenger and cargo ferry ly- 
ing idle after 27 years of service on the 
Brahmaputra, on a 20-year lease in 2002. 
"We invested Rs 2 crore on restoring it 
and converted it into a 12-room, air- 
conditioned cruise liner offering 7-to-21 
night packages," he says. After two suc- 
cessful seasons of operating the 
Charaidew, Phookan bought a second 
boat, RV Sukapha, for Rs 6 crore; the 
boat has just completed its first season of 
operation. "This year, I am taking both 
boats to the Hooghly to operate cruises 
from Kolkata to Farakka from end-July to 
end-August," says Phookan, who ferries 
around 600 tourists annually; packages 
typically cost $250 (Rs 10,250) per person 
per night for a 8-9 day cruise. Phookan 
also runs a resort overlooking the Biphlu 
river in the Kaziranga National Park. 
Website: www.assambengalnavigation.com 


Ashish Phookan 50 





MD Assam Bengal Navigation and Jungle 


Travels India TURNOVER: Rs 10 crore 


The weather looks fine: Phookan is now 


planning cruises from Kolkata to the Farakka barrage 
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98712-27362, 99115-44666, 93506-45384 (Western UP) Mumbai: Ph: 26865334-37, 98219-24037, 93231-91408 Kolkata: 22836508, 98308-94370, 99038-67897 
Branch Office: Chandigarh: Ph: 5087288/89/90, 99143-84820 Ahmedabad: Ph: 26743260, 26762138, 98258-68509 Jaipur: Ph: 3966080, 98290-54135 Pune: Ph: 26051310, 
99224-27772 Indore: Ph: 98930-78731 Nagpur: Ph: 93711-77785 Surat: Ph: 98980-89591 Bangalore: Ph: 41802300. 98440-85520, 92434-22880 Hyderabad: Ph: 66323530, 
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Jose Dominic 56 


MD CGHEarth Hotels 
TURNOVER: Rs 70 crore 


Rustic setting: Domink 
nvolves the local community 
เท his projects 


OME JUNE, AND DOMINIC WILL LAUNCH VISALAM, A 
15-room heritage property in Chettinad in Tamil Nadu, 
taking the number of his hotels to 10. Like in his other 
properties, this one, too, will weave the local culture and involve 
the local community at every step—be it in the architecture, 
employment or allied services. The guiding principle also remains 
the same: environment first, guests afterwards. He's now a vet- 
eran at this, but in 1988, Dominic entered uncharted waters 
when he set up a hotel, Bangaram Island Resort, on Bangaram 
Island in Lakshadweep. “Our proposal said ‘Keep the island 
as it is, don’t spoil it with a hotel’,” he reminisces. The 
30-room resort has no TV, no room service, no air-condi- 
tioning and no geysers. “Probably for the first time, someone 
was able to tell the customer that he was not the king,” he 
says. It was the land and the locals that came first in order of 
priority. Dominic recalls an incident where the General 
Manager of the resort discovered a harpoon in the possession 
of a guest, took it on the pretext of examining it and then 
deliberately broke it. Today, Bangaram plays host to just about 
1,000 tourists annually, each shelling out $350 (Rs 14,350) 
a day for a life lacking in conventional luxuries. “However, 
with a maximum of 30 rooms per hotel, it is difficult to main- 

tain economies of scale,” he says. 
Website: www. casinogroupkerala.com 
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Sanjay Basu 46 


MD Far Horizon Tours 
TURNOVER: Rs 50 crore 


Ort IS 


sand dune 


Sun and sand: Basu's Dera Re: 


the world s only re: 





ASU STARTED OFF BY ORGANISING 
luxury tented accommodation at 
various festivals—like Pushkar in 
Rajasthan. “The turning point came 
when we came across an old wooden 
boat in Kerala, which we bought and 
converted into a houseboat,” he says. 
The Vaikundam, on which he spent Rs 3 
crore, is today the largest houseboat in 
the Kerala backwaters, offering 10 rooms 
at $200 (Rs 8,200) a night. But Basu 
faced his greatest challenge in Rajasthan. 
The Dera Sand Dune Resort, the world’s 
only resort built atop a sand dune, 
involved a combination of building 
restraining walls and pouring huge quan- 
tities of water in the sand dune to give it 
stability. Then, water and sandstorms 
are the biggest challenges in the desert, 
which is why the resort is closed from 
April to June. “We had to lay 4 km of 
cables to get power to the resort,” he 
says. All this cost him Rs 4 crore, which. 
perhaps, explains the steep tariff of $400 
(Rs 16,400) per day. “We will be launch- 
ing private pool villas in July 2008 that 
will be priced at $800 (Rs 32,800) a 
night,” says Basu, who is investing an 
additional Rs 2.5 crore to add a spa, a 
bar and another swimming pool. In 
January 2008, Basu will unveil mv 
Mahababu, a luxury cruise liner 
operating on the Brahmaputra. 
Website:www.farhorizonindia.com 
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The future looks good: 
HP's Managing Director 
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Anatomy of a Leader 





Quietly, Hewlett 
Packard has emerged 
as India's #1 player 
in IT hardware and 

Is now eyeing the 
numero แท 0 spot in 
the software and 
services market. 


VENKATESHA BABU 


HP's market share varies between dominant and strong in all the segments it is present in. 


PERSONAL SYSTEMS 


Zenith4 ^ Sahara 3.1 Apple 0.7 Acer5.1  Dell9 
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LG Electronics 6 a น Vintron 0.3 
เง ไซ น ยั ท บ ร ด AERA "tron V.9 


Lenovo 14.3 ——— Others 24 







HCL 12.1 HP 21.4 


1.Numbers include those from the portable, consumer and commercial 
PC segments 
2.Market share figures are a percentage of revenue and not unit share 


KRANDHEER VASAVADA 


SERVERS 
HP 31.8 


Sun Microsystems 


IMAGING AND PRINTING 


Others 9.9 


Fujitsu 1.2 ” 


Dell 8.3 | ฒา 
IBM 38 


1. Numbers include X86, non-Intel Unix, Linux and the top-end 
server markets 

2. Market share figures are a percentage of factory revenue and 
not unit share 

Source-IDC 





Others include Samsung, Epson, 
Xerox, Canon, Lexmark, Brother 
and Konica Minolta 

Figures for calendar year 2006 
Source: 87 estimates 
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~The Numbers ar al Headed North 





ERE’S A SPOT QUIZ, THE ANSWER TO 
which may surprise you. Which is the 
largest selling personal computer in 
India? The answer: Hewlett Packard 
(HP). But, the company has been 
strangely reticent about tom-tomming its success. 
“Yes, we have not been blowing our trumpet about 
the significant success we have had in India. That's be- 
cause we would rather have our products, services, 
people and customers speak for us,” says Balu 
Doraisamy, Managing Director, HP India. 

Not many people are aware that HP’s operations 
in India generate revenues of Rs 12,250 crore and em- 
ploy around 29,000 people. The company is the 
market leader in PCs, jousts for the #1 spot with 
IBM and Sun Microsystems in the server market, is the 
runaway leader in the printing and imaging seg- 
ment, and has emerged as a major player in the 
managed outsourcing contracts space. Its software di- 
vision, meanwhile, has increased revenues 10-fold in 
the last five years. Says Doraisamy: *We have grown 
at a CAGR of 35 per cent over the last five years. For HP, 
this is the fastest growing market worldwide." 

Succeeding in the fiercely competitive Indian 
market has not been easy. The key has been HP’s strat- 
egy of providing the latest technology at the right price 
points. “Unlike some of our competitors, we don't of- 
fer end-of-life products here. We are aware that the 
India is a value market and not one where price is the 
sole determinant of choice," says Doraisamy. 

HP has a 21 per cent share in the five million units 
a year Indian PC market, which includes desktops and 
notebooks (laptops). Ravi Swaminathan, vP, Personal 
Systems Group (PSG), HP India, points out that the 
company had a mere 7 per cent share in the desktop 








HP does nat share country-specific revenue 
Source: BT estimates 


market just five years ago. “Today, that figure has 
grown to 18 per cent,” he says. HP’s position in the 
notebook market is much stronger—it commands a 
39 per cent share in the one million units a year 
market. “India is a value-conscious market; buyers 
here consider the total cost of ownership rather than 
the initial investment alone,” he says. “Here, our 
350 service centres across the country give us an 
advantage that few others can match.” HP is now plan- 
ning to capitalise on its enormous lead in the notebook 
market to further consolidate its position. Says 
Doraisamy: “Prices of notebooks are falling. The 
day when there will be a notebook on every desk is 
not far away.” 


The Four Ss 


Servers: For rr hardware companies, the Indian server 
market is a key area of attraction. According to IDC, the 
Indian server market—traditionally Big Blue's turf— 
was estimated at $583.16 million (Rs 2,624.22 crore 
then) in 2006. The market has three distinct seg- 
ments—the low-value, high-volume, entry-level X86- 
based servers; the non-Intel Unix-based servers; and the 
high-end server market comprising blade servers and 
mainframes. At the top end and in the mid-market seg- 
ment, HP competes fiercely for market leadership 
with IBM and Sun Microsystems, but it has struggled in 
market for entry-level servers. But Doraisamy says this 
is part of a well thought out strategy. “HP has con- 
sciously chosen to stay away from the lower end of the 
market. Our focus is on profitable growth." 
Software: HP is also very bullish about the progress 
made by its software group. The sector is extremely 
profitable and offers very high margins, and here 
HP's Open Call Media platform has done well. 
Doraisamy points out that the software group's rev- 
enues have grown 10-fold over the last five years. 
"There is further scope for tremendous growth," he 
says. 

Storage: In the Rs 706-crore storage market (which 
includes Network Attached Storage and external 
controller-based storage), HP is the third-largest player 
after IBM and EMC in terms of value, and leads in terms 
of units and terabytes shipped. This market is set to 
grow at 25 per cent and HP expects to derive more 
revenues from it. 

Services: The one segment where HP has not done as 
well as its rivals is in the outsourced services space. 
While competitors like IBM have bagged big-ticket 
deals like the $750-million (Rs 3,075-crore), 10- 
year contract from Bharti Airtel and the $620-million 
(Rs 2,542-crore) Idea deal, HP has won nothing of 
note. Kapil Jain, VP, HP Services, however, denies 
this. “We have had significant wins like the Bank of 
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Ravi Swaminathan VP/ Personal Systems Group 


“Our 350 service centres in India give us 
an advantage that few others can match" 


India and Bank of Baroda deals," he says. Brave words, 
but the numbers show that HP India derives a mere 
$150 million (Rs 615 crore), or 6 per cent of its 
Indian revenues, from outsourced IT services. Also, 
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INTERVIEWE BALU DORAISAMY/ MANAGING DIRECTOR/ HP 
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Ajay Gupta/ President/ HP Labs 


"We want to make greater inroads into 
the fast-growing Indian market" 


the Bol and BoB deals were considerably smaller than the 
Bharti Airtel and Idea ones. 

Unlike his colleague, though, Doraisamy is candid 
about HP’s failure to make a mark in this market. 


ก ระ มร ม 


India is HP's Fastest Growing Market’ 


ALU DORAISAMY, 51, MANAGING 

Director of Hewlett Packard 
India, bas grown tbe company from 
Rs 420 crore in revenues eight years 
ago to India's largest bardware 
player with revenues of Rs 12,250 
crore. Here, he discusses HP’s oper- 
ations in India, its competitors and 
future plans with BT’s Venkatesha 
Babu. Excerpts: 


HP India keeps a low profile. Why? 

It’s deliberate (laughs); we would 
rather our products, services, peo- 
ple and customers speak for us. 
We have been very visible in the 
marketplace, but probably not in 
the media. In the last five years, HP 
India’s revenues have grown at a 
compounded annual growth rate 
of 35 per cent. 


HP is one of the few MNCs to have 
successfully cracked the Indian mar- 
ket (even as others like Dell have 
struggled). What do you know that 
others don’t? 
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We read the pulse of the Indian 
market correctly. Unlike some of 
our competitors, we don’t intro- 
duce end-of-life products here. We 
have the utmost respect for the 
Indian customer and all our inter- 
national products are simulta- 
neously launched here. That is one 
of the key reasons for our success. 


In the outsourced services segment, 





PC world: And HP's #1 here 


you haven't had major wins like a 
Bharti Airtel or Idea deal. Why? 

| accept that we haven't had head- 
line-grabbing wins (like the ones 
mentioned above), but the per- 
ception that this is a weak link is 
not true. We have also won large, 
managed outsourcing deals from 
Bank of India and Bank of Baroda. 
One has to remember that there 
have been very few deals of the 
size of an Airtel or an Idea. But 
you will hear shortly of some of 
significant wins (by us) in this 
segment. 


HP India accounts for just about 2 
per cent of HP’s global revenues. How 
important are the Indian operations 
to HP? 

India is the fastest growing market 
for HP worldwide—it is growing 
faster than even China—though, 
admittedly, on a smaller base. HP is 
committed to the Indian market. 
(HP’s global CEO) Mark (Hurd) 
has clearly signalled that. 
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“Yes, we did go head to head with IBM in the recent 
Idea deal and lost. But one has to recognise that 
such large deals don't come by every day. There 
are some significant deals in the pipeline and we 
should hopefully be able to bag a few of them," he 
says, but declines to elucidate further. 


The Strongest Arrow 

The Imaging and Printing Group (PG) is the strongest 
arrow in HP's quiver and contributed nearly all of the 
company’s international profits till 2004. In India, HP 
has a dominant 75 per cent market share in this 
segment. Ravi Aggarwal, President, IPG, HP India, 
says the all-in-one's, also known as multifunction 
devices (MFDs)—which combine the functions of a 
printer, copier, fax and scanner—are the fastest 
growing product in the company's portfolio. 
Leveraging its core strength in printers, HP has been 
able to extend its lead in MFDs over rival products 
from Xerox and Canon. 

However, in the small office home office (SOHO) 
segment, where inkjet printers still hold sway, Epson 
15 snapping at its heels. Says N. Samba Moorthy, 
Senior General Manager (Sales and Marketing), 
Epson India: “Because we are #2, we try harder.” 
Dell, which had tried hard to muscle into this market, 
however, has come a cropper and has failed to make 
any inroads into the printer segment internation- 
ally and in India. 


India a Resource Base 

Increasingly, HP is targeting India not only as a key 
market but as an important resource base to serve its 
international customers. It is carrying out a substantial 





Kapil Jain/ VP/HP Services 


“We have won significant deals from 
Bank of India and Bank of Baroda" 
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DELL IN THE WELL 


And why HP is smiling. 


pua A NEW GLOBAL MARKET 
LEADER in PCs—Hewlett-Packard 
(HP). The end of Dell's decade of 
dominance reveals limitations of 
its direct selling model. The PC 
business has become increasingly 
commoditised, and customers world- 
wide are looking at factors beyond price— 
like service and support—where Dell has failed to live up 
to expectations. 

There has turbulence at the top, as well. Founder 
Chairman Michael Dell, 42, was forced to sack CEO 
Kevin Rollins in January 2007 and take up the reins 
himself. Then, the Securities Exchange Commission (SEC), 
the US market watchdog, is examining its books for pos- 
sible misdemeanours even as investigators probe its cozy 
past relationship with Intel. 

It has also failed quite spectacularly in India. Rajan 
Anandan, Vice President, Dell India, admits this, albeit in- 
directly. "We are now the fourth-largest computer systems 
vendor in India," he says. Incidentally, Michael Dell, on his 
recent visit to India, set his team a target of doubling 
Dell India's tumover to $1 billion (Rs 4,100 crore), but the 
company has not announced any time frame to achieve this 
stiff target. 

While Dell has lurched from one disaster to another, HP, 
under the leadership of Mark Hurd, has quietly consolidated 
its position as the world's leading technology company, and 
even overtaken IBM in revenues. So, for the moment at 
least, HP has every reason to smile. 





Rajan Anandan/ VP/ Dell India 


“We are now the fourth-largest computer 
systems vendor in India" 
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Meet tranquillity. Presenting the Nissan Teana. 


To give you the ultimate level of serenity, we had to first achieve the highest level of comfort and luxury. We started with 
Nissan's cutting edge automotive technologies. We added plush leather upholstery. A revolutionary multi-link rear 
suspension. Rear air-conditioning. A 13-time award-winning V6 engine. The Intelligent Key feature which no other car 
offers. We provided church-like quiet interiors. Behold the Nissan Teana. Let there be peace. 
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* Bangalore: Shahwar Motives Pvt. Ltd., 15, Queens Road * New Delhi: Pushpanjali Motors Ltd., 29, Shivaj Marg (Opp. Campa Cola Facto 
Tel: (080) 4123 5305, 2235 5407 Moti Nagar. Tel: (011) 4142 7243 / 42 

* Chennai: P. S. Natarajan & Co., 20, Avenue Road, Nungambakkam * Secunderabad: Tapasvi Motors Pvt. Ltd., P. M. Modi Commercial Complex 
Tel: (044) 2827 0244 / 8345. 5-4-187 / 6 & 5 & 3, Karbala Maidan, M. G. Road. Tel: (040) 6648 8899, 2754 


* Mumbai: Aquest Auto Pvt. Ltd., 167, Vidyanagari Marg, Kalina, 
Santacruz (E). Tel: (022) 2652 7359 / 60, 2652 5710, 2654 1089 
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chunk of application services, maintenance and de- 
velopment work out of India for them. The scale may 
not yet match that of an IBM, but Doraisamy says that 
HP is doing “some cutting edge work” out of India. 
“Not many people remember that along with Texas 
Instruments, HP was one of the first companies that 
identified India's prowess in the rr arena and made sub- 
stantial investments here," he adds. Amitabh Ray, 
Director, IBM Global Services India, however, points out 
that it is Big Blue, with more than 53,000 people, 
that has better leveraged Indian resources. *None of our 
multinational competitors has been able to scale or ex- 
ecute the kind of complex work we do here,” he says. 

But Zarir Batliwala, Head (HR), HP India, says that 
one of the key attractions of HP in the job market is that 
there are very few companies in the world that operate 
in all the segments of IT industry—like hardware, soft- 
ware and services. “That is one of the reasons why HP’s 
attrition rate, at 12 per cent, is well below the industry 
standard (18 per cent),” he says. 

One reason for that could be the fact that unlike 
most of its rivals, which have massive call centres and 
BPO outfits in India, HP BPO, its business process out- 
sourcing arm, employs only 6,600 people in the coun- 
try and focuses exclusively on the non-voice, transac- 
tion processing market. “We deliberately kept away 
from the low-value, low-margin voice business; in- 
dustry trends over the last couple of years have vindi- 
cated our stand," savs Sanjay Singh, President and 
CEO, HP BPO. While rivals such as IBM’s Daksh and 
EDS's MphasiS have ramped up their India presence in- 
organically, HP is unlikely to follow suit. “Since we don't 
need a large voice presence, there are few interesting op- 
tions in the BPO market,” says Singh, adding that HP BPO 
will shortly open its second facility in Chennai. 

Within the transaction processing business, HP BPO 





Sanjay Singh President and CEO/ HP BPO 


"There's more value to be unlocked in the 
KPO market" 





Ravi Aggarwal/ President/ IPG 


“Multifunction devices (MFDs) are the 
fastest growing product in our portfolio” 


focuses strongly on the finance and accounting (F&A) 
vertical. Singh claims that HP BPO is among the largest 
F&A outfits in the country, with over 5,000 people on 
its rolls. “There’s more value.to be unlocked in the KPO 
market and we have a growing team of over 600 spe- 
cialists," says Singh, adding that he's now looking at 
“cities such as Jaipur, Chandigarh and Coimbatore 
to expand into”. 


New Products 


HP is now focussing on launching new products tailor- 
made for the Indian market. Says Ajay Gupta, President 
of HP Labs, the R&D arm of the technology services gi- 
ant: “We started by focussing on what we could do to 
bridge the digital divide. Now, we want to make 
greater inroads into the fast-growing Indian market.” 

Despite being the market leader in pcs, for example, 
HP’s growth in this segment has been hamstrung by the 
fact that conventional keyboards require users to have 
a functional knowledge of the English alphabet. So, it de- 
veloped the Gesture-based keyboard that allows users to 
write in their native languages (and save or transmit the 
image). This keyboard, HP is hoping, will help drive the 
sales of its PCs in the Indian hinterland. 


Good to Great 


HP India’s contribution to its parents’ global turnover 
is just about 2 per cent. Doraisamy, however, believes 
that this is just the beginning. “HP is committed to 
India. Good companies either grow revenues or cut 
costs, but great companies do both. My aim is to 
make HP India a great company,” he says. IT spends in 
India are expected to sprint along at about three times 
the GDP growth rate; Doraisamy says his goal is to 
grow HP India at 1.5 times the industry growth rate. 
That's a tall target; and global CEO Mark Hurd, who led 
the company past IBM as the world’s largest tech com- 
pany, will be watching Doraisamy very carefully. พ 
ADDITIONAL REPORTING BY KAPIL BAJA] 
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Larsen & Toubro has spawned dozens of subsidiaries that 
have grown in value and have scaleable business models 
across a wide spectrum of associated industries. And the 
parent plans to list 10 of them in the years ahead. ง น เห ธร ห Nayak 


ID YOU KNOW THAT 

Larsen & Toubro 

(L&T), South and 

South East Asia's 

largest engineering 
and construction company, is also 
one of India's most successful cor- 
porate incubators? There's more: 
over the next eight years, it plans to 
list at least 10 subsidiaries to unlock 
value and create shareholder wealth. 
“We will list subsidiaries only after 
they achieve scaleable size," says 
A.M. Naik, Chairman and 
Managing Director, L&T. Adds Y.M. 
Deosthalee, CFO, L&T: “Our port- 
folio (of subsidiaries and associate or 
S&A companies) spans three broad 
verticals—manufacturing, services 
and projects.” 

These subsidiaries and associ- 
ates—18 Indian subsidiaries, six 
foreign ones and 26 associate com- 
panies—are sitting on massive 
untapped value. Together, they 
account for 18 per cent of the 
group’s total income of Rs 14,121 
crore (for the 9-month period ended 
December 31, 2006) and 36 per 
cent of L&T’s profits of Rs 1,099 
crore during this period. And just 


98 BUSINESS TODAY JUNE 3 2007 


A KING'S RANSOM 


L&T's stakes in some of the companies it has spawned are worth a fortune. 


BUSINESS SEGMENT 


L&T (Standalone) 


POWER & FINANCE 


INTERNATIONAL VENTURES 


MANUFACTURING VENTURES 





*In Rscrore # ไ ก Rs per share +The company is part of the Aditya Birla Group 


the three fastest growing sub- 
sidiaries—L&T Infotech, L&T 
Infrastructure Development Projects 
(L&T IDPL) and L&T Finance—could 
have a combined value of more 


COMPANY 
VALUE* 





than Rs 8,000 crore. Says Satyam 
Agarwal, Senior Analyst, Motilal 
Oswal Securities, a Mumbai-based 
equity brokerage and research firm: 
“These three already account for 





STOCK 
VALUE* 


Source: Motilal Oswal 
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L&T CMD A.M. Naik: He says L&T will list subsidiaries only after they have gained critical mass 


about 18 per cent of L&T's total 
valuation of Rs 47,100 crore (as 
on March 2007).” He values L&T 
Infotech at Rs 4,677.5 crore, L&T 
IDPL at Rs 2,397.2 crore and L&1 
Finance at Rs 1,210.4 crore. 

L&T Infotech, which is growing 
at 55-60 per cent per annum, ts 
likely to be the first to tap the mar- 
ket. Says Deosthalee: “By 2008, 
when we plan to list L&T Infotech, 
it will hopefully account for about 
8 per cent of the group’s turnover 
compared to 4-5 per cent now." 
And a large part of L&T’s overall 
growth will come from its sub- 
sidiaries and associate companies. 
“Over the next four years, these 


jewels will account for 30 per cent 
of our revenues," says Naik. 

It's not just the L&T top brass 
that is excited at the prospects of 
these companies. Large investors 
are also casing them out. In April 
2006, jp Morgan and India 
Development Fund invested Rs 300 
crore and Rs 200 crore, respec- 
tively, for a combined 20 per cent 
stake in L&T IDPL, thus, valuing it at 
Rs 2,500 crore. *The valuation has 
improved since then as we have 
added many projects," says Naik, 
adding that he plans to list the com- 
pany in 2010, by which time *we 
would have added even more 
revenue-generating projects". L&T 


has committed around Rs 1,200 
crore as its share of equity in various 
projects being implemented by the 
company. "It will generate good 
cash flows as these projects become 
operational," says Deosthalee. L&T 
IDPL is L&T's main vehicle foi 
investment in domestic infrastruc 

ture projects and has one of the 
largest and most diversified 501 
portfolios in the country—31 proj- 
ects in sectors such as roads, 
airports, ports, water supply and 
commercial property development 
This portfolio is valued at Rs 15,000 
crore. Says Agarwal: *By 2009-10, 
most of these projects W ill be gen 

erating healthy cash flows." 
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L&T'S STAR STUDDED LINE-UP 


How individual companies stack up. 


COMPANY 
2006-07" 


L&T Finance already has assets 
under management of Rs 2,500- 
3,000 crore. “Over the last three 
years, we have committed resources 
to ensure that this company 


becomes valuable,” says Naik. The 
results are showing—the company 
expects profits to grow 80 per cent 
this year. For nine months ended 
December 2006, the company has 
reported a profit growth of 77 per 
cent to Rs 35.6 crore on the back of 
a 71 per cent growth in revenues to 
Rs 167 crore. Fuelling this growth is 
the decision to expand the scope of 
its operations to third party financing, 
compared to its earlier mandate of 
serving only L&T's customers. 

Deosthalee says that by 2009-10, 
the services vertical —comprising 
L&T Infotech, L&T Finance and L&T 
IDPL—will account for 15 per cent 
of the group's business, up from 
8 per cent at present. 

The L&T brass may be betting 
big on services, but as of now it is 
still the manufacturing subsidiaries 
and associate companies that 
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account for 37 per cent of the S&A 
pie. For the nine months ended 
December 31, 2006, this vertical 
reported a 40 per cent rise in net 
profit to Rs 94 crore (Rs 67 crore) 
on a 34 per cent increase in total 
income to Rs 1,455 crore (Rs 1,085 
crore). “Three companies—L&T 
Komatsu, Audco India and EWAC 
Alloys—account for 4-5 per cent of 
the group’s revenues,” says 
Agarwal. Incidentally, the three are 
valued at just over Rs 2,000 crore. 

Of these, Audco India, which 
accounts for 45 per cent of that 
valuation, is the one to watch. A 
joint venture between L&T and the 
US-based Flowserve Corporation, 
the company manufactures indus- 
trial valves and operates in sectors 
such as oil and gas, nuclear power, 
aerospace and LNG, and has grown 
from revenues of Rs 100 crore eight 
years ago to a point where it is exp- 
ected to cross Rs 1,000 crore in 
annual sales this year. Says Naik: 
“By 2012, Audco will clock half a 
billion dollars (Rs 2,050 crore) in 
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revenues. And it will grow even 
faster if we take the inorganic 
route." Then, L&T is also placing 
huge bets on L&T Komatsu, which 
operates in the machinery and hyd- 
raulics segments. “This company will 
continue its 45 per cent growth 
momentum on the back of the India 
growth story," says Naik. Deosthalee, 
though, puts the issue in perspec- 
tive by admitting that EWAC Alloys, 
though crucial to L&T’s growth plans, 
is growing from a “small base". L&T 
Komatsu and EWAC Alloys regis- 
tered total incomes of Rs 545 crore 
and Rs 78 crore, respectively, for 
the nine months ended gg 
December 31, 2006. 
Meanwhile, L&T 
has announced a major 
capacity expansion at 
Hazira. It plans to in- 
vest Rs 1,000 crore on 
increasing its ship- 
building capacity 
from 15,000 
DWT (dead 
weight 
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tonne) to 2-3 lakh DWT and is 
setting up manufacturing facilities at 
Coimbatore, West Asia and China. 
It has also announced an invest- 
ment of Rs 450-500 crore on fa- 
cilities for the manufacture of boil- 
ers for thermal power projects for 
which it signed a JV agreement with 
Mitsubishi Heavy Industries of 
Japan in November 2006. 

Naik and his team are categori- 
cal that they will not list any Jv, of 
which L&T has several in the engi- 
neering space. “Engineering con- 


FIRST AMONG EQUALS 


L&T Infotech is now among the top Tier-Il IT companies in the country. 








stitutes only 5 per cent of the overall 
EPC business, but it is an important 
enabler for our turnkey projects,” 
says the L&T chief. L&T Chiyoda, 
L&T Sargent-Lundy and L&T Valdel 
are some of the JVs the company has 
in the hydrocarbons, power and oil 
& gas sectors. 

At a time when everyone and his 
uncle in India Inc is headed abroad, 
it comes as no surprise that L&T, 
too, is spreading its wings to foreign 
shores. It has set up subsidiaries in 
Oman, Saudi Arabia, Qatar and 


ae INFOTECH IS THE MOST PRECIOUS JEWEL IN L&T'S CROWN. SET UP IN APRIL 1997 
to earn some foreign exchange for its parent, it now ranks #9 among soft- 
ware companies in India. "We will list it in 2008-09," says A.M. Naik, CMD, 
L&T, of the company that operates in three verticals—BFSI, telecom and man- 
ufacturing. In 2006-07, the company expects to post revenues of Rs 1,290 
crore, up 62 per cent from its 2005-06 turnover of Rs 793 crore. "By 2008- 


09, our revenues will surge to Rs 1,680 crore," says Vijay K. Magapu, CEO, 


L&T Infotech, which accounts for 5 per cent of the group's revenues and 10 








per cent of its profits. 
PEER PRESSURE a jon 
How it stacks up against select other Indian software companies. ware compiti น 

says: "We have taken a 

conscious decision to cre- 
Infosys Technologies 9039 28 2421 25 ate shareholder value 
Wipro ss à 0$ 1102644 20 2020 19 | j | 


Larsen & Toubro Infotech 793 — 25 70 


15 originally envisaged)." 
Initially, L&T Infotech 
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on the wireless telecom 


and banking & financial verticals for growth. The strategy has paid off. Over 
the last five years, the company has recorded a compounded annual 
growth rate of 15 per cent in its net profits and a 25 per cent CAGR in sales. 
“We hope to be among the Top 5 Indian IT companies by 2010 and the world’s 
#1 in the manufacturing vertical,” says Magapu. . 


102 BUSINESS TODAY 


JUNE 3 00 


UMESH GOSWAMI 


Kuwait, mainly to capture a slice of 
the mega construction boom in 
West Asia. These, too, are paying 
handsome dividends, albeit, from a 
small base. In the nine months 
ended December 31, 2006, 1 &T's 
international subsidiaries and asso- 
ciate companies reported a 230 per 
cent surge in net profit to Rs 56 
crore (Rs 17 crore) on a 67.5 per 
cent rise in total income to Rs 789 
crore (Rs 471 crore). L&T Oman 
and L&T Saudi Arabia, which oper- 
ate in the EPC space, L&T 
Electromech, which operates in the 
electrical & instrumentation space in 
the oil and gas sector, and L&T 
International FZE, which is involved 
in commodities hedging, are the 
biggest components of its global 
operations and account for 84 per 
cent of the total income reported by 
the international s&A companies. 
Says Agarwal: “The international 
ventures are still very small and 
account for a mere 3-4 per cent of 
the group's turnover." Together, 
these four are valued at Rs 1,425 
crore. "Over the next 3-4 years, 
these companies will begin to make 
a meaningful (read: over $1 bil- 
lion, or Rs 4,100 crore) contribution 
to our revenues," says Naik. 

Is there, then, a chance that 
sometime in future, one or more 
of the subsidiaries will actually out- 
shine the parent? It's still too early to 
call, but “by 2015 we will list 10 of 
our subsidiaries on the bourses,” 
says J.P. Nayak, Whole-time 
Director & President (Machinery 
& Industrial Products), L&T. If 
you're a betting man (or woman), 
you could do worse than back one 
or more of these 10. And L&T, by 
then, will have emerged as a con- 
glomerate straddling almost every 
point of the corporate value chain. 8 
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Spain is a leader in well-being and quality of life Spain currently has the second largest installed 
and has reached an excellent level of socio- wind power capacity in the world (*), and is one of 
economic development. Spanish businesses are the most advanced countries in the renewable 
very sensitive to the environment and sustainability energy sector. 


and are also outstanding in their achievements in 
technological research and development. 
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Spain is the world's second largest 
producer of wind power. 


(*) Source: EWEA (European Wind Energy Association), Data: 2005 
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The rising rupee is hurting exporters, and domestic 
corporate loans are getting expensive as the state 
combats inflation. But smaller players are hurt more 
than the bigger companies. Why? And, what must the 
State do to lessen the burden on industry? 
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BALAJI CHANDRAMOULI 


IAMONDS GLITTER. BUT NOT FOR THOSE WHO CUT AND POLISH 


, them. Reason: over the last year, the rupee has firmed up by 


as much as 10 per cent against the dollar. “Our margins are 
under 2-3 per cent and the currency movements have 
cost us dear as we realise lower returns for the same 


-— says Praveen Nanavati, a diamond trader in Surat, Gujarat. A few 
hundred kilometres north-west of Surat, the story is quite different. 
Reliance Industries’ 33-million-tonne Jamnagar refinery, which ex- 
ports over 70 per cent of its products, is hardly affected. "Reliance is nat- 
urally hedged due to large capital projects in hand as well as the higher 
purchasing power of domestic consumers," says P.M.S. Prasad, CEO (oil and 
gas business), Reliance Industries (RIL). 


The Class Divide 


The petroleum business scores over 
the diamond trade for more reasons 
than one. It overtook the diamond 
business to claim the pole position in 
India's export basket around two 
years ago. But more importantly, it 
highlights the ‘currency divide’. While 
large firms such as Reliance Industries 
are able to ride the currency shocks, 
smaller firms are left in the lurch. 
“Few exporters are allowed by their 
bankers to hedge exports proceeds 
against a rising rupee,” says Ganesh 
K. Gupta, President, Federation of 
Indian Export Organisations (FIEO), 
which represents around two-thirds 
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 debt/ Blunts Private Equity firms returns deal size is not large.” 

signals further capital controls The reason is not far to see. 
m... MS ha ; M Reserve Bank of India (RBI), the reg- 
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THE RISING TIDE 


Capital inflows into the country are on the rise. Will the government re-introduce controls? 
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ulator of foreign exchange controls in the country, 
has been conservative in letting go of controls on cap- 
ital flows into the country—only RBI authorised banks 
are allowed to issue hedge instruments. Hence, the 
hedge price is discovered in an inter-play between the 
few selected banks, rather than on an exchange where 
the number of players are far more, thereby facilitating 
a better price discovery. “So, if you are shopping for a 
hedge for, say, a $200,000 export order, it could cost 
you 0.5-1 per cent. Compare this with the stock ex- 
changes, where stocks are traded at a charge of between 
0.05 to 0.1 per cent," says Bhatt. Not surprisingly, 
some of the worst hit exporters are in the diamond trade, 
notwithstanding the fact that they enjoy a natural 
hedge—the raw material is entirely imported. 


Balancing Act 
The pace of liberalisation, however, gained momentum 
early this month, when RBI announced its annual mon- 
etary policy. The policy allows for greater capital flows 
out of the country—automatic approval for early 
prepayment of external commercial borrowings of up 
to $400 million (Rs 1,640 crore). *The day before 
yesterday's volatility is today's flexibility," said RBI 
governor Y.V. Reddy, after presenting the policy. 
But, clearly, volatility has a lot to do with the 
RBI's actions itself. Says Ajay Shah, a former advisor to 
Finance Ministry: “RBIs move to suddenly allow 
the rupee to appreciate after having spent more than 
$19 billion (Rs 77,900 crore) over the four months 
ended February 2007 in stemming its rise under- 
lines the unpredictablity of the monetary policy." 
This shift in strategy caught the exporters, who 


106 BUSINESS TODAY JUNE 3 


> , 
300 


16,000 
18,000 






22,182 


20,653 


24,993 








Governor 


Y.V. Reddy: 


Getting his 





were used to RBI calming the rupee, totally unawares. 
With an estimated 70 per cent of exports denomi- 
nated in dollars, RBI is clearly to blame for their plight 
as they were not forewarned. 

While RBI appears to be attempting a soft landing for 
the rupee—by exposing it to the forces of demand 
and supply—the collateral damage is extensive (exports 
are hit, while cheaper imports could injure domestic 
industry) in the absence of financial instruments to 
soften the blow. 

While the issue of capital controls simmers, inflation 
control continues to be RBI’s prime objective. Inflation, 
measured by the rise in the wholesale price index, 
reached a peak of 6.7 per cent before calming to a lit- 
tle over 6 per cent. But not before RBI affected interest 
rate hikes on five occasions in an attempt to curb liq- 
uidity and, consequently, the purchasing power of 
consumers. On the other hand, it purchased dollars 
from the market (to stem a rising rupee, and thus ensure 
competitiveness of exports) and drained the rupees 
by getting the government to issue securities (else, 
excess liquidity will drive up inflation). This comes at 
a price: Rs 2,500 crore for soaking up the rupees 
released into the market during the four months ended 
February 2007. Furthermore, the interest rate on the 
government bonds has risen by 55 basis points to 7.89 
per cent during fiscal 2006-07, as investor appetite for 
the bonds is on the wane. 

While this increases the financial burden on the 
exchequer, there is obviously a limit beyond which 
priorities are reflected. A recent proposal by RBI to 
seek an open-ended account to ‘sterilise’ the rupee 
using government securities was turned down by the 


Finance Ministry. Its 
argument: while inf- 
lation affects all of us, 
a strong rupee affects 
only exporters. 
Hence, protecting 
the interest of the 
exporter at any cost 
(repeated purchase of 
dollars and its conse- 





Globalisation 
Growth ^» GDP 


Globalisation curve is steeper than GDP 
So, why capital controls? 





ever, well aware of the 
possibility of a negative 
investment sentiment in the 
event that capital flow con- 
trols are re-introduced,” 
says a senior finance min- 
istry official. Adds Yogesh 
Mathur, CFO, Moser Baer 
India: “ECBs are certainly 
attractive and constitute 


quent sterilisation to 30.65 C 47.69 45.95 44.93 4421 around 20-30 per cent of 
avoid excess liquidity) mom um — — asp Our total borrowings. 


is not acceptable. 

On its part, late 
last month, the 
Finance Ministry 
decided to intervene and apply filters on the flow of 
capital into the country— preferential shares will be 
treated as external commercial borrowings (debt) and 
not as equity. The reclassification was more than 
academic in nature—it signalled to the market the 
government's intent to review the quality of capital 
entering the country (See The Rising Tide). And, typ- 
ically, debt would be the first in the line of fire. 
Here's why: While raising debt overseas is a cheaper 
option for several credible corporates, it would, for a 
good part, involve immediate conversion into rupees— 
which, in turn, would stoke inflation. *For the 
moment, ECBs upto $500 million (Rs 2,050 crore) do 
not require government approval. The government is, 
however, studying various options. We are, how- 


P. Chidambaram: Inflation is a concem, but what about exports? 





แพ พ GDP. Gross Domestic Product — IB ($/Rs) 
Two-way capital flow equals country’s total capital 
inflow + outflow; reflects extent of globalisation 
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Hence, any restrictions on 
this count will impact our 
cost of borrowings.” 
While the state is busy 
debating incremental measures to curb inflation and 
control the rupee exchange rate, the forces of globali- 
sation have already seeped deep into the country's econ- 
omy. And, what better measure than the two-way cap- 
ital flows, which is as much as 67 per cent of the GDP. 


The Holy Trinity 


Past experience often decisively shapes the future 
outlook of not only individuals but also institutions— 
the balance of payment crisis in 1990-91, when the 
country did not have foreign exchange reserves to pay 
for even a week's imports certainly shaped RBI's con- 
servative approach to capital controls. *At present, 
however, we can support 18 months of imports and 
hence, RBI can surely accelerate the pace of capital flow 
liberalisation," says U.R. Bhatt. 

Easing the barriers quickly will help for other 
reasons too. The State is in the grips of a policy lim- 
itation in the monetary domain—theoretically, it 
cannot control the holy trinity—inflation, domestic 
interest rates and capital flows. It has already partially 
let go of one—capital flows, with RBI playing the 
main doorkeeper, monitoring Fil inflows into the 
country. Surely, the need of the hour is to embrace 
globalisation, in a manner that industry does not get 
hurt. And for that, RBI will need to loosen up its 
regulations and allow financial instruments like deriv- 
atives and bond markets to thrive. 

Evidently, the exporters are justified in seeking 
currency props only to the extent of absence of reforms 
that impede their ability to work on their costs and pro- 
duce the same goods at lower prices. “Policy makers 
have to ensure that real sector (labour, infrastructure) 
reforms precede financial sector reforms for Indian 
industry to benefit from globalisation,” says Shankar 
Acharya, former Chief Economic Advisor, Ministry of 
Finance. And, therein lies a key test of governance. 8 
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Its a Rs 1,000-crore industry and is expected to 
grow exponentially. Little wonder that PE players, 
and large media houses such as Rupert Murdoch's 
News Outdoor and a host of others want a piece of 
the out-of-home media pie. SHAMNI PANDE 








[' NOW BEING CALLED THE 

“Zapak effect" for the instant 

recall that the outdoor campaign 
has managed for gaming portal 
zapak.com this year—punching 
home the message that outdoor is 
the place to be for brands want- 
ing remote- and surf-proof con- 
nect with consumers. There's a 
growing ripple of awareness—pri- 
vate equity (PE) players have swo- 
oped in, MNCs are scouting around 
for partners and large and mid- 
sized regional players are basking in 
the attention they're receiving from 
the big boys of the game. 

Flagging off the action late last 
year in the category that is called 
OOH (out-of-home), UTI Ventures 
announced an investment of $10 


million (Rs 45 crore then) for an 
undisclosed minority stake in 
Laqshya Media, an OOH company 
headquartered in Mumbai. This 
was followed by the allocation of a 
larger sum of Rs 100 crore, of which 
Rs 20 crore was placed as the first 
tranche in vJive Networks, part of 
Digital Music India, ไท ท Matrix 
Partners India. And large players 
like Anil Ambani’s R-ADAG and US 
media giant Viacom are waiting for 
the right cue to take the plunge. 

Nearly $100 million (Rs 410 
crore) has already flowed into the 
OOH sector from PE companies. And 
expectations are that this amount 
will double over the next three years. 
There are unconfirmed reports of 
talks between Sequoia Capital India 
and outdoor player DSN. Bangalore- 
headquartered Serve and Volley, 
another OOH company, is also said to 
be on the radars of PE funds. 

So, why is everyone sitting up 
and taking notice of a segment that, 
at Rs 1,000-crore in annual rev- 
enues, makes up only about 6 per 
cent of Rs 16,300 crore ad pie 
(2006 figures) and growing at only 
10 per cent compared to radio (58 
per cent growth) and the internet 
(52 per cent)? 

The obvious attraction is its mas- 





sive future earnings potential. How? 
Over the next five years, the gov- 
ernment and the private sector are 
expected to spend about $350 bil- 
lion (Rs 14.35 lakh crore) on vari- 
ous infrastructure projects across 
the country. A portion of this 
money will be raised from the sale 
of advertising space on the project 
sites. “We think outdoor advertising 





"Online and outdoor advertising 
are the next big things for the 
media industry and will witness 
explosive growth" 

A.P. Parigi/ MD & CEO/ ENIL 


INVASOD พ ร จ พ ก 


can help fund the development of 
infrastructure in cities," says Sanjay 
Jaju, Special Commissioner, Greater 
Hyderabad Municipal Corporation, 
which has floated a scheme called 
*Fund Your City" for this purpose; 
and projects worth Rs 55 crore 
have already been assigned. “We 
have just invited another round of 
bidding under the scheme,” he says. 
The funds raised are being used to 
build public toilets, footpath barri- 
cades, bus shelters and the like. 
New Delhi, Mumbai, Kolkata, 
Bangalore and Chennai have also 
benefited similarly. 

This, then, will be the template 
for things to come. "Governments, 
municipalities, airports and railway 
stations are slowly waking up to 
the fact that they need to award 
contracts for longer tenures; only 
then will outdoor companies invest 
substantially in infrastructure," says 
Sam Balsara, CMD, Madison 
Communications which also offers 
OOH solutions under MOMS and 
Platinum. The natural corollary: 
Indian cities will benefit. “Our in- 
ternationally-designed bus shelters, 
being installed in Bangalore, cost 
Rs 7 lakh each as opposed to the 
traditional ones that cost Rs 70,000. 
We are participating in other such 
projects in other cities," says 
Sumantra Dutta, MD, News 
Outdoor, a wholly-owned sub- 
sidiary of Rupert Murdoch’s News 
Corporation, which has OOH op- 
erations in nine countries. 

Times Innovative Media (TIMPL), 
which manages Times OOH Media, 
a wholly-owned subsidiary of 
Entertainment Network India (ENIL), 
is believed to be the largest national 
player in this space; it has bagged 
the contracts for outdoor advertis- 
ing at the Mumbai and Delhi air- 
ports, which are said to be worth 
Rs 250 crore and Rs 150 crore, re- 
spectively. The next big opportunity 
that has outdoor advertising com- 
panies drooling is the one offered by 
Bangalore Airport and, subse- 
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quently, other airport privatisation 
projects in the country. 

Fund houses, naturally, are keen 
on riding this approaching crest. “I 
must have looked at least at 20 
companies before deciding to in- 
vest in vJive," says Avnish Dajaj, 
MD of Matrix, adding that its latest 
broadband technology that seeks 
to convert consumers at the point- 
of-purchase was a clear differen- 
tiator in an industry that has tradi- 
tionally seen OOH as being restricted 
to hoardings. v Jive offers LED screen 
at different points in stores and is 
able to relay precisely the message 
that is relevant to a certain shelf/con- 
sumer at a store. It's called *mo- 
ment-of-truth-advertising" or MOTA, 
and kicks in when actual buy-deci- 
sions are being taken. Then, 
*Laqshya is among a handful of 
companies that has put in place a 
proper management team to lead its 
foray into this sector. It has also 
set up a subsidiary in Dubai that 
has bagged the contract for setting 
up air-conditioned bus shelters 
there," says S.N. Rajesh, Director, 
PE, UTI Venture Funds. 

It's still a highly unorganised in- 
dustry, but companies operating in 
this space typically record internal 
rates of return (IRRs) of 15-30 per 
cent. Given the multi-billion dol- 
lar top line potential of this sector, 
it’s not surprising why investors are 
pouring in. 

The competition is clearly hot- 
ting up. Clear Channel, a leading 
global brand, has already bagged a 
lucrative contract from the Delhi 
Metro Rail for advertisement rights 
inside stations. “The race to ‘own’ 
properties and consolidate gains 
will lead to lots of M&As,” says 
Sanjay Shah, CEO, StarSight, the 
OOH division of Starcom. 

Currently, the market is highly 
fragmented, with more than 5,000 
site Owners—a situation tailor-made 
for consolidation—but there are 
agnostics who believe that this state 
of affairs will continue for some 
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“We're hungry for growth and will 
look to partner anyone who has an 
appetite for growth’ 


Sumantra Dutta/ MD/ News Outdoor 
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more time. “The entry of STAR and 
Clear Channel was expected to lead 
to a consolidation, but nothing sig- 
nificant has happened,” says Balsara. 
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His view has influential takers. 
“We are hungry for growth and 
will look to partner anyone who 
has an appetite for growth and is 
progressive. But this industry is 
dominated by family-owned busi- 
nesses that are more emotional than 
rational in their approach. We are 
talking to some of them... maybe 
we will be able to make an an- 
nouncement shortly," says Dutta. 

It’s a sellers’ market and the 
smaller players are in no hurry to 
cash out. Says Srinivas Maganti, 
MD, Uni Ads, a Rs 30-crore com- 
pany that has a pan-Andhra Pradesh 
presence: “We have been ap- 
proached by many players, includ- 
ing News Outdoor, but I need to 
understand their vision (before de- 
ciding on an alliance).” 

But not every large player is keen 
on gobbling up its regional coun- 
terparts. “We are not looking at 
takeovers,” says Pramod Bhandula, 
MD, JC Decaux Advertising India, 
“we are interested in long-term 
investments in contracts that come up 
for development.” The company has 
agreed to pay New Delhi Municipal 
Corporation a minimum guarantee 
of Rs 20 lakh per month for 15 
years for ad space in bus shelters; it 
will also share 16 per cent of its 
revenues with the corporation on 
any income beyond Rs 20 lakh. 

The opportunity, clearly, is mas- 
sive. But there are pitfalls as well. 
There is no national policy on out- 
door advertising. “International 
players will hesitate to make 
substantial investments as site 
ownership is subject to government 
permissions and individual whims,” 
says Balsara. 

But it’s the future that everyone 
is betting on. “These are early days 
and we think online and outdoor 
advertising are the next big things for 
the media industry and will witness 
explosive growth,” says A.P. Parigi, 
MD ๕ CEO, ENIL, which is part of 
the Times Group. He should know; 
he's the big bull in this market. m 
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5 THE CHAIRMAN & CEO 

of $2.36 billion Mercer, 

Michele Burns heads 

the largest human 

resource consulting firm 
in the world, with 15,000 employ- 
ees in 180 different cities. Yet, the 
interesting thing is, before she took 
over her current job in September 
last year, Burns was a numbers per- 
son, not a people’s person. She was 
the chief financial officer at Marsh 
& McLennan Companies (MMC), 
Mercer's parent company, and prior 
to that she was a Chief 
Restructuring Officer, responsible 
for turning around another MMC 
subsidiary, Mirant Corp. So, the 
crossover from the world of hard 
numbers to touchy-feely people 
issues must have been daunting for 
Burns, right? Not really, says the 
lady, who's also on the boards of 
Wal-Mart and Cisco Systems. After 
all, the accountancy major began 
her career in consulting with Arthur 
Andersen and for 18 years worked 
closely with various clients. Recently 
in India on her first visit as Mercer 
CEO, Burns, accompanied by 
Mercer’s head of Asia, Rajan 
Srikanth and India head, R. Sankar, 
spoke to Br's R. Sridharan on peo- 
ple issues and India plans. Excerpts: 


If you talk to CEOs around the world, 
they will tell you that human capital 
management is the single thing they 
most worry about. So, is managing 
people going to get easier or a whole lot 
harder in the years ahead? 

[ think it's going to be at least as dif- 
ficult, if not more. This is a period 
of time when (CEOs) understand 
that people can make a difference. 
If you look at it in a different way, 
the last decade has been the decade 
of technology-fuelled productivity. 
Now is the turn of the knowledge 
economy. There are two things hap- 
pening. One, we have to continue to 
improve productivity because that's 


how we continue to have the econ- 
omy grow. But people aren't 
machines, so the soft side of people 
and the soft side of engagement 
and the soft side of working with 
creating productivity through positive 
re-enforcement such as training, de- 
velopment and career pathing are 
the new ways in which the CEOs and 
their HR directors and CFOs will 
seek to boost productivity. 


Having said that, is there a disconnect 
between what CEOs profess and what 
they do? For example, how many CEOs 
are there who were, say, HR directors? 
More likely than not, they would have 
been heads of marketing or finance. 

I think that (view) is much more 
historical in nature, and it depends 
on the industry. But practically 
speaking, HR organisations have been 
viewed as less strategic and perhaps 
haven’t taken that seat at the table in 
a real strategic way. In a way you 
could argue that maybe finance was 
viewed the same way. Finance was 
viewed as a very important function 
in a corporation, and depending 
on the company it had different 
seats at the table. But it was not 
necessarily viewed as a strategic part- 
ner. But after 9/11 all the economies 
experienced a hiccup that they hadn't 
ever experienced as a globe before, 
and CFOs became even more impor- 
tant at their tables. I would suggest 
to you the same things would begin 
to happen now, because now people 
issues are the leading indicator. So 
what does it mean? The HR direc- 
tors of today, the key HR people 
have to make sure they meet that 
strategic imperative. So, when the 
CEO does link the two and looks at 
both, the CFO and the HR director, 
the HR director needs to be able to 
deliver strategic advice and be able 
to take that seat at the table. 


Talking about workplace, my sense is 
that the workplace is changing faster 


than the tools and techniques compa- 
nies currently have to manage it. Is 
that perception correct? 

That's an excellent question. But | 
really don't think there are that 
many different value drivers and 
that many fundamental things that 
you have to do. When I made a 
presentation recently, some of the 
statistics that were relevant to the 
Indian employer, if you read it, vou 
could have been anywhere. So, trust 
in the employee-employer rela- 
tionship, appropriate pay, reason- 
able work-life balance...it doesn't 


"THIS IS A PERIOD 
OF TIME WHEN 
CEOS UNDERSTAND 
THAT PEOPLE CAN 
MAKE A 
DIFFERENCE. NOW 
IS THE TURN OF THE 
KNOWLEDGE 
ECONOMY". 


matter what company you are in 
and what country you are in. Those 
tend to be the things that drive 
employee engagement. 


What | meant was, if you look at the 
workplace today, you are dealing with 
knowledge workers, and not the blue- 
collar variety. So, the tools and tech- 
niques one would need to measure 
their performance and reward them, 
and to motivate and retain them would 
be different. 

It's a complex issue, but people 
have been doing it for quite a while 
now. Cisco Systems, Google and 
Microsoft are relative newcomers, 
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but they have attracted talented 
people and created very sticky 
cultures. 

Sankar: Particularly for large com- 
panies, what's important (in dealing 
with such issues) is a willingness to 
look at the workforce in a seg- 
mented way. That is, not all people 
are the same and to engage people 
who have different needs. For 
example, an R&D guy doesn't nec- 
essarily care for a vertical career or 
titles...like every two years becom- 
ing a general manager or VP or any- 
thing like that. His needs are some- 
what different. Are we in a position 
to recognise those needs and keep 
those employees, valuable employ- 
ees engaged and keep them engaged 
as to deliver on their aspirations? To 
my mind HR managers are not 
proactive enough. They want to 
follow; *oh, somebody is doing it, 
it’s best practice’, and by the time 
they think it's time to do some- 
thing, the guy has left. We are not 
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innovative enough to say *this group 
needs to be treated differently’. 


Retention is proving to be a major prob- 
lem as well. Everyone is expanding, 
everyone is scrambling for people, and 
people are able to leave jobs more eas- 
ily. Is it safe to say that high attrition is 
here to stay? 

In this economy, employee attri- 
tion and retention will be an issue 
for years to come not days or 
months. Part of the issue is fuelled 
by a couple of things: you've got 
immense growth, with Indian com- 
panies growing and multinational 
companies growing here. The other 
part is, despite India's large pool of 


AT IS TRUE THAT 
GOOD BUSINESS 
PERFORMANCE 
DRIVES PEOPLE 

TO STAY WITH A 
COMPANY BUT HIGH 
PERFORMANCE 
COMPANIES DON'T 
ALWAYS HAVE HAPPY 
EMPLOYEES" 









graduates, most of them need to be 
trained to put to work. So, the 
actual shortage is even bigger. But 
retention is about employee 
engagement. If you build an 
engagement model that engages 
employees, it makes the emplover- 
employee relationship more sticky. 
The local company here has to 
compete with multinational com- 
panies for talent. However, multi- 
national companies should not rely 
solely on the strength of their 
brand. It can lead to some false 
starts in the area. 


That's an interesting point because 
even in our Best Companies to Work for 
surveys (where Mercer is the knowledge 
partner), we don't have too many MNC 
brands in the top 10. 

Sankar: In fact, that's a point that 
came up in our presentation earlier 
this afternoon... 

Srikanth: Actually, (the delegates) 
were reading into it more than what 
Shankar eventually let them. They 
were saying, ‘Hey, look maybe it 
means multinationals don't have 
employee value proposition right’, 


So are MNCs depending too much on 
their brand? 

| don't know this. But I would sus- 
pect multinationals know one other 
thing and which is, they have the 
brand perhaps to leverage, but gen- 
erally local companies are going to 
have an advantage because they are 
local companies and people feel 
that way. People feel positively 
about local companies and about 
local companies doing well. That's 
true everywhere... 

Srikanth: | think it’s a market 
maturity thing. India has reached a 
point where people have a choice 
and people actually have evidence 
out there, they believe that Indian 
companies are much better 
employers and have much better 
prospects. The pride has come back. 
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When I studied here, that was never 
the case. 


But could it be that MNC employees are 
more demanding and have higher 
expectations of their employers than 
people working in Indian companies? 
Sankar: We haven't found that... 

Srikanth: | think each is demanding 
in their own way. 

Sankar: If you are working in a 
multinational company, manage- 
ment is more process driven. 
There’s a way to do things and 
you follow rules, processes and so 
on. That can be a huge plus and 
also be a huge minus. The minus 
aspect is very important for pro- 
fessionals who want to make things 
happen and who want to be 
empowered to deliver. They see 
that beyond a certain point you 
can’t do that in a large corporation. 
If you are an Indian company you 
probably need to empower because 
you don’t have the systems of a 
large MNC. So that’s a big motivator 
for somebody who wants to say, ‘I 
built this company’. 


Another interesting thing that emerges 
from our surveys is that best employers 
need not be the best companies in 
terms of market performance... 
Sankar: ...or even compensation. If 
you just look at the list, there’s 
hardly one of them that is at, say, 
the 75th percentile in pay in their 
industry. That’s a striking feature, 
yet they are rated amongst the best. 
There are some things that matter 
beyond compensation. 

Burns: From my perspective, it must 
mean—I don't know the compa- 
nies—that despite the companies? 
performance, they have built an en- 
gagement model where people will 
stay even through that. Because it is 
absolutely true that good business 
performance drives people to stay 
with companies. But high perform- 
ance companies don't always have 
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happy employees. They 
have one of the factors 
already, and which is à 
reason to stay, and it's a 
matter of *do they com- 
municate well, do they 
involve the employee, 
whether the employee 
feels a part of that, that 
they are successful’. 
Sankar: If a company 
continues to under-per- 
form significantly, then 
happy employees will 
cease to be happy after 
a while. 


So, what's the secret 
sauce that goes into keep- 
ing employees happy? 

First of all, if you were 
to look at an employee 
engagement survey, 
you would not find the 
top thing being com- 
pensation at all. The 
top thing is trust in 
management. So, really 
to me that very metric 
is a combination of two things. 
There’s a lot of engagement right 
through, and you have to have an 
environment of transparency. The 
second thing is, throughout the 
middle management you have to 
have a consistent communication 
cascade. That you are communi- 
cating what the company is doing, 
why the company is making the 
decisions it’s making, and the team, 
far beyond the top senior manage- 
ment, has to be aligned to com- 
municate that all the way through 
the line. That’s the first driver. The 
second one can be compensation. 
Sankar: It’s the fairness of compen- 
sation, relative to your peers, which 
seems to be more important than the 
absolute amounts. ‘How am I being 
paid relative to my peer?’ is what 
people are more concerned about, 


rather than ‘I should be the best paid 





“IF YOU BUILD AN 
ENGAGEMENT MODEL 
THAT ENGAGES 
EMPLOYEES, IT 
MAKES THE 
EMPLOYER- 
EMPLOYEE 
RELATIONSHIP 
MORE STICKY” 


employee on the face of the earth.’ 


Finally, how significant is India in 
Mercer's scheme of things globally and 
what are your plans here? 

India is a very key focus area for us. 
Asia in general is a key focus area, 
given the size and breadth of the 
firm. In India, we believe we are 
the consultants of choice in many 
ways, and we want to continue to 
be that in a very meaningful way. 
Secondly, we see India as a place 
where we can have a more general 
operations centre or global opera- 
tions centre. We are already doing 
little bits of benefits administration 
work, actuarial work and data min- 
ing work. We are around 400-plus 
employees, but we expect that to 
continue to ramp and | would be 
very surprised if we are not into 
1000s easily in a couple of years. 8 


Your potential. Our passion 
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A growing number of companies are supporting a 
workforce filled with people who perform their jobs outside 
of the office. By giving their people access to the real-time 
data and vital information they need to do their work while 
on the go, these companies are seeing many benefits. These 
benefits include greater worker productivity by decreasing 
time lost while on the road or telecommuting, greater 
efficiency by replacing paper-based processes, and increased 
customer satisfaction because workers can respond to 
customers quickly, even when they are away from the office. 
In addition, organizations can take advantage of scalable 
and flexible solutions that adapt to their business needs as 
they grow. Companies now realize that mobile solutions can 
be used to drive a competitive advantage and are making 
"mobile workforce enablement” a technology priority. 


However, while mobile solutions offer many benefits, some 
enterprises may also encounter management and 

IT challenges such as managing the costs, increased 
complexity, and concerns over the security of data accessed 
from and stored on remote devices and mobile PCs. To 
combat these challenges, organizations can use their 
existing technology investments to help reduce costs, while 
investing in innovative technologies that can help enhance 
security. 


This paper describes the benefits of Microsoft supported 
mobile solutions. These solutions are scalable, extensible, 
and use existing and familiar infrastructure. The right mobile 
solution can be a real competitive advantage, helping 
companies extend the advantages of being in an 

office - quick communication, easy collaboration, high 
productivity, and connection to business resources - to 
employees who are on the road or working from home. 





Mobility is a growing trend among global organizations. 
Some of these trends include: 


Time spent away from the office desk, resulting in 
higher mobile email needs: Workers will spend an average 
of nearly 40 percent of their time away from the desk - a 
factor that will massively play into mobilizing millions of 
corporate inboxes this year.’ 


Adoption of mobile devices in organizations: According 
to a 2005 IDC study, over 57 percent of organizations are 
supporting mobile devices, and this percentage is rapidly 
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1 "Mobile Business Application Outlook.” Strategy Analytics. January 2006 
2 IDC. “Mobilizing the Enterprise in 2006." Doc #33677. July 2005 
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growing. In addition, mobile PCs have already been widely 
adopted among organizations, with nearly 75 percent of 
organizations supporting wireless-enabled mobile PCs.’ 


Tecnhnology prioritization of mobility: IT departments 
are prioritizing investments in mobile technologies. Gartner 
surveyed 400 global CIOs and found that "mobile workforce 
enablement" ranked third as a technology priority for 
calendar year 2006. 


Organizations are satisfied when they deploy mobile 
solutions: IDC reports that "most organizations 

(80 per cent) that have mobilized at least one application 
reported that such deployments have either met or 
exceeded their organizations' IT or management 
expectations." 


increased adoption of Wireless Local Area Networks 
(WLANs) adds to the need and value of mobile PCs in 
the enterprise: When asked for which applications 
enterprise organizations are planning to use WLANs, 

66 percent indicated it was to improve employee mobility.’ 


| “Through mobile technologies, companies have the 

| potential to catalyze changes ranging from incremental 
productivity improvements to a radical redefinition of 

_ business processes." 


| Daley, Ellen. “Enterprise Mobility.” Forrester. March 15, 2006. 


"Core business applications are becoming mobile and are 
broadening the footprint of mobile applications in 
companies. As the benefit of mobile applications like 
wireless email and employee content is recognized in the 
organization, companies push mobility deeper into the 
business to realize even more benefits, ushering in the 
next phase of mobile adoption.” 








Daley, Ellen, with Gray, Benjamin and Zetie, Carl, "Mobile Application | 
Adoption Leaps Forward" Forrester. August 16, 2005. | 
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Mobile solutions are helping to create real business value for 
organizations by increasing efficiencies and helping 
employees better respond to customers. Companies are 
evaluating the mobile needs of all their information workers, 
beyond those in the field. And mobile solutions have grown 
far beyond accessing email. 
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3 "Gartner Survey of 400 CIOs Shows Transformation of IT Organisation is 
Accelerating.” Gartner press release, 
http;//www.gartnercom/press releases/asset 43678 .html, January 2006 

4 IDC. "Mobilizing the Enterprise in 2006." Doc #33677. July 2005 

5 "The State of IT infrastructure Adoption.” Forrester. October 2005 ไม 
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Today, doctors send prescriptions electronically to the 
oharmacy from their mobile PCs or handheld devices, 
nsurance companies manage claims through electronic 
forms instead of paper processing, and field service is 
conducted using devices that upload customer information. 
Mobility is helping to improve business productivity and 
processes, and companies are learning how to create a 
competitive advantage by helping to give their mobile 
workforce the ability to: 

* 5 ล ง อ time and increase productivity by quickly and easily 
accessing information when they're away from the office. 
Better respond to customer requests with access to email 
and vital business information when workers are away 
from the office 

* improve sales cycles and forge closer relationships with 
customers and partners by giving sales professionals and 
teams access to information that can help them provide 
information, improve responsiveness, complete a sale, 
or simplify a process for partners 

* Improve collaboration by staying engaged with team projects 
while out of the office through innovations, such as the ability 
to edit documents simultaneously, use of Web-based 
collaboration spaces, and access of files when remote 

' Reduce field service data errors by replacing paper-based 
processes with electronic forms for remote workers 


» Gain a competitive advantage by adapting to market 
demands more quickly through scalable solutions that are 
customizable and simple to deploy and manage 

+ Reduce costs and complexities by implementing a secure, 
adaptable, and integrated mobile solution that uses 
existing technology investments 


Microsoft delivers familiar, easy-to-use programs and tools 
with new enhancements so your people can work more 
»fficiently - wherever their business takes them. 





3usiness success today comes from giving your people the 
technology they need to amplify their capabilities and do 
/aluable work even when they are out of the office. In 2006, 
the number of mobile professionals was projected to grow 
to roughly two thirds of workers." When workers are in the 
office, they use information-work software such as the 
Microsoft® Office system; take advantage of communication 
and collaboration tools like email, instant messaging, and 
team workspaces; and have access to business data. 
Microsoft" products can extend these resources to people 
working away from the office. 


The following business scenarios illustrate some of the ways 
that mobile workers are using technology today to improve 
their productivity, increase responsiveness, and access data. 


Sales 


Company ieaders and managers of sales teams are concerned 
with growth goals, customer retention, and the productivity of 
their sales forces. Mobility solutions that help sales people 
respond quickly can speed key activities such as sales 
transactions and responding to customer inquiries. For 
example, Microsoft Dynamics'" CRM Mobile 3.0 on Windows 
Mobile * powered devices helps sales people access customer 
information on the go. With Windows Mobile powered 
devices and Windows Vista" -enabled mobile PCs, supported 
by Microsoft Office Live Communication Server and 
Microsoft" Exchange Server 2007, sales people can 
communicate with others while on the road and between 
sales calls. When sales people are making a presentation to 
customers, Windows Vista-enabled mobile PCs help them 
deliver better presentations and offer new ways of sharing 
documents with customers. Location no longer has to prevent 
a mobile worker from responding to customer emails, 
updating customer reports, or preparing for customer 
meetings. This productivity can lead to a higher level of 
customer service, customer satisfaction and sales - and 
eventually increased revenue and profitability. 





Trevor is an account representative for an advertising agency. 
He's always on the road meeting with clients. Trevor needs to 
respond to customer requests immediately and stay up-to- 
date on client reporting, even when he's away from his desk. 
Trevor will be giving a presentation to a new account. He is 
working from his home office to prepare for the meeting, so 
he synced his Tablet PC running Windows Vista to his 
corporate network through a virtual private network (VPN) 
and pulled down his Microsoft” Office PowerPoint” 
presentation, which he has saved to the company server. 

He also accessed his company's Microsoft CRM system and 
selected historical information on the customer. All critical 
documents are now available on his Tablet PC in offline 
folders. As Trevor leaves home, he gets an email with updated 
information from one of his contacts on his Windows Mobile 
powered device or his Tablet PC. He makes the change on his 
device, knowing that it will be updated whether he needs to 
access his contacts from his Windows Mobile powered 
Smartphone or his Tablet PC. He also opens a Microsoft" 
Office Excel” spreadsheet that is in an attachment from one of 
his co-workers, viewing his team's budget. As Trevor greets his 
client, he quickly adjusts his Windows Vista Presentation 
Settings on his Tablet PC to ensure that system notifications 
are turned off as he delivers his presentation. As the client 
discusses the proposal, Trevor takes notes using pen support 


—————————————————— 
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6 "Mobile Business Application Outlook.” Strategy Analytics. January 2006. 
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*Connectivity and synchronization may require separately purchased equipment and/or wireless products (for example, WiFi card, network software, server 
hardware, and/or redirector software). Service plans are required for Internet, WiFi, and phone access. Features and performance may vary by service provider and 
are subject to network limitations. See device manufacturer, service provider, and/or corporate IT department for details. 
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Customer Success: Mobile Access to Customer Data Supports New Product Rollout for 


Medical Products Company 


Background: In late 2002, Conceptus, a California-based medical products company, received approval to 
market its Essure product in the United States. Anticipating rapid growth, the company needed to improve its 
efficiency and streamline the tracking of physician training on the product. 


Solution: in 2003, Conceptus began deploying Microsoft CRM (now part of Microsoft Dynamics), third-party 
software from the ISS Group and Axonom, and Microsoft CRM Mobile to create a customer relationship 
management system that integrated with its QAD business management software. 


Results: By 2005, office and mobile employees had access to a wealth of customer data, increasing efficiency and 
productivity. The company has reduced time spent gathering and reporting data from days to hours, while 
dramatically increasing the number of doctors certified to use its product. 


For more information: 


http://download.microsoft.com/documents/customerevidence/25024. Conceptus FINAL.doc 


and digital ink input on his Tablet PC, and he uses the Snipping 
Tool to capture a snip of a screenshot referenced by his client. 


The client has requested an updated proposal for tomorrow. 
After leaving the client's office, Trevor uses his Windows 
Mobile powered device to access CRM Mobile 3.0 to update 
the client's file about the meeting. Later, back at home, 
Trevor keeps his data consistent by using Windows” Sync 
Center to manage data synchronization between his Tablet 
PC and company server. He develops a formal proposal to 
deliver to the client the next morning. 


Customer Service and Support 


Customer service and support teams regularly work offsite 
and greatly benefit from technology that helps increase 
their efficiency when servicing customers. Field service 
people equipped with Windows Vista-enabled mobile PCs 
or Windows Mobile powered devices can access key 
customer information before they reach their customers. 


Using electronic forms on mobile hardware helps 
organizations to eliminate errors and costly manual 
processing required for paper-based forms. In addition, 
support professionals are better able to assist customers by 
connecting to applications remotely. These mobile solutions 
built on Microsoft technology can help ensure compatibility 
with line-of-business applications and integration with 
existing systems. 





Toby works for a medical device company whose customers 
are hospitals and extended care facilities. Toby installs and 
services a range of medical equipment. When a hospital in 
Toby's sales territory is having a technical issue that requires 
a service specialist, Toby is sent out to help the customer. In 
Toby's work week, no two days are exactly alike. Each 
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| and servicing equipment. They used handheld devices 
| running Windows Mobile software for Pocket PCs to 
$ 


| Infomill. Its solution, PartsArena, running on the devices, 
| makes detailed information from manuals accessible to 
users. Using a Bluetooth connection to their mobile 

| phones, it links to the company's service management 

| system so that technicians can place orders by simply 

| tapping the part onscreen. 





| Results: Improved accuracy of parts information has 
| almost eliminated ordering errors and has significantly 
| boosted customer-service levels. 


| For more information: 
| http://members.microsoft.com/CustomerEvidence/Comm : 
| on/FileOpen.aspx?FileName- 2094. Winterhalter final.do Y 


morning, Toby reviews his appointments on his Microsoft" 
Office Outlook® Mobile calendar using his Windows Mobile 
powered Smartphone. Today, the roads to his first 
destination are blocked with traffic. Toby stays on schedule 
by looking at up-to-the-minute data on traffic conditions on« 
his Windows Mobile powered Smartphone using a third- 
party application. The GPS device on his phone lets the 
operations manager know that Toby is the closest service 
person to meet an urgent hospital request. Toby uses 
Microsoft" Office Communicator Mobile to initiate a quick 








| Situation: Technicians at ware-washing manufacturer 


| Winterhalter spend most of their day in the field repairing | 


2 


| 


| record parts codes. However, they had to carry numerous 
| paper manuals to identify parts, and keying in complex 
| codes was error-prone. 


| Solution: The organization turned to Microsoft partner 
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sastant messaging session with his operations manager to 
monfirm the location of the hospital. 


"A hen he arrives, Toby pulls out his Windows Mobile 
mowered device. In the past, Toby used paper forms that he 
aad to fill out by hand. A data clerk back at the office 
“ouldn't always read his writing. With the Windows Mobile 
«olution, his handwriting isn't an issue. Also, the automated 
worms are pre-populated with information, which saves Toby 
ime and allows him to service more customers in a day. 





During his lunch break, Toby catches up on email on his 
sVindows Mobile powered Smartphone and checks his 
Dutlook Mobile calendar for his busy afternoon schedule. 
% ญ ู ห ล ท getting back into his van, he drives off, forgetting his 
Windows Mobile powered Smartphone. He has to turn 
round to retrieve it, but he isn't worried that confidential 
information will be at risk because he knows that his device 
5 password protected. Additionally, his IT manager could 
wemotely wipe the device of all information. 

















wlicrosoft-supported mobile solutions can help improve 

supplier relationships. On-the-go access to supply chain 
nformation helps lead to greater visibility into upstream and 
Jownstream activities. And partner relationships may 

smprove with new ways of communicating and sharing 
nformation. 


For example, providing your mobile employees with 
Microsoft solutions, such as Microsoft" Office Groove’ 2007 
on a Windows Vista-enabled mobile PC, can help facilitate 
information and data exchange with suppliers. 

A Windows Mobile powered device with access to business 
data like inventory usage can help an employee make 
prompt decisions. These technologies are part of a mobile 
solution intended to drive better responsiveness and more 
efficient process management. 





Shiaw-Ling is a purchasing agent for a chemical materials 
manufacturer. She is responsible for maintaining relationships 
with global suppliers. Shiaw-Ling travels frequently to mining 
facilities around the world to negotiate agreements and 
ensure that materials provided by suppliers meet her 
company's quality standards. 


At her field office, Shiaw-Ling lost connection with her 
corporate network while meeting with a fellow purchasing 
agent on a contract for a new supplier. To quickly share and 
jointly edit the Microsoft® Office Word document, she uses 
her Tablet PC running Windows Vista to initiate a session in 
Windows Meeting Space to set up an ad hoc network. Using 
Windows Tablet and Touch Technology, they are able to edit 
‘documents, open and move files, and take notes by touching 
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| infrastructure so that these staff members could work 
| more efficiently. 


: Solution: Centrica decided to upgrade its IT systems to 
| support the rollout of Windows Mobile technology. it also | 
๊ equipped executives and senior staff with Windows | 
: Mobile powered devices and Windows" XP Tablet PC | 
| Edition devices. | 


| Results: Executives are now able to access email, i 
๊ . calendar, contacts, tasks, and the Internet while on the 

| road, and on average they can find up to 90 minutes of 
| additional productive time each day. They are no longer 


| queries or authorize documents, ensuring that business 
| decisions can be made quickly and efficiently. 


| For more information: 
| http //download.microsoft.com/ 
| documents/customerevidence/840 Final Centrica.doc 


the screen with a pen or a finger. Once finished, she leaves 
the office to catch a train to the supplier's offices to review 
the contract. 


When at the site, the supplier asks Shiaw-Ling about her 
spend level. She accesses her team's Office Groove 2007 
workspace to easily retrieve and make changes to the team's 
budget forecast, even though it is a large Microsoft Office 
Excel 2007 spreadsheet. Using Groove 2007, she instantly 
creates a workspace for herself and her partner to use the 
retrieved data and put together a budget proposal. While 
working, she receives an automatic Groove alert that her 
manager has made a few changes to the team spreadsheet. 
She incorporates these new numbers into her budget 
proposal. 


The supplier agrees with the contract and Shiaw-Ling uses 
the pen and digital ink input to capture the supplier's notes 
electronically and document the transaction, saving 
everything on her Tablet PC. Shiaw-Ling returns to the office 
by train. She gets off at her usual stop, and as the train 
leaves, Shiaw-Ling realizes that she's forgotten her Tablet PC 
on the train. Fortunately, Shiaw-Ling's Tablet PC has new 
hard-drive encryption technology in Windows Vista, helping 
to make private information unreadable to unauthorized 
users. And luckily, the train's conductor found her mobile 
PC, and she was able to retrieve it the next morning. 








| Situation: Senior employees at international energy | 
| supply group Centrica travel extensively throughout the | 
! world. The company needed a new technology j 
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While some mobile solution providers focus only on devices, 
specialized software, or proprietary networks, 
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"In our view, the new upgrade of Microsoft will eun | 
] อ professionals using Windows Mobile powered | 
| devices a very well rounded mobile experience, including | 
| rich media capabilities (for example, Windows Media" | 
| Player 10) and familiarity with the Windows desktop look 
| and feel" 


Mathiaud, Antoine. “The Battle for Supremacy in Wireless Email: Market Update" | 


i iid 0 November 30, 2005. | 


Windows Mobile supports a range of innovative 
handheld devices using the familiar Windows interface 
and the widely supported Windows development 
environment. In India Windows Mobile has the widest 
range of Smartphones from leading device manufacturers 
such as i-mate, O,, HP Dopod. 


Windows Vista is the next-generation of the Windows 
operating system, which powers a broad range of mobile 
PCs, Ultra-Mobile PCs, and Tablet PCs with Windows 
Tablet and Touch Technology. Windows Vista features 
added security capabilities, improved productivity 
features, and enhanced support for mobile workers. 


Microsoft Dynamics CRM Mobile 3.0 is the mobile 
interface to Microsoft Dynamics CRM 3.0, enabling the 
mobile sales force to access the Microsoft Dynamics CRM 
interface from a Windows Mobile device. 


Microsoft Office Communicator Mobile delivers 
consistent, familiar instant messaging and Voice Over IP 
(VOIP) capabilities to any Windows device, mobile or 
desktop. 


Microsoft" Exchange Server 2007 provides more secure 
access to email, calendar, and contact data; remote device 
wipe; and innovations such as remote access to document 
sites. 


Microsoft" Office Enterprise 2007 with Office Groove 
2007 provides the next-generation of the familiar 
productivity suite, extending rich communication, 
collaboration, and coordination capabilities 


Microsoft offers a comprehensive and end-to-end approach 
to support business applications and mobile information 
workers. The Microsoft solution addresses both the business 
needs, such as increased productivity and improved 
customer service, as well as IT requirements for improved 
security, product integration, platform compatibility, and 
simplified deployment and hardware management. 


These mobile technologies are based on the Microsoft 
enterprise infrastructure: the same servers and software that 
many businesses already use for their data center, such as 
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Microsoft" Windows Server”, Microsoft Exchange Server anc 
Microsoft" SQL Server™, with capabilities that provide the 
same level of support for mobile employees as for those 
employees in the office. And as a company sees the need toss 
upgrade, the latest versions of Microsoft enterprise and 
information worker servers are designed to optimize 
mobility. These products include Microsoft Exchange Server 
2007 (unified messaging, calendar, and contact information: 
and Microsoft Office Live Communication Server (real-time 
communication and presence). 


In addition, Microsoft client-side applications such as Office 
Enterprise 2007, Office Outlook 2007, Office Groove 2007, 
and Office Communicator 2007, as well as the new Window 
Vista operating system that supports mobile PCs, provide 
the same level of functionality to mobile employees as to 
individuals working at desktop PCs. 


The goal of Microsoft is to make communication, collaboration, 
and coordination seamless and consistent, regardless of whethe 
workers are in the office or on the road. 


The following illustration shows the relationship between 
Microsoft mobility solutions, the strategic capabilities that 
the products enable, and the overall business value across 
different scenarios. 


Microsoft Mobility Portfolio Drives Business Value 
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Office. Communicator 2007 






Microsoft also supports the development of custom mobile 
applications by using familiar, widely used developer tools 

to create applications for the Windows environment. This 
enables an ecosystem of partners to create solutions 
designed for a mobile worker, at a lower cost for business 
customers. Plus, it offers mobile employees the same 

familiar Windows interface they already know. Microsoft 
mobile technology also supports a broad choice of mobile 
hardware to fit the role, work-style, and functionality 
requirements of people and organizations, giving IT greater - 
flexibility to tailor mobile solutions that meet a variety of " 
needs for their business users. 
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dvantages for Business 


he Microsoft integrated and comprehensive approach 
> mobility can help organizations: 

A coimerstone of Microsoft S strategy rests in the promise 
to make life easier for IT managers.” 


Mathiaud, Antoine. "The Battle for Supremacy in Wireless Email: Market Update” | 
Strategy Analytics. November 30, 2005. | 
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Improve workforce productivity: Extend the same 
information worker tools and business applications that 
employees use in the office to the mobile devices they 
use while they are on the road 


Increase customer retention and loyalty: increase 
customer satisfaction by giving customer-facing 
departments better solutions to resolve issues and find 
answers 


Foster communication and collaboration: Connect 
people to the information, systems, and expertise they 
need when they are out of the office to effectively 
communicate with customers, partners, and colleagues 


Improve data security: Help mobile workers protect 
vital business information on their mobile PCs with new 
hardware encryption and stronger security settings and 
security policies on their devices 


Maintain competitive parity: increase operational 
efficiencies, improve collaboration of mobile and remote 
workers, and improve overall responsiveness by keeping 
people connected to the business when away from the 
office 


Increase return on investment: Get more value out of 
existing systems and reduce the risks of locking into 
mobile solutions that may lack broader enterprise 
functionality by taking advantage of existing technology 
investments 


idvantages for IT 


he Microsoft approach to mobility helps the IT department 
ptimize the use of IT assets and minimize the cost of 
achnical resources in several ways as it: 


Uses existing IT skills and vast partner ecosystem: 
Microsoft products are built upon an existing body of 
development experience to reduce the cost and increase 
the choice and availability of mobile solutions without 
increasing burdens on IT resources 


Integrates with other Windows and third-party 
applications to provide mobile capabilities: With 
improved interoperability with Windows and other 
third-party software, Microsoft makes it easier to 
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| "Microsoft is helping to spawn innovation in — ng bi 
| offering enhanced flexibility for carriers and manufacturers 
| to customize features for devices, which will increase the 

| appeal of the OS in those channels.” 
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manage, configure, and maintain the systems that 
support a mobile workforce 


« Enhances security and reliability: Microsoft helps 


address the risks associated with lost hardware and vita! 
data with new capabilities built into the Windows 
platform such as devices running Windows Mobile 
software and Tablet PCs running Windows Vista that 
protect user data, confidential intellectual property, and 
transaction information 


» Iis scalable: Familiar and extensible technology can 
simplify the process of extending business applications 
and data to mobile users. Companies can then scale their 
infrastructure and applications quickly to address an 
increasing user base or meet new business growth 
requirements 


. Offers a simplified deployment: New Windows 
Vista-enabled mobile PC management tools simplify the 
process of deploying Microsoft products to help ensure 
that workers can be up and running quickly and cost 
effectively 


Delay, Ellen and Zetje, Carl. "Enterprise Mobile Devices Need Innovation? | 
2005. 1 


Forrester, June 9, , 


Microsoft mobile solutions help organizations support an 
increasingly mobile workforce by helping them 
communicate, collaborate, and work effectively whether in 
or away from the office. Microsoft can help enterprise 
organizations develop smart strategies for adopting and 
deploying mobile technologies, and with the Microsoft 
platform, tools, and technologies, companies can give their 
mobile workforce solutions that address their needs - both 
today and tomorrow. 
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For more information, visit 
http://www.microsoft.com/india/business/default.mspx 
http://www.microsoft.com/india/windows/mobile/default.aspx 


or contact a local Microsoft representative. 





You can also call Microsoft Connect Customer Services at: 

1800 102 1100 (Accessible from anywhere in India from Airtel land line and mobile phone) 
1800 111100 (Accessible from 36 cities in India from MTNL/BSNL land line) 
91-80-40103000 (Accessible from anywhere in the world from any telecom service 
provider that provides access to India) 


Microsoft Corporation (india) Pvt. Ltd. 
DLF Cyber Greens, 9" Floor, Tower A, DLF Cyber Citi, Sector 25A, Gurgaon - 122 002 





OUR FOURTH 
ANNUAL SURVEY 








In the fickle world of Dalal Street, no 
one ever gets everything right all the 
time. But these men come close. 
Presenting our fourth annual survey 
of India's Best Equity Analysts. 


SANJEEV PRASAD 
Kotak Securities 


SHIRISH RANE 
SSKI Securities 


JESAL SHAH 
JP Morgan 


MANISH SAXENA 
Deutsche Securities 


PRABHAI AWASTHI 
BRICS Securities 


PRIYANKO PANJA 
Edelweiss Securities 


RAHUL SINGH 
Citi Investment Research 





HEN THOUSANDS OF CRORES OF RUPEES MOVE IN AND OUT OF STOCKS 
based on your recommendations, you must have the equanimity of 
a Zen master and the genius of Einstein. It's a tall order, but some 
men do better than most others. Men such as the ones featured in this 
annual listing of best equity analysts in the country. Voted onto our 
list by some of the biggest fund managers on Dalal Street, these men (yes, much 
to our dismay, all the analysts on the list are men) have a reputation for making 
some of the best picks. Sure, they've perhaps had their share of lemons, but more 
often than not, they pick winners. Who are these analysts and how do they do it? 
You'll find answers to the two questions on the five pages that follow. 





SANJEEV PRASAD 


38, Head (Research-Institutional Equities) 
RESEARCH HOUSE: Kotak Securities 


SECTORS: Media, oi! & gas, telecom, chemicals 


OR SANJEEV PRASAD, LIFE HASN'T CHANGED MUCH. HE 
continues to be with Kotak Securities and the fund 
managers’ favourite—four years in a row. And nei- 
ther have things changed much for the BT reporter. The 
task of generating even a 300-word profile of Prasad con- 
tinues to be a challenge—thanks to the man’s shy and 
short replies. 

Ask him what he thinks of media valuations, and 
the reply is a cryptic one-liner: “I do not understand me- 
dia valuations. People are probably taking a long-term 
view.” Media is just one of the sectors that Prasad tracks. 
The others are oil and gas, telecom, and chemicals. The 
ir Delhi, uM Calcutta (1994 batch)-grad, who says he 
landed up in equity research “by accident”, has spent most 
of his working life at Kotak, where he heads a team of 22 
analysts. "Compared to a few years ago, we have to 
look at a lot more sectors now. Earlier, it was just rT, bank- 
ing, pharma, FMCG, etc. That has changed,” says Prasad. 
Ask him where he sees the markets going over the next 
one year, and he says, "My guess is that it would be 
10-12 per cent up from current levels. Whenever you start 
discounting fiscal 2009 numbers, the market would be in 
the region of 15,500," he explains. *But this depends on 
when the 2008-09 numbers start getting discounted and 
that, in turn, would depend on the mood of the market." 

What does the star analyst consider his best picks? H1 
Media and Gujarat State Petronet. And his big misses? 
Incredibly, Reliance Industries and the surge in tele- 
com valuations. 





T.V. MAHALINGAM 












SHIRISH 


35. Partnei 
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SECTORS: Cement, power, construction and real estate 


LISTING OF INDIA'S BEST EQUITY ANALYSTS IS NEVER COMPLETI 

without this 35-year-old. Shirish Rane garnered as many 

votes as Prasad (that is, seven) from the 19 fund managers that 
BT polled, and made the cut for the third year in a row. Rane, who 
tracks sectors such as cement, power, construction and real estate, 
has been doing equity research for nearly seven years (five of them 
with SSKI) and, unlike Prasad, always wanted to be an equity analyst. 
So after a two-year stint with Rajan Raheja’s Prism Cement and a 
year at CRISIL’s debt rating division, this Jamnalal Bajaj post-grad 
(1996 batch) jumped headlong into equity research. 

What was his best call in 2006-07? GMR Infrastructure, pat 
comes the answer. "When they came out with their iPO, people did 
not understand the airport infrastructure business. Take a look at the 
stock today." Indeed. It has almost doubled in the last one vear. Rane 
is also happy about his calls on Unitech (up 200 per cent) and 
Jaiprakash Associates (100 per cent), though he savs that the stock 
market has surprised him with its resilience in the face of spiralling 
inflation and rising interest rates. Talking specifically of the real es- 
tate sector, he says, “There will be a few ups and downs like what 
we've seen over the last year or so, but overall it's a positive story". 

So, what, according to Rane, does it take to be a good equity an- 
alyst? Besides number-crunching and communication skills, business 
common sense—"something that's not so common", quips Rane. 

T.V. MAHALINGAM 
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JESAL 


34, VP (Equity Research) 


RESEARCH HOUSE: JP Morgan 
SECTORS: Pharma 


N A WORLD BEST KNOWN FOR 

its herd mentality, Jesal Shah 

is a contrarian. Back in July 
2005, when almost every other 
analyst was battering Dr 
Reddy’s Labs, Shah asked his 
clients to go ‘overweight’ on 
the stock—that is, give it more 
room in their portfolios. Those 
who did take his advice are 
laughing all their way to the 
bank. The Dr Reddy’s stock 
has more than doubled since. 
Similarly, he was bearish on 
Cipla (in March 2006) when 
the D-Street sentiment was 
exactly the opposite on the 
stock. If Shah has a better feel 
of pharma than other analysts 
it’s because that's the only sec- 
tor he's tracked in the 13 years 
he's been in the business. 
"What interests me the most 
about pharma is its sheer 
diversity of issues, ranging from 
legal and scientific to strategy 
and regulation," he says. His tip 
to pharma investors is 
to look for compa- 
nies that manage 
growth well. If 
that sounds too 
complex, don't 
worry. Just keep 
an eye on Shah's 
research reports. 
KRISHNA GOPALAN 















customer satisfaction always 
received utmost priority... 





... Peceiving the ISO 9001 2000 certification has been another 


affirmation towards increasing customer focus in our 


commitment to exellence. . . 





Providing project and retail financing services, 
resource mobilisation for funding, consultancy and joint venture 


& 


Training, research and networking in 
Human Settlement Planning and Management 


OPERATIONS & PERFORMANCE 


พ HUDCOS contribution for housing and 
infrastructure development extends over 
1800 towns and thousands of villages in 
all states and union territories. 


m Facilitated in delivery of: 


B 14.18 million houses 
m 6.71 Million sanitation units 


W Contribution to development of: 
m 403 Water Supply projects 


พ 100 Sewerage, drainage, waste 
management projects 


W 193 Roads/Transport Nagars/Terminals 
W 108 Area Development Schemes 
พ 252 Social infrastructure projects 
W 275 Commercial / other projects 
เพ Support to 655 Building Centres 
W Capacity building of over 26,600 professionals 


A 


hudco 
BUILDING ASSETS . FOR THE NATION 
Housing and Urban Development Corporation Limited 


(A Government of India Enterprise) 
HUDCO Bhawan, india Habitat Centre, Lodhi Road, New Delhi - 110 003. 














HUDCO PROGRAMMES 

Housing 

m Urban housing 

m Rural housing 

พ Housing through private builders/joint sector 

m Individual housing loans through “ห บ 060 NIWAS” 

m Land Acquisition 

m Slum upgradation/Rehabilitation 

พ implementation of Action Plan Schemes of Government 
of India 


Urban Infrastructure 

m Water supply 

m Sewerage and drainage 

8 Low cost sanitation 

พ Solid waste management 

m Roads, Bridges, Ports, Airports and transportation 
m Commercial and Business infrastructure 
m Integrated area development 

m Social infrastructure 

m Power 

m Telecom Sector 


Consultancy Services 

พ Consultancy in housing, urban development and 
infrastructure 

พ Urban & Regional Planning 

Building Technology 

m Building Centres for Technology transfer from Lab to Land. 

m Rehabilitation housing for natural calamities 

Research and Training 

พ Capacity building and technical assistance to all 
borrowing agencies. 

พ Research and training in human settlements 





bt special 


37, Analyst 
RESEARCH HOUSE: Deutsche Securities 
SECTORS: Capital goods, cement and utilities 


NASSUMING' IS THE WORD THAT COMES TO MIND WHEN YOU MEET 
Manish Saxena. "I am happy if my stock calls prove right," he says 
with unaffected modesty. They usually do—at least, eventually. 
Like in the case of public sector giant BHEL. Last December, when there was 
talk of Chinese competitors muscling into the capital goods industry in 
India, Saxena put out a buy on BHEL. For a while—actually, six weeks— 
it looked as if Saxena was wrong, when the stock started moving south af- 
ter it lost the contract for Sasan ultra mega power project. But it has re- 
bounded since, and is up 25 per cent in just five months. *I see a lot hap- 
pening in the infrastructure sector, even as interest rates are moving up- 
wards," says Saxena, who joined Deutsche Securities in June last vear. *The 
sector will see a lot of capex coming on over the next few years." 

It was a very different India when Saxena passed out of ICFAI Business 
School soon after the Asian crisis of 1997. “It was a tough period, and cer- 
tainly not the best of times to pass out,” says Saxena, especially if you 
wanted to make a career in equity research. So, Saxena took up a job with 
The Financial Express as a corporate analyst, although prior to his MBA he 
worked with Tata Steel for four years immediately after getting a degree 
in electrical engineering from Mumbai's vyn. If there's one thing that Saxena 
has learnt over the years, it is to “make money for your clients. That will 
make them happy”. You can’t go wrong with a mantra like that. 





KRISHNA GOPALAN 





PRABHAT AWASTH| 


37, Head (Equities & Research) 


RESEARCH HOUSE: BRICS Securities 
SECTORS: Media and auto 


HREE YEARS AGO, WHEN PRABHAT AWASTHI GAVE UP A WELL-ESTABLISHED 
job at jp Morgan to join a start-up, it seemed like he was making a bad 
call. While an analyst's own reputation matters a lot, that of his research 
house matters as much if not more. Since then, though, Awasthi has built 
BRICS from scratch and turned into a well-regarded outfit with 13 offices in 
eight cities. “The fun in working with a start-up is amazing,” says the 
Mumbai-based Awasthi. Investor trust is something he has earned the 
hard way over the years. An engineer and 1M Lucknow alumnus, Awasthi 
developed a taste for equity research while working for CRISIL back in 1994. 
He moved to SSKI two years later, where he saw the “lows in an economic 
cycle early on" and made a lot of sell calls in the metals sector, which was 
passing through a rough patch those days. Awasthi made a name for him- 
self when he kept faith in Bharti Airtel even as it fell to Rs 20 after the ini- 
tial listing. Soon, he switched to JM Morgan Stanley and then jp Morgan. 
“The stint at these brokerages offered me tremendous learning,” he says. 
Prabhat admires companies such as Reliance, Bharti and Infosys for 
their entrepreneurship and growth. “Indian companies are much more am- 
bitious today," he says. In Awasthi's world view, growth equals good. 
ANAND ADHIKARI 
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It's not about 
who the CEO sees. 








You walk into a CEO's corner office, and 
it's usually on. The familiar charts and graphs. 


The familiar faces. You try lip reading. 


And then it strikes you. It's on mute. It's 


always on mute. Odd. 


Even odder, the cabin's illustrious occupant 


has his back to it as he works. 


So it's on. Like the AC's on. And the desk 


lamp is on. 


You wonder, what does the CEO do for the 


It's about who 
he listens to. 





real news? For the money stories? The business 
stories behind the money stories? Who does he 
look to for information and insights that will 
help him run his business better? Where does 
he find that colm voice of knowledge and 
reason that can make his job just thot little bit 


less lonely? 
Then it hits you: He simply switches channels. 
And takes the TV off mute. 


And he listens. Hard. 


Who are you listening to? 








PRIYANKO PANJA 


33, Vice President 
RESEARCH HOUSE: Edelweiss Securities 


SECTORS: Capital goods, construction and telecom 

ARREN BUFFETT FANS WOULD BE SCANDALISED, BUT PRIYANKO 
W Panja thinks George Soros is a better investor. “I love the 

sheer confidence of Soros," explains Panja. *Buffett is too 
long term." A strong conviction in himself is a quality that has got 
Panja all the way from a small broking firm in Kolkata to Rashesh 
Shah's Edelweiss Capital in Mumbai. With degrees in cost ac- 
countancy and management, Panja was always interested in the ups 
and downs of Dalal Street, and has over the years covered sectors 
such as sugar, IT, metals, telecommunications, and engineering. 
The companies he admires the most are Bharti Airtel, Reliance, ITC, 
and Infosys. He also sees a big future for engineering companies such 
as L&T. "We are paid for our conviction," says Panja, who is re- 
membered by fund managers for his successful calls on L&T, Tulip 
Software, and Hindustan Construction in the recent past. 

Yet, convincing his family, which has its own businesses, to 
let him take up a job as an analyst wasn’t easy. But Panja fought to 
follow his own heart. “There’s no short cut to success,” says Panja, 
who scripted a 305-page report on infrastructure in April last 
year. Panja's career growth also reflects the trajectory of his research 
house. Edelweiss has been growing at 100 per cent every year for the 
last four, and now intends to scale up its asset management, equity 
capital and private client businesses. Panja is worried about the high 
churn in the business, but says he himself can't imagine doing 
anything other than divine stocks. *There are not too many jobs 
where you learn every day and yet get paid well," he says. 

ANAND ADHIKARI 
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RAHUL SINGH 


39, Director-India Asia-Pacific 
Equity Research 

RESEARCH HOUSE: Citi Investment 
Research 

SECTORS: Telecom, oil & gas 


E'S BACK. ON OUR LIST OF 
H best analysts, that is. In 

2005, when Rahul Singh 
debuted on our list, he was 
with SSKI. Now, he's with Citi 
Investment Research, but con- 
tinues to cover his old favou- 
rites: telecom and oil & gas. 
"While the job largely remains 
the same, responsibilities and 
clients increase with time,” he 
says. An alumnus of itr Bombay 
(Class of 1993, rank 5) and IM 
Lucknow (1995; rank 1), 
Singh's best pick to date has 
been Bharti Airtel, which he 
put a buy on when it was at 
Rs 20 back in January 2003. 
The stock now quotes upwards 
of Rs 800. What does he look 
for in stocks? *For me, it is the 
fundamentals of the company 
and the long-term outlook. | 
am not guided by news flows," 





. he explains. But he hastens to 


add that one cannot ignore the 
short-term aspect, which means 
some calculated risks need to be 
taken. It's a fine line to walk. 
But Singh, obviously, is doing a 
good job of it. 
ANUSHA 
SUBRAMANIAN 
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HOW WE DID IT 


IKE IN THE PREVIOUS THREE YEARS, 
L^ survey was conducted 

among equity fund managers 
of top mutual fund houses in India, 
with minimum assets under man- 
agement of Rs 1,000 crore. We ap- 
proached 19 fund managers, who 
could be either the chief investment 
officer or the senior-most equity 
fund manager, and asked them to 
nominate the five best equity analysts 
across research houses and sectors. 
The poll was co-ordinated by BT’s 
Mahesh Nayak. To make it to our 
list this year, an analyst needed a 
minimum of three votes. (Last year, 
the qualifying number was two, but 
this year we decided to increase it to 


three because there were 20 analysts who got 2 or 
more votes.) There were eight analysts who received 3 
or more votes, but only seven could be featured because 
one of them—Sameer Baisiwala of Morgan Stanley— 
did not get his employer's permission to be profiled. 


THE FAVOURITE LIST 


Research House 2007 2006 2005 


Kotak Securities t 5 9 


Morgan Stanley 6 4 5 
Motilal Oswal NEL 4 8 


Edelweiss KE hE 


Figures are number of votes and indicate the references 
these research houses got n.a.: Not applicable 


LAST YEAR'S BEST ANALYSTS 


Shirish Rane 

ร ร พ 

Mr Unshakeable, he 
topped our list last 
year with four votes, 
and this year too 
stays on top with seven votes. He's 
been on our list for three years now. 





Abhay Laijawala 

JP Morgan 

The former Director of Research, 
Citigroup, doesn't figure on our list 
this year for a simple reason: He was 
in transition. He quit Citi sometime 
back and has just joined JP Morgan. 


Ashish Gupta 
CLSA 


"He argues out points that other ana- 
lysts may have not even thought about," 
a fund manager told us last year. But 
stiff competition this year has meant 
that CLSA's automotive and banking an- 
alyst could not make it to our 2007 list. 


Anand Shah 
I-Sec 
I-Sec's well-known FMCG analyst got 


3007 
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that was one short 
of the qualifying num- 
ber this year. Don't 
blame him. Blame the 
< sector. 


$ 





Satish Jain 

Morgan Stanley 

Here's another well-regarded analyst 
(from Morgan Stanley) who did not 
make the cut this year. 


Urmik Chhaya 

Alchemy InSite 

Alchemy InSite's cement and 
engineering analyst has been over- 
shadowed this year by some new 
names. But don't write him off, yet. 


Pawan Nahar 
Kotak Securities 
Last year, this pharma 
analyst at Kotak was 
bullish on Ranbaxy; 
unfortunately, in- 
| vestors are still wary 
of the stock, although it's an excellent 
long-term bet. 


two votes this year © 


In terms of research houses, SSKI 
garnered the maximum number of 
votes (12), followed by Kotak 
Securities (11), and Citigroup (9). 
(see The Favourite List.) And in terms 
of sectors, telecom and oil & gas 
landed the maximum votes (15 each), 
followed by engineering (13), and 
infrastructure (11). Consumer 
durables, shipping & logistics, 
petrochem and diversified were sec- 
tors that received the least number of 
votes (1 each). Like last year, there 
was a high churn among analysts, 
and almost every research head said 
that demand for them far exceeds 
supply. Given that, Business Today is 
grateful to the research houses that 


so generously cooperated with us and gave us access 
to their star analysts. It is our fond hope that this listing 
won't just spotlight India's best equity analysts, but also 
lead to a healthy competition among them and raise 
the bar in equity research. 





Anirudha Dutta 

CLSA 

It's tough when you are a mid-cap 
analyst like Dutta. It's hard to spot 
the next Infosys or Reliance, but that's 
something fund managers, who did 
not vote strongly enough to put Dutta 
on our list this year, expect. 


Sanjeev Prasad 

Kotak Securities 

Here's a man whose 

star is in the ascen- 

dant. Compared to 

two votes last year, 

- Prasad walked away 
with seven to tie with 

Shirish Rane. 





Harrish Zaveri 

Deutsche Equities 

His is still a voice 
you cannot ignore, 
but our raising the 
bar this year seems 
to have hurt chances 
of this consumer 
brands/retail/media 
analyst at Deutsche Equities. @ 














A s the most important 
. financial decision you 
take: investing for your 
children. Here's how 
S invest for the different 
nilestones in their lives. 


STOCKS ACCIDENT INSURANCE INCOME TAX 
Ride the Agri-boom The Safety Net The New Forms 


There's only one way 
to truly understand 
your needs as an investor. 


Be one ourselves. 


= AIG INDIA fem 
EQUITY FUND ล ๓ 








Fe open-ended Equity E a meaningful stake in the asset class ourselves. In other 
words, we put our own money in funds where we 
The best advice comes from someone who's advise you to put yours. 
been there, done that. Similarly, investment advice To know more, call 1800 425 3444 (MTNL/BSNI 


remains mere advice unless backed by a financial subscribers only) or 6000 3444, sms AIGGIG to 676; 


commitment trom the advisor OT visit WWW.algelg.co.in 


At AIG Global Investment Group, this is one of WG Tal 
AIG) Global Investment Group’ 


our core business philosophies. 


We do not offer you any product unless we have Only An Investor Understands Another. 





NEW FUND OFFER CLOSES THURSDAY MAY 31, 2007. UNITS AT Rs. 10/- PLUS APPLICABLE LOAD. 


> BILLION ASSETS UNDER MANA MEN |] IQO EMPLOYEES 450 INVESTMENT PROFESS NALS 

Scheme lassification An penendeg cdi tv scheme. investment ywective I ic primam objective of the schem« ist ๓ ๕ ๓ า ย เล metem init Ip] f fT | port | 
predominantiy equity ind equity-related securities including equity derivatives. Asset Allocation Pattern: Equities and equity related securities: 8096-100 Debt and n rket securit 
instruments / funds: 096-2096. Terms of issue: Units of Rs. 10/- per unit plus applicable entry load during the New Fund Offer (NFO) and at applicable NAV plus applicable entry load therea 
er document. Kev Information Memorandum and Application Forms / Transaction Slips available at the ISCs / distributors. Load Structure: Retail Plan: | r purchas 
inits less than Rs. 5 crore: Nil for purchase of units equal to or greater than Rs. 5 crore; Exit load: For investments less than Rs. 5 cron 096. if redeemed within ] vear trom the dat 
allorment: For investments of Rs. 5 crore and above - 0.50% if redeemed within 6 months trom date llotment. Institutional Plan: Entry ud: Nil; Exit X redeemed with 
months from date of allotment. General Services: Investors can contact us on our toll-free number [800 425 3444. NAVs will be calculated and published ill B ws. Risk Factors 
AMC has no previous experience m managing a Mutual Tu d in India and the Scheme being offered in this Offer Document is the initial Scheme being lau: r its management. M 
funds. like securities investments, are subject to market risks ar there is 1 guarantee against loss in the scheme or that rhe Scheme s hiectives will he a As with anv investmer 
securities. the NAV of the Units issued under the Scheme can go up or down depending on various factors and forces affecting the securities markets Past performar f the Sponsor or mt 
funds managed by the Sponsor or it iffiliates does not indicate the future performance of the Scheme. Investors in the Scheme are not being offen guaranteed ssured rate of return 
scheme does not guarantee or assure am ify idend and also does not vijarantee or assure that it V [| make any dividend distribuni thougl t has en tention to maxe the same ALI divid 
tistributii ire subject to the investment performance of the Scheme AIG India Equity Fund is the name of the Scheme and does not, i Iv n licate the quality of the Schemi 
future prospects or rerums investments i the Scheme will be tfected Dy tra line volumes, SETTICMENT per ds volatility, price fluct rations, man ! eli securities disinvestment of h din) 
any unlisted stocks prior ro target date OF disinvestment redit risk ind interest rate risk The scheme ind indiy rual [ไร ท (3) wit as par ite. DOTION f anv, under the scheme shaill hà 
minimum of i investors an | no singte Invesror shall i Cccounr tor more than 25 ^ Of the Orpus al the N heme Planls} In case ol non-fulfillment vith either ot the ib ve tv ondinon Deci 
SERI Guidelines in this regard would be compli | with. Please read the Offer Document before investing. Statutory Details: Al! jlobal Investment Group Mutual Fund (‘the Fund 
established as a trust under the Indian Trusts Act, 1887, spons red by AIG Capital Corporation (liability restricted to Rs. 1 lakh). AIG Trustee Company (India) Private Limited mj 
ncorporared under the ( ompanics Art, 1956 with a limited liability is thi Trustee to the | imd. Al obal Asset Man wement IT pan (| id! Privat: Limited, ล mpany incorporared ul 
the Companies Act, 1956, with a limited liabilitv is the Investment Manager to the Fund. AIG Global Investment Croup comprises a group of international companies whic provide investn 
advice and market asset management products and services t clients around the world. *Above data as on 31 December, 2006 BATI jAVID EN 
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A Portfolio for Your Kids 


It's the all-important investment decision. Here's how to leave 
enough for your kids for different milestones in their lives. KAPIL BAJA] 





HE MEDURYS BEGAN 

investing for their child 

a couple of months after 

the birth of Ritsika, their 

only daughter, now 
two-and-a-half years old. When he 
did the math, Ram Kalyan Kumar 
Medury, 32, Group Project 
Manager at Infosys-Hyderabad, 
came up with numbers that will 
shape the future of their playschool- 
going child and was taken by sur- 
prise. “I did some arithmetic a few 
months after Ritsika was born and 
was shocked at the estimate of the 
cost of her education in inflation- 
plus terms. For instance, an MBA 
at a leading B-school costing about 
Rs 15 lakh today would, at 6 per 
cent inflation, cost Rs 45 lakh, 
20 years from now. Throw in sim- 
ilar numbers for college education 
and the total would go up to almost 
Rs 70 lakh, and we are not even 
talking about Ivy League educa- 
tion abroad," he says. 

It's one of life's biggest and all- 
important investment decisions. 
And it does not come cheap. There 
are bills—and huge amounts—to 
be paid at every stage of life, 
whether it's pre-school, school, col- 
lege education and professional 
courses or marriage. Then you may 
want to do more: you may also 


THE DIFFERENT STAGES OF GROWTH 








SCHOOL (Years: 5-15) PROFESSIONAL OR MBA COURSES (Years: 20-25) 

Cost: Rs 5-7 lakh; Yearly cost: Rs 70,000 Cost today: Rs 15 lakh; Cost after 15 years: Rs 35 lakh 
Portfolio: Equally in stocks and debt Yearly investment: Rs 75,000; Portfolio: 95 per cent in stocks 
COLLEGE (Years: 15-20) MARRIAGE (Years: 25-27) 

Cost today: Rs 7 lakh; Cost after 10 years: Rs 12.5 lakh . Cost today: Rs 7 lakh; Cost after 20 years: Rs 22 lakh 
Yearly investment: Rs 60,000 Yearly investment: Rs 22,000 

Portfolio: 70 per cent in stocks Portfolio: 95 per cent in stocks 

Illustrative example for a five-year-old — Inflation: 6 per cent Rate of return: 15 per cent Approximations and indicative costs 
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SHAMIK BANERIE! 


The Biswas family 
Agnimitra, 36, and Sarmistha, 34, have distinguished investment plans into two 
parts—a protection plan and a wealth building plan. A Smartkid plan provides a part 
of their child's monetary requirements at different milestones. A wealth building plan 
relies on mutual funds largely through systematic investments. Six-year-old ลา 
is the nominee of all their investments 


want to leave your child with more 
than enough for the future and set 
her up for life—leave her with à 
legacy to cherish. 


Goal Seek 


Indeed, most parents find them- 
selves in the familiar spot—where to 
begin? But there's nothing like set- 
ting targets for your kids or mile- 
stones and then working to achieve 
them. *Determine your broad long- 
term objectives, short- and mid- 
dle-term needs and investments 
you can make keeping in mind 
your cash flow requirements. Begin 
by covering against risks and pro- 
ceed with asset allocation that will 
encompass your main objective: 
create wealth for your kids," says 
Viraj Ghatlia, Head (Financial 
Planning), IL&FS Investsmart. 
Determine where and how 
much your kid will require for his 
future. Says Rohit Sarin, Founder 





Partner, Client Associates, a private 
wealth management firm: “Every 
couple must set specific milestones 
and then resolve to meet them 
through savings. It's easy to as- 
sess your performance midway 
and make adjustments—such as 
revising your milestone, increasing 
your savings, or pushing your hori- 
zon farther." 

Investing enough for their kids' 
higher education is their number 
one goal and Chennai-based 
B. Sriram, Zonal Manager 
(Finance), Spencer's Retail, is doing 
just that by accumulating assets that 
will be really useful for his chil- 
dren—eight-year-old son Shreyas 
and 18-month-old daughter 
Sandhyaa. *We are from a middle- 
income group and are beginning 
to see surplus funds only recently. | 
hope to accumulate at least Rs 10- 
12 lakh for each of my children 
for their higher education," he says. 


THE ROAD AHEAD 


Four ways to invest for your kids. 





Equity Power: The longer your 
goals, the more you invest in equity 
or equity MFs, which select stocks 
for you. For direct investors, it's 
prudent to stick to sound and 
growing blue chips. Equities 
compound wealth the fastest 


Balance with Debt: Add on debt to 
balance your portfolio. If your goals 
such as, say, college entrance เร 
nearing, it's prudent to shift to debt 
to balance your payments. Steady 
investments such as government 
savings can be used 


Gold's a Shield: Gold has not been 
a wealth builder, but it acts as a 
hedge in the long-term against 
global currency risks. For the long 
haul, a bit of gold is no harm, as it 
can counter any global reaction 


Real Estate is Steady: If you want 
to give a gift to your child when 
she's older, go for one. Real estate 
normally appreciates steadily and 
gives inflation-beating returns 


Build a Solid Foundation 
A bulk of children's financial req- 
uirements, thankfully, comes at a 
later stage. So, start with equity. 
“If your objective is to create wealth 
for your kids, your portfolio will 
have to be skewed towards equity. 
The equity part can compose of 
60-80 per cent of equity-based 
mutual funds and 40-20 per cent 
direct investment in stocks. I would 
recommend diversified equity funds 
and the rest blue-chip large-cap 
stocks of companies that have 
excellent prospects," says Amar 
Pandit, a Mumbai-based Certified 
Financial Planner of My Financial 
Advisor. “For most working class 
couples, direct investment in stock 
market is a riskier proposition than 
investing in mutual funds and so 1 
would recommend well-rated Mrs," 
says Rajiv D. Bajaj, Managing 
Director, Bajaj Capital. 

Equity investing also comes with 


its own share of risks. *Building an 
investment portfolio depends upon 
your willingness to take risks, abil- 
ity to take risks and the need to 
take risks. For a relatively young 
couple wishing to build wealth for 
their children, equity comes across 
as an asset class with highest returns. 

For the debt part of the portfo- 
lio, Pandit recommends investments 
in PPF, which gives 8.5 per cent tax- 
free return. *The fixed maturity 
plans (FMPs), which give 9-10 per 
cent, are also not bad in the current 
interest scenario. 

Bajaj says that couples should 
seek to build a portfolio aggres- 
sively tilted towards equity, which 
will gradually shift more towards 
debt over the years, noting that 
asset allocation is a dynamic, not 
a static, process. As your child needs, 
say, entrance fee to join a B-school, 
you can gradually shift from equity 
to debt. 

As for real estate as an invest- 
ment avenue, Ghatlia says property 
is not as liquid as equity and may 





Viraj Ghatlia 





Amar Pandit 
CFP/ My Financial Advisor 


"If your objective is to 





" Determine your needs 





Rohit Sarin 
Head (Financial Planning)/ IL&FS Investsmart Founder Partner/ Client Associates 


"Every couple must 


create wealth for your and investments you set specific milestones 
kids, your portfolio will can make keepingin ^ and then resolve to 
have to be skewed mind your cash flow meet them through 
towards equity” requirements” savings” 


not work for a couple wishing to 
boost their wealth. Agrees Sarin: 
“For a typical working class family, 
as much as 45 per cent of household 
savings go into buying a house to 
live in. There is hardly anything 
left to invest in property as invest- 
ment vehicle considering the sky- 
rocketing price of real estate.” 

For the Srirams, however, prop- 
erty has been a good investment. A 
2,400 sq. ft plot that he bought 





IVHAVHSHN ๆ 


18 months ago near Tambaram, a 
Chennai suburb, for Rs 3.5 lakh is 
now worth Rs 10-12 lakh. It's not a 
bad idea also to include a bit of 
gold in your assets. “You can have 
gold as 5 per cent of your portfolio 
because it is considered a good bet 
against inflation, war and global 
currency risks,” says Pandit. Sriram, 
for example, plans to collect 350- 
400 gm of gold for his daughter. 


Tune and Fine-tune 

Review your portfolio regularly. If 
it’s not doing well, assess the reasons 
and rejig it for growth. Your plans 
can go for a six if you are not bew- 
are of the future shockers—as your 
income rises so does your "lifestyle 
costs', your debt may have crossed 
the reasonable threshold, vour 
health may be taking a turn for 
the worse, and the cost of educa- 
tion may be rising dangerously. 
"Today, lifestyle inflation is the 
biggest threat to your saving and 
investment potential. An annual 
review of your budget can save 
you from sliding into extravagance. 
Also important is regular health 
check-ups,” says Sarin. 

Adds Pandit: “Instead of keeping 
an expenditure budget, keep a sav- 
ings budget and stick to it." 

ADDITIONAL REPORTING BY 
E. KUMAR SHARMA, 

RITWIK MUKHERJEE AND 
NITYA VARADARAJAN 
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Rogers saw it coming as early as 

1999, Prices of agri- 
commodities are soaring in the 
face of sustained uptick in global 
demand and stagnating produc- 
tion. Notwithstanding the scorch- 
ing economic growth in India, 
Indian agriculture is painfully 
ambling along at around 2 per cent 
due to decades of under-invest- 
ment. That, however, is changing. 

With the policy-makers renew- 
ing efforts to boost agriculture— 
the last two budgets were agri- 
focussed—now, a clutch of com- 
panies is poised to capitalise on the 
coming boom. Right from compa- 


[7 GURUS SUCH AS JIM 


Reap a Bumper Harvest 


As agri-sector booms, related companies 


offer good opportunities for investors. 


SHALINI S. DAGAR 


nies that provide farming 
inputs such as seeds to farm- 
ing techniques and mac- 
hinery to those involved in 
distribution of farming 
products—companies in the 
agri-sector are slowly coming 
into the limelight. As the farm 
income increases, another class 
of companies that has tradition- 
ally focussed on urban centres has 
rapidly increased its penetration in 
rural India. These are banks and 
consumer durable companies. 
There are many themes playing 
out in the agri-sector. (see The Seeds 
of Growth). 


The Base Producers 


The first to benefit are direct agri- 
products companies. Commodity 
prices affect the earnings of rice 
millers, sugar producers and tea 
manufacturers. Investment oppor- 
tunities abound in this category as 
the global and domestic demand 
is expected to remain strong over 
the coming years, and prices are 
expected to remain reasonably firm. 
*Strong demand will require a sub- 
stantial increase in acreage, which 


PLOUGHED FOR RETURNS 


Here's the cream of the crop that is poised to deliver a rich harvest. 


COMPANY NET 


PAT“ CLOSING P.-E” WHY BUY? 


has been virtually unchanged for 
decades. Until that happens, agri- 
cultural prices are likely to stay 
elevated," says Si Kannan, Associate 
Vice President of Kotak 
Commodity Services. 

Hence, companies producing 
agri-based products are well poised 
for the future. A case in point is 
rice and wheat miller Usher Agro, 
which listed last year at Rs 9, but 
zoomed to Rs 30 levels soon there- 
after. The stock thrived on the back 
of steady demand for its products by 
acquirers such as Food Corporation 
of India, among others. Besides 
companies such as REI Agro, KRBL, 
exporters of the long-grained and 
aromatic basmati rice, are also rid- 
ing the crest of the same wave. 

Sugar is yet another agri- 
commodity which is on an upswing. 
IDBI Capital's agri-analyst Maitali 
Shah picks up India's top two sugar 
producing companies, Bajaj 
Hindusthan and Balrampur Chini, 
along with Dwarikesh Sugar for a 
long-term play of four years and 
more. She cautions though, “sugar 
stocks are not in favour just now as 
off late, sugar industry is facing a 





SALES ^ 


Bajaj Hindusthan 1,447.24 190.83 
Coromandel Fertilisers 2,065.49 1004 71.2 
Jain Irrigation Systems 1208 90.96 448.3 
M&M Financial Services 82201 132.88 


United Phosphorus 


* Historical ^ For 2006-07 
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2007 


1,351.45 107.04 


PRICE# 


303.3 
# As on May 7, 2007 


167.6 — 2406 Largest sugar company in India, expanding aggressively 

.9.36 — One of India's largest complex fertiliser companies 
29.65 Pioneer in micro-irrigation systems which is booming 

235.05 20.22 High penetration of financial services in rural India 


62.29 Among top five global generic companies in agrochemicals 


Data Source: Prowess 
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Go further. 
You're in 
safe hands. 


ECGC offers a Standard policy for 
exporters, which is ideally suited 
to cover risk in respect of goods 
exported on short-term credit. 


The Standard policy covers 
exporters against commercial and 


political risks. 
<>») 
| Qeon ECGC 


(For Head Office and 47 Branches) Led: 
(A Government of indio Enterprise) 


€—— 
ซ่ ว EM =F z . 





Export Credit Guarantee Corporation of India Ltd. 
Express Towers, 10th Floor, Nariman Point, Mumbai 400 021, India. 
Tel: (022) 6659 0500-10 * Fax: (022) 6659 0517 * Toll-free: 1-800-224500 * e-mail: mg@ecac.in * Visit us at: www.ecgc.in 


Mumbai: (022) 2657 1993 » Chennai: (044) 2849 1017 Ħ Bangalore: (080) 2558 2576 
๑ Kolkata: (033) 2282 2218 « Delhi: (011) 4150 6409 


EuroRSCG/ECGC/172/07 
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glut." Arun Kejriwal, Director, 
Kejriwal Research and Investment 
Services, however, points out that 
the long-term story in sugar will 
play out more aggressively once 
India starts looking seriously at 
ethanol as an alternate fuel. Ethanol 
is a by-product of sugar process- 
ing. Brazil has made a significant 
move towards using ethanol and 
that move alone has affected global 
sugar prices tremendously. 

Besides, companies in the busi- 
ness of food and solvent extrac- 
tions are seeing a revival in their 
fortunes. Among the many compa- 
nies, Ruchi Soya and Ks Oils—com- 
panies into solvent extraction—also 
feature high among investors’ 
favourite stocks. 


Indirect Beneficiaries 
However, soft commodities apart, 
there are many more investment 
opportunities within the broad agro- 
theme. One company that has been 
in focus is Jain Irrigation. It is the 
largest supplier of micro-irrigation 
equipment in the country. As the 
government stresses on increasing 
the arable land under irrigation, the 
company is well poised to take 
advantage of the investments coming 
in new irrigation techniques. Finolex 
Industries, KSB Pumps and Kirloskar 
Brothers, too, fall in the category of 
agri-infrastructure companies. 

As production techniques are 
spruced up, the agri-input sector 
which provides the much-needed 
stimulant to crops is the seeds and 
the fertiliser sectors. There are a 
number of players in this segment— 
among them Advanta India, which 
debuted recently on the stock mar- 
ket, and Monsanto India. “The 
seeds business while being cyclical 
shows high return on investment 
once the seeds are launched in the 
market,” says Harendra Kumar, 
Head (Research) at icici Direct. 
Kumar points out that increased 
corporatisation of agriculture will 
provide a tremendous fillip to the 
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THE SEEDS OF GROWTH 


A host of agricultural sectors and companies will benefit from the growing opportunities. 


SECTORS COMPANIES | 
E Agri-commodities REI Agro, Bajaj Hindusthan, Balrampur Chini, Satnam 
(sugar, tea, rice) Overseas, KRBL, Riddhi Siddhi Gluco Biols, Usher Agro 

E Agri-inputs Monsanto, Rallis India, United Phosphorus, EID Parry, 
(seeds, fertilisers GNFC, Coromandel Fertilisers, Tata Chemicals, 
agro-chemicals) Bhagiradha Chemicals 

Wl Infrastructure Jain Irrigation, PES a tis Finolex Industries, 


(irigation systems, pipes, pumps) Patel Engineering, Ada nit 






~ E 


แ Food processing Dabur, Jain Mn KS Sas, Ruchi Soya, 
(fruit pulp, soya oil processing) Agro Dutch, Heritage Foods 

ll Rural consumption ITC, HLL, M&M, Punjab Tractors, Escorts, 
(generic products, services) M&M Financial, ICICI Bank, YES Bank 


seeds business as companies try 
and improve the low yields from 
most crops. Other companies worth 
considering are agro-chemical com- 
panies such as Rallis India, United 
Phosphorus which deal with crop 
protection chemicals. 

Fertiliser companies such as EID 
Parry, Coromandel and Godavari 
Fertilisers or GNFC are good bets 
as we look into the future even 
though they operate in a highly 
regulated environment as yet. 

Among other equipment pro- 
ducers, tractor companies also pro- 
vide a good opportunity as 
increased mechanisation of farm- 
ing results in an increased demand 
for tractors. M&M has significant 


“The seeds business is cyclical 
but fetches high return on 
investment” 


Harendra Kumar/ Head (Research)/ ICICI Direct 
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*This list is only indicative 
share of this market. 


The Fringe Gainers 

There are many companies not dir- 
ectly related to agriculture but thriv- 
ing nevertheless on the agri-sector. 
Mahindra & Mahindra Finance is 
essentially a play on India's rural 
economy with more than 70 per 
cent of its business coming from 
rural and semi-urban areas. 
Brokerage house SSKI believes that 
the "increasing focus on agricul- 
ture by the government, corporates 
and organised financiers would 
propel India's rural economy on 
to a higher growth trajectory. M&M 
Finance is ideally placed to cap- 
ture this opportunity." iCiCI Bank is 
also aggressively zooming in on 
rural markets. 

Agriculture contributes about 
20 per cent to the gross domestic 
product. As of now its capital mar- 
ket exposure is fairly insignificant. 
But market observers reckon that 
the shift is imminent as agri-sec- 
tor gains dominance in the coming 
years. Says Jaideep Goswami, Head 
(Research), uri Mutual Fund: *As 
investment picks up in agriculture, 
the sector will improve its share 
of market capitalisation to reflect its 
importance in the overall econ- 
omy." 
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Get the Accident Cover 


An accident protection plan could help you recuperate or 
get your family to bounce back in case of the worst. 





NITYA VARADARAJAN 


F THERE WAS A WAY OF 
| sin when and where a 

calamity can strike, you 
would avoid it, of course 
and you wouldn’t need acci- 
dent insurance either. 
But since that’s imp- 
ossible, most peo- 
ple, especially for on- 
the-move individuals, 
personal accident insur- 
ance offers a contingency 
plan not just against road 
accidents, but against seem- 
ingly innocuous sounding inc- 
idents such as falling off a lad- 
der or even being whacked by 
neighbour’s cricket ball. 

In fact, an accident insurance 
policy covers your life at three dif- 
ferent levels of contingencies—death 
due to accident; permanent total 
disability (total loss of eyesight or 
limbs, deafness, paralysis, etc.); per- 
manent partial disability (loss of vis- 
ion in one eye, loss of one hand, 





etc.) and temporary disability (loss of 


work due to short-term disability). 
And they come in handy, particularly 

















when you have been hit by a shocker 
that sets you back financially. 
Besides, accident insurance poli- 
cies come cheap relative to the risk 
because accidents are unpredictable. 
For a cover of Rs 1,000 sum ins- 
ured, the premium rates vary bet- 
ween 75 paise and Rs 3.5, depend- 
ing on the policy you choose. Most 


RIDE THE LIFE COVER? 


Should you opt for an accident rider on life? 


A Don't opt for this, unless you are reluctant to approach a 
general insurer separately for the purpose. An accident 
insurance rider on a life cover is more expensive than 


one taken separately 


A Family covers for accident insurance benefits cannot be 
tagged to the cover of a life insurance policy which has a 
single beneficiary. Your spouse and children, too, could 


do with accident covers 
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accident insurance polices are 
valid for a year, but there are 
exceptions. Insurers such as ICICI 
Lombard, for instance, offer a 
continuous policy for a term opt- 
ion of three years and five years, 
which means renewal does not 
fall every year, though you must 
remember the year it 
lapses so you can opt 

Fd afresh for a new policy. 
Accident covers, 
however, have different 
features. But one that off- 
ers a combination of death 





E permanent total disability and 


permanent partial disability is 
your best option in case you are 
on the move. Some companies also 
offer a ‘loss of income compensa- 
tion’ for a temporary partial dis- 
ability, but at an additional pre- 
mium. Some standard policies offer 
an additional education benefit for 
no extra cost—a one-time amount 
of Rs 5,000 or Rs 10,000 or a per- 
centage of premium, whichever is 
less—for the child that has lost a 
parent or other costs such as 


A An accident benefit rider on a life insurance policy will 
not have many of the feature variations offered by a 


general insurer 


A Once a rider lapses (upon its first use), you cannot take 
another rider for the next year to the same policy. You 


can, however, opt for a general insurance cover 


A. General insurers spell out Clearly the process involved to 
make a claim when the policy is taken, besides there are 
help desks. They are equipped to deal with policies that 


require yearly renewal 


THE FALL GUYS 


These are some covers you can get and what they will cost you. 


Premium-self 
minimum cover 


insures 





use and two children 


Rs 3,979 





HDFC Chubb Rs 2,695 Temporary total disablement benefit up to 52 weeks; hospital 
Accident Protection (for Rs 15 lakh cover) (for Rs 15 lakh cover) cash benefit of Rs 1,000 a day for maximum 30 days 

Tata AIG Rs 1,483 Rs 1,778 10 per cent of principal sum payable in case of accidental death 
Accident Guard (for Rs 10 lakh) (for Rs 10 lakh) for children's education; worldwide cover if medical 

i: CUERO. EI. de ล ร I. | penses option taken | 

Bajaj Allianz Rs 1.5 per Rs 1,000 for 10 per cent discount Children’s education up to Rs 5,000 per child 

Personal Guard comprehensive cover — onafamlycover — — — E | 

Star Accident Care Rs 1.25 per Rs 1,000 5 per cent discount ^ Transportation expenses of mortal remains 

ร for comprehensive cover for family cover — — Rs 3,000; travel expenses of one relative Rs 1,000 

Royal Sundaram Rs 468 Rs 1,196 forafamily Education amount for children; worldwide cover if 

Personal Accident (for Rs 2.5 lakh cover) for Rs 2.5 lakh cover medical expenses taken as an add-on option 


carriage costs to cremation grounds. 

The amount of compensation, 
however, varies depending on the 
type of disability. In case of death, 
survivors get 100 per cent of the 
sum assured. Besides, total perma- 
nent disabilities are given due con- 
sideration by most insurers. 
*Companies generally treat total 
permanent disability as equal to 
death and compensate 100 per cent 
of sum assured," says Vinod Sehgal, 
Managing Director, Bajaj Capital 
Insurance Broking. In case of semi- 
disablements, the compensations 
are usually determined in percent- 
ages. In fact, compensations for 
partial permanent disability can go 
up to 60 per cent—but this really 
depends on the kind of disability. 
Further, Royal Sundaram, for ins- 
tance, offers 75 per cent of capital 


GO, GET IT 


Why an accident cover is a must. 


sum for loss of hearing in both ears 
and 40 per cent in the case of loss 
of four fingers and thumb of one 
hand or 6 per cent for loss of mid- 
dle finger. 

But there are certain product 
extensions that go some way in red- 
ucing your financial burden. If you 
have to undergo inpatient treat- 
ment, you are reimbursed medical 
expenses up to a pre-set limit. With 
medical costs being what they are, 
this is a must-opt provision, 
although you have to furnish med- 
ical bills to settle the claim and it 
also covers other costs such as extra 
nursing, or transportation of atten- 
dant to hospital. 

Sometimes, insurers offer their 
own UsPs to the product. 
Cholamandalam Ms allows ‘for 
modification of car or house’ on 


account of disability up to a maxi- 
mum of Rs 50,000. This is for peo- 
ple who may require sudden mod- 
ifications such as installing hand 
brakes in cars or ramps in a house to 
ease movement. 

But how much accident cover 
do you need? “It is best to opt for a 
policy that would have ล sum ass- 
ured of five times the annual salary," 
says Sehgal. *Housewives should 
be covered for at least 75 per cent of 
the principal amount, while chil- 
dren should have 50 per cent 
cover," he feels. True. It's your only 
back-up plan. 


"It is best to opt for a policy 
that would have a sum assured 
of five times the annual salary" 


Vinod Sehgal/ MD/ Bajaj Capital Insurance Broking 


A Accidents can happen anywhere. If it results in death, the beneficiary will 
get a decent sum which is far more than a traditional life cover 


A There are benefits in case of total permanent disability—100 per cent 
of sum assured is given 
A | ก case of temporary disability, some companies cover loss of income for 52-102 weeks 


A There are compensations for various levels of injuries. A hospital confinement/ 
medical expense up to a percentage of sum insured is available at an extra 
cost, and must be taken 
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Now, Taxing Forms 


Saral has made way for the new ITR forms. 


VER THE LAST FEW DAYS, 
the debate over the 
changes in the way inc- 


ome tax returns will be filed for 
salaried employees has been get- 
ting more intense. The old inc- 
ome tax return form—Saral— 
will now make way for what is 
being referred to as the Income 
Tax Return (ITR) form. 

The question that most peo- 
ple are asking is rather simple: 
what are the significant changes 
in the new system and what is it 
that the income tax payer needs 
to get ready for? For starters, it is 
possible that the taxpayer may 
have to get ready to submit more 
details with respect to his sources 
of income and how he has been 
spending his money. All this 
comes under the broad heading 
called the Annual Information 
Return (AIR). In all, the AIR cap- 
tures seven kinds of transactions 
among which are credit card 
payments of Rs 2 lakh or more 
in ล year, property purchase or 
sale of Rs 30 lakh or more, pur- 
chase of mutual funds of Rs 2 
lakh or more or investing over 
Rs 1 lakh in an IPO (initial public 





Sandeep Shanbhag/ Investment Consultant 


“The new ทั ล of filing means that 
the individual taxpayer is dealing 
with a different animal. He will 
have to do things in time" 


WHAT HAS CHANGED? 





The new tax return forms spell out more details for you. 


Saral was what was used and individuals used different, easy-to-understand forms 


THEN 
such as Form 2, 2D, 2F 

NOW There are various new ITR forms depending on which category the taxpayer falls into. 
For instance, a salaried taxpayer who earns only interest income will use the ITR-1 form 
while those investing in mutual funds and shares will have to use the ITR-2 form 

THEN Less emphasis on big-ticket transactions. Required less details under the different 
heads of income 

NOW Very different this time around. There are seven transactions which will be tracked and 
these include, among others, credit card payments in excess of Rs 2 lakh per annum or 
investments in bonds or debentures of Rs 5 lakh or more. All these come under the 
purview of the Annual Information Return (AIR) 

THEN Fairly simple process involving relatively less paperwork 

NOW 


Paperwork will increase as the number of forms has gone up. For a salaried taxpayer 


with an investment income, it will entail six pages and 15 schedules 
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INVASOD พ ร จ จ ง พ ก 


What's changed? KRISHNA GOPALAN 


offer) or a rights issue. 

Has this, therefore, become 
more detailed a process? “Paper- 
work will certainly increase since 
there is a lot of detail that is 
involved," says Sandeep 
Shanbhag, an investment con- 
sultant. For instance, it could 
well be necessary for the tax- 
payer to keep his credit card 
statements for a year. Shanbhag 
points out that the changes pro- 
posed are towards facilitating 
electronic filing of returns at a 
later date. The paperwork for a 
salaried taxpayer having only 
interest income could actually 
increase by three pages and five 
schedules. Likewise, for an ind- 
ividual having no business inc- 
ome, it will entail six pages and 
15 schedules. 

Importantly, within the ITR 
there are a few categories. Those 
individuals who earn only int- 
erest income will now file their 
returns using a form called rrn-1 
while those who invest in mutual 
funds and stocks will have to fill 
out the details in a form called 
the rrR-2. Effectively, the effort 
on the part of the income tax 
payer will increase and he will 
now need to have a lot of things 
in order. The positive from the 
exercise, thinks Shanbhag, is that 
tax evasion will now be diffi- 
cult. The question of what the 
individual taxpayer needs to do 
is most obvious. *He should not 
wait till the last moment. The 
fact is that the new way of filing 
means he is dealing with a dif- 
ferent animal. To that extent, 
he will have to do things in 
time," adds Shanbhag. Quite 
clearly, Saral or no Saral, if the 
taxpayer is organised and his 
timelines are planned out, there's 
no reason for concern. W 
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Money Today Online Business 
eb. bhallenge 


Are you an entrepreneur at heart? 


Create a plan for an online business 
within a budget of Rs 1 lakh 








What you need to do to win 
.. 1. Create a good online business plan 
| Vi 





2. Submit the plan along 
with your contact details 





"Join 1 3 million sellers around the world who make their primary or secondary 
source of income on eBay " (source: AC Nielsen International Research) 





Your business plan needs to cover: 

* Product/service you plan to offer * Key differentiators 

* Target market /audience * Infrastructure required 
e Business model * Supply/content strategy 


Your entry should be in 800-1000 words. Please include your Name, Address, Contact number & E-mail id. 
Submit your entry to contest@intoday.com or log on to www.moneytoday.in 
and click on Online Business Challenge. 
PLUS: eBay starter CD "How to Buy & Sell on the Internet" for first 100 enquiries or responses on online business. 


eb. Online Business 
Money Today Challenge 


For terms and conditions refer Money Today May 17th issue 
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STAYING YOUNG 


Going Grey, Staying Relevant 


India Inc.’s obsession with youth is making executives in the 40-plus age group feel 
neglected. Here’s what you can do to stay young in the fast-changing job market. 
NITYA VARADARAJAN AND RAHUL SACHITANAND 


F YOU'RE IN YOUR 40S OR 50S 

and feeling a bit left out of 

the explosive growth in India 
Inc., then you're not alone. 

In several new age industries, 30- 
something CEOs have almost be- 
come the norm and many compa- 
nies now prefer the exuberance of 
youth over the cool head of expe- 
rience. Result: there's a different 
kind of midlife crisis staring mid- 
career executives across industries. 
Executives in the 40-50 age 
group, especially those in mid- 
level jobs, need to seriously look at 
how to stay relevant in this youth- 
driven job market. *Many people 
in this age group must learn to 
graduate from being proficient in 
just one field, say technology, to 
adopting a much more holistic 


and educational institutions" 
Ganesh Chella/ CEO/ Totus Consulting 


"| have seen many people move from top companies to SMEs 


view of their company and, in- 
deed, their industry," says Srinivas 
Shirgurkar, Managing Director of 
Ace Designers, a Bangalore-based 
machine tools company. 
Infrastructure major Larsen & 
Toubro (L&T) has its own pro- 
grammes to mould its people to 
face the challenges of working in 
today's dynamic environment. 
"Employees at this level undergo 
management development and 
competency enhancement pro- 
grammes to enhance their skills; 
this is a far better option than 
trying to retro-fit them into a new 
job," says the L&T spokesperson. 
Then, companies like Tata Steel 
have in-depth and across the board 
re-skilling programmes for their 
employees. *We strongly believe in 








BHASKAR PAUI 





“There are not enough 45-year-old 
bankers in the market to recruit 
and most of them are culturally 
backward and bring with them 

old skills" 


K. Ramkumar/ Head (HR)/ ICICI Bank 


enhancing people capabilities 
through learning and development. 
This is one of our key initiatives to 
retain talent. Programmes are 
designed to enhance managerial, 
functional and cross-cultural capa- 
bility to deliver effectively in the 
globalised business environment," 
says Radhakrishnan Nair, Chief 
HRO (Human Resource Officer), 
Tata Steel. That's lesson #1: go 
in for reskilling; it won't be easy 
going back to the classroom after 
more than two decades of work- 
ing. If you find it difficult, motivate 


Planning is a critical part of any executive’s life _ 
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“We've recruited retired defence personnel, for instance, who 
are well trained in managing chaos 
S. Nagarajan/ Head (HR)/ 24/7 Customer 


yourself into believing that it is just 
another hard assignment. 

D.V. Narasingarao, 46, part of 
the founding team at SSI, an erst- 
while iT education and support 
solutions company headquartered 
in Chennai, started his career with 
Wipro (back when it was doing both 
hardware and software as a single 
unit) and then moved on to a tech- 
nical support position with an Oracle 
channel partner in Dubai before 
returning to India and turning 
entrepreneur, helping set up 551. 
Four years ago, Narasingarao 
decided to move away from the 
daily grind after 551 exited software 
and got into real estate. He did an 
MBA and joined e4e, an ITES company 
providing solutions in technical sup- 
port, financial services and health- 
care, as Executive Vice President 
(Strategic Operations). "Youngsters 
who have not been exposed to the 
License Raj are so unfettered and 
don't believe in obstacles. They think 
that nothing can stop India con- 
quering the world," he says, adding 
that he now sees himself as a mentor 
to young executives who're in a 
hurry to make their mark. That's 
lesson #2: don't let grey hairs 
become a burden; there's a market 
for experience; make the most of it. 

K. Radhakrishnan, 48, Chief 
Executive (Hypermarkets), Reliance 
Retail, says it's important to make 


especially from 30 onwards 


MID-LIFE MANTRA 


Here's what you can do to stay afloat 
in a fast-changing job market. 


m Define your priorities. Is it 
a) Money, b) Power, c) Respect, 
d) Time for family, and e) Hob- 
bies or a combination of these 
that you want to pursue. Solutions 
come with clarity and there are 
enough of them if only you look 
around 


ก H*53 4915 


^ 


พ Be alert to trends; you should spot 
them faster than youngsters 
because of your maturity. There 
could be opportunities to grow 
and even mentor youngsters 


the most of experiential learning. 
He himself started life as a tea taster, 
moved into management, launched พ Check out your physical health 

a noodle company, Indo-Nissin status. Take proactive and 
Foods, helped launch RPG Retail remedial measures if you are in a 
before moving to his current posi- high stress job—or switch to a 
tion, all without any formal degree less stressful one 

in management. “Degrees don't w Reskill and reinvent yourself; 
have a life beyond three years,” he that's ultimately the best way to 
says, "but relentless hard work is remain relevant 

what keeps vou relevant in the job 
market." His advice to executives 
facing mid-career blues: “Dis- 
satisfaction arises because of a mis- 
match between reality and exp- 
ectations; these should be suitably 
downgraded or upgraded to meet 
your state of mind," he says. Lesson 
#3: even if you see some young 
(or not so young) gun outshooting 
you, persist with your hard gg 
work; as the old saying goes, | 
you can’t keep a good man 
down for long. 

But keeping pace with oth- 
ers, and with your own am- 
bitions, often involves addi- 
tional training to learn new 
skills—and this is relevant 
even for executives who 





















"Age is not an issue เท our 
industry; we still value 

experience and relevant œ c EO 
skill sets" 
Pradeep Pande/ President (HR)/ Ispat 


DEEPAK G PAWAR 


| ๑ สี ล ง 


aa 
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"People must learn to graduate 
from being proficient in just one fie- 
Id to adopting a more holistic view” 
Srinivas Shirgurkar/ MD/ Ace Designers 


haven't reached the "danger" age 
group yet. Start early, and keep re- 
orienting yourself to the changing 
environment around you. Says 
Subbarao Hegde, 45, Chief 
Technology Officer, GMR Group: 
"There will always be place for a 
specialist like me, even in today's 
youth-dominated market." It's a 
position he has reached the hard 
way. In 1998-99, he filled up a crit- 
ical gap in his knowledge portfolio 
by taking a course in total quality 
management in Japan. “I was then 
working in Gujarat Co-operative 
Milk marketing Federation (better 
known for its Amul brand) and 
wanted to introduce the latest man- 
agement techniques there," he says. 
Several more courses, including one 
at Institute of Rural Management in 
Anand, Gujarat, later, he joined the 
GMR Group, where he often has to 
camp out at various remote project 
sites overseeing the establishment 
of the group's technology back- 
bone. That's lesson #4: get your 
hands dirty, take up an assignment 
that others in your position would 
prefer to avoid. You'll soon become 
indispensible to your organisation. 

According to Ganesh Chella, 
CEO of Chennai-based Totus 
Consulting, a third party HR con- 
sulting services firm, executives in 
the 45-plus category tend to face 
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"There will always be place for a 
specialist like me, even in today s 
youth-dominated market" 

Subbarao Hegde/ Chief Technology Officer/ GMR 


uncertainties on the career front. 
They need to take a call on whether 
to focus strongly on their careers or 
make more time for their families. 
He says that rather than stay on at 
mid-, or even junior managerial 
positions in large companies, it may 
be a good idea to consider switching 
jobs and working with smaller com- 
panies or moving into charitable 
organisations and NGOs. “I have 
seen many people move from top 
companies to SMEs and educational 
institutions," says Chella. Lesson 
#5: Consider all options carefully 
before deciding to switch jobs. In 
this age group, it doesn't usually 
make sense to move for a few thou- 
sand rupees more; comfort levels 
are more important. So, switch jobs 
only if it adds value to your career. 
But it's not as if all is lost for 40- 
plus executives who still haven't 
become CEOs. "We've recruited ret- 
ired defence personnel, for instance, 
who are well trained in managing 
chaos," says S. Nagarajan, Head 
(HR), 24x7 Customer, a BPO. 
Then, the 40-plus crowd 
remains in great demand in the 
manufacturing sector, says S.B. 
Ganguly, Chairman-Emeritus of 
Exide Industries. *In Exide, the av- 
erage age across the organisation 
is 50.9 and we have no reason to 
consider changing this," he says. 





Adds A.K. Mukherjee, 46, Director, 
Finance, Exide: *In the manufac- 
turing sector, one needs at least 15- 
16 years experience to master the 
business processes of an industry. 
Only then can one contribute sig- 
nificantly to one's organisation. 
From my own experience, I can 
say, that 45 is the ideal age at which 
to start aiming for the top." This is 
corroborated by Pradeep Pande, 
President (HR), Ispat Group. “Age is 
not an issue in our industry; we still 
value experience and relevant skill 
sets," he says, but admits that the av- 
erage age in his company has come 
down over the years. 

But some HR heads say that the 
greatest barriers for 40-plus execs 
are social and psychological in na- 
ture. “There are not enough 45- 
year-old bankers in the market to 
recruit, and most of those available 
are culturally backward and bring 
old skills to the table," says K. 
Ramkumar, Head (HR), ICICI Bank. 
“Most people in this age group also 
have problems adjusting to younger 
professionals; so, and it’s not ability 
alone but social skills which are im- 
portant.” Often, this could involve 
the bitter pill of adjusting to a 
superior who could be younger or 
the same age as a 40-something 
executive. Lesson #6: take up a 
game or join a club; you will get to 
interact socially with a heterogeneous 
age group, perhaps lose a game or 
two to a younger opponent and 
also meet successful professionals 
younger than you. Over time, this 
will make the concept of a younger 
boss more acceptable to you. 

But the moral of the story: don’t 
lose heart even if you feel you're los- 
ing out because of your age. You 
can, with a little effort, make your- 
self relevant to your employer once 
again. And even if you can’t, there’s 
always some other company that 
may value your skills more. 

ADDITIONAL REPORTING BY 
RITWIK MUKHERJEE AND 
ANUSHA SUBRAMANIAN 


‘Hospitalisation’ Pays 
Expanding hospital chains offer great careers. 


HE HEALTHCARE SECTOR IS BOOMING, HOSPITAL CHAINS 
IR expanding and newer players are entering the 
fray. This is creating a deluge of jobs across speciali- 
sations. And it's not just doctors and other medical per- 
sonnel who're in demand. Large hospitals today need 
trained lobby managers, housekeepers, finance per- 
sonnel, investment advisors, marketing personnel, eng- 
ineers and others to keep them ship shape. *The scope 
is enormous; the problem lies on the supply side. 
There is a huge deficiency of well-trained personnel to 
man the positions," says Dr Amit Ghosh, a renowned 
surgeon in Kolkata and Chairman of Bengal Chamber 
of Commerce's Health Sub-committee, which recently 
bought out a study on the subject. And the best part is 
that leading hospitals pay salaries at par with the hotel 
chains with whom they compete for talent. m 

RITWIK MUKHERJEE 






FACT BOX 


WHO'S HIRING: Apollo Hospitals, Fortis, Max Healthcare 

and almost every other hospital chain and standalone 

THEY HIRING: MBAs, finance professionals, hospi- 

industry veterans and, of course, doctors and 
i staff. 


AT WHAT LEVEL: At all levels; mid-level, junior and entry- 
level recruitments are most common 


AT WHAT SALARIES: Senior doctors can get more than Rs 
1 crore p.a.; top non-medical professionals can exp- 
ect about half this pay. At mid-levels: Rs 12-50 lakh 
p.a.; at junior and entry levels: Rs 2-8 lakh p.a. 


WHAT ARE THE NUMBERS LIKE: At least 25,000-30,000 
jobs will be created over the next five years 






















COUNSELLING 


HELP 
TARUN! 


Q: | am a 23-year-old M.Tech civil engineer working for a 
construction company in a Tier-II city. Since | am involved 
in the marketing function of the organisation, is it advisable 
for me to pursue a specialised marketing course for better 
career prospects? What are the other growth avenues, 
especially in the realty sector? 

An MBA in Marketing will enhance your career 
prospects. With your qualifications, there will be 
many avenues open to you, including in real estate and 
construction companies. It is an industry that is in the 
process of becoming more professional. Also, you may 
want to explore sectors like building materials and 
constuction. 


Q: | am a 21-year-old English graduate and have just 
been offered a job as a technical writer in a major IT 
company. What are the prospects in this particular field and 
how is it different from content writing? 

Technical writing is a field that will give you a steady 
career. If you have a technical bent of mind and en- 
joy rr-related work, then this is a good option. 
However, since you do not have much of a technical 
background, it might also stifle your growth. A 
related option is content and copy writing. These are 
growing fields and hold a lot of promise. 

Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to He/p, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


“Apollo Health Street Pvt. Ltd., QMS 
Manager, Hyderabad, 8 - 10 Years, 
3574289 

Entrant should have experience in SQA/QMS 
& should be able to conduct and face Audits. 
He should be able to develop project plans, 
manage execution of the plan, track and 
ensure milestone/deliverable deadlines etc. 


Aricent, Senior Manager Finance 
(International Finance Vertical 
Head), Gurgaon, 10 - 14 Years, 
3577278 

This role is responsible for all Financial 
Accounting, Various statutory Compliance, 
SOX , Business Decision support, Budgets, 
Treasury, Automation, US GAAP/Local 
GAAP reporting for Development centers in 
US, Europe. 


Ciena, Manager / Sr. Manager - 
Embedded System Software, 
Gurgaon, 11-17 Years, 3479306 
Applicant should have strong software 
engineering skills, including object oriented 
analysis and design and large-scale C++ 
software development. 


Dell, Process Director (Dell Financial 
Services), Bangalore, 15 - 18 Years, 
3519082 

MBA/ or CA/Masters degrees in economics 
from a top-tier school. At least 15 years of 
work experience and proven tenure in 
Financial Services such as Credit, Consumer 
or Business Leasing & Collections Analytics. 


Digital PC Technologies Ltd., 
General Manager - Sales, Hyderabad, 
10 - 15 Years, 3574017 

Applicant should have sound knowledge of 
Computer Hardware, will be responsible for 
quoting best price to the customers and 
improve the sales for the entire showrooms 
performance situated throughout the state. 


EMC Corporation, Manager - System 
Administration, Bangalore, 9 - 11 
Years, 3572015 

Responsible for coordinating hardware and 
software installations, support and 
maintenance activities on systems that 
support the company production computing 
platform etc 


eOffice Planet India Pvt. Ltd., Branch 
Head, Bangalore & Chennai, 

10-18 Years, 3576227 

Selected person would be responsible for 
providing leadership and management for 
Sales & Marketing, Logistics, Procurement, 
Admin & Finance Function. 


FirePro Systems Pvt. Ltd., General 
Manager/ Asst. G.M/ Dy. G.M - 
Strategic Sourcing, Bangalore, 18 - 28 
Years, 3569297 

Applicant would be responsible for 
developing a network of suppliers for all the 
components and equipments, ensuring strong 
relationships are maintained with all critical 
vendors. 

Ionidea Enterprise Solutions Pvt. 
Ltd., Tech Lead - Java, Bangalore, 8 - 
10 Years, 3568621 

Person should have hands-on involvement in 
defining, designing, and implementing 
complex functionality for Conformia's Life 
Sciences Modules. He should have 8-10 years 
of multi-tier distributed software application 
development with proven problem solving 
skills. 

IP Soft India Pvt. Ltd., Oracle DBA 
Manager, Bangalore, 10 - 20 Years, 
70773 

Entrant will be responsible for installation, 
configuration and upgrading of Oracle server 
software and related products, evaluate Oracle 
features and Oracle related products, establish 
and maintain sound backup and recovery 
policies and procedures. 


Leighton Contractors India Pvt. Ltd., 
Senior Quality Assurance Manager, 
Jamnagar, 14 - 16 Years, 2467522 
Incumbent will be responsible for provision 
of project systems and support, including 
establishment of Project Manuals, 
Management Plans and Procedures. 


Little Bee Impex, General Manager 
(Accounts & Finance), Ludhiana, 12 - 
22 Years, 3578333 

The person will be responsible for overall 
control & supervision of finance & accounts, 
build control mechanism for ensuring proper 
transaction processing & controls in 
accounting operations ona regular basis. 


National Semiconductor, Team Lea 
- CAD Tools ๕ Methodology 
Bangalore, 8 - 10 Years, 3575675 

Ideal candidate must have been involved wit! 
circuit design, simulations, optimisation: 
synthesis and verifications and layout. H 
must be capable in project management, etc. 


Oracle India Pvt. Ltd., Director 

Product Development, Engineerin; 
division, Noida, 13 - 17 Years, 3537639 
Applicant should be able to manage the entit 
OIM engineering group i.c. variou 
development, test and maintenance team 
Works with other OIM engineering leaders t 
establish & execute group plans & objectives. 


Paramount Ltd., Residen 
Construction Manager, Baroda, 15 
20 Years, 3570251 

Candidate should be Graduate in Civil « 
Mechanical with minimum 15-20 years c 
experience in the execution and managing « 
Turn-Key jobs of Process Plant/big industri 
projects. 


Sambe Software Pvt. Ltd., Proje: 
Manager Pipeline, Ahmedaba: 
Mumbai, 10 - 14 Years, 3576255 
Incumbent should have thorough knowled 
of Pipeline sequential activities like Gradir 
Stringing, Bending, Welding Trenching, Joi 
coating, Lowering, Tie — in, Hydrotesting e 
till handing over to client. 


Symantec Corp., QA Manager, Pun 
8-10 Years, 3571553 

Responsible for implementing operatior 
and strategic policies and directives, He mu 
have 8-10 years experience in software Q 
with having knowledge of modern softwa 
testing principles including white box/bla 
box testing, exploratory or ad hoc testin 
performance and persistence testing. 


Tata Autocomp Systems Limite 
Head - Health, Safety 
Environment, Pune, 20 - 25 Year 
3568743 

Ideal candidate should be accomplish 
professional with 20+ years of rich experien 
in Health, Safety & Environment, havi 
exposure in multi location manufacturi 
environment. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Arms Private Limited, Project 
Manager, Bangalore, 8 - 9 Years, 
3583260 

Incumbent should be able to perform system, 
software, infrastructure and hardware 
feasibility studies by identifying financial 
investment required, derived bencfits, 
operating expense and other alternatives. 


BA Continuum Solutions, Manager - 
ERP (HRM), Hyderabad, 7 - 10 years, 
3579236 

Candidate should have exposure in 
implementation of SAP/Oracle HRM 
modules end to end from requirements 


gathering to BAU support. 


CI HR Services P. Ltd. (CityInfo 
Services P. Ltd.), QA Developer, 
Chennai, Hyderabad, 5 - 6 Years, 
3581612 

QA Developer should have excellent 
analytical and problem solving skills. 
Candidates with extensive work experience in 
Unix, shell/perl scripting, PL/SQL, C/C++ 
programming, Databases, ETL etc. 
Globallogic India Pvt. Ltd., Lead 
Cognos, Noida, 4-7 Years, 3578092 
This candidate will assist design /architecture 
related activities and be responsible for 
development of the Cognos BI application. 
He should have minimum of 4 years of 
experience in Data Warehousing and Business 
Intelligence. 


Iris Software Pvt. Ltd., .NET Senior 
Developer (ASP.NET with C#), 
Delhi, 3-8 Years, 336189 

The ideal candidate should be a self starter 
with minimum 4 years of application 
development experience, preferably in project 
scenarios with MS technologies etc. 


Juno Online Services Development 
Pvt. Ltd., Member Technical / Senior 
Memeber Technical - Database Dev, 
Hyderabad, 2-6 Years, 3452606 
Applicant should have expertise in Database 
concepts and in databases like Oracle etc. He 
should have strong SQL/PL SQL 
programming skills (Stored procedures, 
indexes, triggers, -etc.); Design, 
implementation and fine tuning of large 
database applications. 
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Lera Technologies Pvt. Ltd., 
Technical Architect - MS 
Technologies (.Net), Bangalore, 3 - 8 
Years, 2466187 

Person should be responsible for the overall 
design, architecture, and implementation of a 
complex Dot Net product line, evaluation of 
new technologies and software products to 
determine feasibility and desirability of 
incorporating their capabilities. 
LioNBRIDGE, Flash Programmer / 
Web Developer, Chennai, 3 - 6 years, 
2780634 

Applicant will be responsible for creation of 
advanced Flash course framework using 
custom components and dynamic course 
objects, high interactive templates, create 
rapid prototypes, deciphering client 
requirements. 

Persistent Systems Ltd., Sr. SAP 
Netweaver Consultant, Pune, 4 - 7 
Years, 3580828 

Candidate should have hands on experience 
with XI (Exchange Infrastructure) and 
Enterprise Portal development. He should be 
well versed with NetWeaver's WAS 
functionality wise. He should be able to 
understand and solve server problems. 
Satyam Computers Services Ltd., 
Presales Professionals, Chennai, 7 - 9 
Years, 3584672 

Primary job responsibilities will be create 
winning responses to RFPs, prepare 
collaterals, white papers, participate in 
product training/awareness workshops with 
leading product etc. 

Seec Technologies Asia Pvt. Ltd., Java 
- Module Leader - Insurance Domain, 
Hyderabad, 3 - 5 Years , 2718591 

The individual will be responsible for 
specification, design, and implementation of 
business components for SEEC customers. 
He should be able to motivate high potential 
sub-teams in a project. 

Source Code International, Project 
Lead - . NET Solutions, Bangalore, 
4-8 Years, 3581414 

Candidate will be involved in Team 
Management tasks like Project Planning, 
Task Allocation & Tracking. Experience 
with MS-Project is handy etc. 
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SumTotal Systems India Ltd., Senior 
Manager Data Center, Hyderabad, 10 
- 12 Years, 3580855 

Incumbent should have strong Win2000 & 
Win 2003 system administration skills, having 
knowledge of systems and network security 
principles, and general systems administration 
best practices. etc. 


Systime Computers India Ltd., 
Quality Assurance, Mumbai, 1 - 8 
Years, 3508810 

Applicant should have hands-on experience in 
implementing ISO standards and CMM 
CMMi in a Level 4 or Level 5 Company 
preferable with certification on internal 
auditing preferable. 


Tekstrom Infotech Private Limited, 
Software Developer, Chennai, 3 - 8 
Years, 3583015 

He/she should have 3 to 8 
Programming experience in a Linux, Kernel, 
Driver, Layer2, Layer3, TCP/IP, Network 
Management, Strong Debugging skills GDB, 
C Application etc. 


years of € 


VeriSign, Inc., Senior DBA, 
Bangalore, 4 - 6 Years, 3408799 
Responsible for planning, coordinating, and 
administration of 
including base definition, 
documentation, upgrades, 
requirements, operational guidelines, and 
protection. 


Oracle database(s). 
structures. 


long-range 


Verizon Data Services India Pvt. Ltd., 
Sr. J2EE Developer, Chennai, 4 - 6 
Years, 3463252 


The candidate will be responsible for meeting 
with client organization to define business 
needs and translating the requirements into 
design specifications and technical solutions. 


Xansa [India] Ltd., Senior Software 
Engineer, Delhi, 5 - 7 Years, 3579043 
Candidates should have Solaris O/S, Oracle 
9i, Shell Scripting with good command in 
developing applications using C, Pro*C in 
Unix environment 15 a must. He should be 
able to analyse/design solutions and assist 
team members when required. 


Age 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Compare Infobase Ltd., Project 
Manager, Delhi, Gurgaon, 6 - 8 Years, 
3060946 

Incumbent should be responsible for creating 
and executing project work plans and making 
appropriate revisions to meet changing needs 
and requirements. Identifying resources 
needed and assign individual responsibilities. 


Digital PC Technologies Ltd., 
Manager Marketing, Hyderabad, 3 - 8 
Years, 3574064 

You should be responsible for corporate and 
as well as private sector bulk bookings. He 
should have sound knowledge of Computer 
Hardware, having knowledge for quoting best 
price to the customers and improve the sales. 


Efficient Data Processing Pvt. Ltd., 
Business Development Managers, 
Mumbai,2-5 Years, 3585307 
Graduates having 2-3 years experience in Sales 
& Marketing. He should be able to sell 
automation solutions to large industries in 
various business vertical. 


Force Motors Ltd., Sr. Manager/ 
Manager - Vehicle Product 
Management, Pune, 5 - 10 Years, 
3570147 

You should be able to understand & formulate 
marketing and sales strategies through 
interaction with customers & company's 
technical team, management of product 
profile and pricing modifications, new 
product development and pricing, 

Great Eastern Impex Pvt. Ltd., Asst. 
Sales Manager, Hyderabad, 4 - 8 
Years, 3577242 

Graduate/BE with 4+ years of work 
experience in direct sales of IT 
hardware/software, Industrial Automation, 
or Printing technology products and solutions 
to corporate/ industries. 

IBS Software Services Pvt. Ltd., 
Executive/ Sr.Executive - Tele 
Marketing/ Lead generation, 
Tiruvananthapuram, 2 - 4 Years, 
3576107 

Incumbent should have min. 2 years of 
experience in International Telemarketing 
(especially in a software company) / outbound 
call center industry (Inside Sales). 


Infocom Network Ltd., Assistant 
Manager Sales, Chennai, 2 - 4 Years, 
3495872 

Selected person should be responsible for 
leading the team of Marketing Executives 
effectively and efficiently towards delivering 
superior service to our customers. He should 
be able to work independently and 
systematically. 

Infotech Enterprises Limited, BID 
Manager, Hyderabad, 5 - 12 Years, 
3368369 

The candidate should have experience in 
creating brochures, presentations, websites 
etc. upon receiving the content from 


ร อ แร ณ์ : un 
Matrix Telecom Private Limited, Asst. 


Manager / Sr. Marketing Officer - 
Exports, Vadodara, 2 - 7 Years, 
3579735 

You will be responsible for identifying export 
markets and generating sales of our entire 
range of products. Independent thinking, 
excellent communication skills and readiness 
for traveling, 


Osim India, Area Sales Manager - 
Cochin, Chandigarh, 5 - 7 Years, 
3581029 

Candidate must be a MBA and having 5-7 
years of experience in sales and marketing, 
Candidates should be responsible for 


achieving sales targets through a dedicated 


PCS Industries Ltd., IT Services - 
BDM/ RSM, Mumbai, 3 - 9 Years, 
3583507 

Selected candidate will be responsible for 
business development of IT Services (Annual 
Maintenance Contract & Facility 
Management Services) to Banks, Institutions, 
Corporates, etc., and meet target. 


Premium Paper and Board Industries 
Limited, Marketing Manger - 
International, Mumbai, 3 - 7 Years, 
3584256 

Applicant should have 5 to 7 years hands-on 
marketing communications planning and 
implementation experience, in paper Industry. 
Broad communications skill set in direct 
marketing, both print and online, advertising, 
PR, sales tools and collateral. 


Rushabh Investment Private Limite 
Marketing Manager, Mumbai, 5 - 
Years, 3573981 

Candidate will be responsible for produ 
promotion & business development throu, 
Corporate selling of Self Adhesive Labe 
Induction Sealing Wads, Pre-Paid Cards, 


Scope T ๕ M Pvt. Ltd., Marketi 
Manager, Mumbai & Pune, 

3-10 Years, 3575511 

The manager will be responsible for recruiti 
and managing a team of marketing executiv 
and report to the CEO. Previous experience 
marketing medical products, hospiti 
equipment to institutions, soci 
organizations, through NGOSs will be 
advantage. 

Stelmec Pvt. Ltd., Area Sale 
Engineer / Executives, Ahmedabs 
& Mumbai, 3-5 Years, 3561684 
Candidates should be an Engineer / Diplon 
Holders / Graduates having 3 to 5 yea 
experience in handling sales to large industri 
projects, consultant, Governmei; 
Institutions. 


Telerex Communications, Sale 
Engineer (Telecom/PBX), Delhi, 
2-5Years, 3566111 

Entrant should be able to understand tl 
customer Technical needs in the arcas « 
N/W-VPN, Cisco Products, knowledge « 
EPABX, Voice & Data Networking, C 
Application, VoIP, Knowledge of Switchis 
& Networking Technologies. 

Ultra Group, Marketing/ Sale 
Manager, Delhi, 8-10 Years, 287084: 
Candidate should be Graduate/PG | 
Marketing with 8 years of Sales experience. F 
should be able to Marketing/ Developing ne 
business tie-ups/contacts and enhancir 
existing business tie-ups for various produc 
in Corporate and Retail Sector, 


Wings Pharmaceuticals Pvt. Ltd 
RSM, Nagpur, 8-12Years, 3565515 
The incumbent should be Graduate wi 
having working experience as Regional Sal) 
Manager with minimum 2 years experience ¢ 
Selling Pharma / OTC / FMCG products. F 
will be responsible for Motivating, Tea 
Building, and Sales target achievement « 
state. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Accenture Services Pvt. Ltd., 
Consultant (Enterprise Risk 
Management), Chennai, 3 - 7 Years, 
3543557 

Risk Management Consultant will be 
responsible for providing support to onsite 
risk management team with the identification 
of overall enterprise risks, gauge their impact 
and development of a mitigation plan to 
address the identified risks. 

APW President Systems Ltd., 
Manager - Accounts, Bangalore, 

4-7 Years, 3553098 

Entrant should be able to handle accounts / 
finance up to finalization and interaction with 
bankers, complete taxation - direct and 
indirect taxation, interact with internal and 
external auditor, to ensure compliance and 
interaction with statutory authorities. 


Auchtel Products Ltd., Chief 
Accountant, Mumbai, 6 - 16 Years, 
2892171 

Ideal candidate should be minimum B.Com 
graduate, preferably an M.Com or Inter CA 
with at least 6 years experience in Accounts 
Department of manufacturing firm, 
preferably a chemical company. 


Avanti Feeds Limited, Accounts 
Officer, Rajamundri, 4 - 6 Years, 
3584543 

Applicant will be responsible for monitoring 
the credit limits of debtors, accounting for the 
payments received from the debtors, 
calculation of discounts and various scheme 
cligibilities and follow up for payments. 

Blue Mango Films, Accountant, 
Delhi, 4 - 10 Years, 3551158 

Candidate should have sound accounting 
knowledge up to finalization, responsible for 
handling day to day accounts functions like 
entering vouchers, processing vendor 
payments, billing to clients, payment follow- 
ups, payroll, inventory accounting, etc. 
COLT Technology Services India Pvt. 
Ltd., Analyst Finance Operations, 
Gurgaon, 2-3 Years, 3555732 

The role will involve delivering on financial 
management processes such as 
revenue/project/fixed assets accounting, 
reconciliations, general ledger management, 
closing company books & reporting to 
internal & external customers as per defined. 
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Cradle Runways India Pvt. Ltd., 
Credit Control Manager, Mumbai, 


4-5Years, 3543777 


Incumbent will be responsible for formulating 
& monitoring Credit Control Policy & 
ensuring the strict adherence to the same. 
Must have work independently & knowledge 
of Commercial terms like VAT & Service Tax 
& WCT etc. 


Emerson Network Power (I) Pvt. Ltd., 
Cost Accountant, Mumbai, 

2 - 5Years, 2742308 

The candidate will be responsible for 
Inventory Valuation, Product Costing, Gross 
Contribution, Profitability Analysis, Project 
Costing, Management Support. 


Enercon (I) Limited, Manager / Sr. 
Manager - Capex, Daman, 6 - 8 Years, 
2605325 

Applicant should have experience of laying 
down systems & procedures for Fixed Assets 
Accounting, verification etc. He should be 
able to work with IT dept to customize 
/implement the reports desired for various 
purposes in SAP system. 


ETP International Pvt. Ltd., Assistant 
Manager - Finance & Accounts, 
Mumbai, 3-5 Years, 3367889 

You should be able to maintain bank book, 
Inward / Outward Register, Sales Register, 
Purchase Register, Bank Statement, Ledger 
A/C, & Voucher Entries. (Data Entries) 
Preparing Sales Bills & Payment Follow up 
with the Clients. 


Genpact, Manager - Finance, Jaipur, 
5-6 Years, 3575933 

You should be able to understand client 
policies and strategies in service area 
(including Service Performance Report, 
Balance Scorecard, Customer / Stakeholder 
Satisfaction survey and other various metrics). 


Intellvisions Software Limited, 
Company Secretary, Mumbai, 

3-5 Years, 3572364 

Candidate should have at least 3 — 5 years 
experience in Secretarial matters and 
including Issue Management, Capital Markets 
investor relations etc. A good knowledge of 
company law and Corporate Governance is 
must. 
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Reliance Industries Ltd., Manager - 
Corporate Income Tax, Mumbai, 

3-8 Years, 3543418 

The candidate must be a CA / ICWA with 
excellent academic background and should 
have at least 3 years post qualification 
experience in a large Corporate enterprise or a 
Consulting / Advisory firms. 


Sarovar Hotels and Resorts, Chief 
Financial Officer, Mumbai, 

15-20 Years, 3582430 

He should be able to deal with financial 
institutions, identify and analyze potential 
investment opportunities, ensuring legal and 
tax compliance, formulating and executing 
strategies for growth. 


Tata Chemicals Ltd., Manager - Risk 
Management, Mumbai, 5 - 10 Years, 
3562938 

You should be able to assist in 
institutionalization of the risk governance 
framework in the organization and actively 
interface with Risk Management Steering 
Committees, AQC, and SBUC on risk 
management related issues. 


Tesco India, Asst. Manager - 
Accounts, Bangalore, 3 - 4 Years, 
2997660 

Applicant should be responsible for Finalising 
Books of Accounts - monthly, quarterly, half 
yearly & annual, Cashflows preparation & 
management. Previous knowledge of account 
payables / Order to pay process & good 
understanding of principles of accounting, 


Unity Infraprojects Ltd., Head - 
Accounts, Mumbai, 5 - 10 Years, 
3555134 

Candidate should be Chartered Accountant 
with 5 to 10 years of Senior Management 
Experience in Taxation like sales tax, 
profession tax, income tax etc. Thorough 
knowledge of computer and accounting 
package Tally is essential. 





HOW TO APPLY FOR THESE JOBS; 


1. Logon to www.monster.com 

2. Type the job ID in the "Search Jobs" 
box on the home page 

3. Click the "Go" button 
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Ferromatik Milacron India is the strategic base of Global Plastics Machinery Business of Milacron 
Inc., USA. Our state-of-the-art manufacturing facility at Anmedabad is an extension to Milacron facilities 
in USA and Germany. To support our business plans, we are looking for candidates with MNC or 
reputed business house background, befitting for the LEADERSHIP position of ... 


VICE PRESIDENT - OPERATIONS 


As the Head of Operations (Pre-Mfg to Quality to Dispatch to Delivery), Basic functional objectives are: 
@ To Plan, Organise, Direct, Control for the overall operations at the best efficiency & effectiveness. 
@ Arrange for the necessary resources in alignment with the business plans, to ensure that the Customer and the 
Market demands are satisfied, in respect of the Best Quality, Competitive Cost & Committed Delivery. 
@ Helping in increasing the market share and overall growth of the Company through Enhanced Effectiveness of the 
Developmental initiatives viz. 6-Sigma, Lean, Kaizen, TPM, TOM, 5S, JIT / KANBAN. 
@ Ensuring Safe Work Practices & Continual Development of People & Processes. 
The Candidates having Degree in Engineering and PG in Management, with thorough experience of about 
18 to 22 years in the manufacturing set-up of Heavy Engineering, Machine Building or Capital Goods 
industries involving discreet manufacturing activities and successful track record of leading a large team, would be 
most suitable for the position. Those having played role of Profit Centre Head shall be preferred. 
The Company is on an aggressive growth path, and the Position offers attractive Remuneration, Benefits & Perquisites; 
and that shall not be a constraint for the right candidate. 
The above position is based at AHMEDABAD; hence Local Candidates or those prepared to relocate should only 
apply. Candidates meeting the above requisites may please rush in detailed resume & photograph, furnishing the 
details of current compensation, in strict confidence, within 7 days to: 
General Manager - HRM & Admin, Ferromatik Milacron India Ltd, 
Plot No: 92, Phase-l, GIDC, Vatva, Ahmedabad - 382 445, Gujarat 
Email: hrdfmi 8 milacron.com Website: www.milacronindia.com 
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bt reporter's diary 


Bangalore is the only other major city in the world that 
is farthest away from its water source. Water from 
the Cauvery has to be piped over 120 km into the city. 
No wonder, the idea of sharing the river water with 
neighbouring Tamil Nadu raises the hackles 
of Kannadigas. 

Even as the utilities began to creak, the city's roads 
were running out of space. The two-wheeler population 
in Bangalore is the second highest in India after Delhi, 
and some 1,000 new vehicles pour onto the city roads 
every day. The apology of an airport that India's 
Silicon Valley sports, has been bursting at the seams, 
with passenger traffic growing 44 per cent last year 
alone. Every day, airplanes routinely hover over the air- 
port for as much as half an hour due to congestion. To 
make things worse, about two years ago, the local 
police began forcing all shopping establishments to 
close by 11.30 P.M. A city once famous for its numer- 
ous pubs and night life was no longer the same. 

50, when a shaky coalition government took charge 
16 months ago replacing another equally shaky one, lit- 
tle was expected. Benign neglect was the best hope, 
unlike a couple of the earlier governments that were 
seen to be actively working against the city’s inter- 
ests. But surprisingly enough, there have been signs of 
improvement over the last couple of months, thanks in 
one part to the government and the other part to activist 
citizens. Work on the Metro has started, even as tenders 
have been invited for a monorail system to act as a 
feeder service. The new Bangalore international airport 
coming up at Devanahalli seems to be on track for the 
first flight to take off in April 2008. 

The formation of Bruhat Bangalore (Greater 
Bangalore), along the lines of Bruhan Mumbai, seems to 
be paying off as well. Integration of seven surrounding 
civic municipal areas, including 
Rajarajeshwari Nagar, Dasarahalli, 
Bommanhalli, Krishnarajapuram, 
Mahadevapura, Bytrayanpura, and 
Yelhanka (apart from one town 
council, Kengeri, and 111 villages) 
means that the city’s size has 
grown from 225 to 741 square 
kilometres. This should lead to a 
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more planned development of Bangalore, besides 
which it will augment its resources in the long run. 
While earlier the government was shooing away in- 
vestment to other parts of the state saying that availability 
of land and other resources was a constraint, the for- 
mation of “Greater Bangalore’ has freed up nearly 
20,000 hectares of land for industrial use. 

If there was one symbol that indicated Bangalore’s 
inability to make any progress on infrastructure, it 
was the half-done flyover that greeted visitors as soon 
as they came out of the city airport. But guess what? 
Four years after its launch and several crores of rupees 
in cost overruns, the flyover opened to traffic five 
months ago. Similarly, several other near-abandoned fly- 
overs, which had begun to look like grotesque sculptures 
of steel and cement, have been finished. K. Jairaj, 
Commissioner of Bruhat Bangalore Mahanagar Palike, 
says that work on expanding eight key arterial roads at 
a cost of Rs 67 crore has begun. The Bangalore 
Development Authority, which plays a key role in 
developing the city's infrastructure, has taken up work 
on peripheral ring roads to connect far-flung areas. 
Says Chief Minister H.D. Kumaraswamy: “The coalition 
government is committed to improving infrastructure in 
Bangalore in a time-bound manner. Formation of 
Greater Bangalore, launch of work on Metro rail, 
widening of key arterial roads in the city and the new 
international airport will solve a number of problems." 

Even as the Chief Minister uttered those confident 
words, 280 trucks carrying 2,300 tonnes of garbage had 
formed a smelly queue on the city's roads. Why? The 
city's dumping grounds were full up. Fresh garbage 
collection came to a standstill, until a fresh dumping site 
on the outskirts of the city was identified. Bangalore is 
optimistic, but not too much. ไพ 













wd 3. : 
bs T 


Bangalore international airport 


coming up at Devanahalli E ag be-on track for the first 








bt bookend 


Business Out-of-the-Box 


How an ambitious businessman (and a clever engineer) 
helped change the world of shipping. R. SRIDHARAN 


THE BOX LONG TIME AGO, IN THE EARLY 905, WHEN MY 
By Marc Levinson A‘ journalistic job landed me in a mom-n-pop 

| ร ต) merchant-shipping magazine, | used to be 
d University Press fascinated by ships. Whenever I got the opportunity, 
Ls Rs 1023 I would spend hours exploring the innards of a ves- 


sel, right from the ear-splitting engine room to the 
cavernous hold to the quiet deck. But not once do I 
remember stopping to admire the huge metal boxes 
that most of them carried. After all, what's fascinat- 
ing about a 20- or 40-foot aluminium box? Well, it 
seems, [ was dead wrong about the shipping con- 
tainer's sex appeal. I didn't know, for instance, that 
what went into its making weren't just corrugated alu- 
minium sheets and some hinges, but the foresight and 
uncompromising ambition of one businessman and 
the brilliance of another engineer. 

The Box is the improbably fascinating story of 
how the two merged to create modern shipping's 
most important phenomenon: containerisation. 
Published to coincide with the 50th anniversary of the 
first container voyage in 1956, The Box is the story 
of a man called Malcom Purcell McLean, who began 
his career stocking shelves at a local grocery in a North Carolina town but 
soon became a trucking magnate. But McLean's ambitions went well beyond 
owning a fleet of trucks. When business became fiercely competitive and 
highways congested in post-World-War-II America, McLean, always para- 
noid about costs, began focusing on ways to make his trucking service even 
more competitive. In one of his many Eureka moments, McLean came up 
with the idea of sending his trucks by coastal ships to cities up on the East 
Coast from North Carolina. 

But there was a problem: The us of 1950s did not allow trucking 
companies to also own ships. Thanks to clever legal and financial ma- 
noeuvring, McLean was able to circumvent the rules and buy one of the 
largest shipping lines in the us, Waterman Steamship Corporation. As 
Levinson, an economist and a former editor at The Economist, says it, 
McLean’s original plan was to create roll-on roll-off ships that would 
carry his trucks, and reduce costs for customers by nearly 75 per cent. 
However, he wasn't entirely happy with the idea because the truck tyres 
would eat up vertical space, besides which he wouldn't be able to stack up 
trucks one over another. 

Hardly the one to give up on a good idea, McLean orders his team to 
come up with a solution, which they find in an engineer called Keith 
Tantlinger, a container expert. lt is fascinating how many odds the two had 
to beat to popularise containers and create worldwide standards that 
would allow such boxes to seamlessly travel from any vessel to any truck 
anywhere in the world. Read The Box to find out more. I don't know about 
you, but the next time I spot a humble shipping container, I'll be looking 
at it with a lot more respect—and pause to think of a man called McLean. 
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ARKETERS HAVE A PROBLEM 

on their hands: Consumers 
have gotten a lot smarter than 
they used to be. That means 
advertising doesn't quite work 
the way it once used to. Even if 
a consumer were generous 
enough to set aside her 
cynicism, there's just too much 
clutter for an ad to catch and 
keep her attention. So, what 
are the creative directors to do? 
First, get to know the 22 time- 
less ‘laws’ of advertising, and 
know when to break them. 
Michael Newman's book gets 
22 heavy hitters from the world 
of advertising to spell out these 
laws, and tell readers when to 
ignore them. lan Batey, Jean- 
Marie Dru, Al Ries, James 
Lowther are some of the people 
whom Newman, former Saatchi 
& Saatchi creative director and 
now head of an ideas com- 
pany called brandnewman, 
invites to write. 

Just what are these laws? 
They range from the Law of 
Simplicity to the Law of 
Humour, and include several 
others such as the Law of Nice, 
and even the Law of Disruption. 
"Humour is so powerful in ad- 
vertising (when it really is funny) 
because it's a bridge that links 
the brand and the consumer," 
writes Batey. "Laughter, it's been 
said, is the shortest distance 
between two people." If you are 
in the business of making ads, it 
won't hurt you to read Newman. 
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Some travel and film companies are offering Bollywood tourism packages. 
It's early days yet, but the potential is massive. ANUSHA SUBRAMANIAN 


OURISM MINISTRIES 
across Europe, South 
East Asia, Australia and 
New Zealand regularly 
send delegations to 
Mumbai to woo Bollywood bigwigs 
to schedule shoots in their respective 
countries. The rationale: high spend- 
ing Indian tourists invariably visit 
places they see their favourite stars 
frolicking about in on screen. Now, 
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a group of enterprising entrepre- 
neurs is cashing in on the growing 
Bollywood mania among NRIs and a 
section of foreigners, but in reverse. 
How? By offering “Bollywood 
tourism” packages—which include 
visits to film sets, interactions with 
stars and crew members, lunch on 
the sets with the cast and crew mem- 
bers and, if possible, even “roles” in 
the films (as extras in crowd scenes). 


It's still early days but sections of 
the travel trade and some 
jollywood production houses can 
already smell the moolah. Percept 
Holdings, a media company, is set- 
ท ท ธ up a Rs 450-crore, 100,000 
sq. ft, Bollywood Theme Park in 
Mumbai that, its Joint Managing 
Director Shailendra Singh says, will 
"allow visitors to experience and 
consume Bollywood in all its pos- 
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BOLLYWOOD TOUR GUIDE 


A look at some of the packages on offer. 





sible forms—they will hear it, see it, 
drink it, wear it and keep it". The 
park is scheduled to open in 2008 
and will have cafes, a Hall of Fame, 
museums, joyrides, sets from actual 
films and—this is the clincher— 
some tickets will even allow holders 
to actually watch and participate 
in live shoots. 

The obvious target clientele is 
the Indian diaspora and those for- 
eigners who want a different Indian 
experience. *Today, Hindi films 
have become synonymous with the 
country's popular culture. There's 
huge interest about us all over the 
world. This is an idea whose time 
has clearly come,” says Rahul Puri, 
Vice President, Mukta Arts, show- 
man Subhash Ghai's flagship pro- 
duction house, which is toying with 
the idea of offering Bollywood tours. 

Conceptually, the idea of weav- 
ing tourism around the film industry 
isn't new. Hollywood perfected the 
art decades ago and studios like 
Disney, Columbia Pictures and 20th 
Century Fox earn significant rev- 
enues from this stream, but this is the 
first time it's being tried out in India 
in an organised manner. Of course, 
Ramoji Rao Film City in Hyderabad 
and Filmistan in Mumbai (the only 
studio in Mumbai open to the 
public) already offer such tours, but 
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these are mostly one-off affairs, 
arranged at the behest of people 
who are known to the manage- 
ments of these studios. 

“We're very keen to develop 
this area and have started negotia- 
tions with several production houses 
to understand what can be offered 
in Bollywood tour packages,” says 
Bhushan Gagrani, Managing 
Director, Maharashtra Tourism 
Development Corporation. This, 
in fact, is the major challenge. Most 
studios are out of bounds for out- 
siders. “You have to have tie-ups 
with producers, actors and studios 
to ensure that you deliver on what 
you promise,” he adds. 

Sandeep Jain, Director, Special 
Holiday Travels, who has arranged 
a few such tours, recalls an anec- 
dote. “Once, while visiting a studio 
where Bappi Lahiri was recording a 
song, a guest became visibly excited 
and requested the studio authorities 
to let him sing along. Seeing the 
man’s enthusiasm, the studio sur- 
prisingly agreed and allowed him to 
participate in a mock (practice) ses- 
sion, and even recorded and gifted 
him the song. That was probably 
the best thing he took back from 
India,” he says. 

It is such experiences, and the 
chance of interacting with top stars, 
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Dharmesh Gursahani of 
Travelmartindia (L) and 
Shailendra Singh of 


that tourists pay top dollar for. 
Driving by star residences and din- 
ing at restaurants frequented by 
Bollywood's A-listers are all very 
fine, but it's the opportunity of get- 
ting up close and personal with 
leading actors that's the real draw. 
But it is the difficulty of organising 
them that's proving to be a major 
stumbling block. Encouragingly, 
some stars themselves are getting 
involved. Actor Suneil Shetty's Pop 
Corn Entertainment even tied up 
with Travelmartindia, a one-stop 
shop for travel solutions, to offer 
Bollywood tourism packages before 
deciding to go it alone. 

How big is this niche? There 
are no industry-wide figures, but 
going by what the existing players 
say, it is worth only a few crores. 
But given NRI and resident Indian 
interest in Bollywood—foreigners 
make up only a tiny portion of 
tourists—this can obviously grow 
exponentially. “We have only seen 
the tip of the iceberg," says 
Dharmesh Gursahani, Managing 
Director, Travelmartindia. So, if 
you want to meet your favourite 
stars, all you have to do is sign up 
for one of the many packages on 
offer. Time to reach for your wallet? 

ADDITIONAL REPORTING BY 
TEJEESH N.S. BEHL 
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INGFISHER AIRLINES 

raised the ante on 

domestic flights by 
introducing In-Flight 
Entertainment (IFE) two 
years ago. Jet Airways has 
only just followed suit but 
only on a limited number 
of its domestic flights. So, 
which airline has the better 
IFE system? We put both of 
them to the test. Since most 
people fly Economy, we tried 
out the systems in Economy 
Class on both carriers. 


First, the Reigning Champion 
Kingfisher Class on the airline is 
outrageously red, but that isn’t the 
point. Once you have settled down 
in the aircraft, you can watch five 
rv channels or listen to 10 chan- 
nels of radio. The former is called 
Fun Tv and has several pre- 
recorded shows, including a heavy 
dose of Bollywood entertainment 
and some lifestyle shows. 

The radio is also fairly good, 
and it is a nice way to while away 
time, especially if you are 18th in 
the landing queue. That said, 
Kingfisher First Class has far su- 
perior IFE, and it isn't just the games. 
Passengers can choose what they 
want to hear or watch on the 
Audio-Video on Demand (Avop) 
system, which offers a lot of choice. 

All in all, the Kingfisher system 
is quite good, and on a 90-minute 
flight, on which, until two years 
ago, you had no way to entertain 
yourself, it more than gets the job 
done, but programming could really 
be a bit better. The headphones, 
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Only Kingfisher and Jet Airways offer in-flight 
entertainment among domestic carriers. Which 
system is better? BT Drive tests them out. 


Kingfisher: W 





ith Live TV, it may regain th 


though, feel and sound pretty 
cheap, but Vijay Mallya, Chairman, 
Kingfisher Airlines, insists that they 
are fairly good. And he is equipping 
some of his aircraft, particularly in 
flights to and from Bangalore, with 
live TV through a built-in Dishtv 
receiver on each aircraft. Mallya 
says his entire existing fleet will be 
retrofitted with this service within 
the next few months. 


Can Jet Win this War? 

Very few of Jet's domestic fleet 
have IFE installed, but I flew 
between Bangalore and Delhi on 
the VT-JGS, one of Jet Airways' lat- 
est 737-800 aircraft, which has it. 
Even though the crew did not 
switch on the system until we 
reached cruising altitude (and they 
switched off the system five minutes 
before we landed) the system in 


Jet's Economy Class is far superior 


to the one on Kingfisher. 

For one, while Jet does not give 
domestic Economy passengers a 
game controller (Business Class 
travellers on both airlines get one) 
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ifty AVOD system เร ท t avail 


Jet has the AvOD system 
on all seats. There is a 
multitude of choice on the 
Jet system—more than 
enough for an interconti- 
nental flight, including 
full-length serials and 
whole albums. The 
touch screen system does 
take a bit of figuring out, 
though. But you must 
give credit where it is 
due; this is a very good 
system with a lot of content, which 
should keep all but the ones with 
the most esoteric tastes entertained. 
And the headphones sound better, 
though in both cases it is better 
that you carry your own from 
home with an “aircraft converter” 
lead. This system is in the same 
league as some of the IFE systems on 
international carriers. 

The only problem is that you 
won't know if you will get a plane 
with IFE. Saroj Datta, Director, Jet 
Airways, assures BT that its entire 
fleet of 737-800 and 737-900 air- 
craft will “eventually” be retrofit- 
ted, but the only way you can find 
out which aircraft does have IFE is 
to enquire while booking. And, 
you have to admit, that is a pain. 


Bottom Line 


Jet does have the superior IFE system 


in its Economy Class right now. 
Pity it isn’t there across its fleet, 
and Kingfisher scores over there, 
and once live television becomes 
standard across Kingfisher’s fleet, 
Mallya’s airline may well regain 
the upper hand. 

KUSHAN MITRA 
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Nice and Affordable 





The Sony Ericsson K550i and Nokia 6300 have 
decent features and won't burn holes in your pocket. 


OTS OF PEOPLE TELL ME THAT 

this column dwells too much 

on really high-end products— 
that people can aspire to, but can't 
really own just yet. Therefore, this 
time, Printed Circuit will look at 
two practical, good-looking phones, 
with decent features that are priced 
under Rs 12,500. 


Sony Ericsson K550i 
Cybershot 

PRICE: Rs 11,995 

This is the cheaper of the two and 
is positioned as an imaging device, 
with a flash and, interestingly 
enough, an auto-focus feature. You 
have to give kudos to Sony Ericsson 
for improving its user interface. 
And, more importantly, its new 
phone looks really nice. 

But the narrow-set keys are not 
that easy to use on the K5501, 
especially when typing. But this is a 
shooter, and the auto-focus fea- 























ture—the first time this feature is 
being made available at this price 
range—removes blurred images 
from the equation. In fact, it is a 
fairly fast shooter; there isn't this 
awful lag between the time you 
press the shutter and the time the 
image actually gets resolved. Okay, 
there is some lag, but it isn't as 
bad as, say, the lag on some other 
camera phones. The 2 megapixel 
camera gives decent colour and 
the flash does work, at least at 
short range. 

If you were to ask me, I would 
suggest that you should spend quite 
a bit more, almost Rs 6,000, and 
get the SonyEricsson K790i, which 
is a brilliant device with an excellent 
3.2 megapixel camera. But for the 
price, the K550i delivers very good 
imagery. Granted, it's not the easi- 
est phone in the world to use 
(though it is nowhere near being the 
worst) and the PC software could do 
with some reworking. But, if you 
want a good camera on your phone 
and do not have a huge budget, 
this is a great device. 


Nokia 6300 
PRICE: Rs 12,700 
This is possibly the nicest handset 1 
have received for review from 
Nokia in a while. I am not saying 
that the E-series or N-series phones 
that one keeps getting are bad, but 
sometimes, and especially after 
the N95, you wish you had a 
nice simple phone—one that 
could do everything like send 
and receive e-mails, play 
music and videos as well 
as shoot the occasional 
picture—in an att- 
ractive package that 
doesn’t make your 
trouser pocket 





look obscene. 


[ liked the fact that when I typed 
text messages, the font was nice 
and big, the screen contrast was 
good and nothing was too compli- 
cated. So what if the camera isn't 
that great—there’s too much lag 
and low-light quality is very poor, 
but for casual shots it works fine. 
The 6300 has a nice easy keypad, 
all the buttons are well laid out, it 
has a loud enough speaker so that 
the morning alarm doesn't fail to 
wake vou up and a lovely screen. 
Sure, more expensive phones can 
do a lot more, but I liked the 
phone. 

The only problem | had with 
both devices was quite basic—they 
both come with minuscule data 
cards, but then again, these phones 
are not targeted at really heavy 
users, and data card prices are com- 
ing down as well. Make no mis- 
take, these are two very good 
phones, but I will gravitate slightly 
towards the Nokia because of its 
ease of use factor. But if it is image 
quality you want, don't look 
beyond the Sony Ericsson. 

KUSHAN MITRA 
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RAMEN SARKAR 





Get Your Biceps Summer-ready 


UMMER'S HERE AND SO ARE SHORT-SLEEVED SHIRTS. OR EVEN 

tank-tops, if you're the adventurous sort of guy. Whatever you opt 

for, this is the time your biceps will be on greater display than at 
any other time of the year. Not a problem for the average gym-going 
guy because biceps curls are probably the second-most favoured ex- 
ercise for men—the first is, of course, the bench press. 

Yet, there are tricks that can get your biceps summer-ready 
quickly. Like the 21. Named after the number of repetitions you do 
in a single set, the 21 fatigues your biceps muscles better than the com- 
mon garden variety biceps curl. In the 21, there are three different 
movements rolled into one exercise. Here's how it works: 

Stage 1. Stand with your 
back straight, feet shoul- 
der-length apart and hold 
a weighted barbell. Go 
for a weight that is, say, 
15-20 per cent less than 
with what you can do a 
maximum of 10 repeti- 
tions. For the first seven 
repetitions, begin with 
your arms fully extended 
towards the floor, as you would for a normal barbell curl. Now, raise 
the weight till your forearms are at 90 degrees to your upper arms. 
Hold at the top of that movement for two seconds and then lower the 
bar to the starting position. That's one repetition. Do seven. 

Stage 2. For the next seven repetitions, you start with your forearms 
at 90 degrees to your upper arms (that is, the final position in the first 
seven repetitions becomes your starting position). Now, raise the bar 
till your hands approach vour shoulder. Pause for a couple of seconds 
and then return to the starting position (forearms 90 degrees to the up- 
per arms). That's one rep. Do seven. 

Stage 3. In the third part of the exercise, you have to do the full range 
of the biceps curl movement. So, you begin at the starting 
position of 1 and lift the bar till your arms approach your shoulders 
(final position of 2). That's one rep. Do seven. 

Each of the three seven-rep movements has to be done sequentially 
without resting between them. That completes one set. Do two or three 
sets of the 21, preferably twice a week for best results (read: well- 
defined biceps). Points to note: Use a weight that allows you to do the 
movements without swinging your torso forward or backward; keep 
your elbows fixed at the sides of your torso throughout the movements 
and, keep your back straight. Also, remember that doing the move- 
ments of the exercise very slowly increases the effect it can have 
on your muscles. So, try and take two seconds to curl your arms 
upwards in each stage and around four seconds to lower them back 
to the starting position. 

MUSCLES MANI 
write to musclesmani@intoday.com 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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TIPS TO BOOST 


YOUR MEMORY 


ORRIED OVER INCREASING 

workload and how to multi-task 
without missing key points? Here's 
how to keep your memory intact. 


Heart Matters. A healthy cholesterol 
level is as vital for mental sharpness 
as it is for cardiovascular efficiency. 
When plaque, caused by "bad" LDL 
cholesterol, builds up in blood vessels, 
it can obstruct blood circulation to the 
brain, depriving it of essential nutri- 
ents. One possible consequence: 
memory problems. Says Dr P. 
Renjen, Senior Consultant, 
Indraprastha Apollo Hospital, New 
Delhi: "Do half an hour of cardio- 
vascular exercise every day, such as 
brisk walking, slow jogging, biking, or 
swimming. This will increase blood 
flow to the brain." 





Apple a Day. Says Dr Renjen: 
"Apples have just the right dose of 
antioxidants which help preserve 
memory by protecting brain cells 
against damage from free radicals 
created by everyday metabolism." 
Apples, which are rich in iron, can 
also boost your recall abilities. 


Red Wonder. Toss down a glass of 
red wine every day to preserve your 
memory. It contains resveratrol, a 
compound that helps fight disease 
and improve blood circulation. 


Meditation Mantra. "Meditation can 
reduce levels of cortisol, a stress hor- 
mone, in the brain," adds Dr Renjen. 
Sit quietly in a comfortable position 
and silently count backward from 
50. As your concentration improves, 
begin the count from 100, 200 or 
even 500. This exercise will help 
you improve your memory. 


No to Noise. Says Dr Renjen: "Multi- 
tasking reduces learning because not 
everyone has the ability to retain 
information from various sources at 
the same time." If you are still keen 
on multitasking, learn to pay undi- 
vided attention to key information. 


MANU KAUSHIK 


Subscribe to enjoy never-before 
savings and get assured gifts. 
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On a Song 


PRASOON JOSHI HAS HIS TASK CUT OUT AS THE ASIA 
representative on the McCann Worldgroup Global 
Creative Collective. In his new role, Joshi, 37, 
wants to make more Indian creative minds within his 
company globally recognised. “It’s a great honour 
that global boards have started inducting Indians," 
says an elated Joshi. The 13-member board has 
been formed to tap creative talent within the group. 
Joshi, Executive Chairman, McCann Erickson 
India, is also responsible for all McCann creatives 
from the South-East Asian region as regional creative 
director, South and South-East Asia. Renowned 
for his versatility as a celebrated adman and award- 
winning film lyricist, Joshi has just one dictum 
for the many roles he dons: *Fundamental human 
emotions are the same all over the world, only 
expressions are different." 
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Star Quest 


WHILE HE MAY NO LONGER BE THE HEIR APPARENT TO 
the News Corp. empire, LACHLAN MURDOCH, 35, is 
determined to be a force to reckon with in Indian 
media. Known for his varied interests, from a 
philosophy degree to being a tattoo buff, Murdoch 
means business this time round. Murdoch junior was 
on the mission "to grow into a significant force in the 
Indian media landscape". To this end, his Australian 
company Illyria has tied up with Percept Holdings for 
a joint venture, Percept Talent Management. 
Murdoch is mum on the investments involved, but 
he has set ambitious targets from the word go, hop- 
ing to rake in revenues of Rs 100 crore in the first 
year itself. Murdoch junior is surely on familiar 
turf though; it may well turn out to be his test by fire. 
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BANDEEP SINE 


Remedial Pursuit 


A. VELLAYAN IS AN UNHAPPY MAN. THE MURUGAPPA GROUP TOUCHED A RECORD TURNOVER OF $2 BILLION (RS 8,200 
crore) for the last fiscal, but Vellayan, 54, group Vice Chairman is still miffed. What’s troubling him is a 
slew of unfriendly goverment policies for sugar and fertiliser industries. The only silver lining is the exchange 


rates that have helped him double the tumover last fiscal from 2003-04. Vellayan’s lament is that the growth 
in turnover and profits has failed to maintain the pristine average of the last four y years. To tide over the 
crisis, Vellayan reels off his demand-list—cut purchase tax, allow export of molasses and 
ethanol, and introduce sugar export subsidies. While Tamil Nadu is yet 10 respond 
favourably, it is reasonable to assume that with Vellayan reposing | L3 faith in sugar, 

utin: and financial นะ อะ ม this prescription hus: rx be the ‘panacea. 
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Game Plan 


HE HAS JUST SHRUGGED OFF HIS EXECUTIVE RESPON- 
sibilities after taking over as Chairman-Emeritus of 
Exide Industries but SATYA BRATA GANGULY is 
already game for more. After working with Exide 
for over two decades, Ganguly is now the helms- 
man at two crisis-ridden organisations. His passion 
for soccer has landed him the role of the president 
of the Indian Football Association, the oldest soc- 
cer association in the country. It is with the same 
fervour that he is determined to turn 

around the fortunes of the 
Academy of Fine Arts, one of 
the oldest and finest art soci- 
eties in India. Ganguly, 64, 
who has worked with Dunlop 
and Exide in his professional 
career spanning over 44 years, 
has no worries on acco- 

unt of his new task. 

"Soccer has been 

my passion all Y 
along. The spirit 
of team game is | 
the most im- 
portant thing 
lve learnt 
from soccer 
and I’ve tried 
to apply and 
adopt that 
throughout 
my professional 
career,” he says. 
Not surprisingly, 
a zealous Ganguly 
hopes to replicate 
the same in soccer 
and art. 
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Just Sniffing Around 


WHEN FLYING WINEMAKER MICHEL ROLLAND, 60, FIRST 
visited the winery of Grover Vineyards 10 years 
ago, he was less than impressed with his first sip. He 
is still not raising a toast to Indian wine, but readily 
admits that things have changed for the better. He 
owns a 42-hectare vineyard in Bordeaux in France 
where his family has been producing wine for four 
generations. “Indian companies have made some 
good wines and they’ve become quite popular in 
fancy European restaurants, but with just one million 
hectolitres sold (compared to around 20 million in 
France), there is a long way to go,” says Rolland. His 
advice to winemakers: Grow great grapes to make 
good wine. There’s nothing worse than using table 
grapes for making wine, he says. Rolland would 
know that for a fact. He is an accomplished wine- 
maker who flies into many countries and helps 
nearly 100 wineries improve their wines. 
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NAME: 

AGE: 55 

DESIGNATION: Chairman and CEO 
COMPANY: IBM Corporation 





HARIKRISHNA KATRAGADDA 


A Services Man, All the Way 


AM PALMISANO, WHO WAS ON HIS FOURTH VISIT TO INDIA LAST FORTNIGHT, JOINED IBM 
straight out of John Hopkins University at the age of 22, and has spent his entire 
33-year career with the company which was still called International Business 
Machines those days. A key lieutenant of Louis V. Gertsner, the legendary CEO of IBM who 
preceded Palmisano and turned IBM around from a loss-making monolith into a nimble 
and, some might argue, ferocious IT solutions supplier, who in his biography Who 
Says Elephants Can't Dance? described Palmisano thus: *He has an emotional, 
24-hour-a-day attachment to winning and to achieving ever-increasing levels of success." 
In 1998, Palmisano was appointed Senior Vice-President and Group Executive of IBM 
Global Services just as IBM was switching over from its traditional business of selling 
hardware to becoming a turnkey supplier of outsourcing solutions. This was a logical step 
for Palmisano who had played a critical role in several subsidiaries of IBM that provided 





t 


Canada, Europe 





USA, 


d aha. outsourcing solutions such as Integrated Systems Solutions Corporation (ISSC), where he 
; 72 640 | RA 
South East Asia, was President. issc was eventually merged into BM Global Services. Under him, 18M Global 
Nz, : 
Gulf, Europe (Mobile) Services became the most profitable and prominent face of IBM, and it was not surprising 
SAANE ORE, AD that he became the company’s CEO in 2003. In fact, Palmisano signed the dotted line a 
8 Rest of the world’ ู ; : rg : EE ! 
vari couple of years ago when IBM sold off its personal computer division to Lenovo of 
iem ont China. Palmisano also played a critical role in turning IBM into one of the largest multi- 


nationals to function out of India. Not only does India provide the backbone for several 
of IBM's key outsourcing contracts, but thanks to the revolutionary deal with Bharti Airtel, 
[ndia is also a key market for it. And Palmisano's frequent visits to India are representa- 
tive of how seriously the company treats the country. 8 
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the No. 1 integrated telec 


Did you know that in just one year Reliance Communications has become 
one of the largest wealth creators with a market capitalization of over 
Rs. 90,000 crore? 


Did you know that with a customer base of over 30 million and 800 of 
the top 1000 corporates, we are amongst the top five most valuable 


telecom companies in Asia? 


Did you know that our infrastructure makes us the largest capacity mobile 
network in the country, and the most future-ready integrated & converged 
network that can support even the forthcoming 3G, 4G telephony and 


broadband services? 


In short, did you know that we are poised to become one of the largest 


Global Telecom and IT Infrastructure Companies? 


Go ahead, discover much more. 


Discover Global 





Lj More than half the world's population 


connects with each other on the 
Reliance network. 


O Only the Reliance network carries 
major sporting events like the English 
Premier Leaque, Cricket World Cup. 

F1 Grand Prix and Wimbledon LIVE into 
your home. 


J Every third call that comes into India 
is carried on the Reliance network 


O We are the preferred network of over 
one million customers in USA, UK and 


Canada. 
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SK this car is insured fresh daily. 


Can an unassuming GPS device change the direction of an entire industry? 
It's happening now. IBM is working with insurance companies to deliver a new 
service, "pay by the mile" insurance. The program is changing centuries-old 
actuarial processes; better yet, it's driving growth in new policies. On Demand 
Innovation Services are among the many IBM capabilities that companies are 
leveraging to make themselves unique. Want innovation for growth? Talk to the 
innovator's innovator. Call on IBM. To learn more, visit ibm.com/special/in 
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Discover Home 
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O Our Digital Electronic News Gathering 
service ensures that you qet to see live 
TV coveraqe of news as it breaks. 


O Our broadband internet allows you to 
experience speeds that are 10 times 
faster than dial-up. 


O Very soon you'll be able to enjoy our 
DTH services, and also Home IPTV with 
up to 300 channels, where you can 
select from thousands of movies, music, 
interactive games and other multimedia 
applications. 
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C With over 30 million customers in 
just three years, today we're the second 
largest mobile service provider in the 
country. 


J Our coverage spans over 7,500 towns 
and 300,000 villages. 


[LJ We offer the widest range of 
information & entertainment services 
and hi-speed wireless internet access. 


. Discover ReLIANCO Communications 


Anil Dhirubhai Ambani Group 


'5 No. 1 integrated telecom service provider, call us on 3033 4343 (add your city code if you are calling from a mobile phone) 


rs dial 022- 3033 4343 (except in Mumbai & Chennai where it is a local call) 


‘discover’ to 7333 / email at discover 3 relianceada.com or visit us at www.rcom.co.in น 
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Vorsprung durch Technik 


Pure energy. Pure luxury. 
Pure exclusivity. The Audi TT. 
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The US wants skilled 
workers, but not 
offshoring. 


L managers What do businessmen do 


consistently, when they Gash in on 
co better the ventures they 
.., painstakingly built 
«> over the years? 
a Start all over again 


T y 
It appears c dees พ 
(ก ล เท ท ล ก ด 6 = บ ท ล ท น เ ห ล ร 8 แป and 
CEO Narendra | ME à 
MET. 0 ๑ Tushar Jani have done. 
brothers want out. i | 


» 9o o ๆ € FV Fe 


~ N) 


Clockwise: Anchor's Atul Shah Blua Dars former. Chairman Whar Jani, 





The new Audi TT Coupé makes a distinctive impression — with it’s dynamic, iconic design and leading 
edge technology, the TT radiates it’s own unique energy. With a powerful 3.2 V6 engine that delivers 
an impressive 184 kW (250hp) of power coupled with quattro? permanent all-wheel drive, the Audi TT 


provides supreme performance and handling. The Audi TT is the latest sporty expression of what we 
call at Audi “Vorsprung durch Technik”. 


For further information or to locate your nearest Audi Partner in Delhi, Mumbai and Bangalore 
please contact: Audi Call Centre, Tel.: 1800 11 2843 or 011 26153889, Email: info@audi.in 
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We understand that no two businesses are alike. 


We at HSBC believe that however similar two 
Dusinesses may seem, there are always 
important differences between them. For 
instance, one business might be controlled Dy 
a qualified board of directors, another 
managed equally well by a family 

Though these differences are not apparent 
they influence your banking needs and so we 
individually study and understand them when 
we choose the right banking solutions for vou 
backed by our experience from 150 years of 
banking in India and servicing 2.5 million 
business customers worldwide, we aim to 
advise you on the best financial solutions for 
your company. To know more about how we 
can help your business, sms bbanking' to 


6161 or visit www.hsbc co.in 
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From The Editor 


N THE EARLY 1990S, WHEN RAJEEV CHANDRASEKHAR 

decided to enter the mobile telephony business by 

starting up BPL Mobile, many scoffed at him, probably 
wondering whether he could make a go of it and take on 
much bigger business groups that were all eyeing a 
market that had just been opened up to private players. 
But Chandrasekhar took a long-term view on telecom and 
went in regardless. Ten years later, he was vindicated 
when he sold Br. Mobile for Rs 4,400 crore, which 
included the profit that Chandrasekhar himself made 
when he sold his personal stake. But far from taking 
the money and retiring, Rajeev Chandrasekhar has re-in- 
vented himself. His investment company, Jupiter Capital 
Ventures, plans to invest Rs 4,000 crore over the next five 
years in businesses ranging from infrastructure, aviation, 
infotech parks, private equity and even media. 

Chandrasekhar is just one example of how a growing 
band of businessmen—many of them first-time 
entrepreneurs—is starting all over again after cashing 
out of successful businesses. In this edition's cover story 
(Starting All Over Again, Page 
68), Assistant Editor Mahesh 
Nayak profiles | 1 
entrepreneurs who have done 
just that—got a Second Life 
for themselves. 

After telecom and retail 
banking, the next big thing in 
Indian business could well be 
insurance. Both, life and gen- 
eral insurance businesses, are 
growing at a fine clip in terms 
of new business premium but, 
as many of the experts cited in our 11-page special report 
on insurance (Page 117) say, this may be just the beginning 
of explosive growth. That's because insurance penetration 
(measured as the ratio of premium to GDP) and insurance 
density (measured as the ratio of premium to population) 
are low in India and the potential for growth is high. Our 
special report, authored by Associate Editor Shalini S. 
Dagar, examines the breakneck pace of growth and the 
hurdles faced by the increasing number of players in 
the game. 

This issue is also packed with newsy stories—Suzlon’s 
takeover of REpower, the TV18 group's ascent to the 
big league in media and Tata Tea's bonanza in ล deal 
where Coca-Cola acquired us beverages major Glaceau. 
A feature on Patni Computer Systems investigates whether 
trouble is brewing in the ranks of the promoter family at 
the sixth-largest Indian IT firm and another one checks out 
how ominous the current hullabaloo over H1-B visas 
by a couple of Us senators is and how it will impact India’s 
IT majors. 
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Drug Hub 

THE GLOBAL DRUG INDUSTRY'S 
focus is shifting to Asia. The 
continent will shortly become 
the largest market for pharma- 
ceutical companies and also a 
major hub for production and 
research. A recent report by 
PricewaterhouseCoopers (PwC) states that Asia will soon take 
over the global R&D market. The continent can also play a role 
in building a low-cost supply chain. China and India top the 
list of most probable destinations for outsourcing. 


Power Up 

TO BECOME SELF-SUFFICIENT, 
India needs to add a capacity of 
78,000 Mw over the next Five- 
Year Plan period. The target 
seems difficult because the re- 
quired additional capacity is 
60 per cent of the country's 
overall installed capacity of 132,000 Mw. Also, in the last five 
years, India has been able to add only about 20,000 ww. To 
meet this requirement, nuclear-based power generation 
needs to be ramped up. 





PE Funds 


THE GROWTH OF PRIVATE EQUITY 
(PE) investors as a separate class 
across the globe in the last few 
years has been remarkable. They 
have successfully mobilised huge 
amounts of capital from inv- 
estors such as pension funds 
and insurance funds and have ploughed this capital into mar- 
kets across the world. In 2006, India saw about $3.37 billion 
(Rs 15,165 crore) in PE investments, which is less than 10 per cent 
of the total PF investments that came into Asia. An analysis. 


Now, get a hot new management tip for the day every day, and participate in opinion 


2 


screen 


3 


TO RECEIVE BT'S TIP OF 
THE DAY 


1. Go to “Write messages" on your 
mobile phone 


polis through SMS on your mobile phone 24 hours a day. 


TO ANSWER THE BT-ON-THE-MOVE 
QUESTION 


Are CEOs in India grossly overpaid? 

1. Go to "Write messages" on your mobile phone 
Type "BTTIP" on the message 

2. Type "BTPOLL Y" for Yes 


Send the message to the number 
2424". 


Type "BTPOLL N" for No 


4. You will receive the hot management 


tip for the day in a return message 


NOTE: Available with all cellular operators 
Regular SMS charges apply 





3. Send the message to the number "2424". 


Readers can also participate in the poll a! www. Dusimess-loday.com 
Powered by ActiveMedia Technology www.activemediatech.com 
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The Rupee's Next High 
We present the best case, worst case and likely 
scenarios on the rupee-dollar front. 


What's on the Idiot Box Down South? 
The CEO Bloggers 


The phenomenon hasn't caught on in India in a big 
way yet, but some CEOs are showing the way. 
Gunning for the Defence Pie 

Top of Mind 

Focus on e-cigarettes; and GupShup, a free group 
SMS service launched by Webaroo. 

Policy Watch 


A bird's eye view of what's hot and what's not on 
the government's policy radar. 
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This fortnight’s hero is Rahul Bajaj, who's looking 
beyond the family feuds. 
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The Headlines Maker 
TVI18's Raghav Bahl is straddling the entire 
spectrum of media and entertainment. 


Global Medicine 


Sun Pharma inches closer to becoming an Indian 
multinational. 


Accidental Veecees 

A strategic investment turns into a bounty for 
Tata Tea. 

King of the Hill, at Last 


Dr Reddy's finally rises to the top. 


Sweet Emotion 
A Bollywood film-maker will start producing sugar. 


Dabur's Fruit Punch 

Can fruit drinks help it double revenues in 
three years? 

A Big Deal Indeed 


A dream run for UBS on the cross-border front. 


Low-Rise, High Price 

Jeans are no longer for just inconspicuous beer 
drinkers. 

In Control, for Now 

Miditech denies selling out to R-ADAG. 
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68 Starting All Over Again 
What do businessmen do when they cash 
out of ventures they painstakingly built 
over the years? A few retire, a few plot a 
trip to the Bahamas. BT, however, stumbles 
upon a clutch of entrepreneurs that has 
preferred to start all over again, by 
reinvesting in today’s sunrise opportunities. 
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BEST LETTER 


. A J i 1 . & T E A 
| Big money and big battles are y 
beginning to kick-start India's 
market like never before 











Back With a Bang 

IT’S BACK CAPTURES THE MORE 
sustainable second coming of the 
internet. With the focus shifting to 
revenue streams rather than eyeballs, 
these companies will be able to gen- 
erate more buck for the bang. Our 
entrepreneurs may not be able to 
challenge Google or MSN, but they 
have created lucrative niches in cyber 
space like education, jobs and mat- 


rimony, which are the key demands | 


of India’s youth. And the rising tide 

of convergence will keep the cash 

registers ringing for a long time. 
AMI SINGH, through e-mail 
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Not All Hunky-dory 

WITH EARNINGS AND SPENDING RIS- 
ing, the e-market has to grow at a 
stupendous pace. A survey shows 
that even families earning Rs 
15,000-20,000 per month have 
had the experience of shopping 
through the net. Naturally almost 
all entertainment, gaming and news 
portals carry a plethora of adver- 
tisements to woo prospective buy- 
ers. It would have been great if BT 
had highlighted some of the nega- 
tive aspects of e-shopping in It’s 
Back (June 3, 2007). 


NEETI MENDIRATTA, through e-mail 


Corrigendum 
RAVI SWAMINATHAN IS PRESIDENT 
and not VP of HP India's Personal 
Systems Group as mentioned in HP 
on Top (June 3, 2007, page 91). 
The portals Simply Marry.com, 
MagicBricks.com, and Times- 
Jobs.com are part of Times Business 
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Solutions, and not Times Internet 
as mentioned in Attack of tbe Old 
Media (June 3, 2007, page 68). 
The errors are regretted. 


Errata 

IN OUR COVER STORY STARTING 
All Over Again (page 70), the 
‘price tag’ in the case of BPL 
Mobile should have been 
Rs 4,400 crore; the Rs 1,000 
crore mentioned, as explained in 
the copy, is his share of the 
proceeds from the sale of 
the company. 
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SAMSUNG 


CD TV 


THE ART OF TECHNOLOGY 


imagine turning on your living room. S. 





SAMSUNG OFFICE: SAMSUNG INDIA ELECTRONICS PVT. LTD., 9" FLOOR, IFCI TOWER, 61, NEHRU PLACE, NEW DELHI. PH: 4151 1234, 42521234. 
All product specifications are subject to change. 


Karim Rashid 
"| want to change the world’. 
And like Samsung, Karim Rashid 
sows that to change the world, first 
m have to see it clearly. Karim Rashid 
5 born in Cairo and moved to Canada as a 
J. From the beginning, Karim has thrived 
transforming the shapes, colours and 
huty of his surroundings. All to create a new 
*pression; design a new world. From Umbra 
ว Parada, Miyake to Method, he has shared 
his vision broadly to shake up the way we 
think and look at design. Rashid's work 
appears in prestigious museum collections 
worldwide, including the Victoria and 
Albert Museum in London and the 
Museum of Modern Art in New York. 
An award-winning designer of architecture 
and interiors, Karim Rashid's goal to change the 
world through design has, in many ways, already 
been met. "Ornamentation is a modus operandi for 
communication — it is a way to bring life to a space, to 
bring the space to life... — in the case of a truly brilliant 
television, it must always be on even when it is off ". 


Imagine a TV as sculpture. 


Like Rashid, Samsung believes beauty turns everyone on. Our 
vision is to add quality of life, not just quality of picture. That's what 
you get with the new Samsung LCD TV (Bordeaux Art Series). Its 
neoclassic lacquer exterior, the subtle LED light, the curved crystal 
bezel, hidden speakers and touch sensor buttons command the 
room. Engage the eye. Demand attention. The Bordeaux Art 

series has brains as well as beauty. With Wide Color 

Enhancer and a dynamic contrast ratio of up to 8000:1 
Samsung's vision goes well beyond design and 
actually brings your room to life. Imagine turning 
on your entire living room. With Samsung's 
Bordeaux Art series, you can. 
www.samsung.com/in 
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bt editorials 


Back to Populism 


HY IS PRIME MINISTER MANMOHAN SINGH BEHAVING 

like a Congress politician from the 1960s and 
1970s? His advice to India Inc. to keep its profit motives 
“within the bounds of decency” and also his exhorta- 
tions on curbing the pay of senior executives are gra- 
tuitous, misconceived and naive. 

Business Today has always been a big fan of the 
Prime Minister and the policies he ushered in as Finance 
Minister under P.V. Narasimha Rao. So, it is with 
some anguish that we note that Singh's latest prescrip- 
tion will leave Indian business resembling neither fish nor 
fowl. Profit is the life-blood of any business; and profit 
maximisation its Holy Grail. Related to this issue is the 
one relating to pay. Salaries are a function of demand 
and supply. At a time when India Inc. is grappling 
with a major talent crunch, it is just fair that go-getters 
and big achievers get paid commensurate with their out- 
put. Placing arbitrary caps on the reward system will only 
lead to distortions and corruption. 

To ask industry to step back from its legitimate goal 
in the name of corporate social responsibility is to abuse 
both economics and sociology. It is also a tacit admission 
of failure on the part of the government to deliver the 
benefits of 9 per cent-plus growth to large swathes of the 
population. It penalises achievement—if implemented, 
the Prime Minister's mantra will not lift the poor out of 
their misery; it will only add to their numbers by 
pulling more people down into their ranks. 

Corporate India must chase profits; it is this money 
that gets funnelled into profitable avenues as investment 
and generates the next cycle of growth; it is the tax on 
this money that fills up the government's coffers— 
and finances the higher allocations for infrastructure, ed- 
ucation, healthcare and the National Rural Employment 
Guarantee Scheme (NREGS). 

Having said that, BT wholeheartedly supports Singh’s 





Wrong antidote, Mr PM: Bring in farm and labour reforms 


call for inclusive growth. The reason why it's not hap- 
pening is not higher corporate profits or ever-increas- 
ing executive pay. The reason why the poor are still lan- 
guishing is simple: the government has not done any- 
thing on farm reforms, so the vast majority of Indians 
who depend on it are denied the benefits of progress; 
it hasn't done anything on labour reforms, so 93 per 
cent of the workforce that remains outside the or- 
ganised sector is held to ransom by the 7 per cent 
that makes up the country's organised labour force; and 
it hasn't done anything on financial sector reforms, that 
are critical for efficiently channelling India's savings into 
profitable sectors. But these may prove to be politically 
unpopular, at least in the short term. 

Singh is an acclaimed economist. He should know 
that there are no short cuts to inclusive growth. He, and 
the government he heads, will do well to address the 
structural deficiencies that hinder inclusiveness instead 
of taking the populist route to economic oblivion. 








What insurance? India's poor are without life cover 
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Fatalistic Nation 


HAT HUMAN BEINGS HAVE LITTLE CONTROL OVER 

death or accidents is a well-known fact. But there's 
something man can do, and does, to try to mitigate the 
fallout of, say, a breadwinner's death or a devastating 
fire. It’s called insurance. It's a financial tool that 
won't bring the dead back, but it does make the living 
easier for the dependents left behind. World over, it's 
a popular way of protecting your future. Yet, in India, 
people's attitude towards insurance is rather interesting, 
if not baffling. A study conducted by the National 
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Council of Applied Economic Research (NCAER) for Max 
New York Life throws up several remarkable facts 
not commonly known to marketers of insurance. 

To begin with, just a quarter of all households in the 
country have life insurance (see our special report on in- 
surance starting page 117). An insurance-owning 
household has 5.4 members on an average of whom 1.4 
are wage earners, making Rs 95,156 and spending Rs 
51,316 a year. As can be expected, the percentage of ur- 
ban households that owns life insurance is double that 
of rural households (19 per cent). But here's the in- 
teresting thing: the households that do own life insur- 
ance in rural India tend to be more affluent than their 
urban counterparts. The NCAER study, not yet finalised, 
puts the comparative annual income numbers at Rs 
1.33,832 and Rs 1,13,190 for rural and urban house- 
holds, respectively. In contrast, 81 per cent of rural 
households own non-life insurance, compared to 62 per 
cent of urban households. The average face value of 


policies among policy-owning urban households is Rs 
1,39,059 compared to Rs 1,00,928 of rural households. 

There are several significant linkages that determine 
penetration of insurance among households. These 
are socio-economic factors such as age, education, 
and income. Take age, for example. The household 
most likely (30 per cent) to have a life cover is the one 
that has slightly older chief wage earners—people be- 
tween 46 and 55 vears of age. Go 10 years below 46 
(36 to 45) or 10 years above 55 (46 to 55), the perce- 
ntage of households that have a life cover is identical at 
25 per cent. The level of education also plays a role in 
a household's approach to insurance. Therefore, an im- 
pressive 58 per cent of households where the chief wage 
earner is at least a graduate, own life insurance. But be- 
low that affordability, and not education, is a decisive 
factor. In other words, to improve insurance pene- 
tration in the country, policymakers first need to focus 
on education and then livelihoods of people. 


Mixing Business With Politics 


OLITICIANS AND BUSINESSMEN HAVE ALWAYS MADE 
Ps bedfellows, not just in India but across the 
world. For confirmation, one just has to look at the cash 
for peerage scandal raging around outgoing British 
Prime Minister Tony Blair, allegations that the US’s Iraq 
misadventure was instigated by the big oil companies 
that back us Vice President Dick Cheney, the corruption 
scandals that routinely bring down governments in 
Italy and Japan and the crony capitalism that fuelled the 
growth of South Korean chaebols. 

The close, and often dubious, ties that link Indian 
politicians and big business in this country are no secret. 
Several top business houses—everyone knows who 
they are, so we won't take names—owe their rise and 
continued dominance to their relationships with lead- 
ing politicians. The lavish lifestyles of some of the lat- 
ter leave little doubt about the true nature of their 
ties with Big Business. The system worked just fine so 
long as Indian politics, at the Centre and the states, was 
dominated by the Congress and its offshoots. But 
now, following the rise of regional parties, such rela- 
tionships have become fraught with danger. 

Close ties with particular political formations can 
boomerang on promoters when rival parties come to 
power or when promoters fall out with their political 
benefactors. Anil Ambani's troubles (over his power 
project at Dadri and the sez at Noida) with newly 
anointed Uttar Pradesh Chief Minister Mayawati and 
Kalanithi Maran's fallout with great uncle M. 
Karunanidhi over younger brother Dayanidhi's political 


18 BUSINESS TODAY JUNE 17 2007 





Now, you are on your own: Maran (L) with Karunanidhi 


ambitions—and its impact on his Sun TV media em- 
pire—are just two cases in point. 

These and other instances of crony capitalism 
should have no place in the new, emerging India 
where merit is slowly replacing family and other 
connections as the determinant of success. But it will 
take time for the old order to change completely. The 
obvious point from which to start cleansing the system 
is election funding. What India needs are transparent 
and equitable laws governing the funding of political 
parties. The Tata Group has made a small beginning in 
this regard. It's time to enlarge the scope of this 
experiment across the entire spectrum of India Inc. 

Is anyone listening? พ 
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The Rupee's Next High 


We present the best case, worst case and likely 
scenarios on the rupee-dollar front. RISHI JOSHI 





Is the rising rupee really combating inflation? RBI Governor Y.V. Reddy thinks so 


HE SHOE WAS PINCHING FOR A WHILE BUT NOW IT HAS BEGUN TO HURT. 
| Exports of textiles, gems and jewellery, tea, spices, leather and 
marine products have been particularly hit by the rise in the rupee’s 
value from Rs 44.28 to the dollar to Rs 40.84 over a period of just 10 
weeks. Says R.K. Dhawan, Chairman (Northern Region), Federation of 
Indian Export Organisations (FIEO), the apex body of Indian exporters: “This 
is a matter of concern for exporters." Result: the government's export tar- 
get of $160 billion (Rs 6,56,000 crore) in 2007-08 will be difficult to meet. 
IT companies, for whom the us is the biggest market, will also be hit, 
albeit on a lesser scale. The sector, which reported stellar results in 2006- 
07, had projected a firm demand outlook going forward, based on a rupee- 
dollar exchange rate of Rs 43. However, the impact of the higher rupee 
on earnings will be limited in the immediate future as most companies have 
hedged their earnings. Says Sujan Hajra, Analyst, Anand Rathi Securities: 
"The impact will depend on the onsite-offsite revenue mix of individual 
companies." IT giants like Infosys, Satyam, TCs and Wipro will suffer as 40- 
50 per cent of their revenues come from offsite projects. 
For RBI, though, a rising rupee is a tool for combating inflation—an 
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The fortnight's burning question. 


HAS THE UPA GOVERNMENT 
REALLY LOST TOUCH WITH 
THE AAM AADMI WHO VOTED 
IT TO POWER? 


No. Abhishek Singhvi, 


Congress Spokesman 

Looking at UPA's Common 
Minimum Programme and per- 
formance over the last three 
years, | can say with confidence 
that no other government ever 
has acted with greater special 
focus on the aam aadmi than the 
current government, be it in 
health, education, or Bharat 
Nirman. The journey can never 
be complete, but we have cov- 
ered many significant miles. 


No. No. Surjit Bhalla, MD, Oxus 


gera e inclined to believe that 
the Union Minister whose utter- 
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appreciating rupee means cheaper imports of oil and foodgrains, and, 
therefore, cheaper retail prices of these, and other, commodities. So 
what does it mean for the rupee-dollar exchange rate going forward? 
Says Jamal Mecklai, CEO, Mecklai Financial: “If the dollar weakens 
globally, the rupee will continue to rise. I don't think the RBI will be 
able to prevent it.” Mecklai Financial, in its latest report, estimates 
a range of Rs 40.50-41.50 in the near term for the rupee, Rs 41- 
43.50 in the medium term and under Rs 40 over the long term. 
Others feel that the RBI will intervene decisively once it is com- 
fortable with the inflation level. Says Marut Sen Gupta, Head- 
Economic Policy, Ci: “For RBI, the acceptable level of inflation 
will be 4-4.5 per cent. But I doubt if it will let the rupee appreciate 
below Rs 40.” Adds Siddhartha Roy, Economic Adviser, Tata 
Group, “Manufacturing companies will face increased competi- 
tion from imports of finished goods; and export growth will slow 
down to single digits (compared to 21 per cent in 2006-07).” 


THE SCENARIOS 


How the rupee-dollar rate will impact the economy. 
IMPACT 


Best case Rs 43-44 This will fuel double-digit export and higher 
manufacturing sector growth, boost the services sector 
and generate employment across the economy 

Worst case Rs 36-37 Exports, output and employment to be hit hard. Small 

and medium enterprises to bear the brunt 

Rs 40-41 Export growth to slow down to single digits. 

Manufacturing sector to face increased competition 
from imports of finished goods 


RANGE 





Likely 


Aggressive RBI intervention, however, could help the rupee dep- 
reciate to Rs 44 levels. A Goldman Sachs report emphasises that a 
widening current account deficit and slowing FDI inflows will exert 
significant downward pressure on the rupee. Analysts feel it could 
bring rupee down to Rs 43-44 levels against the greenback. This is 
expected to fuel double-digit export growth, higher manufacturing 
sector growth and better earnings for the services sector. But it could 
also mean a return of inflationary pressures in the economy— 
especially on account of the high share of crude oil (33 per cent) in 
India's import basket. Counters Roy: *We will be better off reduc- 
ing taxes and duties on oil to bring down retail prices and check 
inflation." Currently, taxes account for more than 50 per cent of the 
retail price of petrol and about 30 per cent of the retail price of diesel. 

On the other hand, if RBI stays away, the rupee could harden 
further. Says Ajay Shah, Senior Fellow, National Institute of 
Public Finance and Policy (NiPFP): “The rupee could firm up 10 per 
cent to Rs 36-37 levels if the current account deficit does not widen, 
and the government delivers on economic reforms." Yes, the 
country will save considerably on its oil import bill, but, as the 
Goldman Sachs report points out: “... the cost in terms of foregone 
growth in exports, output and employment will outweigh any fur- 
ther benefits that upward flexibility could bring". 
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Q&A 


"Indian IT Firms 
not a threat" 


EVIN CAMPBELL, GROUP CHIEF 

Executive (Outsourcing) for tech- 
nology giant Accenture, was in India 
recently to review bis company's growth 
in the country. He met BT's Rahul 
Sachitanand to discuss Accenture’s 
plans and the evolution of the sector in 
India. Excerpts: 


How important is India as an outsourcing 
destination for Accenture? 

India is extremely critical to Accenture’s 
growth, since it is our largest presence 
outside the us. We already have 27,000 
people here and we're committed to 
growing that number to 35,000 by 
August as we expect India to anchor 
our growth globally. 


How are you tackling the shortage of skilled 
human resources? 

There is a critical gap in this market for 
good talent. Globally, Accenture spent 
$700 million (Rs 3,150 crore then) 
last year on training and development. 
We've tied up with the Massachusetts 
Institute of Technology (MIT) to offer 
two courses to employees and around 
4,000 of our employees in India will be 
eligible for this programme. 


How much of a threat are Indian IT com- 
panies to you? 

We have a size and scale advantage 
over our Indian rivals and we con- 
tinue to bag the biggest deals in the 
industry. We don't see Indian com- 
panies such as Infosys and Wipro win- 
ning the really large multi-billion dol- 
lar deals that we consistently bag on the 
global scale. 


9 NV43d3id 


น พ ว "ง 


Banquet. Grand cocktail party. Special supper. New Year's eve celebration. 





Be proud to play host with 
MRF Speciality Wood Coatings. 


For those in the limelight, celebrations are a part of life. Be primed to entertain through the year with help from MRF si 


‘SNET . 


wood coatings tor interiors. A 10096 PU coating that keeps your interiors plush and new. Be ready to raise a toast anytime 





An exclusive range of interior speciality coats from MRF. 


MRF LIMITED - Speciality Coatings Div., Tarapore Towers, V Floor, 826, Anna Salai, Chennai 600 002. Ph: 044-28521033, 28550297. 28550298 | 


For more information visit us at: www.mrfpaints.com 
ZONAL OFFICES: New Deihi: 011-28113758/3245 Ghaziabad: 0120-3241286, 2797615 Kolkata: 033-24571504/08 


Mumbai: 022-66952253/54, 28560463 Bangalore: 080-23142901/3002 Chennai 
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What's on the Idiot Box Down South? 


AMIL NADU, ANDHRA PRADESH, 
Karnataka and Kerala, serious 


THE TOP 10 PRIMETIME DRIVERS 


soap territories, are now turning to CHANNEL PROGRAMME GENRE LANGUAGE TVR(%) 
comedy and other genres. There SunTV  Thiruvalar Thirumathi Game Shows/Quiz Tamil 7.16 
are over 200 TV serials running — GeminiTV — Gemini News Headline News Headlines Telugu อ 66 
across television channels in these SunTV Headline News News Headlines ^ Tamil 646 — 
states every day and they account — QeminiTy Amrutham Comedies “Telugu 464 
Bur the scenario is slowly beg, SUV — Joliwood Boress — (Comes Tamil 447 _ 
to change: “I think comedy asa SR -- ไก อ ล ละ ผู | 7 Comedies : Tamil 4.44 A 
genre has picked up and there is Sun TV — — SunSaithegal ง NewsBulltin Tamil 424 — 
also a buzz around current affairs  GeminiTV — Andhra Andagallu Comedies ... Telugu 3.97 
and news-based programmes," says — Sun TV —  Arattai Arangam . Talk/Chat Shows Tamil 3.68 
Prasanth Kumar, National Trading จ ิ ม ต TV Patti Manram Talk/Chat Shows Tamil 387 


Director, GroupM, the media inv- 
estment arm of advertising con- 
glomerate WPP. 

This does not mean that 
these new emerging genres are 
anywhere close to edging soaps 
out, but the market is certainly 
developing a taste for them. This 
new agenda is being pushed by 
the success of shows such as 
Amrutham on Gemini TV in 
Andhra Pradesh that has aver- 
aged a TVR of 4.64 per cent in 
the first quarter of this year. 
Various talent hunts, such as Idea 
Star Singer of Asianet, that runs 
across channels, have also found 
big advertiser support from the 
national brands. *National adver- 
tisers contribute 25-30 per cent of 
the total ad kitty, and depending on 
the category, FMCG brands tend to 
spend even more," says Kumar. 

In Tamil Nadu, market 
leader Sun TV has regularly 


Markets: AP, TN, Kamataka and Kerala Period: Jan.— Mar. '07 


sought to introduce these new for- 
mats with success, *but now, we 
notice that STAR Vijay has taken 
to reformatting shows that have 
worked in the Hindi-speaking mar- 
kets," says R. Venkat, Associate 
Vice President, Initiative, an arm of 
the Lintas Media Group. For ins- 
tance, it has Hutch Kalaka Povathu 
Yaru (based on Great Indian 
Laughter Challenge) and Airtel 
Super Singer -Junior (based on Sa 
Re Ga Ma format). “All these 
are picking up eyeballs,” he 
says, adding that an average 
rating of about 3 is con- 
sidered “decent” in 
this market. 
According to 
L.V. Krishnan, 
CEO, TAM Media 
Research, it’s not 
as if the market 
has suddenly 


TG CS 4 yrs - Source: TAM Peoplemeter System 










woken up to these formats. *But 
we see comedy shows and contests 
widely spread across channels. 
It's interesting to note that even 
news bulletins are generating very 
high viewership. This is some- 
thing unique considering that 
none of the Hindi general 
entertainment channels has this 
slot," he notes. 

Significantly, while the ad rates 
for these shows range between Rs 
15,000-20,000 per 10 seconds (for 
a leading channel) and Rs 3,000- 
5,000 per 10 seconds (for other 
channels), the overall rates have 
remained stable over time. This, 
according to a media analyst, is 
precisely why advertisers seem to 
be rushing in droves towards the 
new genres as they offer consider- 
able viewership at cheaper rates, 
making them very effective. 

The overall southern media 
market is valued at Rs 3,500 crore 
and television accounts for a lit- 
tle more than a third of this (at 
Rs 1,300 crore). Of this, Tamil 
Nadu generates ad revenues of 
about Rs 500 crore, followed by 
Andhra Pradesh (Rs 450 crore), 
Karnataka (Rs 200 crore) and 
Kerala (Rs 150 crore). 

SHAMNI PANDE 





Creating a single platform 
for National Grid's multiple bu ers. x 
Ee 
with multiple technologies. That's _ 


National Grid, that owns and operates an array of electricity transmission and gas distribution 
operations across the UK, wanted to sell four of its gas distribution networks. Timely delivery of 
quality data was the most crucial aspect of the separation process. As one of the world’s fastest 
growing technology and business solutions providers, Tata Consultancy Services (TCS) managed 
this complex data migration process by adapting to the varied technology landscape and 
extraction schedule of each buyer. TCS also worked with other vendors and built a common 
migration platform which reduced costs and simplified the process. And of course, enabled 
National Grid to experience certainty, 


TATA CONSULTANCY SERVICES 
Experience certainty. 


IT Services พ Business Solutions ส Outsourcing 


To learn how your business can experience certainty, visit www.tcs.com 





Nifty* vour everyday 
guide to India's progress 


India. A land of many cultures and many languages. 
It throws up as many questions as it throws up answers. 

As India gets more globalised - and maybe more 
complex, people are constantly seeking new answers. 
How much has the country progressed? How well is the 
economy doing? The Nifty is the platform on which 
India finds these answers. The Nifty Index is a composite 
of the top 50 stocks listed on the National Stock 
Exchange (NSE). It is a simplified tool, which helps 
investors and ordinary people alike, understand what 
happens in the stock market and by extension, the 
economy. If the Index performs well, it is a signal that 
companies in India are performing well and 
consequently that the country is doing well. 


check the 


country s progress. 





An upbeat economy is usually reflected in a strong 
performance of the Nifty Index. A rising index is also 
indicative that the investors are gung-ho about the future. 
Ups and downs on a short term basis are inherent in stock 
markets. Over the long term however, the index will be 
reflective of the economic trend. 

b The Nifty Index is based upon solid economic 
research and is internationally respected and recognised 
as a pioneering effort in providing simpler understanding 
of market complexities. 

The Nifty Index is computed and disseminated by 
NSE, the 4th largest stock exchange in the world in terms 
of trades in the capital markets. 


Stock of the nation 


. NIFTY 





www.nseindia.com 


A. Nifty index can be used by individuals to track market movements and compare performance of individual companies vis-a-vis market 
.-. performance U Shareholders evaluation of management decisions - performance of a company vis-a-vis the market generally reflects the 
E perception of the investor Bi Assist traders and market intermediaries to evaluate performance and sentiments across the market Bi Index funds 


-Can replicate Nifty indices to earn market returns @ Derivative trading - Investors can use Nifty indices for hedging their exposures in the 
- equity markets 8 Benchmarking NAV performances - Nifty is the benchmark for performance of open ended and close ended funds. 


"Nifty has been used to represent S&P CNX Nifty, owned and managed by India Index Services and Products Ltd. (ISL), a joint venture between NSE and CRISIL. 
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The CEO Bloggers 


This phenomenon hasn't caught on in India in a big way yet, but some CEOs are showing the way. 


Sanjeev Bikhchandani, 43 
Co-founder & CEO, Info Edge 
http://bikhchandani.blogspot.com/ 
Bikhchandani, whose company owns por- 
tals like Naukri.com, JeevanSaathi.com and 
99acres.com, recently 
started blogging. There 
aren’t any fancy gimmicks 
at his blog, just fairly hon- 
est opinions on life as a 
dotcom CEO in India. 





WISDOM IN HINDSIGHT 


Ajit Balakrishnan, 59 

Founder, CEO & Chairman, Rediff.com 
bttp://ajitb.rediffiland.com/ 
Balakrishnan’s blog is a great advertise- 
ment for Rediff's 
blogging tool, and is 
fairly comprehensive, 
with posts from his 
friends as well. It could 
do with a bigger default | W = ๒ 
font size, though. 
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The Luxury Invasion 


Several brands have entered India since the government opened up FDI in single brand retail. 


BRAND 
Dunhill 


LOCATION 


Daks & Trussardi 
Dior 
Mont Blanc 


Escada 


Fendi 
Ferragamo 
Lancome 
H20 

Body Shop 
Build-A-Bear 
Chanel 
Valentino 
Givenchy 


While all these brands entered India over the last year or so, labels like Cartier, Louis Vuitton, Burberry, Hugo Boss, Tommy Hilfiger, etc., have been here longer 
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Basab Pradhan, 41 
Co-founder, CEO & Chairman, 
Gridstone Research 
http://6ampacific.com!/ 
Pradhan talks about 

technology developments in India 
and across the world. This blog 
makes for an interesting reading 
for geeks and non-geeks alike. 





6 AM Pacific 
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Don t Believe Everything You Read 
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> Nandan Nilekani, 51 
E President, MD & CEO, Infosys 
Technologies 
bttp://www.infosysblogs.com/thinkflat/ 
Nilekani is listed as one 
of the bloggers at 
Infosys’ “Think Flat” 
blog, but his posts are 
few and far between. 
However, other 
contributors keep the 
blog fairly interesting. 
KUSHAN MITRA 


GM nee Bee se จ เส น กระ em ccc ee 9 
oo Poumon c เณ 9 a ^ mo ณะ ๕ ๐ 9 ๑ 

-—— ee 

u. =- = coc s ก ร Se จ ญู) ma 








PRODUCTS 
Leather goods, writing instruments, lighters, 
fragrances, accessories and clothing 

Fashion wear, accessories and perfumes 

Clothes and accessories 

Writing instruments, watches, leather products, 
eyewear and accessories 

Women s apparel, accessories, eyewear and perfumes 


Apparel and bags 
Shoes, silk and leather accessories, eyewear and apparel 
Cosmetics and perfumes 

Cosmetics 

Cosmetics 

Toys, children's clothes, shoes and games 

Women's apparel and accessories 

Women's apparel, accessories and footwear 

Cosmetics and perfumes 
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TAKE OFF 
TO NEW YORK 
DAILY. 





Starting Sth August, Jet Airways takes off from Mumbai to New York via Brussels on our all-new 
Boeing 777-300ER. Fly out of Mumbai at 0210 hours and arrive in New York at noon. On the way back, 
depart from the Big Apple at 2230 hours and arrive in Mumbai at 2355 hours. A luxurious private suite 
on our First Class, redesigned Premiére and spacious, new Economy are sure to change the way you 


- fly - for the better. For details, call toll free on 1800 22 55 22* or 3989 3333, speak to your travel agent 


or visit www.jetairways.com 


JET AIRWAYS 





The launch date of 5^ August is subject to government approval. All timings mentioned are local time. *MTNL and BSNL subscribers only 
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Gunning for the Defence Pie 


NDIA'S DEFENCE BUDGET FOR THE 
lessens financial year is Rs 
96,000 crore. Of this, 30-40 per 
cent will be spent on procuring 
military hardware—think: sub- 
marines, warships, rockets, heavy 
artillery, guns, mines, ammunition, 
etc. In the past, most of this money 
went either to various government- 
owned armament factories or large 
foreign arms companies. But now, 
large Indian corporate groups, like 
the Tatas, Godrejs, Mahindra & 
Mahindra (M&M), Kirloskar and 
L&T, among others, are moving ag- 
gressively to grab a slice of this pie. 
“Indian private sector companies 
already account for almost 30 per 
cent of the annual spend on defence 
hardware,” says a Defence Ministry 
official. And this will only rise. 

Government regulations now 
stipulate that foreign contractors 
who win orders for the supply of 
defence equipment worth more than 
Rs 300 crore must compulsorily 
outsource 30 per cent of the contract 
value to companies based in India. 

The government plans to 
import sophisticated weapon sys- 
tems worth about Rs 1,26,000 
crore over the next five-to-six years 
to modernise the country’s armed 
forces; this will result in additional 
orders worth about Rs 38,000 
crore coming to these companies. 

Some Indian players, in fact, 
are already on their way to gather- 
ing critical mass in this sector. The 
Tata Group expects to end 2007-08 
with defence sector revenues of Rs 
1,100 crore, and plans to double 
this next year to more than Rs 
2,000 crore. The group recently 
placed a bid for the Rs 1,640-crore 
contract to modernise the ageing 
155-mm Bofors howitzers and 
Tata Power’s Strategic 
Electronic Division has 
bagged a Rs 200-crore 
order to manufacture 40 


IN DEFENCE OF THE MOTHERLAND 

The following firms are supplying, or have bid for, “lethal supplies” to the military. 
m Tata Group: Pinaka missile launchers, Bofors upgrade and heavy military vehicles 
m L&T: Light armoured multi-role vehicles, weapon simulators, mobile surveillance 
m M&M: Sonar systems, electronic warfare systems, field guns, armoured vehicles, 
m Kirloskar: Tanks, armoured vehicles and aircraft components 

m Astra Microwave: Missile components, transmitters and V-sat sets 


214-mm Pinaka multi-barrel rocket 
launchers developed by the Defence 
Research and Development 
Organisation (DRDO). 

Incidentally, L&T’s Heavy 
Engineering Division has also 
bagged a similar order. The com- 
pany is also in the race to manu- 
facture and upgrade Nag and 
Trishul missiles and torpedos for 
the armed forces. 

The potential is massive, and 
the sector can become yet another 
Next Big Thing for India Inc., but 
it is plagued with several funda- 
mental problems. “Many private 
Indian companies now have the 
expertise and the capability to man- 
ufacture heavy weapon systems for 
the defence forces, but they 
need adequate funding and 
greater market access,” 
says Atul Kirloskar, 
CMD, Kirloskar 
Oil Engines 
and Head 










of ci’s Defence Committee. 

The government, which treated 
the private sector like a pariah for 
decades, is now making amends. It 
has decided to grant Raksha Udyog 
Ratna (RUR) status to companies 
that meet certain criteria; this will 
put them at par with public sector 
defence units with regard to pref- 
erential orders and access to tech- 
nology. “This will also help them 
bag ‘offset orders’” (the 30 per 
cent order that foreign contrac- 
tors have to place with Indian 
companies), “make them eligible to 
receive technology from overseas 
sources and even form joint ven- 
ture with large foreign arms com- 
panies,” says the Defence Ministry 
official. The government has short- 
listed 12 companies for the grant of 
the RUR status. Incidentally, about 
400 private companies now supply 
the armed forces with high and 
low technology weapon systems. 
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A TABLE FOR 
TWO?" 
CERTAINLY SIR. 





All-new First Class available on Mumbai-London daily. 
Mumbai-Brussels-New York starts 5th August. 





Whether it’s a business meeting or an intimate dinner for two, your private suite on our all-new 
First Class gives you all the privacy you need. Now, how's that for a change? Starting 5^ August, 
fly daily to New York on our new Boeing 777-300ER. For details, call toll free on 1800 22 55 22* 
or 3989 3333, speak to your travel agent or visit www.jetairways.com 





Only available on our all-new Boeing 777-300ER. The launch date of 5” August is subject to government approval 


"MTNI and BON. subscribers only "ร 
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What is it? It’s a free group SMS service 
launched by Webaroo, aptly called 
GupShup. Messages sent by the group 
creator (either through a mobile phone 
or through the internet) are forwarded by 
Webaroo, at no charge, to all members of 
the group. "This is a free, effective and non- 
intrusive way of creating mobile commu- 
nities and at the same time giving a foc- 
ussed audience to advertisers," says Beerud 
Sheth, CTO & Co-founder, Webaroo. 


How does it work? By using Webaroo's 
short number code, one can start a group 


or alternatively, join an existing group, or invite others to the same group. The 
users will receive messages on their phone. Users can also run a poll, rating and 
quiz within their group. Groups and messages are archived online at 
www.smsgupshup.com. 


What's the revenue model? Webaroo hopes to make money by attaching paid 
ads to the messages. 
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ECONOMY 


SOME RELIEF AT LAST 
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STATUS: 5.27 per cent as on May 12, 
2007. 

IMPACT: The inflation rate has now 
fallen to an eight-month low on the 
back of falling prices of primary articles 
and is expected to fall further as a 
result of RBI's fiscal measures. But it 
will take a few months before this 
results in an easing of interest rates. 


BULGING KITTY 
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STATUS: Rs 3,50,467 crore as on April 
30, 2007. 
IMPACT: The assets under management 
(AUM) of the mutual fund industry is 
growing on a sustained basis. The rise 
in the equity market as well as rising 
interest rates augured well for the MF 
industry that has seen inflows rising in 
the growth as well as income funds. 
COMPILED BY MAHESH NAYAK 


dY GONIHS 


A GOOD NIGHT'S 
SLEEP IS A QUESTION 
OF DEGREE. 


All-new Economy available on Mumbai-London daily. 
Mumbai-Brussels-New York starts 5th August. 





Starting 5" August fly daily to New York on our spacious, new Economy. We're the first airline in the 
world to install these advanced ergonomically designed seats that offer more space, reduce pressure 
on your body and give you added support, especially on long journeys. There's an advanced entertainment 
system too. Enjoy blockbuster Hollywood and Bollywood movies on your huge 10.6-inch touch screen TV. 
Of course, it's on-demand so what you watch and when you watch it is up to you. Now, how's that for 

1 a change? Fly daily to London from Mumbai and Delhi* on India's preferred airline. For details, call toll 
free on 1800 22 55 22* or 3989 3333, speak to your travel agent or visit www.jetairways.com 





Only available on our all-new Boeing 777-300ER and Airbus 330-200, The launch date of 5^ August is subject to government approval 
"MTNL and BSNL subscribers onlv. *Schedule suhiert to aircraft mntatinn 
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P-WATCH 





MUSTERING RURAL POWER 


F IMPLEMENTED IN SPIRIT, THIS HAS THE POWER TO 
D rural India a stakeholder in the emerging cor- 
porate farming sector. 

This move is also expected to give a fillip to the 
government's ‘pro-aam aadmi’ image and deal with 
the issue of dwindling landholdings in rural India. The 
government is planning to allow farmers to set up land 
share companies. The model is similar to cooperatives 
and when set up, they will work with agri-retail giants 
that are setting up back-end supply chain linkages. 

The government is planning to cap the stake of 
corporate partners in such companies at 25 per cent. 
Their role: to infuse capital for the development of 
logistics and infrastructure. Moreover, irrespective of 
the shareholding pattern, boards will follow a “one 
member, one vote” model as in the cooperatives; yet, 
the entity will work on a commercial basis. While 
farmers will get equity stake in proportionate to their 
landholding within the pool, their rights over the 





SPECTRUM WOES 


VEN BEFORE IT & COMMUNICATIONS MINISTER A. RAJA 
Hem settle down in his new assignment, he is busy 
grappling with the vexed problem of getting the 
Defence Ministry to release precious spectrum that will 


ease the clogged cell- 
CRIPPLING DELAY 


phone networks. His 
likely option: escalate 








m Defence Ministry says it will the issue to the Prime 
release spectrum after two years — Minister, who, like in 
m Telecom Ministry had hoped to several cases, could 


well set up a Group of 
Ministers to deliber- 
ate on the issue. 

The Defence 
Ministry has now sought a two-year timeframe to 
release spectrum for civilian use. Its reason: that's 
the time it will take for the armed forces to lay its own 
fibre optic networks. The move comes after the Defence 
Ministry put forth a bill of around Rs 4,000 crore for 
the network. Raja's job becomes tougher since his pred- 
ecessor was confident of delivering additional spec- 
trum by July this year. 


get it by July this year 


m Defence Ministry's bill for captive 
fibre optic network: Rs 4,000 cr 


AMIT MUKHERJEE 
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A bird's eye view of what's hot and what's 


not on แจ ย ละ policy radar. 





The way forward: Ploughing the right grounds 


land will be protected in case of liquidation. While 
such a proposal will have ready takers among the 
Left, the jury is still out on how well India Inc will 
take them. 

AMAN MALIK 


MUTUAL BENEFIT? 


HE RS 3.5-LAKH CRORE MUTUAL 

fund (MF) sector may soon 
get a share of the Rs 2-lakh 
crore stash lying with Public 
Sector Undertakings (PSUs), ~ 
which is currently parked in NY CE 
bank deposits. The Union | ui 
Cabinet is considering a proposal to allow public 
sector companies like Steel Authority of India, 
Hindustan Petroleum Corporation, Bharat 
Petroleum Corporation (BPCL), ONGC and GAIL 
(India) which have cash reserves and surpluses 
in the range of Rs 6,000-52,000 crore, to park 
the same in mutual funds instead of term 
deposits as is the case now. 

It is likely that the proposal might go through 
with restrictions—the Finance Ministry might place 
limits on the scope of exposure of surplus funds. 
Indeed, if the proposal is finally accepted, it will 
surely rev up the bourses. The Left, on the other 
hand, keen on diverting the money into social sector 


reforms, may once again play party pooper. 
AMAN MALIK 
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Bajaj Auto's Rahul: Looking beyond family feuds 


AMILY FEUDS HAVE BEEN KEEPING RAHUL BAJAJ BUSY. 

Even as the ongoing saga of his acrimonious 
split with brother Shishir and nephew Kushagra 
drags on, the Bajaj patriarch oversaw the demerger 
of group flagship Bajaj Auto into three companies— 
Bajaj Auto, Bajaj Holdings and Investment and 
Bajaj Finserve. The company’s automotive busi- 
ness will remain with Bajaj Auto; Bajaj Holding 
and Investment will become a holding company (it 
would hold a 100 per cent stake in Bajaj Auto and 
Bajaj Finserve), and the undivided Bajaj Auto's other 
businesses—insurance, wind-farm and con- 
sumer finance—will be housed in Bajaj Finserve. 

Rahul Bajaj clarified at a press conference in 
Mumbai that there will be no change in the man- 
agement structure and that his elder son, Rajiv will 
continue as MD & CEO of Bajaj Auto while Sanjiv, his 
younger son, will remain Executive Director. “The 
ownership remains the same and there is no sepa- 
ration. Work gets divided and that’s how it should 


- be," he added. Prior to the demerger, there had been 


rumours of tension between Rajiv and Sanjiv—and, 
the grapevine said the demerger would give each of 
them a separate company to manage—but Bajaj was 
quick to dismiss such talk as speculation. "There is 
no question of that," he said. 

The attention will now tum back on his feud with 
his brother, Shishir. He, however, declined to field 
questions on the issue at the press conference. 
Resolving the issue, managing his empire, playing 
elder statesman of India Inc. and carrying out his re- 
sponsibilities as an MP (he was elected to the Rajya 
Sabha in 2006) will keep him even busier now. 

KRISHNA GOPALAN 


NUMBERS OF NOTE 


13. India's rank on Forbes Tax Misery and Reform 
Index for 2007. UAE, Qatar and Hong Kong residents 
feel the least misery over taxes, while France, Belgium 
and China, in that order, are economies with the 
highest tax misery. A total of 50 countries are ranked 
on the index 


$ 1 trillion (Rs 41 lakh crore): The investment 
required across sectors between 2007 and 2012 for 
India to sustain an annual growth rate of 9 per cent 


12 : The number of female Executive Directors in 
FTSE 100 companies 


800,000. The number of books and 


manuscripts Google will digitise for the Mysore 
University in Karnataka. The university library has 
around 100,000 manuscripts that are written both 
on paper and palm leaves. These include an original 
version of Arthashastra written in the 4th century 
BC by Kautilya 


2 per cent: India’s projected share of global trade 
by 2009, up from 1.5 per cent in 2006 


186 million: The number of Indians without voter 
IDs. The figure represents about a quarter of all 
eligible voters 


1 1 2 per cent: Average annual growth rate of the 
organised sector from 2000-01 to 2004-05 


Rs 3.96 crore: Prime Minister Manmohan 
Singh’s total moveable and immovable assets 


15 million: Target set by the Ministry of Tourism for 
foreign tourist arrivals by 2010 


2 per cent: The approximate share of military 
spending in India’s GDP 


Rs 72,542 crore: The total investment in the 
(Indian) textile industry between 2003 and 2007 


Rs 2 5,000 crore: The amount of money 


Indian companies raised through public issues in 
2006-07. 





Rs 8.87 crore: The total income tax 
exemptions granted to Sachin Tendulkar 
between 1998-99 and 2004-05 































ansive Cars available 
aa shan Mitra 
" T This is the car that has caught the fanc 
of film stars and real estate magnates 
This car is big; actually it is massive. 
The engine is not electronicaliy limites 
so 320 kilometers per hour is a real 
possibility. 
Price: Rs 1.9 crore 


When Daimler-Benz 
resurrected the Maybach 
badge from the history 
books, it built a car that bea 
| all comers. With an amazim 
= SE ie = 550 horsepower, twin- 

ia MAEA 3 turbocharged 5.5 litre V1% 





this car is enormous in all 
respects. And it has a pric 
tag that shows. 

Price: Rs 5 crore 


onwards 






Well, some people don't believe that we are 
running out of liquids like high-octane petrol 

anytime soon. This car performs like a sports 
car; its turbocharged 4.5 litre V8 engine delivers 
450 horses and it belies its size. 


Price: Rs 1 crore 


Emerging Economies in Fine Fettle 


Emerging markets have generally remained buoyant, despite recurrent bouts of market volatility. Equity prices in many emerging markets have 
recorded new highs, while sovereign risk spreads are close to all-time lows. Credit growth remains rapid. 
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If you want a two-seater sports car that goes like the wind on those | 
few stretches of decent tarmac you can find, then the 5-litre 
V8-driven car, with the power of 306 horses, is what you want 


Price: Rs 95 lakh 


BMW 740iL 

This is a car for the 
merely super-rich. The 4- 
litre V8 delivers an 
impressive 306 
horsepower and this car 
makes a statement. 


Price: Rs 90 lakh 
approx 


Make no mistake, under 
the stately exterior this 
massive car is no slouch. 
Its 475 horsepower, 6.8 litre 
V12 engine eats tarmac. 


Price: Rs 3.6 crore 


Quatrro 
The 4.2 litre V8 at 
1 the front of this 

impressively built 
and equipped 
machine delivers a 
thumping 335 

[| horsepower . 





Since January 1, 2007, emerging equity markets have gained 
7.27 per cent and have emerged as the best-investment option. 


China's key CSI 300 index trades at 45 times earnings, three 
times the for the vens Stanley Capital International 
(MSCI) ing Markets Index. The stock market recorded 


8 return of about 50 per cent based on the MSCI India Index in 
E aM AM Min Mc Hiph d gem 
Jencmarm, cific Index, which delivered a 
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"India will never have a deficit of shoppers" 
P.N.C. Menon, Chairman, Sobha Developers, which is spending Rs 1,025 
crore on Bangalore's biggest mall that is scheduled to open in 2009, 

in New York Times 


"We want the wallets of the country's (India's) 
250 million middle class households" 


Srinivas Kumar, VP (International Business), Dunkin’ Donuts, which is in 
talks with potential Indian partners to enter the Indian market, in Mint 


"We are creating a new force in a world of 
multiple information sources" 


Tom Glocer, Chief Executive, Reuters, on his company being bought by 
Thomson Corp., in Reuters 


"India represents the next great international 
expansion opportunity for us. Our initial 
presence will be in a city whose thriving 
economy has made it the Silicon Valley of the 
nation” 


Simon F. Cooper, President and CEO, Ritz-Carlton Hotel Company, 
in DNA 


“In my role, I have to ultimately make 
judgments and decisions based on business 
rationale” 


Dieter Zetsche, Chief Executive, DaimlerChrysler, on DaimlerChrysler’s 
decision to sell Chrysler to Cerberus Capital Management, 
in New York Times 


“India is my priority. We have not missed the 
bus, as we have to pick the right time” 
Philippe Dauman, Chief Executive, Viacom, in The Hindustan Times 


“In the past, they never communicated. Now, 
they've said they're interested in a dialogue 
with me, which means that we will actually 
have a diagloue—and I’m assuming that it 
will be a constructive dialogue" 

Vijay Mallya, Chairman, UB Group, on bis relations with the Scotch 
Whisky Association, to Times News Network 





“We have opened up our economy. Even 
though we have gone through some pains, we 
have seen the overall benefits to the economy 
and to the people. We are, therefore, staying 
the course” 


Kamal Nath, Union Commerce and Industry Minister, on protectionist US 
policies with regard to H-1B visas, in BusinessWeek 
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Your potential. Our passion 


Microsoft 





HTC/Dopod 





Windows* Mobile* Phones keep your teams connected through the 
familiar Microsoft® Office interface, even when they're on the move. 


E-mails and data are delivered directly into your phone's inbox, through a 
seamless integration with your Microsoft Exchange Server, thus removing the 
need to invest on any additional expensive Servers or Software. Moreover the 
advantage of using Windows Mobile Phones is that your team can access the 
widest range of business applications like Sales Force Automation and Microsoft 
Dynamics CRM 3.0, right on their phone screens. 


In effect you get the lowest cost and most scalable mobile solution by 
utilising your existing infrastructure and investments. And your team benefits 
from increased productivity, faster reaction time and updated access to 
information, thus enabling them to win and close deals faster. 


| So go ahead, empower your team with Windows Mobile Phones. 





ito Windows . 
Exchange Server Ae Mobile 


y x 
www.microsoft.com/india/windowsmobile. To know more sms SMART A/B/C/D to 8888 (A=i-mate, B=O,, C- HP. D=HTC/Dopod 


mation: i-mate: 011-41523030/90, 41523730, OQ,: 9350263618, KY : 1800-4254999, 30304499, ๐ ๐ 0 ๐ ๐ (HTC/Dopod): 9910193399 
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fare, server hardware, or redirector software). Service plans are required for Internet, WiFi and phone access. These products and services may need to be purchased 
rams (such as Microsoft® Office Word Mobile, PowerPoint* Mobile, Excel® Mobile, Outlook® Mobile, Mobile CRM 3.0 and Sales Force Automation). features and 
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RANKED: At the 
#10 spot, India's 
largest mobile 
operator Bharti 
Airtel in the 
exclusive list of 
global telecom operators with more 
than 40 million customers in a single 
country. Airtel took 11 years to reach 
the 20-million customer mark, and 
just another 13 months to add the 
next 20 million customers. 





REGISTERED: By India Inc., a 27 
per cent growth in IT spending to Rs 
7,123 crore in 2006-07, according to 
Dataquest-IDC MegaSpenders 2007 
survey. The average IT investment 
by an Indian company was Rs 34 
crore in 2006-07 and this is expected 
to grow 26 per cent to Rs 43 crore 
this financial year. 


RANKED: By C.B. Richard Ellis, 
Mumbai's Nariman Point (at #5) and 
New Delhi's Connaught Place (#7) 
among the 10 most expensive busi- 
ness districts in the world. Office 
space at Nariman Point costs Rs 
5,613 per sq. ft per annum; the 
figure for Connaught Place is Rs 
4,712. The two most expensive of- 
fice markets were in London: West 





End (at Rs 9,781) and City of London 
(Rs 6,720). 


PERMITTED: By RBI, the delivery of 
cash and drafts by banks to the homes 
of individual customers. The facility 
was earlier reserved for corporate 
clients. The banks will bear all nsks in- 
volved in reaching cash to the cus- 
tomer's doorstep. 


APPROVED: By SEBI, real estate 
developer Omaxe's initial public offer 
of 17.8 million equity shares that is 
expected to mobilise Rs 1,400 crore. 
The green signal comes at a time 
when DLF, the Big Daddy of the 
Indian real estate world, is coming 
out with a mega-IPO. 


SIGNED: By The 
Carlyle Group, a 
deal with HDFC to 
buy shares in the 
latters subsidiary. 
HDFC will raise Rs 
2,638.25 crore through a preferential 
issue to The Carlyle Group, giving it a 
5.6 per cent stake in the company. It 
will also make another Rs 475-crore 
preferential allotment to Citigroup to 
enable it to maintain its stake in the 
company at 12.3 per cent. 
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MOBIKE SALES 





HESE ARE TRYING TIMES FOR THE TWO- 
T wine industry. For the past few 
months, Hero Honda, Bajaj Auto and 
TVS Motors have struggled to record 
sales growth. While Hero Honda has 
managed low single-digit growth rates 
of 2 per cent and 5 per cent, respec- 
tively, in March and April, Bajaj Auto 
has seen sales fall 9 per cent and 13 
per cent, respectively, in these months. 
TVS Motors, too, has seen its market 
shrink in April; its sales were down al- 
most 16 per cent during the month. 
Says Anil Dua, VP (Marketing & Sales), 
Hero Honda Motors: “Inflation and 
rising interest rates are forcing people 
to defer their purchase plans.” 

These companies are now trying 
out different strategies to buck the 
trend. Hero Honda, which has 
launched eight new motorcycles in 
the entry level, premium and deluxe 
categories over the last year, is bank- 
ing heavily on them. Says Dua: “Our 
strategy is to bring in new products 
and support them with clutter-break- 
ing campaigns.” Rival Bajaj Auto has 
already slashed the price of its entry- 
level motorcycle, Platina, by Rs 3,000 
in an effort to increase its volumes in 
the 100 cc segment, which it plans to 
exit over the next few years. 

Analysts say this may just be the 
beginning. Says Umesh Karne, 
Analyst, Emkay Share & Stock Brokers: 
“In the short-to-medium-term, the 
downturn in the industry could result 
in a major price war." 

RISHI JOSHI 
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BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in May 2007. 


Deal Particulars: The UB Group has acquired a 100-per cent stake in the Glasgow-based Whyte 
& Mackay (W&M) in an all-cash-deal amounting to £595 million (Rs 4,783 crore). The Group will 
acquire all the shares of W&M held by Chairman Vivian Imerman and other investors 

W&M is currently one of the largest whisky manufacturers in the world, with four different produc- 
ing units in Scotland in addition to distilleries located in Scotland and other parts of Europe. W&M has 
popular brands like Whyte & Mackay scotch whisky, Highland Malt, Isle of Jura Single Malt Whisky, 
Glayva Liqueur and Dalmore Single Malt. This transaction is also the largest acquisition deal in the 
Indian spirits and beverage industry. 


DEALTRACKER 


DEAL OF THE MONTH 


Impact Analysis: The transaction represents one of the most aggressive moves by the UB 
Group in the spirits industry. The transaction achieves the dual objectives of geographical and 
product diversification. Access to the vast distribution network of W&M will provide the UB Group 
with access to the lucrative EU markets for some of its own brands. 

From a portfolio perspective, it significantly strengthens the position of the company by bringing 
premium whisky brands within its fold. This will buttress the exisiting portfolio of the Group by providing 
access to high-end brands which enjoy higher margins. In addition, W&M's inventory of 115 million 
litres of Scotch (valued at £350 million or Rs 2,835 crore) could be very handy, with Scotch gaining 
popularity in economies like India due to higher incomes and changing lifestyles. 





TARGET 


ACQUIRER 


INDUSTRY DEAL VALUE 


(Rs crore) 


STAKE 








Glaceau (Tata Tea's Stake) Coca-Cola Co [ Beverages Acquisition — 4,920 3096 
Whyte & Mackay United Spirits Liquor Acquisition — 4,783 100% 
ACC hoo CO St Cement Investment 640 3% 
Intermet Europe Sakthi Auto Component Auto components Acquisition ว 533 100% 
Vipul Wachovia Corporation (US) Real Estate Investment — 234 15% 
Sundaram Home Finance Union de Credit pour le Batiment Housing finance Investment 197 50% 
SAQUE, PE 

Mankind Pharma ChrysCapital —— Pharmaceuticals Investment 98 Undisclosed 
Simon Golub & Sons Shrenuj & Company Consumer durables Acquisition 90 85% 
Defiance Testing and Engineering Ashok Leyland Automobiles Acquisition 70 100% 
Services (DTE) 955; 720. 139 

Detroit Engineered Products (US) Autoline Industries OO Automobiles Acquisition — 67 51% 
Argent Independent Steel JSWStel . | Steel Acquisition 31 100% 
Avestha Gengraine Technologies Pvt. New York Life Investment Pharmaceuticals Investment 23 Undisclosed 
(Avesthagen) Management India Fund E: 

Pylania (Switzerland) Kamla Dials and Devices (KKDL) Consumer products Acquisition — 11 100% 
CBK-MPR Pharma, Poland Lambda Therapeutic Research - Pharmaceuticals Investment — 10 16% 
Empire Rubber (Australia) Motherson Elastomers Auto components Acquisition Undisclosed 100% 

and Motherson Investment — 

NetDevices Alcatel-Lucent Computer Software Acquisition Undisclosed 100% 
Sarabhai Zydus Animal Health Cadila Healthcare Healthcare Acquisition Undisclosed 50% 
IceNet YOU Telecom Internet Acquisition Undisclosed 10076 


*Includes only M&A, private equtiy and brand sale transactions 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision 
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India's largest 
read and circulated 
regional 
language daily 


Largest 
read 


| | | Largest 
g circulated 
hd 


Twin advantages] To give your media plan a sharper edge. 


ให ล ไล ห ล ไล Manorama is "o N Windia’ 5 largest read and circulated regional language daily. 


A ๓. 


It's a distinction no other regional dang | 2 daily in India has ever achieved. To be the No. 1 in both circulation and readership, 
at the same time. Now with an dipara alleled 15.14 lakh copies and a massive 88.37 lakh readers, Malayala Manorama is the 
» undisputed No. 1 among Indian gior al language dailies. And the cutting edge in your media plan. 


Malayala £} Manorama 


Nobody delivers Kerala better 
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Markets move sideways. 
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India's Energy Basket And Outlook 

India's power and upstream energy sectors such as coal, oil and gas need investments to 
the tune of $120-150 billion over the next five years, says a recent KPMG report. 

The country's energy requirment is set to rise four-fold over the next 25 years. A snapshot: 


Requirement of fuels | in 2031- 32 compared to current levels 


in 2031-32 


463-49 


114-224 
573-1082 





Figures in million tonnes of oil equivalent (MTOE) 


Coal Requirement vs Availability 
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แพ แพ พ Domestic supply (MT) — 9898 Deficit 


India's Energy Mix and Outlook for Oil "Demand for oil is expected to grow 
gs from 119 MTOE in 2004 to 250 MTOE in 2025 


650 — mma (atan annual growth rate of 3.6 per cent) 
668 Ld 
*During the same period, domestic production 
from existing developed reserves is expected 
to grow at approximately 2.5 per cent 


*India will emerge as one of the largest consumers 
of crude oil in the world, along with China. The two 
countries will account for 35 per cent of the word's 
incremental energy demand 


2004 — 2010 2015 2020 2025 
mE! ส พ Gas "Figures in MTOE 


Source: BP and EIA 





Renewable Energy Sources Potential Existing installed capacity 
Wind 45.000 MW 4,400 MW 
Small hydro (up to 25 MW) 15,000 MW 1,700 MW 
Biomass power/ 
เล ด แล อ ด 950MW 
Solar photo voltaic power 20 MW/sq.km Very low exploitation 
i 140 million sq.m 1.5 million sq.m 
d im: collector area collector area 
waste-based power 2,00 MW Very low exploitation 
Biogas plants 12 million 3.8 million 
Source:MNES website 
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BANGALORE-Nautica Store - Vittal Mallaya Road, Tel: 41120841e The Time Factory - Purva Pavillion, Church Street, Tel: 41515125 e Timex Showroom, 4th 
_ Block, Jayanagar, Tel: 26646239 e Timex Showroom, Safina Plaza, Tel: 25585683 e CHANDIGARH-Nautica Store - Sec. 17 E, Tel: 2703867 e CHENNAI-Nautica 
Store - Nungambakkam, Tel: 28332728/64502120 ๑ DELHI-Nautica Store - South Ext.-2, Tel: 46014011 e The Time Factory - Basant Lok, Priya Cinema Complex, 
Tel: 65103620 ๑ The Time Factory - City Square Mall, Rajouri Garden, Tel: 65103607 ๑ The Time Factory - Great India Place, Sec.-38, Noida, Tel: 2450157, 
9873408060 ๑ Sai Creations, Sec-18, Noida, Tel: 2515166 ๑ HYDERABAD-Timex Showroom, Prasad's Imax, Tel: 23450250 ๑ Kamal Watch, Abids, Tel: 24754440 
๑ Kamal Watch World, Banjara Hills, Tel: 66463366 e KOLKATA-The Time Factory - 1/1 Camac Street, Tel: 9830398808, 64519116 ๑ Prime Watch World, City 
Centre Mall, Tel: 23584333 ๑ Prime Watch World, Forum, Elgin Road, Tel: 22837185 e Ram's, Metro Shopping Centre, Ho-Chi-Minh Sarani, Tel: 2888882 
e LUCKNOW-The Time Factory - Fun Republic Mall, Gomti Nagar, Tel: 3915981 e MUMBAI-Nautica Store - Church Gate, Tel: 22046394/95 e The Time Factory - 
Colaba Causeway, Opp. Leopold Cafe, Tel: 22028194 e The Time Factory - L.T. Road, Borivali (W), Tel: 28993268 e Watch World NX, Opp. Jahangir Art Gallery, 
Kalaghoda, Tel: 64528506 e Just In Time, Kemps Corner, Warden Road, Tel: 64528508 e Eternity, N.C. Kelkar Road, Dadar (W), Tel: 65055509/10 ๑ Samay, 
Chandrawarkar Cross Road, Borivali (W), Tel: 65055535/36 e World Time, Opp. Shopper Stop, Andheri (W) Tel: 64526447/27 ๑ Maru Time, Sec.-17, Vashi 
Tel: 27896250/51 e PUNE-Nautica Store - Bund Garden Road, Tel: 66208873/1636 
For enquiries contact at - Tel: 0120-3041300 or write to - varora@timex.com 
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The Headlines Maker 


Raghav Bahl is straddling the entire spectrum of media 
and entertainment. ANUSHA SUBRAMANIAN 


IMP MY RIDE AND YOUR 

Stocks are two unlikely 

TV shows to be coming 

out of the same produc- 

tion house but last fort- 

night, when Raghav Bahl's 
Television Eighteen (TV18) Group 
struck a 50:50 joint venture with 
Viacom, the stage was set to 
become big enough to accommo- 
date trading strategies as well as 
pop culture. The Jv with the us 
media conglomerate, however, will 
provide Bahl with multiple plat- 
forms across the entire spectrum of 
general entertainment (not just mu- 
sic and in fact not just restricted 
to television). The venture will be 
through Global Broadcast News 
(GBN), the group's subsidiary that 
currently operates news channels 
CNN-IBN and IBN7. Viacom 18 will 
straddle film and television across a 
range of brands. The partnership 
will also encompass Viacom's 
existing TV channels in India, 
namely MTV, VH1 and Nickelodeon. 
A Hindi general entertainment 
channel is also in the pipeline. “We 
are making investment in the Jv 
through GBN. It has fund-raising 
plans for this purpose," says Haresh 
Chawla, Group CEO, TV18. GBN has 
already announced plans to raise 
up to $200 million (Rs 820 crore). 
For Bahl, Viacom 18 is his third 
big global partnership. In 1994, 
TV18 slipped into an alliance with 
NBC Universal, as a result of which it 
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Television Eighteen Group's Bahl: More than just news 


today has under its banner two busi- 
ness news channels, CNBC TV18 and 
CNBC Awaaz. And last year, through 
GBN, the group launched CNN-IBN, a 
mainstream news channel, in part- 
nership with Time Warner Inc. In 
early 2006, it acquired Channel 7, a 
Hindi news channel, and rebranded 
it IBN7. “The new venture is ล home- 
coming of sorts for us. Before we 
focussed our energies on news, we 
used to produce shows for chan- 
nels, including MTV in the early 90s. 
Today, the day has come when we 





re-ignite our entertainment genes 
with Viacom 18,” says the Managing 
Director of the TV18 Group. 

Bahl, for his part, has been 
pretty busy of late. Recently, he 
tied up with Virgin Comics to pub- 
lish graphic novels and co-produce 
movies. In fact, cinema is proving to 
be pretty close to his heart. The 
group's motion pictures operation, 
Studio 18, has several projects in the 
pipeline and after the projects are 
completed, the motion pictures busi- 
ness will be moved into the ven- 
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ture with Viacom. The group's hold- 
ing firm, Network 18 Fincap, has 
also taken a 9 per cent stake in the 
Indian Film Company—sponsored 
by Bahl, the founder and promoter 
of TV18 Group—worth $10 million 
(Rs 41 crore). This company, which 
is in the process of being listed on 
the Alternative Investment Market 
(AIM) of the London Stock Exchange, 
will acquire rights of films and mar- 
ket it via theatres in domestic and 
overseas markets, besides using other 
routes like satellite Tv and DVD 
rights. Apart from this, it will finance 
films and enter into co-production 
tie-ups with directors. 

Beyond movies, Bahl has also 
spread himself thick in the digital 
space under Web 18, where he has 
acquired portals such as Crisil 
Marketwire, Poweryourtrade.com 
and Commoditiescontrol.com. 
According to company insiders, the 
group is also gearing to launch a 
financial daily, a business magazine, 
and foray into media process 
outsourcing. 

Even as it stands today, The Tv18 
Network appears to be in a league 
of its own, with more ammunition 
than even Rupert Murdoch’s STAR 
Network. It has two business chan- 
nels, two news channels, two music 
channels (MTV and vH1), a kids’ 
channel (Nickelodeon), and a Hindi 
general entertainment channel that’s 
on its way. STAR Network, on the 
other hand, has STAR Plus, STAR One 
(its second Hindi general entertain- 
ment channel), STAR Movies, STAR 
World (English Entertainment), STAR 
Gold, STAR Vijay (Tamil), ESPN, STAR 
Sports, Channel V (Music), STAR 
News, STAR Ananda (Bengali News), 
Nat Geo Adventure, National 
Geography and History. What's 
more, GBN, in just two years, com- 
mands a valuation of Rs 2,000 crore 
(it got listed in February 2007). And 
flagship TV18 itself has hit a market 
cap of $1 billion (Rs 4,100 crore), a 
feat none of its peers appears likely 
to outdo in the near future. 


A Hero Comes Along 


UTV's Screwvala is emerging the leading man of Bollywood. 


F RAGHAV BAHL IS HOGGING THE 

media and entertainment space, 
Ronnie Screwvala prefers to 
confine himself to entertainment— 
where he's got a lot going, right 
from movies to gaming, and fro 
animation to software production. 
And broadcasting is next on the 
anvil. Screwvala, Chairman & 
Managing Director, UTV Software, 
who in 2006 offloaded a 14.9 per 
cent stake in the company to Walt 
Disney, is now looking to unlock 
the value that's bursting at the 
seams of his movie business. He's 
formed UTV 10M Inc., a 100 per 
cent subsidiary that's i 
in Mauritius, which will be listed 
on the London Stock Exchange's 
AIM. The entire movie operations 
have been moved into this sub- 
sidiary. “A NASDAQ listing would 
have been time-consuming and 
listing at London made geo- 
graphical sense," says Screwvala. 
UTV IOM Inc. will be listed on AIM 
in 1-2 months and is expected to 
raise $70-75 million (Rs 287- 
307.5 crore) by diluting 25 per 
cent of its equity. 

In the last two years, UTV has 





Global 
Medicine 


Sun Pharma inches closer to 


becoming an Indian multinational. 


Ac THREE MONTHS AGO, THE 
promoters of Taro Pharma- 
ceutical Industries put the generics 
giant on the block. Three bidders 
threw their hat into the ring. The 
winner emerged last fortnight: Sun 
Pharmaceuticals, which agreed to 
buy the Israel-headquartered com- 
pany for $454 million (Rs 1,861.4 
crore). What might have kept 
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UTV's Screwvala: Going global 


released 18 films, which would 
explain why almost two-thirds of 
UTV's total revenues of Rs 179 
crore in March year end 2006, 
came from films—Rs 103.3 crore. 
For the year ended March 2007, 
the company raked in a turnover 
of Rs 56 crore from movies alone. 
The total revenues of the com- 


pany during this year was Rs 152 


crore. According to a report by 
Prabhudas Liladhar, a Mumbai- 
based broking firm, urv has films 
with a budget of Rs 466 crore 
lined up for the next two years. 
Lights, camera, action. 

ANUSHA SUBRAMANIAN 


prospective acquirers away and 
perhaps resulted in conservative 
offers from the other two in the 
fray is a huge loss Taro is expected 
to show for 2006 (the financial 
numbers have still not been 
declared; in 2005, Taro posted a 
$5.7 million profit after tax on rev- 
enues of just under $300 million). 

For Dilip Shanghvi, Chairman & 
Managing Director, Sun Pharma, 
that blob of red isn't much of a 
concern. “We expect to be EPS (earn- 
ings per share) accretive within 
12-18 months. *The acquisition 
helps us in getting into the derma- 
tology business, in addition to giving 
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us access to existing and new prod- 
ucts," says Shanghvi. In a recent 
report, DSP Merrill Lynch states that 
the deal makes strategic sense, and 
the price tag is fair. “In our view, the 
deal valued at 1.5 X sales is a 
reasonable transaction... It offers 
Sun significant scale, several niche 
dosages and allows significant scope 
for synergies..." 

An irritant for Shanghvi is that 
Taro's minority shareholders, 
Franklin Advisers Inc. and 
Templeton Asset Management, who 
control 9 per cent of the company, 
have filed a motion in the Tel-Aviv 
District Court. Their contention is 
that this deal will discriminate 
against minority shareholders. 
Shanghvi counters that the deal is in 
the best interest of shareholders. 
Sun will fund the all-cash acquisition 
through internal accruals and the 
proceeds from a recent $350 million 
(Rs 1,435 crore) FCCB issue. Today, 
around 40 per cent of Sun's 
revenues come from overseas 
markets. *Following the acquisition 
of Taro, we expect that to grow to 
65 per cent," adds Shanghvi. Now 
here's another Indian multinational 
in the making. 

KRISHNA GOPALAN 


Sun's Shanghvi: Shining bright 
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Winner in 
Wireless 


Bharti Airtel gate-crashes into 
the 40 m subscriber league. 


N THE WORLD'S FASTEST GROWING 
| foe market, milestones come 
thick and fast. The newest land- 
mark has to do with Bharti Airtel 
gate-crashing into the 40 million 
subscriber club; it now claims to 
be in the league of the top 10 wire- 
less companies in the world that 
have 40 million or more mobile 
subscribers each from a single coun- 
try. A caveat: Bharti Airtel claims to 
have entered the top 10 with 40 
million subscribers as of May 21, 
although data for the other compa- 
nies on that list for the same period 
is not available for comparison. 

Yet, the significance of Airtel 
rubbing shoulders with global giants 
like China Mobile, AT&T Wireless 
and NTT DoCoMo is not lost on 
market observers. “ไท terms of net- 
work and quality of service, Airtel 
has led the Indian industry to be 
as good as China's or any other 
Asia-Pacific markets. Despite the 
fact that Indian operators face 
largely price-sensitive subscribers 
and continued pressure on ARPUS 
(Average Revenue Per User), they 


Airtel's Mittal: King of the wireless village 


have managed to take the mobile 
market to over 170 million in 12-13 
years,” says Romal Shetty, Director 
(Telecom), KPMG. “In the last 2-3 
years, we have made significant 
investments in infrastructure; we 
have been spending $1.5 billion (Rs 
6,150 crore) every year on the 
network. This year our investment 
on the network would be $3-3.5 
billion (Rs 12,300-14,350 crore) of 
which 70 per cent will go into 
mobile services,” says Sanjay 
Kapoor, President (Mobile Services), 
Bharti Airtel. 

Significantly, Airtel added its 
last 20 million subscribers in only 13 
months compared to the 11 years it 
took to add its first 20 million. India 
added about 65 million mobile 
subscribers in 2006-07 with Airtel 
alone contributing about 18 mil- 
lion. While the industry has 
notionally set itself the ambitious 
target of reaching 500 million 
mobile subscribers by end-2010, 
Airtel is expected to take its number 
to 125 million in the same period 
even though the company refuses to 
make any forward looking state- 
ments. Harit Shah, telecom analyst 
at Angel Broking, says both numbers 
are achievable. *Our assessment is 
that Airtel would easily reach 110 
million by end-2010," he adds. 
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Incidents of illegal tiger trade reported in the Chinese media. 
m 1997: CCTV reporter Junyi Shui exposed the fact that Shenzhen Wildlife Park was 
illegally selling tiger bone wine from its cellar to tourists and restaurants outside the park. 


m December 2002: China imported 100 tigers from Thailand to stock a new wildlife park 
in Sanya, Hainan province, so that consumers could "taste tiger meat". 


m 2003: Yunnan Liang He Medicine Co. made tiger bone wine from confiscated 
‘Bengal’ tiger bone with permission from government authorities—with a medicine 


retail permit for good measure. 


m October 2005: China's Forestry Administration denies western media reports about a 
possible lifting of the tiger trade ban in China. 


m February 2006: Shanghai Wildlife Park, in collaboration with a liquor factory, was found 
to be producing and selling a health-tonic wine. It was made from bones of tigers killed 


by buses carrying tourists through the park. 


m August 2006: A report in the China Youth Daily exposed the fact that Xiong Sen Bear 
and Tiger Farm in Guangxi Province was openly and illegally making tiger bone wine in 
its cellar. The cellar had over 400 vats of wine, each of which also contained a tiger 


Carcass. 


m September 2006: Magazine Beijing Technology mentions that the farm's restaurant 
lists tiger meat on its menu under the name "Meat of the King”. 


Source: International Fund for Anima! Welfare 


building a case for lifting the ban 
under immense pressure from its 
tiger farming lobby, and India’s 
endorsement is vital as the coun- 
try is home to more than 50 per 
cent of the world’s wild tigers. 
The stakes are equally high for 
India. “From the looks of it, if China 
reopens tiger trade, inserting the 
parts of poached tigers from India 
into the market will be dead easy,” 
says Judy Mills, Director, Campaign 
Against Tiger Trafficking (CATT) Save 
The Tiger Fund and member of the 
International Tiger Coalition. 
China has raised the issue time 
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and again. During the fourth 
General Assembly of the Global 
Tiger Forum held in Kathmandu 
last month, Chinese officials wrote 
to CITES, stating that the ban on 
trade in tiger parts had cost their 
economy $4 billion (Rs 16,400 
crore). Captive-bred tigers in 
Chinese farms, they claimed, could 
sustain the trade and also replenish 
the wild stock. 

However, conservationists all 
over the world challenge such claims. 
The primary argument: “Commerce 
and conservation can never be bed- 
fellows,” says renowned conserva- 
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Tiger bone plaster, a traditional Chinese 
medicine, is gaining popularity in Malaysia 


tionist Mike H. Pandev. 
Captive-bred tigers, experts point 
out, cannot survive in the wild as 


z they cannot hunt or find mates and 


often turn man-eaters. Also, tigers 
are poised at the top of the food 
chain and, therefore, measure the 
health of entire ecosystems. Saving 
tigers will save entire landscapes of 
life as well as human livelihoods. 

Besides, farming can work with 
species that are low-maintenance 
and prolific breeders, like croco- 
dile. *It will always be much more 
lucrative to poach a wild tiger for 
less than $50 (Rs 2,050) than spend 
$5.000 (Rs 2,05,000) to rear one. A 
legal market will spell doom for 
the few remaining tigers in the 
wild," says P.K. Sen, noted tiger 
conservationist and former Head 
of Project Tiger. 

China is under pressure from 
many countries to maintain the ban. 
On May 3, 2007, the us govern- 
ment administration assured the 
Congress that it would actively work 
to keep China's 14-year-old ban in 
place at the CITES meeting. 

Conservationists consider this 
support crucial. "It is critical that 
the Us and other important part- 
ners of China speak up tor tigers 
at the CITES conference," says Mills. 

As representatives from 169 
member countries converge at The 
Hague, the big question is: will 
conservation succumb to com- 
merce? “It’s a make or break situat 
ion," says Belinda Wright, Director, 
Wildlife Protection Society of India. 
*If we lose this fight, we've lost 
the battle." The fate of the tiger 
hangs in balance. 
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IFAW 


Tiger bone wine is openly available for 
sale in China (right); a brochure adver- 
tising tiger bone wine 


the rest battle. China is pressing for 
a lifting of the ban on trading in 
tiger parts and the rest of the world 
is sitting up and opposing this. And 
understandably, wildlife conserva- 
tionists are crying foul over attempts 
at turning tigers into poultry chicken. 

"Lifting the ban will drive up 
demand, create new markets and 
also provide room for traders to 
mix up illegally killed wild tigers 
with ‘legitimate’ farmed tigers. It’s a 
bad idea all around,” points out 
Ullas Karanth, renowned tiger 
biologist and Director, Wildlife 
Conservation Society, India. 

China has often been criticised 
for lax implementation of the 14- 
year-old ban. As proof, experts 
point to the rampant proliferation of 
tiger and leopard products in China 
and Tibet. Many tiger wine facto- 
ries openly operate in China and 
thousands of bottles of wine, often 
priced as high as $135 (Rs 5,535) 
each, are sold annually. Sue 
Lieberman, Director, wwr Global 
Species Programme, World Wildlife 
Fund, says tigers are being bred 
like “chicken on a farm”. 

Despite the ban, the scenario 
remains bleak in India. Poachers 
have cleaned out the tiger popula- 
tion at the Sariska Tiger Reserve 
in Alwar, Rajasthan. According to 
the interim census, there are only 
265 tigers in Madhya Pradesh and 
95 in Maharashtra compared to 
710 and 238, respectively, in 2002. 

This is despite an action plan 
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RR U 
THE TIGER TRADE TRAIL 
Here's a look at the facts and fallacies. 
ASSUMPTION 
m Legalising domestic tiger trade is the 

sovereign right of any nation. 


m The ban on tiger trade has not worked; 
50 it is time to try a new approach. 


m Tiger farming will meet the demand 
for tiger products at affordable prices. 


m Legal trade in farmed tiger products 
will decrease demand for parts 
of wild tigers. 





FACT 
CITES* resolution asks member countries to 


prohibit trade in tiger parts and derivatives 
The ban on trade in tiger products has 
helped Russia's tiger population to recover 
and other wild tiger populations, including 
India's, to persist. 


Raising a farmed tiger to maturity is 250 
times as expensive as poaching a wild 

tiger in India. 

Legalising the trade will create demand from 
existing consumers and new consumers, 
thus, becoming a vicious cycle. 


Source; CATT: Campaign Against Tiger Trafficking & International Tiger Coalition 
*CITES (the Convention on International Trade in Endangered Species of Wild Fauna and Flora) 


already in place for tiger reserves. 
"The states with tiger reserves need 
to urgently focus on better protec- 
tion and management of their 
reserves as laid down by the 
National Tiger Conservation 
Authority. A six-point action plan has 
already been sent last December but 
the states are yet to get their act to- 
gether,” laments an MOEF (Ministry 
of Environment and Forest) official. 

China is leaving no stone un- 
turned to have the ban lifted; this 
will facilitate its traditional medi- 
cine industry. A Chinese delega- 
tion of State Forestry Admini- 
stration (SFA) officials visited India 
thrice in last one year to discuss the 


modalities of lifting the ban on 
trade in tiger products. 

According to Ministry of 
Environment and Forests officials, 
Chinese officials questioned India’s 
conservation methods at the meeting 
and emphasised that since banning 
the tiger trade hasn’t worked, farm- 
ing and harvesting the big cat could 
offer for an alternative model for en- 
suring the survival of the species. 

India is not vet buying China's 
arguments over the issue. “We feel 
that the ban on trade in body parts 
of wild animals is an effective way 
of saving the species," says an offi- 
cial spokesperson for MOEF. 

The Chinese government is 
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Back of the book 


PRINTED 


TREADMILL 


CIRCUIT 


China is lobbying hard to reopen the trade in tiger parts amidst opposition 


from wildlife conservationists. The stakes this time are very high and could 
impact the very survival of tigers in their natural habitat. ANANDA BANERJEE 


[ IS THE HARDEST BIT OF 
evidence yet in favour of 
what conservationists have 
long argued, but may not be 
enough to save wild tigers. 
Even as an interim census released 
on May 23, 2007, revealed a sharp 
decline in the population of tigers 
in Madhya Pradesh, Maharashtra 
and Rajasthan, China is lobbying 
hard to get the international ban 
on trade in tiger parts lifted. 
Will the census indicators gal- 
vanise India’s opposition to China’s 
proposal? There’s reason for opti- 
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China is offering a three-pronged 
argument to buttress its case. 
m Banning trade hasn't worked to save 
India's wild tiger population 


m India s conservation methods haven t 
been successful 


m Farming/harvesting is the only way out for 
the survival of the species 


mism. *These numbers show that 
the tiger is under serious threat 
from poaching as well as from loss 


of habitat over the last couple of 


decades. The ban on tiger trade 
should not be lifted as it will 
encourage poaching," says Rajesh 
Gopal, Member Secretary, National 
Tiger Conservation Authority, and 
Head, Project Tiger. 

The contentious issue is being 
thrashed out at the triennial con- 
ference of the Convention on 
[nternational Trade in Endangered 
Species (CITES) at The Hague fron 


June 3-15, 2007. CITES is an inter- 


national agreement that controls 
the trade in wildlite. 
It is shaping up as a China versus 
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Cultivating Managers 


R. Gopalakrishnan promises a growth journey as effortless 
and natural as the growth of a plant. ARUN MAIRA 


THE CASE OF THE ETER DRUCKER, REPUTED TO BE THE GREATEST 
BONSAI MANAGER thought leader in management in the last 
By R. Gopalakrishnan century, was also a consultant to CEOs of large 
Penguin corporations. Drucker would never ask any execu- 
Pp: 263 tive for facts first, but always begin by asking for his 
Price: Rs 450 opinion. The reason: Any executive worth his salt 


could find facts to support his opinions, he would 
say. Beliefs, as also the opinions based on those 
beliefs, were primal in the way human minds work, 
Drucker suggested. 

Talking to business graduates recently, Jack Welch, 
considered to be amongst the best CEOs of the 20th 
century, said that their schooling in management 
would actually begin when they leave school and 
enter the real world. This is so because management 
as taught at business schools, with its overemphasis on 
facts and their analysis, has become increasingly 
divorced from the practice of management in the real 
world. Jeffrey Pfeffer of Stanford University points out 
that the curricula of business schools narrow the 
thinking process of students rather than broaden it as 
good education should. 

R. Gopalakrishnan explains in his mind-open- 
ing book that a bonsai is a stunted tree whose natural processes have 
been curbed. Managers who rely only on analysis and facts, and suppress in- 
tuition (which flows into beliefs and opinions) are like bonsais. Business 
schools all over the world are beginning to recognise the limitations in their 
curricula, and many are seeking ways to develop the social skills of their stu- 
dents and teach them ethics and values-based management—the ‘soft’ skills 
that matter more in real life than the analysis of hard numbers. For these 
business schools and for business managers everywhere, Gopalakrishnan's 
book is very timely. 

Gopalakrishnan makes the case for intuition. More importantly, he 
eloquently explains how intuition is developed. He uses analogies with 
animals and birds to explain insights into intuitive intelligence. His language 
is evocative and jargon-free and his images, memorable. What's more, he 
grounds all his insights in real life managerial situations, many of which are 
from his own rich and successful career with Lever and Tatas. Amongst other 
managerial situations that he recounts, one that I found particularly insightful 
is B. Muthuraman’s account from his own diaries of decision-making 
processes and churning emotions when he was immersed in Tata Steel's 
Gopalpur steel project that never took off. 

Ratan Tata's foreword and Gopalakrishnan's concluding paragraphs of 
the book are a ringing endorsement of values-based management. The 
Case of tbe Bonsai Manager is one of the most refreshing and useful books 
on management that I have read in many years. I hope many managers will 
read it and that it will be taught in business schools. 

(Arun Maira is Chairman, Boston Consulting Group India) 
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BOTTLED FOR BUSINESS 
By Karan Bilimoria with 
Steve Coomber 

Wiley India 

Pp: 169 

Price: Rs 299 


HAT DO YOU DO AFTER YOU 

have built a £100-mil- 
lion beer empire from scratch? 
Of course, tell the world how 
you did it and how other en- 
trepreneur wannabes could do 
it, too. Bottled for Business 
takes readers inside the busi- 
ness philosophy that helped 
turn Karan Bilimoria from a 
freshly-minted law grad with 
£20,000 in student debt to a 
high-profile entrepreneur in 
the UK. So what in Bilimoria's 
opinion makes a good entre- 
preneur? A handful of qualities, 
says the son of an officer in the 
Indian Army. The ability to be 
creative and to go the extra 
mile, self-confidence, hard 
Work, foresight, discipline, and 
(here's a tricky one) luck. But, 
then, you wouldn't be a very 
smart entrepreneur if you 
waited around for luck to come 
along, would you? Bilimoria, 
who went to the UK in the 
early 80s for studies, says 
business owners ought to 'get 
lucky'—"you have got to be 
out there looking for the luck". 
By way of advice, there's noth- 
ing in the book that you won't 
find in any other book on the 
subject. But the fact that the 
author is one of those who 
have successfully put the 
principles to work makes the 
work interesting and inspiring. 











THE BEST COMPANIES 
Best TO WORK FOR IN INDIA: 2007 
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FORININDIA Inviting entries for our seventh annual survey of best employers. 


NDIA'S MUCH ANTICIPATED SURVEY OF EMPLOYMENT SATISFACTION IS 

back again, and it is inviting entries. We are, of course, referring 

to Business Today's seventh annual survey of the best companies 

to work for in India. This survey is conducted in association 

with Mercer Human Resource Consulting, which provides the 
know-how, and TNs India, which manages the logistics part. While the 
data from companies is collected, tabulated and collated by TNs, Mercer 
doesn't interact with the survey participants and isn't even told their names 
(all that Mercer gets is data for Company 1, 2, 3, etc.) until the analysis 
is over. How can a company participate? Read the box below and log on 
to: http://survey.tns-global.co.in/BestCompanies2007/Home.htm. 


HOW TO PARTICIPATE 


m Participation in this survey is open to any 
company that operates in India, irrespective 
of its ownership. 


m Participating companies must have been in 
existence in India for a minimum of four years, 
and must employ at least 200 management/ 
executive-level personnel in India. 


m To participate, companies should log on to 
http://survey.tns-global.co.in/BestCompanies2007/Home.htm 
and register online. Additionally, as part of the 
registration process, participating companies 
should download the registration form (available 
on the website), print it on the company 
letterhead and fax or courier the completed form 
to the following address: 

Ms Shivangi Singhal 

Research Coordinator 

TNS India; CICD Tower 

Institutional Area, Hauz Khas 

New Delhi 110 016 

E-mail: shivangi.singhal@tns-global.com 
Fax: 011-4256 6677 


m Participating companies will be required to 
nominate a point person for the study who 


business toda 








will be the study coordinator on behalf of 
the company. 


m Participating companies will have to share 
information regarding their people practices, 
provide employee details from which a sample will 
be administered a questionnaire, and should be 
willing to throw themselves open to a physical 
audit by the survey partners. 


m The last date for companies to register is July 
15, 2007. 


m By participating in the survey, companies are 
signalling their willingness to be part of the special 
issue Business Today plans to bring out on the 
Best Companies To Work For In India. 


m The Business Today, Mercer Human Resource 
Consulting and TNS teams are committed to 
maintaining the absolute confidentiality of the 
study participants. 


m At no stage will the names of the participating 
companies be released to any third party. And 
only the names of those companies that are 
recognised as The Best Companies To Work 
For In India will be publicly released. 
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bt reporter's diary 


investments to the tune of Rs 700 crore. The New 
Mahabaleshwar project, as the proposed hub is called, 
plans to attract 40,000 tourists by 2022. The government 
hopes to set up several *nodes', with each node having 
everything from police stations to malls to hotels to post 
offices. Even an airstrip is planned so that tourists 
from Mumbai and Pune can fly in and skip the dusty 
road trip. The rationale behind the idea seems to be 
right—at least, on the surface—extraordinary flora 
and fauna, pleasant weather for nearly half a year and 
not too far away from Pune and Mumbai. In addition, 
the project will create jobs for the local population, 
which is largely dependent on agriculture. But dig a little 
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Vantage point: Sitana ponticeriana (above) is one of the 
45 reptilian forms found in Satara. Deshpande (R) wants $ 
a more eco-friendly approach from the government : 


deeper and there are more problems than 
earthworms in a rice field. 

Environmentalists believe the government's 
approach to the problem is all wrong. They cite 
the government's abstract report on environ- 
mental impact as proof to further their claims. 
The report, of which BT has a copy, says that 
there are about 121 varieties of botanical 
species and 20 common mammals, including 
wild bear. However, environmentalists believe 
that the report, prepared by Saral Environtech, 
purposely understates the numbers and variety of flora 
and fauna in the region. "In reality, there are 360 plant 
species of which 50 are endangered. Of these, two are 
endemic or only found in Satara. There are over 260 
varieties of birds and over 45 different reptilian forms 
found here," says Deshpande, who is the president of 
Elements of Nature Conservation Association. For 
example, Aponogeton satarensis, a plant endemic to 
the region, carries the city's name. In fact, in 2006, 
India applied to the UNESCO MAB (UNESCO's Programme 
on Man and the Biosphere) for this region to be listed as 
a protected World Heritage Site—not exactly the place 
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one would choose for the next outlet of McDonald's. 

In the two days that I spent in the region, | missed 

a leopard spotting by 10 minutes (thanks to a huge 
crowd that gathered) but nevertheless did manage to see 
some incredible reptilian life. On the second day of my 
visit, Deshpande and two other nature enthusiasts, 
documentary filmmaker Dilipkumar Dongare and Yas- 
hodhan Parkhe, promised to show me a “time-con- 
scious” reptile. Sitana ponticeriana, or the fan-throated 
lizard looks like a throwback to the Jurassic era, if 
not a definite inspiration for Steven Spielberg. Irritate 
the creature or stimulate it sexually (if that is humanly 
possible, I didn’t want to try it), and the lizard’s throat 
opens up like a multi-coloured fan. But that’s not the 
incredible thing. Like Dongare told me, “This is one 
creature that keeps time. It appears at 8.15 a.m. sharp 
and disappears at 5 p.m. every day.” Sounded like a tall 
tale. So at 8.15 a.m., on the second day of my visit, | 
wait atop a mountain. And nothing happened—not for 
the next 10 minutes. At 8.25 a.m., a specimen of 
Sitana ponticeriana made an appearance, its fan throat 
in full display. Within an hour, we spotted over two 
dozen of these fantastic creatures. 
It was then that it struck me that an airstrip and a 
shopping mall or a budget ho- 
tel may not be the right way to 
ensure that more people get to 
see this beautiful reptile. The 
solution might lie elsewhere— 
maybe look at a more eco- 
friendly version of tourism or 
by bettering the tourism in- 
frastructure in Satara town. 
Like Deshpande says, *We are 
not against a tourism hub here. 
We just want the government 
to take a more eco-friendly 
approach." Maharashtra 
government tourism officials 
believe that it is too early to 
talk about environmental im- 
pact of the project. “It’s still 
early days as far as the project is concerned. We are yet 
to appoint a consultant for the project. After that 
there are permissions to secure from the Central gov- 
ernment,” says Bhushan Gagrani, MD, Maharashtra 
Tourism Development Corporation. 

A Parthian shot: the Koyna region is among the 
seismically active regions in the country. Between 
April 2005 and March 2006, the Koyna seismic 
network region registered 1,056 seismic ‘shocks’. Of 
these, some 28 measured above 3.0 on the Richter scale. 
Two of them clocked 4.2 and 4.5. Pretty shaky ground 
for a project of that size, wouldn't you say? 8 
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May 21-22, 2007 
Koyna river backwaters, Satara district, Maharashtra 


ITH THE CALLOUSNESS TYPICAL OF SOMEBODY 

who has spent most of his life in concrete 

jungles, I reach out towards the dry shrub to 
break a twig. That’s when my guide to these parts of the 
Western Ghats, Prof. V.Y. Deshpande, chooses to 
smile broadly. “Careful with that one. The locals call it 
Daat Paadi,” he cautions me. Loosely translated, Daat 
Paadi means teeth buster. | wonder aloud—why? 
“Well, if there are people you don’t like,” explains Prot. 
Deshpande with an impish smile, “just invite them 
for a good meal. And give them toothpicks made with 
that plant. Within an hour, they would be toothless.” 
The plant, I am told, is a potent muscle relaxant, 
which, within minutes, will put gums to sleep and 
voila the teeth just pop out. I take his advice. After all, 
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The Maharasht 
government want 
to turn ecological 
hot spot, Satara, 
into a tourist hub 
to boost local 
economy. It's a 
noble idea, but 

it is taking the 
wrong approacn. 
V. MAHALINGAM 
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Not a concrete jungle yet: Satara has a rich flora and fauna and 
environmentalists are wary of the government's tourism plans 


Deshpande is a botanist who knows these parts like | 
know ATM locations and booze joints in Mumbai. But 
| have not travelled more than 350 kilometres to learn 
about dentally detrimental plants. | have braved the heat 
and dust to check out if the Maharashtra government's 
plans of setting up a tourism hub here are feasible. But 
before that, a brief backgrounder about the location 

Satara, like Rome and Tirupati, is ล sedate town su 
rounded by seven hills. The name Satara itself is deriv: 
from the Marathi words sat (seven) and tara (mountain). 
For a brief period of time, the Marathas ruled their 
kingdom from this town. Abandoned forts, remnants 
of that bygone era, dot the hilly landscape of Satara. But 
getting to Satara by road, which is a three-hour ride 
from Pune, along the Western Ghats, is a giganti 
step backwards in time. The creation of the Western 
Ghats began 150 million years ago when the Super 
Continent of Gondwana (modern day Africa, Sout! 
America, Australia) split up, floated around for another 
100 million years and then collided with the Asian 
Mainland. As a result of these gigantic tectonic 
shifts, the diversity of life forms found in the Western 
Ghats is astounding. A Google search reveals that 
Gondwanian life forms—from frogs to plants— 
been spotted here. 

It is in the northern tip of the Western Ghats, some 
25 km from the Satara town, that the Maharashtra 
government plans to set up a tourist hot spot witl 
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V Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Adelphi Technologies Pvt. Ltd., 
Accounts - Asst. Manager, Bangalore, 
3-10 Years, 3653452 

Applicant should be able to maintain the Cash 
Book and General Ledger. Hc/she will be 
responsible for preparation of trail Balance & 
Profit & loss Account & Balance Sheet. 


Ansun Multitech India Ltd., Finance 
Manager, Delhi, 10 - 15 Years, 3639200 
Applicant should be well versed with Finance 
management of a medium size manufacturing 
unit. He/she should be able to fulfill statutory 
requirements of ROC, Income Tax, Central 
Excise, ESI, PF & other industry related Govt. 
departments. 


CEI India Pvt. Ltd., Senior Finance 
Executive, Chennai, 5 - 10 Years, 
3641249 

Entrant should have Bachelors Degree in 
Accounting or Corporate Secretary ship, 
having minimum 5 years of experience with 3 
years of Management experience and 3 years 
inITindustry. | 

Cotton Cottage, Accountant, 
Mumbai, 1 -7 Years, 3647797 

We required junior/ senior accountant with 
experience in Tally 7.2 and above. Full 
knowledge in VAT and TDS is a must. Good 
knowledge in MS office especially Excel will be 
an added advantage. Complete accountancy 
knowledge up to finalization of balance sheet 
will have better prospects. 


Creative Bee Pvt. Ltd., Accountant, 
Hyderabad, 3-5 Years, 3650623 

Candidate should have work experience in 
wings accounting package and retail software, 
bales tax, banking, MIS reports, preparation 
of trial balance sheet. Candidate should be 
B.com. with Diploma in Accounting Packages 


(Wings). 


Ensemble Infrastructure India Ltd., 
Accounts Officer, Mumbai, 

4-8 Years, 3644713 

Applicant should have min. 4 yrs with Inter 
C.A. or B.Com / M.Com with 5 to 8 years 
experience in handling over all accounts up to 
finalization. He/she should have knowledge 
of Branch Accounting, Taxation (VAT, IT) is 
essential. Should be good with MIS reports. 
Working knowledge of MS Office & Tally 
latest version is a must. 





Ingram Micro India (P) Ltd., 
Manager-Direct Tax, Mumbai, 


6-8 Years, 3596782 


Candidate should be able to identify areas of 
opportunity and analyses all possible 
implications. He/she will be responsible for 
preparing and ensuring accuracy of 
company’s tax declaration. 


Integra Global Solutions Corp., 
Quickbooks & Sage Accountants, 
Coimbatore, 1 - 10 Years, 3654402 
Candidates should be B. Com/M. 
Com/CA/ICWA/CPA, having experience in 
US & UK accounts, managing Trial Balances, 
Management Accounts, P&L Statement, 
Income & Expenses Statements for SME's, 
Not For Profit Organisations. 


Larsen & Toubro Limited, Accounts 
Executive, Mumbai, 4 - 11 Years, 
2345068 

Incumbent should have knowledge of salary 
& all statutory taxation related to employees 
Bills passing. He/she should be B.com, ICWA 
having 5-10 Yrs experience. 


Lotte India Corporation Ltd., 
Assistant Manager - Secretarial, 
Chennai, 2-3 Years, 3653779 

An ideal candidate should be a graduate in Law 
(B.L.) with ACS and also having very good 
communication skills. Candidate should be 
well versed with Company Secretarial 
functions and also have good knowledge on 
Trade Marks, PFA (Prevention of Food 
Adulteration Act), 


Macmillan India Ltd., Manager - 
Financial Analysis & Planning, 
Bangalore, 6-7 Years, 3648260 

Entrant should have experience in 
Management Accounts, Financial Analysis. 
He/she should worked in reputed MNC's and 
having good communication presentation 
skills are essential. 


Madhucon Projects Limited, 
Company Secretary, Hyderabad, 

8 - 12 Years, 3647563 

Applicant should be ACS with LLB and 8 to 10 
yrs' experience in reputed organization with 
experience in dealing with SEBI and Stock 
Exchanges, GDR/ADR issues. 
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Parsec Interact Inc., Executive - 
Accounts, Gurgaon, 3 - 4 Years, 
3524020 

Aspirant should be well versed in Tally and 
Accounts. He/she should have at least 3-4 
Year of experience in hardcore 
accounting/MIS function of a mid level 
organization preferably in an ITES company. 


Pinnacle HRG, Assistant Manager 
Costing, Mumbai, 3-4 Years, 3644831 
Candidate should be from the Pharma 
Industry with 3-4 yrs experience. He/she 
should have knowledge of Drug Pricing 
Control is a must. He/she should have good 
communication and analytical skills. 


Tesco India, Officer-Accounts 
(Payroll), Bangalore, 2 - 6 Years, 
2692695 

Applicant should have ideally worked for a 
BPO/IT enabled companies or a Software 
Development Company. He should be able to 
handle stress and proficient in MS DOS, 
WINDOWS 2000, MS WORD, MS EXCEL, 
TALLY 6.3, HRMS (Pay roll software). 


Time Technoplast Ltd., Manager - 
Accounts, Mumbai, 8 - 10 Years, 
3644158 

Entrant should be able to maintain 
reconciliation of Sundry Debtors, Sundry 
Creditors & Bank Accounts. He/she must 
have thorough knowledge of accounts up to 
finalizations. 


Zinplus Management Services, 
Manager Costing, Mumbai, 

5-9 Years, 3631070 

Aspirant should be able to handle all matters 
relating to Direct Taxation including Statutory 
compliances, Tax Audits and Tax Planning. He 
will be responsible for Estimation of Tax 
Provisions and compilation of various 
statutory returns. 


HOW TO APPLY FOR THESE JOBS: 


1. Logon to www.monster.com 


2. Type the job ID in the "Search Jobs" 
box on the home page 
3. Click the "Go" button 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Akzo Nobel Car Refinishes India Pvt. 
Ltd., Sales Executive, Ahmedabad & 
Dehradun, 2-4 Years, 3653375 
Applicant will be responsible for developing 
the refinish business in assigned territories, 
He/she should be able to maintaining 
excellent relations with all customers and to 
find opportunities for new business 
development with them. 


Bangalore International Airport Ltd., 
Airline Relations Manager, 
Bangalore, 5 - 15 Years, 3034241 
Candidate should be MBA / Marketing with 
minimum relevant work experience in an 
aviation environment is 2 years. He/she will 
be responsible for providing current market 
data to airlines / network planners. 


E2E - Infoware Pte. Ltd., Business 
Manager, Chennai, 3 - 10 Years, 
3652173 

Entrant should have min. 3 years experience in 
IT Marketing and min. 1-2 year relevant 
experience in ERP is preferred. He/she 
should be able to make and maintain good 
customer relation. 


Gem Software Solutions Ltd. 
(International division), Assistant 
Manager - Business Development, 
Chennai, 3-10 Years, 3644100 
Candidates should be able to handle the 
business development of the company 
individually. They should have good 
communication skills and Technology 
Exposure. 

Infocom Network Ltd., Assistant 
Manager Sales, Mumbai, 2 - 4 Years, 
3503719 

Applicant should be able to lead the team of 
Marketing Executives effectively and 
cfficiently towards delivering superior service 
to our customers. He/she should have 
experience in Team Handling. 


Intellvisions Software Limited, 
Franchise Support Manager, 
Mumbai, 4 - 5 Years, 3652443 

Candidates should be dynamic, highly result 
oriented, with proven track record and at least 
with 5 years experience in media sales or IT 
service marketing. Candidates with 


PGDBM/MBA preferred. 


Hutchison Essar Limited, Retail 
Sales Manager, Kochi, 2 - 5 Years, 
2595300 

Primary sale, to the distributor to ensure 
stocks move to the distributor point on a 
regular basis in order to ensure there are no 
shortages, Promotional activities, market 
specific, stalls and promotions in the retailers 
market, Acquisition of new retailers. 


Kesar Aluminium India Pvt. Ltd., 
Sales Executive, Mumbai, 3 - 6 Years, 
3654335 

Candidate should be any graduate and 
minimum 3 years experience in hard Industrial 
/ Building Material Sale. 

MRO-TEK Ltd., Technical Support 
Manager, Bangalore & Mumbai, 

7-10 Years, 3554252 

Applicant should be Graduation / Post 
graduation in Electronics and 
Telecommunication field. He/she should 
have hands-on experience in Layer3 Switches, 
Routers, Multiplexers, Multiservice Switch, 
Wifi, WiMax. 

Panoptic Advertising Services, Sr. 
Client Servicing Executive, Mumbai, 
2-4 Years, 3642608 

Candidates will be responsible for building 
excellent relationship with client, understand 
brands & give creative solutions to build 
brands. A strategic thinker and an excellent 
communicator, 

Rishabh Software Pvt. Ltd., Assist 
Manager Business Development, 
Baroda, 3-7 Years, 3641811 

Incumbent should be MBA or an equivalent 
degree or any graduate with relevant 
experience. They should be independently 
able to extensively dialogue with the 
international clients and create effective 
relationship and conclude successful business 
for the organization. 


Sambe Software Pvt. Ltd., Business 
Executives, Mumbai, 1 - 3 Years, 
3648088 

Candidates should be Graduate in Science or 
Pharmacy, He/she should have experience in 
an FMCG, Aryuvedic or Pharmaceutical 
company, experience of local market, Stockist 
and distribution management. 


Systech Infovations Pvt. Ltd 
Business Development Executiv: 
Coimbatore, 1-5 Years, 3653898 
Candidates should be conversant with tl 
latest technologies in PC Hardware with : 
aggressive business approach in order to me 
the targets. 

Tata Autocomp Systems Ltd., Head 
Corporate Communication, Pune, 1¢ 
20 Years, 3643618 i 
Entrant should have experience in large mu 
unit, multilocational corporate wi! 
manufacturing background will be preferre 
having 18 - 20 years of experience 
Corporate Communication. 

Unity Infraprojects Ltd., Assistas 
Sales Manager, Mumbai, 9 - 12 Year 
3653671 

Person should be MBA (Marketing) with 9 
12 years of experience in Real Estate Divisio 
Candidate should be able to decide 
implement marketing strategy to mc 
marketing objectives and sales targets & mal 
a significant brand image of the compat 
globally. 

Venkateshware Hatcheries Pvt. Ltd 
Brand Managers / Executives, Pune, 
4-5Years, 3650159 

The candidates should be Pharmacy / Scien 
graduate with a Management / Diploma 
Degree from a reputed Institute. Hc /sl 
should have at least 4-5 yrs of experience as 
Product / Brand Executive in 
Company in the Pharma Industry. 


Welspun India Ltd., MT / Sr. Officer 
Assistant Manager / Manage 
(Marketing), Mumbai, 2 - 6 Year 
3021674 

Applicant should be Engineer with 4 to 5 yea 
of experience, if MBA it is a plus. Preferred 
has govt tendering experience. He/she shou 
be able to assist Manager Marketing in his d: 
to day operations, attending to clie: 
enquiries, assist in tender preparation 
maintaining MIS, 

World Institute of Sustainabl 
Energy, Senior Executive, Pune, 

5-8 Years, 3644123 

Person should have min 5-6 years ¢ 
experience in designing layout of magazine 
newsletters, brochures, booklets, etc. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Allegis Service (I) Pvt. Ltd., Software 
Engineer, Bangalore, 2 - 6 Years, 
3351555 

Entrant should have experience in embedded 
software, audio software (preferably 
automotive products.), audio DSP, MP3, USB 
playback integration. He/she should have 
knowledge of communication protocols 
CAN, I2C, I2S, SPI. 


& Apollo Health Street Pvt. Ltd., CVIS 
Solution Architect, Delhi, 7 - 10 years, 
3651751 
The individual must be capable of working 
independently and will interact with project 
managers, clients, and users of the software to 
obtain requirements. He/she should be able 
to provides guidance to software developers 
as to design protocols and desired 
functionality in development programs. 


Celstream Technologies Pvt. Ltd., 
MAC Developer, Bangalore, 2 - 5 
Years, 3651673 

t Aspirant should be B.E / M.E / B. Tech / M. 
Tech / MCA / M Sc with 2- 5 years of 
experience in Java/ Quicktime. 


CSC, Project Manager - 
Infrastructure, Delhi & Hyderabad, 
6-15 Years, 3651652 

Entrant should have experience in managing 
projects through use of processes like risk 
management, quality management & 
Issue/problem management. He/she should 
have 6 — 10 yrs experience in IT Industry, out 
of which at least 3 years in hard-core service 
delivery. 

Cybage Software Pvt. Ltd., Project 
Manager, Hyderabad, 6 - 8 Years, 
3513895 

Applicant should have sound knowledge in 
Asp.Net, C#, Sql Server. He/she should have 
experience in designing, estimation, release 
management, client interaction & quality 
processes. 


DynPro India Pvt. Ltd., COBOL 
Resource, Bangalore, 2 - 5 Years, 
3651272 

The candidate must have worked on Cobol, 
CICS, DB2, experience in handling pointers in 
CICS and Application Developer COBOL 
With 2-5 yrs experience, 


t 


Emerson Design Engineering Center, 
Engineer - Software Development (VB 
Programmer), Pune, 2 - 4 Years, 
3653225 

Candidates should have knowledge of CAD 
customization and Microsoft Visual Basic 
programming/ development (Visual 
Basic.NET a plus). 


Eterno Infotech Pvt. Ltd., Architect - 
Mobile Java Platform / Applications, 
Bangalore, 4 - 8 years, 3651265 

The candidate will be responsible for 
architecture, design, development 
management of Eterno’s products in the areas 
of, Smart Mobile Content retrieval, Mobile 
Application Management Server etc. 


Genpact, Solaris-TechSpecialist / 
Tech Architect, Hyderabad, 

5-8 Years, 2885977 

Candidates should have strong skills for 
Troubleshooting and System Administration 
on Solaris and working experience on 
Linux/HPUX/Aix. He/she should have 
knowledge on Backup/ Recovery. 


Hexaware Technologies Limited, 
Siebel Actaute Consultants, Mumbai, 
2-6 Years, 3653527 

Candidate will be responsible for design & 
development of operational Actuate Reports 
and accompanying Siebel components based 
on business requirements. 


Interwoven Software Services India 
Pvt. Ltd., Technical Lead, Bangalore, 
5-7 Years , 3610379 

Applicant should have 4+ years programming 
experience, ideally evenly distributed between 
C++ and Java Coding using POSIX threads in 
Unix/C-C++ applications on multi user 
applications Programming experience with 
secure communications. 


Interwoven Software Services India 
Pvt. Ltd., Technical Support 
Engineer, Bangalore, 2 - 5 Years, 
3610369 

Applicant should have prior experience 
with Unix and/or NT administration and 
system networking. He/she should have 
knowledge of software life-cycle model. 


Iris Software Pvt. Ltd., Peoplesoft 
Technical Professionals, Delhi, 3 - 8 
Years, 3651866 

Incumbent should have experience with 
customizing / developing/ supporting 
PeopleSoft applications using Application 
Designer, People Code, Application Engine, 
Component Interface. 


Kingfisher Airlines Limited, Business 
Analyst (IT), Mumbai, 1 - 3 Years, 
3651726 

Candidate will be responsible for application 
analysis and development (Web application, 
Mobile application, Service application, Sabre 
integration) with proper Software 
Development Life Cycle (SDLC) process 
methodology. 


Mistral Software Pvt. Ltd., Board 
Design, Bangalore, 1 - 9 Years, 
3652309 

Applicant should have good working 
knowledge on assembly language & C and 
having knowledge of microprocessors, 
microcontrollers & DSP's. 


QuinStreet India, Java Developer, 
Mumbai & Pune, 3-5 Years, 3646372 
Applicant should have Bachelor's degree in 
computer science / engineering / 
mathematics or technical discipline preferred. 
Asa Software Engineer, you will play a key role 
in the development and implementation of 
complex, multi-tiered, and distributed Web 
based software applications, 


Raffles Software Pvt. Ltd., Security 
Acess Definition, Gurgaon, 5 - 7 Years, 
3651804 

The individual will be responsible for 
reviewing the existing Security Acess 
Definition forms for its appropriateness and 
level of access and ensure systems access are 
as per users’ Security Acess Definition. 


Virtusa (India) Pvt. Limited, 
Database Administrator, Hyderabad, 
3 - 8 Years, 3652606 

Aspirant should have B.Sc degree in computer 
science, software engineering, MIS, or 
equivalent degree. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


3J Tech, DGM - Projects, Chennai, 

10 -20 Years, 3645385 

Aspirant should be able to prepare Tenders, 
Attending Negotiation meetings. He/she 
should have knowledge of Budget Analysis 
and Quality controls of the projects. He/she 
should be familiar with vendors, contractors 
and suppliers. 


Adroit Quest, Sr. Mgr / AVP 
Recruitments, Gurgaon, 7 - 14 Years, 
3653460 

Create various channels of hiring, e.g. 
campaigns, campus hiring, large events, giving 
advertisements & crunching the response 
through a highly effective manner. Control the 
entire front end hiring function. Candidate 
should have current experience on mass 
recruitment with various channels. 


AMD, Inc., Performance Analysis, 
Bangalore, 10-15 Years, 3659256 
Candidate should have ability to examine the 
machine code output by high level optimizing 
compilers and detect inefficiencies and 
suggest improvements, at both a low and high 
level, with effective communication of such to 
acompiler development team. 


Cummins In India, Senior Manager - 
Operations / Business Development, 
Hyderabad, 8-10 Years, 2301362 
Applicant should be B.E (Mechanical / 
Electrical) with 8 - 10 years of experience. He 
would be responsible for ensuring deliverables 
to customer by managing vendors and teams 
deployed at site. Attend Customer meetings 
and timely resolutions of issues. 


Freight Wings Pvt. Ltd., Shipwright, 
Mumbai, 10 - 15 Years, 3661063 

The candidate should have 10-15 years 
experience as a shipwright, preferably with a 
Naval or Shipbuilding background, having the 
knowledge of Repairs & Maintenance / Dry 
Docking of Steel Pontoons & Tugs / Crafts. 


Genesis Microchip, Inc., Manager 
PD, Bangalore, 10-20 Years, 3533880 
Applicant should have hands on experience 
with Synopsys tools - Design Complier, 
Physical Compiler, Primetime , floor 
planning, Place and Route tools. He should be 
familiar with the front end design steps like 
RTL coding and simulation. 


Infotech Enterprises Limited, 
Practice Head-Telecommunications, 
Hyderabad, 15 - 22 Years, 3619353 
Entrant should have around 15-20 years of 
relevant experience in Telecom domain after 
engineering degree or after an MBA from a 
reputed school. 


IP Soft India Pvt. Ltd., Oracle DBA 
Manager, Bangalore, 10 - 20 Years, 
70773 

Entrant should have minimum 7 yrs 
experience in Oracle 8/8i/9i/10g. He will be 
responsible for installation, configuration and 
upgrading of Oracle server software and 
related products, evaluate Oracle features and 
Oracle related products, 


Jaypar Software, Development 
Manager, Bangalore, 8 - 14 Years, 
3660971 

Aspirant should be responsible for building & 
leading a remote team of talented engineers to 
enhance and support the capabilities of core 
Platform components in a variety of areas 
such as Application Framework, J2EE 
servers, Persistence, Messaging, installation 
and migration tools. 


KC Tool Room Pvt. Ltd., Tooling 
Incharge, Pune, 15 - 25 Years, 3587281 
We are looking for a dynamic Foundry Tooling 
In charge for managing the operation 
independently. He will be responsible for 
complete marketing & manufacturing of 
pattern. 


Ness Technologies (I) Ltd., Delivery 
Head Financial Services, Hyderabad, 
15-25 Years, 3608815 

Aspirant will be responsible for setting 
reasonable, challenging and clear 
performance goals for direct reports, 
communicates expectations clearly, monitors 


performance & provides appropriate 
feedback. 


Pacifica Companies, Property Asset 
Management, Ahmedabad, 

10-15 Years, 3628350 

Applicant would need to participate in the 
preliminary assessment and underwriting of 
any investment targets with the investment 
and origination team. 


PCS Industries Ltd., Chief Technic 
Officer/ VP Delivery/ Softwa: 
Delivery Head, Mumbai, 15 - 25 Year 
3588894 

Candidates should be BE/B. Tech from 
premier engineering college. He will | 
responsible for oversight of project delive 
of multiple projects. He should have work: 
in Senior Management for at least 3 years. 


Pictureal, Director, Research , 
Development, Media Technologie 
Mumbai, 10-15 Years, 3428239 
Entrant should be responsible for technic 
consulting, prototyping, and writt 
functionality specifications through act 
web-application programming, rich mec 
development, and advanced technolo, 
implementation. 


Genus Electrotech Limited, Seni: 
Manager, Bhuj, 8-10 Years, 3664413 
Incumbent should have sound knowledge « 
single sided and double sided PC 
manufacturing process. He should be quali 
concious and able to reduce the rejecuion lev: 


Rave Technologies, Manager - Proje 
Management Office, Mumbai, 8 - | 
Years, 3605318 

Entrant should have 12 to 15 years of sol 
experience in Delivery, Project and Resour 
management in Global Delivery Model. 1 
should have been involved in managing 


supporting a pool of at least 100 to 2! 
resources. 


Real Soft Inc., Senior Manager 
Project Manager, Bangalore, 

8-15 Years, 3362172 ( 
Aspirant should have experience on IVR, CJ 
and Call Center technologies. He should hay 
experience on ASR, TTS, VXML and VXM 
development tools like Dialog Designe 
Audium & exposure to Programmin 
Languages like C,C++ and Java etc. 


TMI Network, Senior Delivery Heac 
Bangalore & Hyderabad, 12 - 18 Year: 
3629865 

Aspirant should have experience in carryin 
out situational analysis of a project/prograr 
environment across different dimension 
usinga pre-defined framework. 


To know how to apply for these jobs, go to finance jobs listing page. 


Monster rated the Best Jobsite 


in India by PC World 


For employers - To get monster advantage...call us at 6000-6678 (local call) or 


PCWORLI 


WEB AWARDS 200 





email at sales@monsterindia.com 


Engine for Growth 


Auto parts industry is hiring by the thousands. 


HE AUTOMOTIVE COMPONENTS INDUSTRY IN INDIA IS 
Tin top gear. The sector has recorded a compounded 
annual growth rate (CAGR) of 20 per cent over the 
last five years and is expected to clock sales of $18.7 bil- 
lion (Rs 76,670 crore) by 2009. India has become a 
manufacturing hub for cars and components. Says 
Kallol Chakraborty, Director (HR & Industrial 
Relations), Federal Mogul Goetze India: “International 
companies are setting up operations in India, leading to 
a manufacturing explosion and huge employment 
growth. But the industry needs more technically-qual- 
ified talent as there is a supply-demand imbalance at 
present.” Says Pratic Ram Kumar, Automotive & 
Logistic Practice, Elixir Web Solutions: “There is a 
surge in jobs across specialisations. The industry is 
scouting for sales engineers, MBAs and, people with sales 
and marketing background.” 

SHAMNI PANDE 


FACT BOX 





WHO'S HIRING: Hero Motors, Michelin Tyres, Apollo Tyres, Delphi 
Automotive Systems, Federal Mogul Goetze India, Trelleborg 
Automotives Systems, Minda Industries, Denso, Schefenacker 
Motherson, Sona Koyo, Rico Auto, Laxmi Prescision Screw, Tyco, 
Continental Engines (Baxi Group), Subros, among others 


WHO'RE THEY HIRING: Sales engineers, MBAs, people with sales and 
marketing backgrounds, and production specialists 











AT WHAT LEVEL: At senior, middle management and junior levels - 


AT WHAT SALARIES: General Managers can expect Rs 12-20 lakh p.a. 
Mid-level packages range from Rs 5-8 lakh p.a. and junior level 
salaries range from Rs 2-5 lakh 


WHAT ARE THE NUMBERS LIKE: At least 15 million jobs will be created 
through direct and indirect employment across the automotive sector 
over the next five years 








COUNSELLING 


HELP 
TARUN! 


Q: | work as a commodities reporter with a news agency. 
| want to do an MBA to improve my prospects in this field. 
Which stream should | specialise in? 

I will not limit my recommendations to your current 
narrow field—if I look at financial journalism as 
your field, then an MBA with a finance specialisation 
will be the way to go. This will also allow you to get 
into the financial world at a later date if you feel like 
leaving journalism and do research, analysis or 
even trading. 


Q: | am a B. Tech in electronics. | am currently working 
with a software firm as a programmer. | want to move into 
IT services from products in future. What should | do? 
IT services companies are always looking for peo- 
ple, so it will not be difficult for you with your 
qualifications, to get a job in that field. I don't know 
how much experience you have but I am assuming 
that it is not much. If it is less than a year, then you 
can look for a job in another company which is in rT 
services, even if you are taken as a trainee. This way, 
you will get into the field you want to be in, though 
you may waste a bit of time going back to being a 
trainee. If you have more experience, then you can 
apply directly to IT services companies. 

Answers to your career concerns are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 


c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 


Search for a job with a Monster 


by your side 


Monster has the best employers hiring online... 
Post your Resume for FREE Today 
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"With flexible work hours and a work-from-home option at Sapient, | 
now get to spend quality time with my six-year-old daughter 
Meenakshi Setia/ Programme Management Manager/ Sapient 


Consulting. That’s why companies 
across the sector are reaching out 
to women. 

Industry requirements have also 
evolved over time, prompting IT 
companies to devise innovative strate- 
gies to retain women. Agrees Ritu 
Anand, Vice President (HR), Tata 
Consultancy Services: “Gender 
diversity is key to creating a culture of 
innovation within an organisation.” 

Rekha Menon, Lead Executive 
(India Geographic Services & 
Human Capital and Diversity), 
Accenture India, agrees. “Diversity 
is no longer ‘nice to have’, but ‘nec- 
essary to have’ as it has implica- 
tions for business success and high 
performance. If a company fosters a 
supportive, inclusive work envi- 
ronment, it will increase its talent 
pool, tap and attract high quality tal- 
ent and retain people with a pro- 
gressive set of values,” she says. 

Incentives to achieve this may 
vary but the goal remains the 
same. While a host of IT compa- 
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nies pays its staffing vendors a 
higher fee to recruit women, com- 
panies like Accenture offer 
incentives to employees who refer 
women for jobs. 

It has also set up Vahini, a 
women's support network that leads 
efforts and initiatives related to net- 
working, mentoring, communica- 
tion and counselling, according to 
Menon. 

As women ready themselves to 
take over the rr industry *man'tle, a 
new role awaits them—that of IT in- 
dustry leaders. The signs are al- 
ready there. "Women have always 
been key members of our leadership 
teams not just across different func- 
tions of our organisation but also in 
our global company leadership 
team," says Soumya Banerjee, VP 
and MD, Sapient India. 

With over 14 years at IBM, 
Kalpana Margabandhu, Director- 
WebSphere Development, India 
Software Lab, IBM India, is a classic 
example of why rr companies have 
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begun to lean on their women em- 
ployees. “I’ve been with IBM for 
this long since I got opportunities to 
grow and play several roles during 
my tenure." She adds: "This indus- 
try has set benchmarks in terms of 
equal opportunity and woman 
empowerment." 

At TCS, 10 per cent of senior 
management comprises women. 
“TCS is an equal opportunity player 
and encourages women to be a 
part of its global workforce. We 
do not believe in a glass ceiling,” 
says Anand. 

IT companies are specially cater- 
ing to the career growth demands of 
their woman workforce. “I got into 
handling a major account within a 
few months of joining. It gives my 
career and commitment a boost 
when the company believes in me,” 
says Puja Mehra, Programme 
Management Manager, Sapient. 

HP has launched a mentoring 
programme to identify and nurture 
high-potential women employees 
in India. “This helps us to proac- 
tively address the aspirations and 
development needs of key talent,” 
says Ganga Sharma, Country) 
Manager for Employee Relations, 
Diversity and Culture, HP India. 

A beneficiary of this programme, 
Sarala Ravishankar, Director, HP- 
STSD (Systems Technology and 
Software Division), HP India, says: 
“The atmosphere inculcated by di- 
versity initiatives provides opportu- 
nities for women to achieve their 
potential.” The Infosys Women’s 
Inclusivity Network (IWIN) provides 
a platform to discuss issues with 
like-minded colleagues. Says Kannan: 
“The organisation is empathetic to 
our ‘special’ needs and everyone— 
starting from chief mentor Narayana 
Murthy—believes in giving women 
employees the encouragement 
needed to reach the highest levels in 
the organisation," she adds. 

So, ladies, if it's a caring 
employer you're looking for, the 
IT industry is waiting. 


effectively, and also optimally use 
the work support systems available 
for advancing in the organisation," 
says Geetha Kannan, Associate Vice 
President and Head-Business Partner 
HR, Infosys. 

Adds Joji Sekhon Gill, HR 


Director, Microsoft India: “Women 





“Flexi-timing helped me balance 
work and personal life during a 
crucial phase" 


Rajashree Natarajan/ Director (Process and 
Quality Group)/ Cognizant 


have unique and special needs. It's 
important to build an environment 
that allows her to balance work 
and family." Microsoft reaches out 
to its woman employees with days 
like “Bring Your Child to Work". 
IT companies were among the 
first to offer child-friendly policies in 
India Inc. In mid-2006, Bhanumathi 
]., an HR Associate with Perot 
Systems, decided to take a break 


information technology sector ง 





from work due to a personal crisis 
and also to spend more time with 
her year-old infant. Rather than lose 
a loyal and capable employee, Perot 
decided to give her an extended 
three-month break to settle her issues 
and return to work refreshed. 
Earlier, the company had allowed 
her to switch her workplace from 
Whitefield to J.P. Nagar, a thriving 
suburb in southern Bangalore, when 
she was pregnant. This gave her 
respite from a back-breaking com- 
mute. "Workplace flexibility is a 
key attraction for women in the IT 
industry, since we often have to 
manage both home and work and 
need to judiciously juggle our time," 
Bhanumathi explains. 

When Rajashree Natarajan, 
Director (Process and Quality Group), 
Cognizant, was offered a flexible 
work hours option after she delivered 
her second child, she readily went for 
it. “The flexi-time opportunity came 
in handy and helped me balance 
work and personal life, during a 
crucial phase,” she says. 

Meenakshi Setia, a Programme 
Management Manager with Sapient, 
was not so lucky. “Six years back 
when I had my baby, I had to liter- 
ally work till the day of delivery. 
After my seven-month sabbatical, | 
could not go back to the same com- 
pany and had to re-establish myself,” 
she says. Things have changed for 
the better for her. “With flexible 
work hours and a work-from-home 
option at Sapient, | now get to spend 
quality time with my six-year-old 
daughter,” she says. 

One of the biggest issues before 
the IT industry today is attracting 
and retaining high quality talent. 
“It is well-documented that women 
are less prone to switching jobs and 
are often better at managing dis- 
parate teams," says Mohan 
Sitharam, Associate Director 
(People Function), MindTree 
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m HP: Self-defence classes, 


mentoring programmes and 
flexible work hours 


m Perot: Work from home, long 


leave, shorter work weeks 


“Workplace 
flexibility is a key 
attraction for 
women in the IT 
industry" 


Bhanumathi J. 
HR Associate/ Perot Systems 







“Oo จ ห ล จ จ ง ๓ 


HYMAVd 





Jobs 1 oday 


WINNING THEM OVER 


IT’s An Equal World 


The information technology industry in India is trying to charm the woman workforce like 
never before. Up for grabs are flexi-hours, sabbaticals and, above all, career growth. 
TEJASWI RATHORE & RAHUL SACHITANAND 
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“| can watch my son grow up in 
front of me and not worry about 
leaving him at a distant creche’ 


Sherin Sebastian/ Associate Consultant/ 
MindTree Consulting 


HEN SHERIN SEBAST- 
ian, Associate Con- 
sultant, MindTree 
Consulting, comes 
to work, she brings her son along. 
Working long hours and managing 
a stretched schedule, she meets her 
son over lunch and tea breaks. “I 
can watch my son grow up in front 
of me and not worry about leaving 
him at a distant créche,” says 
Sebastian, 31, who chose to work 
for MindTree mainly because of 
its child-friendly policies. 

Forget salaries; work-life bal- 
ance is the new perk for women in 
the information technology (IT) 





industry. As jobs become complex 
and roles get diverse, employee 
motivation is top of mind among IT 
companies. And with more women 
coming into the workforce, child- 
friendly and women-centric policies 
are gaining ground at these organ- 
isations. Women now constitute 
almost a third of the workforce at 
Sapient India, Infosys Technologies 


THE GROWING CLAN 
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and Cognizant Technology 
Solutions, a fourth at TCS and one- 
fifth at IBM and Accenture. 
Technology major Infosys has 
been among the early movers in 
this respect. It set up an office in the 
heart of Bangalore's business district 
to shorten the commute for young 
mothers. “Gender-triendly policies 
help us manage career lite-cycles 





Work-life balance is the new perk for women in the 
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Attractively Small 


Fund houses are targeting the small- and 
mid-cap space. Should you invest? 





Naganath: Sees tremendous opportunity in micro-cap funds 


T'S NOW THE TURN OF SMALL- AND MID-CAP STOCKS. 
I With the valuations stretched in the larger cap seg- 
ments, fund houses are now training their sight on the 
small- and mid-cap segments. Last fortnight, two fund 
houses—HDFC and psp Merrill Lynch—launched the 
HDFC Mid-cap Opportunities Fund and psp Merrill 
Lynch Micro-cap Fund, respectively. 

And the reason is not too far to seek: in the last one 
year, small- and mid-cap segments have not moved in 
tandem with their larger counterparts. And besides, 
most fund houses have open-end funds that are invested 
in the larger cap companies. Says S. Naganath, President 
& Chief Investment Officer, DSPML AMC: “We launched 
the micro-cap fund to complete our bouquet of offering 
to customers. Secondly, we see tremendous opportunity 
in some of these micro-caps growing to become a sizable 
company in the next few years.” 

The micro-cap fund is a three-year closed-end equity 
scheme, which will adopt the style of a private equity 
player and invest in stocks with a market capitalisation 
of less than Rs 1,500 crore. The fund targets a 
Rs 500-crore corpus, but will convert into an open- 
ended scheme after the lock-in period of three years. 
HDFC Mid-cap Opportunities Fund, another three-year 
close-ended fund, will invest around 5-15 per cent in 
small- and the rest in mid-cap stocks. 

Interestingly, since the beginning of this year, this seg- 
ment has livened up. Nine out of 25 new equity funds 
launched this year target the small- and mid-cap stocks. 
The market senses tremendous opportunity in this seg- 
ment as some of these companies can scale up, expand 
their businesses, thereby increasing shareholder wealth. 
But there’s a catch: not all small companies are cut 
out for the big league. m 

MAHESH NAYAK 





The top five performers category-wise. 


SCHEME NAME NAY (IN RS 





1 ICICI Prudential Service Industries Fund-Growth 16.01 31.3 
2 Birla SunLife Frontline Equity Fund-Growth 9252 27.2 
3 DBS Chola Opportunities Fund-Cumulative 28.29 25] 


4 Reliance NRI Equity Fund-Growth 24.65 23.2 
5 Fidelity Equity Fund-Growth 21.83 20.6 
ES Aa SE ALI 90.7 Dd 
1 Franklin India Taxshield 99 1241 189 
2 Fidelity Tax Advantage Fund-Growth .1295 174 
3 Franklin India Index Tax Fund 31.93 168 
4 Franklin India Taxshield 98 12614 16.1 


5 SBI Magnum Tax Gain Scheme 93 


1 DSP ML Technology.com Fund-Growth 2118 482 
2 ICICI Prudential Technology Fund-Growth 16.46 316 
3 SBI Magnum Sector Umbrella-Infotech 2866 37 
4 Birla SunLife New Millennium-Growth 244 36 
5 UTI Thematic Banking Sector Fund-Growth 2065 ม 7 
เส ธะ Se. oS eR SS 
1 HDFC Prudence Fund-Growth 154 201 
2 Birla SunLife 95-Growth 18227 136 
3 Franklin India Balanced Fund-Growth 363 133 
4 Birla Balance Fund-Growth 2815 12 
5 DSP ML Balanced Fund-Growth 39.26 112 
PEF it ศศ ศร ระ 
1 ABN AMRO MIP-Growth Bı 97 
2 DSP ML Savings Plus-Aggressive Fund-Growth 14.15 9.6 
3 HDFC MIP-LTP-Growth 1499 88 
4 ICICI Prudential Income Multiplier Fund-Cumulative 1451 82 
5 Birla MIP-Savings 5-Growth 1164 739 
(SCONE PURUS Er e AU end nh: 
1 ABN AMRO Flexi Debt Fund-Growth 17 95 
2. Birla SunLife Income Fund-Growth 2616 83 
3 Kotak Cash Plus-Growth 1125 81 
4 Benchmark Derivative Fund-Growth 113955 TH 
5 ICICI Prudential Flexible Income Plan- Growth 13858 CH 
‘QU FS OES, 
1 DWS Money Plus Fund-Growth 1091 79 
2 ICICI Prudential Liquid Plan - Fil-Growth . 10894 79 
3 Reliance Liquidity Fund-Growth 1133 D 
4 ICICI Prudential Liquid-Super IP-Growth ho 78 


5 ICICI Prudential Sweep Plan-Cash Option-Growth 108] 13 


* Absolute returns percentage as of April 2007 Source- Mutualfundsindia.com 
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NEWS ROUND-UP 


Trade Your Policy? 
There's still enough value in a lapsed policy. 


se y " 


Aggarwal: Calls for trading in life policies that are likely to lapse 


T MAY COME AS SURPRISE TO MANY—LIFE INSURANCE POLICIES 
can be traded. This is seen as a solution to the many poli- 
cies that would otherwise lapse. These policies affect 
the insured (gets lower surrender value), the agent (who 
loses his commission) and the insurer (overheads increase). 

When a policy lapses, trading in life insurance is a way out. 
Says Rahul Aggarwal, CEO of Optima Risk Management 
Services: “Trading in life policies that are likely to lapse is a 
good way out and it is practised in many countries. It makes 
immense sense for a portfolio builder, though it has its 
downside for the original policyholder." 

But if vou are the original policyholder, then you might 
not gain much. Although you could get more money than the 
surrender value of the policy, there's a downside—the loss of 
life cover. In the event something happens to the original 
buyer, the acquirer of the policy becomes the beneficiary— 
and not the family members. 

Brokers accumulate such life policies due to the maturity 
bonuses—the rate of return, depending on policy issue per- 
iod, could work out to as much as 9 per cent. For individu- 
als, perhaps, it's best to renew life policies and not let it lapse, 
but for investors and brokers, it makes for a good inv- 
estment. For others, you can buy such lapsed policies to 
make up for the lost time. 


The Life Cover Trade 


m Pure life term policies don't get traded—only 
endowment policies 

m Look at the cyclicality of interest rates before 
buying such policies 

m if you have missed out on buying a policy earlier, make 
up for lost time now. Such policies have a shorter 
maturity period without compromising on returns 


NITYA VARADARAJAN 
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Know Your Diamond 


Here's a quick guide on how to 
buy that sparkling stone. 


F YOU DON'T 

know anybody in 
the diamond busi- 
ness, you could very 
well get taken in the 
diamond buying 
process. But don't 
worry, here is eno- 
ugh information 
about diamonds to save you from the ago- 
nising, cold-sweat, high-pressure jewellery 
store experience. Just read these five tips 
before you go shopping, and you'll know 
what you're buying. 





พ A diamond's beauty, rarity and price dep- 
end on the interplay of all the 4Cs: Cut, its 
(the diamond's) angular proportions; Carat, 
its weight; Clarity, to the presence of inclu- 
sions, and Colour, the degree to which it's 
colourless. So look for these precisely. 
w A lot of jewellers use terms like “deluxe” 
and “super-deluxe” to classify diamonds; 
more often than not this is a sure-shot way 
to dupe the customer. In order to ensure the 
quality of your diamond, buy it from one of 
the many companies offering branded dia- 
monds as they are certified. Ask to see orig- 
inal certificates and not photocopies. 
B Ask to inspect diamonds under a 30X 
microscope. The so-called “loup”, which is 
a handheld magnifier, is only of 10X mag- 
nification. Reputed jewellers should have a 
30 power microscope. 
ii You must shop around in more than one 
store as different stores specialise in different 
shapes, sizes and qualities. You must find a 
retailer that caters to your needs. 
w Last but not the least, ask the retailer/jew- 
eller about the origin of the diamonds. Ask 
for the diamond company's policy on con- 
flict diamonds, as well as a written guar- 
antee from the diamond supplier that proves 
the diamonds are conflict free. 
Happy shopping for your sparkle! 
DEEPTI KHANNA BOSE AND 
ANUSHA SUBRAMANIAN 
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WHATEVER YOUR ENERGY NEED 
TRUST US TO HAVE A SMART SOLAR SOLUTION 







We've bridged the digital divide 


Tejas Solar Power Packs from Tata BP Solar 
expose students in rural schools to 
IT / Computers. 


We've ‘powered’ 
rural banks 


Sunbank Solar Power 
Packs for Rural Bonks 
provide reliable power for 
computers and printers. 


We've added a refreshing touch 
to industries and institutions 


Industrial Solar Water Heating Systems from 
Tata BP Solar are available from 750 Litres Per 
Day (LPD) to higher capacities. 


We've helped build 
green buildings 


Building Integrated PhotoVoltaics (BIPV) 
Technology is helping responsible corporates 
generate eco-friendly electricity that partially 
meets their power requirements, 


Now what can we do for you? 


India's largest Solar Company, Tata BP Solar is equipped to handle the most challenging projects... Tata BP 
Solar uses the most sophisticated technology to offer you Solar PhotoVoltaic Systems and Solar Water Heating Systems 
that cater to wide ranging industrial needs. If you would like to benefit from our expertise in Solar Energy, talk to us. It 
will be an empowering experience. 


Tata BP Solar is a Joint Venture between Tata Power, the pioneer in the power sector in India and BP Solar, one of the 
largest Solar Companies in the world. 





TM 
TATA BP SOLAR INDIA LIMITED 

78 Electronics City Hosur Rood Bangalore 560 100 

Tel 080 6660 1300 Fax 080 2852 0116 Email agnes@tatabp.com 

Regional Offices : Ahmedabad 079 . 55416676 Jammu 0191 2455804 
TATA BP SOLAR Kolkata 033 - 2288 0452 Leh 01982 - 251 551 Lucknow 0522 - 235 6664 
New Delhi 011 - 2341 1537 Pune 020 - 2613 8783 Raipur 0771 - 409 4455 


À i ง 4 MA I. d ~ ต g> - 
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nearly double with the recent spate 
of rate hikes. So a 20-year loan can 
turn into a 40-year loan, even more, 
depending on your contracted rate. 
It’s here that you can take a decision 
to make a part prepayment. Ideally, 
your home loan tenure should not 
extend beyond your working life- 
time or about 22-25 years, beyond 
which the total cost of the house 
becomes expensive. You can decide 
the amount of prepayment. Says 
Sabharwal: *The homeowners can 
decide what is best. But we have 
seen that when the rates are low, a 
customer prefers to increase tenure. 
If the rates go higher, he prefers an 
increase in prepayments.” But if Rajiv Sabharwal/ Head (Retail Assets)/ ICICI Bank 6 Amar Pandit/ Certified Financial Planner 

dee enr ae om yonr "We have seen an increase in — "If your money is earning you a 

pita ra Prepayments and many people rate lower than your effective 


makes economic sense to go for a 


partial prepayment. are coming forward" post-tax rate, go for prepayment” 





How You Pay it Back 


Interest cost in the 
initial years is high. 


Rising Higher 


And interest rates are on the rise. 





11.25 

Yrs — Interest Principal 210.25 975 9.5 E 

| 9926 1555 10) qum —_ i 

2 9,752 1,828 8 | 

3 9,61 2,19 : 

4 9,349 2,231 4 

5 9,116 2,464 2 

6 8,858 2,723 0 | 

7 8,573 3,008 Sept. 4 July 24 Nov. 19 Feb.1 Aug 1 Jan.] = Apr} 

^ 8258 3:323 2002 2003 2004 2006 — 2006 — 2007 2007 

9 1910 - > . Interest rates have zoomed higher in recent years anc are now at a five-year high jurce: HDFC 

10 7,525 4,055 DE 

u 7401 —4479 HOW it Hits You The Repayment Strategy 

12 6,632 4,949 A how much it costs If your loan is five years old or more: 

13 j Em ! our finances. 

อ ~ — WEE , E Check how many more years are left to 

— S: At 7.25 per cent, your EMI was 190 loan pay-off 

- ม ——- At current rate of 11.25 per cent, EMI is 1,049 E Chances are it's less than 15 years 

a ละ ส ม ม : - 3? | - Your installments rise by (75) 32.78 W Butdoincrease your EMI to reflect current 

xg Sine = — At 8.5 per cent, your EMI was 868 market 

’ VE A 119 If your loan is three years old or more: 
19 1644 9,936 t current rate of 11.25 per cent 1,049 
sn em " ad Your installments rise by (25) 20.85 E Your tenure has increased beyond your 
10,977 : "a : original limit 

Loan: Rs 100,00 nterest: Rs 1,3105 At 9.9 per cent, your EMI was 332 E Prepay to readjust your outstanding to original 
EMi: R5965 Rate 10 percent Tenure: 20 years At current rate of 11.25 per cent 1,049 tenure 
ge san แล ท่ ทวด อ ง ค ล ะ ชู ก ย วอ ค ด Your installments rise by (%) 12.55 ผู Increase your EMI to reflect current market rate 
progressively reduces as you inch closer to closure On a Rs | lakh loan for 20 year 
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` To Prepay or Not? 





It's the million-dollar question. Here's how and when 
to prepay your home loan. CLIFFORD ALVARES 


T’S A TRICKY SITUA- 

tion for homeown- 

ers with a loan. With 
the rising interest rates— 
which are at a five-year 
high—the big question 
they face is: Should I 
prepay the home loan? 
A swift round of four 
rate hikes since October 
2006 has jacked home 
loan rates up by a 
whopping 25 per cent. 
And if you are among 
the many who have 
taken a home loan very 
recently, you’ve proba- 
bly faced a financial 
double blow: The imp- 
act of rising interest 
rates and skyrocketing 
real estate prices. 

For most individu- 
als who bought houses 
when rates were the 
lowest at around 
7.25 per cent in Dec- 
ember 2003, the imp- 
act of the rising interest rate is huge. 
Of course, part of it has been 
compensated by the surge in prop- 
erty prices that increases your home 
equity. But on your home finances, 
the result is excruciating. Consider 
this: your EMI (equated monthly 
installment), taken at 7.25 per cent, 
increases by a whopping 32.8 per 
cent. On a larger Rs 50 lakh loan, 
the EMI increases by a tidy 
Rs 12,950—that’s a big increase. 

Banks have been sending out 
letters to older borrowers to pre- 
pay a part of their loans or re- 
balance their monthly installments 


to reflect the current rise in rates. 
Says Rajiv Sabharwal, Head (Retail 





Assets), icici! Bank: “We wrote to 
customers to prepay a certain 
amount and there has been an in- 
crease in prepayments” 


When and Why 


But when do you prepay a loan? 
There are a few factors that could 
affect your decision. First, if your 
interest rate has been very low, say 
7.5 per cent, and the current rate is 
around 11 per cent, your whole 
EMI is not enough to cover the cur- 
rent interest cost. Banks re-adjust 
your monthly installments to reflect 
current levels, and also encourage 
you to prepay a part of the loan. 
Ideally, a prepayment strategy 


should be based on 
three factors: Afford- 
ability, opportunity 
cost and the tenure of 
your loan. Says Amar 
Pandit, a Certified 
Financial Planner (CFP): 
“You have to consider 
a combination of fac- 
tors, like when was the 
loan taken, and your 
effective interest rate 
and the amount of sur- 
plus funds you have.” 
The first is not a major 
hindrance as there has 
been an increase in an- 
nual incomes of most 
individuals. 

But for many oth- 
ers, it’s, perhaps, a 
good idea to consider 
the opportunity cost 
of prepaying your 
home loan. In eco- 
nomics, there’s some- 
thing called the op- 
portunity cost. A home 
loan costs around 11 per cent to- 
day, which is your cost. But if you 
can earn more elsewhere, then pre- 
payment, in the short-end, is not for 
you. It’s only when you have idle 
long-term money and it’s earning 
you lower than what you pay, can 
you go for a prepayment as it will 
help wind up that loan earlier. Adds 
Pandit: “If you have money and 
it’s earning you a rate lower than 
your effective post-tax rate, then 
you can go for prepayment.” 

For others, especially those who 
have been affected by the tenures, a 
prepayment makes sense, too. If 
you have taken a loan that is about 
two years old, your tenures can 
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Save up to 50%* and Receive the FORTUNE 
Professional Watch FREE! 


FORTUNE, the world's number one business magazine, provides insightiul, in-depth 
analysis on today's key business issues and events. With unparalleled access to the 
most influential business leaders, FORTUNE shares with you the successes ot top 
corporations in Asia and around the world. 


Subscribe to FORTUNE now and receive your free gift, the FORTUNE Protessional Watch 


This exquisite timepiece combines distinctive good looks with 
remarkable accuracy. | | 


Features include: 

๑ Date display and turning bezel 

๑ 50M water resistant" 

๑ Japanese movement with luminous hour-markers 
and hands 

๑ |2-month warranty 


Best of all, the FORTUNE Professional Watch is yours absolutely FREE when 
you subscribe now! 








Subscribe now to receive these benefits: 
1. Save up to 50% off the cover price 


2. Special Issues — FORTUNE Global 500°, FORTUNE 500°, World's 
Most Admired Companies and Annual Investor's Guide 


3. Free Delivery to your home or office 


4. Money Back Guarantee — You must be completely satisfied or you'll 
receive a full refund for all unmailed issues. 


5. 24-Hour Customer Service — You can manage your subscription 
24 hours a day at www.fortune.com/customerserviceasiapacific. 


i 





= 
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6. Bonus Gift — |i you subscribe for two years or more, 
you'll receive an extra mystery gift absolutely FREE! 
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A Choice of Styles 


There's a lot to choose from the different 
schemes 


on offer. 


Kotak Securities 





DESCRIPTION: Small- and mid-cap portfolio with focus on future stars 
ANNUAL RATES: Vossio ga labman 





DESCRIPTION: Aims to achieve higher returns by taking aggressive 


positions across sectors and market caps 
ANNUAL RATES: 2 per cent fixed and 


dk chi ali ai 





Product samples available with brokers and fund houses 


a minimum of Rs 10 lakh, but 
this varies between schemes and 
brokers. 


The Costs 
Usually, the fees are fixed or vari- 
able or a combination of both, de- 
pending on the scheme or your 
manager. A fixed fee is charged 
on the corpus, much like a mu- 
tual fund. A variable fee, on the 
other hand, is charged on the prof- 
its that the portfolio has gener- 
ated. For example, Religare 
Securities charges a fixed fee of 2 
per cent per annum and the per- 
formance-based variable fee ranges 
from 10-20 per cent on profits 
with a hurdle rate of 12 per cent 
return on portfolio (up to this 
nothing is charged). In another 
scheme, it charges only on “out 
performance,” which is scheme re- 
turns minus benchmark returns. 
But there’s a flipside to the 
charges. The losses have to be ent- 
irely borne by you. “Remember 
that it is only the profits that get 
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Parag Parikh Financial Advisory Services 
m Cognito 


and no cyclicals 


DESCRIPTION: Equity stocks; conservative outlook with steady returns 


ANNUAL RATES: 2 per cent flat or 1 per cent and 10 per cent of profits 
MINIMUM INVESTMENT: Rs 5 lakh 


based variable m Sinh 


shared, not the losses," says Gaurav 
Mashruwala, CEO, ACE Group, and 
a certified financial planner. 


The Advantage 

The nature of a PMS product is dif- 
ferent from, say, a mutual fund. 
Says Nitin Jain, Head (PMS), Religare 
Securities: “Cash management is 
better here, which translates to bet- 
ter returns than a mutual fund, 
which operates under a restricted 
framework." For example, a PMS 
can sell out all stocks against your 
name if you so desire, which a mut- 
ual fund can't do. Likewise, unlike 
a mutual fund, a PMS operates on a 
narrower portfolio of stocks due 
to its smaller corpus. “A PMS man- 
ager can invest a smaller corpus eit- 
her on a high-risk theme or a low- 
risk theme," avers Jain. 

Usually, there's no load. But 
Khade believes in trying to encour- 
age investors to stay in for the long 
term to get good results. “We some- 
times charge an exit load to dis- 
courage investors from selling out," 





DESCRIPTION: Stocks with a long-term growth potential available at a 
discount to intrinsic value; maximum stock exposure is 10 per cent 
and maximum sector exposure is 25 per cent 

ANNUAL RATES: Three options, i.e., Upfront (1.75 per cent with 

0.5 per cent per annum of daily average of net assets); 2.5 per cent 
per annum charged monthly of daily average of net assets;or fixed 

1.25 per cent per annum charged monthly of daily average of 

net assets and 15 per cent of profits with a hurdle rate of 10 per cent 
MINIMUM INVESTMENT: Rs 50 lakh 


he says. Besides, keeping the corpus 
at a manageable level can give better 
results to investors. “Many com- 
panies talk of big asset bases,” says 
Khade. “pms should be of a man- 
ageable size to benefit all.” 

There are tailored products and 
also those that tap a particular seg- 
ment of the market, including de- 
rivatives. “We do invest in deriva- 
tives for hedging and in money 
market funds for cash manage- 
ment,” says Jain. 

But if you invest, check the costs 
and the disce you select. 

la feels that since port- 
folio managers charge a hefty fee, 
opting ioe a differentiator is 
important, which usually is in the 
non-discretionary portfolio—you 
must have a tidy Rs 1 crore for in- 
vesting here. 

Remember to compare the per- 
formance with the market’s bench- 
mark Sensex. If your portfolio has 
outperformed, then your out- 
sourced fund manager has been 
worth it. 
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The Rise of Money Managers 


Are you planning to outsource your portfolio to professional 
managers? Here's what you should know. NITYA VARADARAJAN 


ATELY, A LARGE NUMBER OF 
[ recs are getting into port- 

folio management— 
essentially tailoring your portfo- 
lio to your requirements and man- 
aging the same for a fee. The busi- 
ness is huge and growing as the 
number of high net-worth ind- 
ividuals rises as well. But there's a 
reason why you could consider 
portfolio managers: This business 
has come of age. 

Many portfolio managers have 
been around for a couple of years. 
Says Shashank Khade, Senior vp, 
Kotak Securities: “We have been 
through the learning curve and have 
seen it all.” From your perspective, 
that essentially means a better han- 
dle on managing your stocks. 


The Service 

Portfolio managers are usually from 
companies that deal with equities. 
Stockbrokers find portfolio man- 
agement services (PMS) a way of 
augmenting revenues, so do fund 
houses and boutique investment 
bankers. The services on offer are 
both discretionary and non- 
discretionary, depending on your 
requirement. À discretionary serv- 
ice is where the broker or fund 
house takes all the decisions of in- 
vesting, i.e., buying and selling 
shares on your behalf, leaving you 
hassle-free. 

There are concept schemes or 
products that target specific ideas or 
themes in the market. Like in the 
case of mutual funds, you can opt 
for a product depending on your 
taste and risk appetite. However, 
instead of a bunch of units, your 
holding is in stocks of companies 
against your name. You can start by 
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RAJKUMAR 


Nitin Jain/ Head (PMS)/ Religare Securities 


“A PMS manager can invest a 
smaller corpus either on a high 
risk theme or a low risk theme" 





Shashank Khade/ Senior VP/ Kotak Securities 
"Many companies talk of big 
asset bases. PMS should be of a 
manageable size to benefit all" 


The Management Mantra 
What you should know about portfolio services. 


Unless it is a high risk fund (with market triggers on volatility), 
the longer you stay, the better — 


Check out on the services provided, and the fee. Transparency 
and retail interfacing are important. So is the SEBI registration 
in case you have a grievance 


E Portfolios can be tailored according to your preference or choice 


E The more experienced your PMS provider, the better. He will 


understand the ups and downs of the market. Nevertheless, 
monitor your portfolio regularly and keep up with related news 
and prospects 





If you realise that direct investments in stock markets or mutual 
funds could deliver the same or more, you can go it alone. There 
are good online brokers, if you want to buy stocks, where you 
can get suggestions and buy calls 


INVASO: 


This strategy has helped the fund in 
providing superior risk-adjusted 
returns over the last 12 years 
through various market cycles and 
short-term volatility in the markets 
will not have an impact on this ap- 
proach." In the past five years, the 
fund has recorded a whopping 458 
per cent return compared with the 
238 per cent rise of Nifty. 

Apart from housing & con- 
struction and capital goods sectors, 
computer and telecom sectors have 
been largely responsible for the im- 
pressive performance of these funds. 
In fact, the Birla Sun Life New 
Millennium fund, which invests 
mainly in the TMT sector, was able to 
deliver better returns than its peers 
due to its flexibility of investing in 
banking, printing and stationery sec- 
tors. *Our proactive approach in 
handling stocks and investment more 
towards mid-cap has helped in out- 
performing the benchmark," says 
Balasubramanian of Birla Sun Life. 


Consistency Pays 

Of course, past performance does 
not guarantee future returns. But 
sticking to those fund managers 
who have a finger on the pulse of 
the market always reflects on the 
performance. Says Rustagi of 
Wiseinvest: *Consistent perform- 
ance and long-term track record 
are crucial for a fund." Investors 
must have a good chunk of their in- 
vestments in these funds, but yet at 
the same time diversify and look 
out for new themes emerging in 
the market like the infrastructure 
play. But one must not junk some 
of their existing funds because of 
one bad year. *There are funds 
that may have one bad year, but 
overall may be good funds," says 
Rustagi. Look for funds that have a 
track record of good performance 
and have the flexibility to approach 
different markets and business 
cycles. There's a fairly good chance 
your portfolio will reflect their 
performance. 


FRANKLIN INDIA OPPORTUNITY FUND 
FUND MANAGER: K.N. Siva Subramanian 

ogircrive: To provide long-term capital appreciation by 
capitalising on investment opportunities created by 
the dramatic growth of the internet 


corpus (as on April 30, 2007): Rs 855 crore 
NAV (as on May 18, 2007): Rs 26.67 per unit 


Asset Allocation 
Equity 92.82% 
Debt 0.03% 










Cash 7.15% 


RETURNS*: Third year (ended March 30, 2007) 13% 
Second year (ended Mar. 31, 2006) 93% 
First year (ended March 31, 2005) 29% 


* Year-on-year 


Fund Composition 

Top Industry Allocation as on April 30, 2007 
Housing & Construction 12.01% 
Diversified 10.68% 
Cement 9.21% 
Electronics 8.14% 
Power Generation, Transmission & Equip 7.47% 
Steel 6.97% 
Finance 5.78% 
Auto & Auto Ancillaries 5.13% 
Banks 4.89% 
Computers (Software & Education) 4.67% 


HDFC EQUITY FUND 


FUND MANAGER: Prashant Jain 

oasective; Provide capital appreciation through 
investments predominantly in equity oriented 
securities 

corpus (as on April 30, 2007): Rs 4,195 crore 


NAV (as on May 18, 2007): Rs 154.66 per unit 
Asset Allocation 
Equity 96.64% 







Cash 3.36% 


RETURNS*: Third year (ended March 30, 2007) 12% 
Second year (ended Mar. 31, 2006) 90% 
First year (ended March 31, 2005) 30% 


* Year-on-vear 


Fund Composition 
Top Industry Allocation as on April 30, 2007 


Computers (Software & Education) 17.09% 
Diversified 11.59% 
Oil & Gas, Petroleum and Refinery 8.66% 
Pharmaceuticals 8.07% 
Electricals & Electrical Equipment 7.21% 
Entertainment 6.44% 
Auto & Auto Ancillaries 6.11% 
Electronics 487% 
Banks 481% 
Finance 451% 


K.N. Siva Subramanian/ Fund Manager/ Franklin India Opportunity Fund 


“We have focussed on stocks/sectors with higher growth potential. This fund 
will continue to follow a bottom-up approach to stock selection, in keeping 
with the overall investment philosophy " 
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H.K. RAJASEKHAR 


R. Sukumar/ Fund Manager/ Franklin India Prima Plus 





" Our research focusses not only on the track record of the company, but also 
on its future strategy and its ability to continue to generate wealth on a sus- 


tained basis” 


FRANKLIN INDIA PRIMA PLUS 


FUND MANAGER: R. Sukumar/ A. Radhakrishnan 
ogi£Crive: To achieve growth of capital and 
dividend through a diversified portfolio 

corpus (as on April 30, 2007): Rs 1,096 crore 
NAV (as on May 18, 2007): Rs 148.46 per unit 


Asset Allocation 
Equity 88.96% 





RETURNS" Third year (ended March 30, 2007) 17% 
Second year (ended Mar. 31, 2006) 79% 
First year (ended March 31, 2005) 27% 
* Year-on-year 


Fund Composition 

Top Industry Allocation as on April 30, 2007 
Diversified 9.23% 
Telecom 9.17% 
Entertainment 9.07% 
Computers (Software & Education) 8.92% 
Finance 17.11% 
Banks 1.59% 
Auto & Auto Ancillaries 7.01% 
Pharmaceuticals 5.26% 
Paints 4.12% 
Oil & Gas, Petroleum and Refinery 3.56% 


SBI MAGNUM GLOBAL FUND 94 


FUND MANAGER: Sanjay Sinha 

opvectwe: Provide growth opportunities through in- 
vestment in diversified equities 

corpus (as on April 30, 2007): Rs 1,504 crore 
NAV (as on May 18, 2007): Rs 44.56 per unit 


Asset Allocation 
Equity 66.71% 






Cash 22.18% 





Debt 11.11% 


RETURNS* Third year (ended March 30, 2007) 17% 
Second year (ended Mar. 31, 2006)103% 
First year (ended March 31, 2005) 6296 
* Year-on-year 


Fund Composition 
Top Industry Allocation as on April 30, 2007 


Housing & Construction 9.34 % 
Computers (Software & Education) 1.1995 
Electricals & Electrical Equipment 5.94% 
Engineering & Industrial Machinery 5.79% 
Pharmaceuticals 5.18% 
Cement 4.99% 
Banks 3.4% 
Diversified 3.02% 
Steel 2.95% 
Entertainment 2.61% 


consistency; across market capital- 
isations, its concentration has been 
predominantly in the top 3 com- 
panies and in large caps. “Stronger 
companies reduce risk in bad times, 
Our preference has been for strong 
and well-managed companies across 
capitalisation,” says Jain, its man- 
ager. His fund maintains a focussed 
portfolio with the target to generate 
higher alpha. The fund has reduced 
the peak exposure of individual 
large cap stocks to 6 per cent from 
the earlier 9 per cent 

But not all funds have banked 
on this approach. Another strong 
performer has been a fund that has 
not hesitated to take large expo- 
sures in select growth stocks and 
sectors. “Compared to other eq- 
uity funds, our fund takes more 
concentrated positions,” says K.N. 
Siva Subramanian, who manages 
the Rs 855-crore Franklin India 
Opportunity Fund. “It will con- 
tinue to follow a bottom-up ap- 
proach to stock selection, in keeping 
with the overall investment philos- 
ophy”. The top four stocks in the 
portfolio—India Cements, HLL, SAI 
and Bharat Electronics—account 
for over 30 per cent of its portfolio. 
Yet, despite its relative concentra- 
tion, the fund manager has been 
able to beat the benchmark Nifty for 
the past five years: The fund has 
generated a 370 per cent return 
compared to Nifty’s 238 per cent. 

Franklin Templeton Prima Plus 
has also maintained a consistent 
performance, but with a different 
style of investment. Managed by 
R. Sukumar, the fund’s strategy is to 
scout only for fundamentals and 
valuations. Prima Plus invests in 
wealth-creating companies whose 
competitive advantage will trans- 
late into superior return on capi- 
tal. “Our research focusses not only 
on the track record of the com- 
pany, but also on its future strategy 
and its ability to continue to gener- 
ate wealth on a sustained basis in a 
competitive business environment. 
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animating tunes of leadership 


CDI, the largest animation film outsourcing company in South 
Asia is presently working on prestigious international 
assignments worth US$40 million. These film projects include 
"If Tomorrow Never Comes", "Hustle 

Bustle", "GoaaaaaL" and others, with 

voice-overs given by top Hollywood 

stars. With a phenomenal growth of South Asia's 

over 36096 in just 5 years, CDI is NO 

fast emerging as the undisputed Inima เ d 
leader in the animation film industry in 

Asia. 


ANIMATION MOVIES | GAMING 


© “Friends Forever” 


Compact Disc India Ltd. 


SCO 856, NAC Manimajra, Chandigarh - 160101, India 
Tel +91 172 2734331 / 5076870 Fax +91 172 2733014 
E-mail : into@compactdisc.co.in 

Redefining Entertainment Website : www.compactdisc.co.in 
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AISYS and LCOS. 
matched image quality. 


Wo technologies for un 


XEED X600 


wether it is an intricate sales presentation or a video showcase, Canon's XEED X600 will win over any client with its powerful performance. 
he world's first LCOS projector with XGA resolution, the XEED X600 has all the precision and clarity of a high-end projector 


> 
AISYS 


AISYS 
Aspectual Illumination System 


LCOS Reflective LCD Panels 


out the jaw-dropping size, simply by combining two of the world's most highly-acclaimed projection technologies: LCOS and AISYS 
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LCOS REFLECTIVE LCD PANELS 

This advanced liquid crystal technology produces 
astoundingly smooth yet amazingly sharp images 
by eliminating virtually all gaps between pixels 
The panels also refresh at double frame rate 

for a stable, flicker-free projection 


AISYS ASPECTUAL ILLUMINATION Up to 75 
SYSTEM onventional projectors 
Using an ingenious 3-tier optical design, this patented 

system achieves the perfect balance of contrast 

brightness and physical size, thereby realising the 

full potential of LCOS technology without adding bulk 

to the projector 


Switch to the most impressive views with XEED Projectors 


X600 
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* 1024 x 768 resolution 
* Ultra-bnght 3,500 lumens 
touch set up 
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Accidental 
Veecees 


A strategic investment turns 
into a bounty for Tata Tea. 


T BEGAN AS AN INSPIRED STRATEGY 
[io create a beachhead in the 
world’s biggest market. Last fort- 
night it ended as one of the invest- 
ing decisions of the decade. Last 
August, when Tata Tea acquired a 
30 per cent stake in Us-based Energy 
Brands, the pioneers in the 
enhanced water segment, for $677 
million (Rs 3,047 crore), a sellout 


Bailing Out? 


within less than a year wouldn't 
have been too high on the Tata 
Group's list of options. So when 
the Coca-Cola Company barged 
into the picture by making a $4.2 
billion (Rs 17,220 crore) play for 
100 per cent of Energy Brands, it 
would have taken the top brass of 
Tata Tea by surprise. But not for 
long. J. Darius Bikoff, President & 
CEO, Energy Brands, didn't have to 
spend too much time to convince 
the Tatas to sell their stake. The 
numbers would have said it all: 
Coke was willing to buy the 30 per 
cent for $1.2 billion (Rs 4,920 
crore). In nine months, a $677 


G.R. Gopinath looks set to lose his Man Friday. 


HERE APPEARS TO BE NO END 
to the troubles for Bangalore- 
based low-cost carrier Air Deccan. 
While the carrier shot to infamy 
over the alleged over-booking of 
(and a subsequent DGCA 
probe, which resulted in compul- 
sory seat allocation by carriers) 
and continued dust-ups with pas- 
sengers over late flights, it has also 
suffered a purge of top manage- 
ment, losing its finance and mar- 
keting heads (Mohan Kumar and 
John K. Kuruvilla) in the interim. 
It now appears that Warwick 
Brady, 42, Air Deccan's Chief 
Operating Officer, is the next in 
the exit queue, with industry 
sources linking him to private 
equity firm Indigo Partners and 
its investee company, Indonesia- 
based Mandala Air. Brady declined 
to comment on speculation of his 
departure from Air Deccan, when 
contacted by BT. 

Air Deccan's Founder and CEO 
G.R. Gopinath had brought the 
South Africa-born Brady aboard in 
September 2005 specifically to 
turn around the fortunes of the 
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Air Deccan's Brady: New wings 
carrier. Brady managed to effect 


several sweeping changes at the 
airline, first firing 10 ground-han- 
dling agencies and putting in place 
a new set-up. He also managed 
to increase on-time rates. Despite 
these moves, Air Deccan's losses 
have continued to grow to Rs 213 
crore last quarter. Brady has 
apparently also been at odds with a 
very hands-on Gopinath, who has 
refused to loosen the reins. He is 
said to be unhappy with his stock 
options (valued at around Rs 5 
crore) and was looking for a reval- 
uation over the last few weeks. 
RAHUL SACHITANAND 


million investment had resulted in a 
profit of $523 million (Rs 2,144.3 
crore)—a 77 per cent return! 

Said R.K. Krishna Kumar, Vice 
Chairman, Tata Tea, in a conference 
call with the media: "We were 
minority shareholders and did not 
want to stand in the way of Coca- 
Cola." Kumar added that the pro- 
ceeds would be used to retire the 
debt on Tata Tea's balance sheet, 
which currently stands at about 
$600 million (Rs 2,460 crore). 

Unsurprisingly, Krishna Kumar 
Is once again training his sights on 
the Us market. “It is important for us 
to be in the us market and we will 
look at possible targets," says 
Kumar. He adds that Tata Tea will 
look for a majority control in its 
future acquisitions. Tata Tea, fol- 
lowing the acquisitions of Good 
Earth's range of speciality teas and 
Eight O' Clock Coffee, already has 
a useful presence in the Us market. 
Water would well complete the 
story. Interestingly, Kumar spoke of 
a possible arrangement with Coca- 
Cola. *We will certainly look at it 
should the need arise," he stated. 

KRISHNA GOPALAN 








Stagger And 
Conquer 


Suzlon cuts an innovative 
global deal. 


ULSI TANTI MIGHT HAVE JUST 
T outta off one of the most spec- 
tacular deals of the decade. The 
founder of Suzlon Energy appears 
set to become the fourth-largest 
maker of global wind turbines in 
the world once he gets control of 
REpower—even though he currently 
holds just 7.84 per cent in the 
German company. Here's how: 

REpower has two major share- 
holders, Areva and Martifer, which 
hold 30 per cent and 23 per cent, 
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SOUMIK KAR 


current 


respectively. Suzlon's stake is via 
buying in the open market; it spent 
€100 million (Rs 550 crore) at 
€150 per share, which values 
REpower at over €1.2 billion (Rs 
6,600 crore). Following an agree- 





Suzlon's Tanti: Power play 


ment between Suzlon, Areva and 
Martifer, their voting rights will 
now rest with Suzlon, although the 
stakes will be acquired at a later 
date. Suzlon's own holding of just 
under 8 per cent combined with 
the stakes held by Areva and 
Martifer puts the three parties 
firmly in control of REpower, with 
a little over 60 per cent. "Areva 
will retain its 30 per cent holding in 
REpower. It has the option of selling 
its shares to Suzlon after a year at a 
fair market price," says Tulsi Tanti, 
Chairman & Managing Director, 
Suzlon Energy. Martifer's stake 
will be acquired by Suzlon within 
two years at a fixed price of €265 
million (Rs 1,457.5 crore). 
Eventually, Suzlon hopes to go up 
to 75 per cent (garnering another 
15 per cent from REpower, once it 
makes an open offer to its share- 
holders). Now that's not a bad 
way to end a fierce bidding war— 
with Areva, which will now end up 
as Suzlon's preferred partner for 
transmission and distribution— 
and still get what you want! 
KRISHNA GOPALAN 
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Divided We 
Stand 


De-mergers are providing 
focus, and value. 

HILE SOME BIG NAMES OF INDIA 

Inc. like Tata Steel and Suzlon 
Energy make waves globally, 
acquiring and merging companies 
from overseas, there’s a parallel 
development taking place on the 
domestic front. Many companies 
are de-merging their different busi- 
nesses in a bid to create shareholder 
value and to infuse a sharper focus 
in these separate businesses. 

Last year, a large number of 
players de-merged their businesses. 
To name just two, Indiabulls 
Financial hived off its real estate 
arm into Indiabulls Realty, and Zee 
Telefilms trifurcated itself to focus 
on entertainment, news and distri- 
bution. Now it’s the turn of some of 
the small- and mid-sized compa- 
nies to walk the de-merger route. 
Recently, Sundaram-Clayton 
received board approval to de-merge 


ON THE HIVING BLOCK 


value is not the only reason for 
de-mergers. Different businesses 
within a company have widely dis- 
similar business models, and address 
different markets. Says Salil Pitale, 
Vice President, Investment Banking, 
Enam Financial Consultants: “The 
separated businesses get more 
focussed. De-mergers empower the 
managers in these businesses to take 
quick decisions.” 

Recently, Bajaj Auto created a 
holding company, even as it hived 
off its finance and auto operations. 
Asian Hotels is going for a three- 
way split, separating its properties 
geographically. Others, too, are 
looking at more focussed companies 
to tap their growth potential. 
Teledata Informatics is in the midst 
of a trifurcation plan that will result 
in separate marine and technology 
companies along with the existing 
business of agro biotech, network- 
ing and education. Says K. 
Padmanabhan, Managing Director, 
Teledata Informatics: “We wanted 
each company to focus on its 
business entirely as the scope is 
enormous in each.” 








COMPANY DEMERGED COMPANY 

Reliance Communications Reliance Telecom Infrastructure — 

Man Industries M Man Aluminium re. 

Sujana Metal Products _ Sujana Towers Se ENT 
Hinduja TMT — — HTMT Global Solutions ie eae 
Teledata Informatics _ Teledata Marine Solutions, Teledata Technology Solutions — 
Gabriel India Anand Engine Components 


its brakes business. It plans to sep- 
arate this business to WABCO-TVS 
(India), but will continue to operate 
its non-brakes business. Among 
others, Reliance Communications 
plans to hive off its towers to 
Reliance Telecom Infrastructure. 
Hinduja TMT is in the process of 
hiving off its TT/ITES arm to HTMT 
Global Solutions. 

The current de-merger wave is 
driven by a booming market that is 
flush with capital. But shareholder 


But there are fears that this 
de-merger trend could just be used 
to take advantage of the current 
booming markets. Companies are 
possibly looking at splitting purely 
to monetise their sum-of-parts 
valuation and make their share- 
holders richer. The businesses 
de-merged for cosmetic reasons, 
with little growth potential on 
their own, will be exposed in the 
medium to long run. 

CLIFFORD ALVARES 
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"coming season, the non-resident Keralite has a perfect plan. 
Make sure your brand does too. 
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Talk to them through Malayala Manorama, the largest read and circulated regional language d 
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King of the 
Hill, At Last 


Dr Reddy's finally rises 
to the top. 

HERE IS AN APOCRYPHAL STORY 
pr how Kallam Anji Reddy, 
the founder Chairman of Dr 
Reddy's Labs, his son K. Satish 
Reddy (the MD and coo of the com- 
pany) and son-in-law G.V. Prasad 
(Vice Chairman & CEO) never travel 
together. The trio had never 
addressed an annual financial results 
press conference together, either. 
Until last fortnight, when the 
Hyderabad-headquartered pharma 
major found a very good reason to 
call on the media in unison: In 
2006-07, Dr Reddy's emerged the 
largest Indian drugs company and, 
as Prasad adds: "We have also 
become the most profitable." 

Describing 2006-07 as a mem- 
orable vear, Satish Reddy rolls out 
the numbers. Revenues crossed $1.5 
billion, or Rs 6,509 crore, as against 
Rs 2,427 crore in the previous year 
and Rs 1,952 crore in the vear 
before that. Profit after tax stood at 
Rs 933 crore, a growth of 472 per 
cent over 2006's corresponding fig- 
ure of Rs 163 crore (the profit in 
2005 was just Rs 21 crore). In com- 
parison Ranbaxy, which enjoyed 
pole position till recently, reported 
revenues of Rs 6,065 crore and post- 
tax profits of Rs 515 crore in the 
recently-concluded fiscal (January- 
December 2006). *It is a major mile- 
stone," avers Anji Reddy, the man 
who prefers to spend more time in 
the labs than poring over day-to- 
day operations and P&L numbers. 

A key growth driver for Dr 
Reddy's, a company established in 
1984, has been its core business, with 
active pharmaceutical ingredients 
(API or bulk drugs) posting a 44 per 
cent growth over the previous year. 

Acquisitions in Germany (of 
betapharm) and Mexico (Roche's 
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K. Anji Reddy: Remarkable comeback 


API business) together contributed 21 
per cent to overall sales and 
authorised generics products pitched 
in with 24 per cent. Says Prasad: 
“We have identified the us, India, 
Russia and Germany as Tier-I mar- 
kets and the focus now will also be 
on Tier-II markets like cis, South 
Africa, Brazil, Mexico, Canada, 
Spain and Italy." During the year, 
the company got a 180-day mar- 
keting exclusivity for generic drugs 
in the us with the launch of 
Ondansetron, a generic version of 
GlaxoSmithKline's blockbuster, 
Zofran. Dr Reddy's claims to have 
a 62 per cent share in this segment, 
with sales from this drug alone 
contributing 4 per cent to the com- 
pany's overall sales. 

Here's plenty more to look for- 
ward to, as well. In Dr Reddy's 
pipeline are 69 ANDAs (abbreviated 
new drug applications) pending 
before the USFDA, 23 DMFs (drug 
master files) filed in the us and 46 
in the rest of the world, two 
generic biopharmaceuticals in the 
market, and close to 10 under de- 
velopment. On the drug discov- 
ery front, Dr Reddy's has eight 
new chemical entities (NCEs) un- 
der development, with one of them 
set to enter phase III trials. 

Dr Reddy's may be comfortably 
ahead of the rest of the Indian 
pharma pack, but things could 
change fast. A big challenge would 
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be to ensure sustainability in 
Germany, where pricing pressures 
and changes in healthcare policies 
may make betapharm a difficult 
acquisition to come to grips with. 
Dr Reddy's has already begun work- 
ing towards shifting manufacturing 
to India. Overall, Dr Reddy's test 
would be to keep the growth engine 
humming on a much higher base. 
E. KUMAR SHARMA 


Smart Move 
on the Cards 


Bartronics prepares for its 
next big leap. 


T HAS JUST BEGUN PRODUCTION AT 
IF first smart card-making plant 
in the country and perhaps one of 
the biggest in Asia, with a capacity 
to manufacture 80 million cards a 
year. For the Hyderabad-based 
Bartronics India, smart cards is also 
a new business. 

Known more for its bar-coding, 
radio frequency-based identifica- 
tion (RFID) and biometric technolo- 
gies, Bartronics will now spend 
Rs 270 crore to make smart cards. 
“We realised that if we continue in 
the way in which we were growing 
we would, at our full potential, not 
be more than a Rs 200-crore com- 
pany (revenues currently stand at 
Rs 62 crore), and this is a small 
size from a business perspective," 
says Sudhir Rao, MD and CEO, 
Bartronics India. “We will need to 
be a Rs 1,000-crore company in 
the next three to four years to be a 
major deterrent to major competi- 
tion, and to help get there this was 
the space to be in,” adds Rao. 

The idea of smart cards origi- 
nated 18 months ago, courtesy Frost 
& Sullivan, which Bartronics 
commissioned to survey the market. 
Rao quotes a study by the consult- 
ants, which pegs the demand for 


This monsoon, 
it's a deluge of opportunities. 
For your brand. 


During monsoon, Keralites bririg out not just their umbrella búta wish listof purchases too. From water heaters 
to washing machines. No mention, apparels, bags and shoes - forJune is-also when schools and colleges 
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Did you know you could buy 
a Calling Card in Rupees in India ? 


What's the first thing you do when you land abroad? Buy a 
calling card, call home and say you have arrived safely. And 
the card you just purchased seems to have run out. Without 
knowing it, you spend $5, $10 or $15 on cards everyday and 
that can add up toa lot of money by the end of your trip. 


That's not the only problem. In most cases, you end up getting 
a lot less value. Ten minutes seem more like five. And if you 
ever take the trouble to find out, you'll find that there are lots of 
charges in small type you never bother to read. 

Next time, buy a V-tel Card in India, in Rupees. Apart from 
saving you precious foreign currency, you get great voice 


= Buy itin Rupees = Low call rates 
พ Valid in over 200 countries = No hidden charges 


The company (Dhanus Technologies Limited) is proposing to make a public issue of Equity Shares and has filed a Draft Red 
Herring Prospectus with SEBI. The Draft Red Herring Prospectus is available on the website of Dhanus Technologies Limited 
(The Issuer Company) at www.dhanus.net; SEBI website at WWW.Sebi.gov.in; and the website of SREI Capital Markets Ltd. 
(The Book Running Lead Manager) at www.srei.com 
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A Dhanus Enterprise 


And talk from 
over 200 countries 


quality, very attractive call rates and no hidden charges. The 

V-tel card is valid in over 200 countries, so if you want to call 

during a stopover, just head for the nearest phone booth. 

What's more, the remaining value on your card does not lapse 

for six months. So, you can just continue to use the same card 
~ on your next trip as well. 


Stick with V-tel. It's what smart travelers carry, every time they 
head abroad. You can choose from a suite of options like a 
V-tel Card that is valid in over 200 countries or a V-tel Select 
Card that gives you more minutes to countries you travel 


frequently. 


| W-tel 


World's Calling Card 





N 14/4, DLF Phase II, Gurgaon, Haryana -122 002 
Phone: 0124 4059393 or visit us at www.v-tel.com 








Bartronics' Rao: Cashing in on cards 


smart cards at over 150 million 
units (in India) in 2007, and de- 
scribes it as a space that is growing 
at a cumulative average rate of 
around 45 per cent. In India, much 
of this demand is coming from the 
telecom and banking sectors. “We 
intend to first break into the Indian 
SIM card market and dominate there 
as currently there is no domestic 
player here; this market itself is to- 
day valued at around Rs 100 crore 
annually," says Rao. He adds that in 
the next couple of years demand 
from the banking sector would pick 
up as banks begin to switch from 
the current magnetic tape cards to 
smart cards given the approaching 
Visa/Mastercard deadline on this 
(which is 2008 as of today, but 
which could be extended by a cou- 
ple of years). 

But if Bartronics decided to take 
the plunge into smart cards, it's not 
just because of the growth expected 
from the banking sector. The biggest 
trigger for the foray is a project that 
could well take it to the next level in 
terms of visibility and profile. 

This is the Multipurpose 
National Identity Card (MNIC) proj- 
ect, which is proposed to be im- 
plemented by the Centre over the 
next five to 10 years. Early this 
year, the National Informatics 
Centre (NIC) approved its technology 
(for a SCOSTA-based card—scosTA 
standing for Smart Card Operating 
System for Transport Applications) 
which can be used for all govern- 
ment projects, including the MNIC 
project. "We feel we have a good 
chance for getting a share of the 
project as we are aware of what is 
required (the company has been 
part of a technical committee 
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appointed by the ministry of com- 
merce under NIC to define the stan- 
dards and operating systems). We 
are an Indian company crucial for 
the project from a security point 
of view and, most important: By 
the time the project roll-out begins 
(expected in the next two years) we 
would be making over 50 million 
cards on an annualised basis. That's 
significant enough for the govern- 
ment to look at us as a serious 
player." Surely, even a small share of 
this business could prove to be a 
game changer for the company! 

E. KUMAR SHARMA 
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Sweet Emotion 


A Bollywood film-maker 
will start producing sugar. 


E'S KNOWN FOR MAKING 
Lists films like Gangaajal, 
Mrityudand and Apabaran. But 
Prakash Jha's latest production is 
more commoditised and in fact is 
totally removed from reel life. [ha 
plans to make sugar. Here's the 
reason why. “There is a huge op- 
portunity in Bihar, which was once 
a big sugar belt. We had 27 factories 
in the state before Independence 


Birla Offers More 


Consumers are spoilt for choice in organised retail. 


FTER THE LIKES OF KISHORE 
Å Biyani Big Bazaar, RPG’s 
Spencer’s, and Reliance’s Fresh, 
it’s the turn of Aditya Birla Retail to 
launch supermarkets and hyper- 
markets within the ambit of 
organised retail under the brand 
name More. The first supermarket 
will be launched in Pune by the 
first week of June. The company is 
looking to make an investment of 
around Rs 9,000 crore over 2-3 
years. At a press meet in Mumbai 
last fortnight, Kumar Mangalam 
Birla, Chairman, Aditya Birla 
Group, said his group will not have 
a joint venture partner for the proj- 
ect. “Retail is mostly a local business 
and we believe that to grow the 
business, we have the skill sets in- 
house,” he told the media. He clar- 
ified that the money for the project 
will not come from any of the listed 
entities in the group. 

So, what really is the opportu- 
nity that Birla has spotted in India’s 
retail sector? “Organised chains 
account for a mere 3 per cent share 
and in the all-important food cate- 
gory, it is 1 per cent,” he says. 
Sumant Sinha, President (Corporate 
Finance), Aditya Birla Group, will 


be the CEO of Aditya Birla Retail. 
According to Sinha, the plan is to 
have more than 1,000 supermar- 
kets, although the number of 
has not been decided. 
“The supermarkets will have an area 
of around 10,000 sq. ft while th 
average size of the will 
be around 75,000 sq. ft,” he adds. 
The first indications of the 
Aditya Birla Group’s ambitions sur- 
faced last year when it acquired 
South-based retail chain, Trinethra. 
Trinethra has over 170 outlets 
spread across Andhra Pradesh, 
Karnataka, Tamil Nadu and Kerala. 
“Trinethra has given us more than 
half a million square feet of selling 
area. Eventually, Trinethra will also 
migrate to the More brand name,” 
points out Birla. Trinethra has 
3,000 employees while Aditya Birla 
Retail has 1,000 on its rolls. Apart 
from the supermarkets, Trinethra 
has a hypermarket in Mysore which 
has been a learning ground for 
Aditya Birla Retail’s hypermarket 
project. With Wal-Mart poised to 
take the plunge, in a tie-up with 
Bharti, the action in organised 
retailing has clearly hit fever pitch. 
KRISHNA GOPALAN 
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and this will be the first one since 
then,” Jha told BT. The project will 
be under a holding company called 
P&M Infrastructures. The founda- 
tion stone for the first sugar fac- 
tory—which will be under a com- 
pany called Maurya Sugars—has 
been laid at Guruwalia in the West 
Champaran district of Bihar on April 
28, 2007. “The plant will have an 
investment of Rs 240 crore. We 
are looking to start production dur- 
ing 2008-09,” says Jha. This factory 
will have a cane crushing capacity of 
3,500 tonnes crushed per day (rcp) 
which can be increased to 5,000 
TCD. And that's not all. Jha is talking 
of opening another 10 sugar facto- 
ries in the state which, in all, will en- 
tail an investment of Rs 3,000 crore. 
Jha is not too worried about 
funding. “We are looking at a mix 
of debt and equity. We are also 
considering the options of a pri- 
vate placement or even going pub- 
lic," he says. For the first project, the 
promoters will pitch in with Rs 
26.95 crore while the balance will 
come from a term loan. Apart from 
Jha, the promoters include 
Manmohan Shetty, Chairman, 
Adlabs Films and Chandir Gidwani, 
Vice Chairman, Centrum Capital. 
Interestingly, Jha is also keen 
on getting a slice of the old sugar 
factories that the Bihar government 
intends putting on the block. *Our 
strategy will be a combination of 
putting up new factories and taking 
over the existing ones," he says, 
sounding like a true-blue business- 
man. It’s not as if the current slump 
in the industry has missed his 
attention and Jha is quick to 
respond that there is still an 
opportunity. "The industry goes 
through its cycles. The fact is that 
too much of production has resulted 
in an oversupply.” Jha adds that 
nobody is in an expansion mode 
today. “That’s exactly why I think 
it's the right time,” he says. Now 

that’s strategy, Bollywood style. 
KRISHNA GOPALAN 


SHEKHAR GHOSH 


Dabur’s Fruit 
Punch 


Can fruit drinks help it dou- 
ble revenues in three years? 

F YOU ARE PART OF THE GROWING 

tribe that loves swigging a glass of 
‘OJ’ in the morning, then Amit 
Burman, Chairman, Dabur Foods, is 
frantically working to sustain that 
interest by keeping a lid on price. A 
clear and present danger for the 
company, considering the citrus 
canker disease that devastated the 
orange crop last year. Impact is 
being felt on the orange concen- 
trate prices across the world. 
including India. *We have to deal 
with crazy price hikes of orange 
juice concentrate; it's shot up from 
around $1,200 per metric tonne to 
over $2,600. We have to deal with 
some serious pricing issue along 
with working on a portfolio strat- 
egy," he says. 

But that's not where his wor- 
ries end, he is now dealing with 
rising pineapple prices as well— 
concentrate prices have shot up 
from around $600 per metric tonne 
to over $1,100. Blame it on global 


warming and consequently the freak 
rains in Thailand which, along with 
the Philippines and China, accounts 
tor most of global production. 
Mercifully for Dabur Foods, orange 
and pineapple do not constitute 
bulk of the fruit beverage/juice con- 
sumption as compared to mango, 
which dominates with up to a 70- 
75 per cent share. So, the com- 
pany is now eyeing a strategy that 
will broaden its consumer base. 
and help it deal with cost and. 
therefore, margins. Along with 
ploughing deeper into areas like 
manufacturing and food services, 
this game plan is aimed at helping 
Dabur Foods achieve its stated 
turnover target of Rs $00 crore b 
2010 (the company closed the year 
ended March 2007 with revenues 
of Rs 242 crore). 

Says Amnish Aggarwal, Senior 
Analyst, Motilal Oswal: “The 
turnover target looks achievable 
considering the company has 
recorded a cumulative average 
growth in excess of 30 per cent 
over three years. The challenge for 
it will be to match the distribution 
strength of players such as Coca- 
Cola, Pepsi and Frooti—which | 
doubt if it can. It is already very 


Dabur's Burman: Eyeing a strategy to expand his consumer base 
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well entrenched in the juice seg- 
ment, hence, taste and price should 
not be an issue. All said, this launch 
(of Twist) is bound to add some 
incremental growth for it." 

The launch Aggarwal is talking 
about is of Twist, which took place in 
March and is in the mass fruit bev- 
erage segment—valued at Rs 1,250 
crore, and dominated by brands like 
Maaza and Frooti. “We are eyeing a 
much larger segment that has seen 
higher growth rate of 25 per cent, as 
compared to juice which is a 
Rs 350-crore category growing at 
18 per cent,” says Burman. A reason 
for that faster growth might just be 
competitive pricing, vis-à-vis colas. 
Dabur Foods has offered Twist 
(mango plus another fruit) at Rs 
10 for a 200 ML tetra pak, and PET 
bottles in 600 ML and 1,200 ML at 
Rs 25 and Rs 45, respectively. (A 
fruit beverage is different from ส 
juice in that it has a pulp content of 
less than 20 per cent). 

Price is the real difference, avers 
Damodar Mall, CEO (Innovation & 
Incubation), Future Group: “Most 
consumers see no difference between 
juice and drink. To them, price and 
taste is all that matters. It’s the brand 
owners and retailers that see the 
sharp cleave in segments. And often, 
most consumers who are drawn by 
price eventually graduate into the 
more premium-packaged juice 
category. So, it’s a sensible strategy 
for Dabur Foods to look at the 
category with Twist,” he offers. 

In fact, the drink segment has 
seen a flurry of activity this year: 
New entrant Priyagold has 
launched Treat in 300 ML tetra 
packs; Coca-Cola has launched 
Minute Maid. “We will clearly see 
a lot of action in this category,” 
Mall agrees. Dabur Foods, on its 
part, will look at 200 cities, where 
it is already present, but will 
deepen distribution inroads fur- 
ther to 1 lakh-plus outlets from 
its current 60,000 outlets. 

SHAMNI PANDE 
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lrons in The Indian Fire 


Lakshmi Mittal is keen to invest over $15 billion in India. 


VEN AS LAKSHMI MITTAL GOES 
Eiei: the challenging task of 
making synergies work for Arcelor 
Mittal, the President & CEO of the 
world’s largest steel company 
hasn't lost track of his plans for 
manufacturing in India. Mittal is 
looking to set up two greenfield 
projects in India in the states of 
Jharkhand and Orissa. The total 
investment across these projects 
is expected to be in excess of $15 
billion (Rs 61,500 crore). 

Announcing the first quarter 
results of Arcelor Mittal, Mittal 
in a conference call with the media 
said that discussions and negotia- 
tions were in progress with the 
two state governments in India. 
Responding to a query from BT 
on the status of these two much- 
talked about projects, Mittal said: 
“The negotiations are with respect 


to the allotment of land and also 
for the allotment of iron ore. Once 


these issues are resolved, we will 
start work on the construction 
site.” He added that there was 
work in progress on a detailed 
project report. “We expect that 
this to be ready in 18 months.” 
Mittal, of course, knows he 
isn't the only one in expansion 


mode. Large players like Tata Steel, 


เก ส STEEP RIES TE AS 


A Big Deal 
Indeed 


A dream run for UBS on the 
cross-border front. 


AST FORTNIGHT, WHEN UNITED 
L spirits succeeded in a $1.2 bil- 
lion (Rs 4,920 crore) play for 
Scottish distiller Whyte & Mackay, 
it wasn’t just Chairman Vijay Mallya 
and his head honchos who were 





L.N. Mittal: It's all about mettle 


Essar Steel, Jindal Steel & Power 
and SAIL have already announced 
expansion plans. “We expect the 
to be at around 90-100 million 


40 million tonnes),” says Mittal. 
- Meanwhile, Mittal also gave an 
update on the Arcelor-Mittal merger 





he told the media. Mittal isn’t called 
a steel magnate for nothing. 
KRISHNA GOPALAN 


clinking glasses. The deal makers 
at UBS Securities, who advised 
United Spirits on the transaction, 
also found another reason to cele- 
brate. To be sure it wasn’t UBS’ first 
cross-border deal in 2007. On the 
Sunday of February 11, when two 
blockbuster global acquisitions were 
announced, UBS was firmly in the 
thick of things. One was Aditya 
Birla Group company Hindalco’s 
decision to acquire Us-based Novelis 
for a significant $5.95 billion (Rs 











Today, crash your Leaptop:" 

That too with critical data on it. Then 
sit back and relax. Because 

our Leaptops™ come with the latest 
EC2 technology, which ensures 
recovery from a system crash เท 
less than 60 seconds. And that's 
not all. With Voice Enabled features, 
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high-speed Bluetooth Connectivity 
a Leaptop™ is the best partner you 
can have. Smart, sleek and 
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Since we pioneered computer 
technology in India, it's not surprising 
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Computers, a range of business 
servers, POs that can work on car 
batteries and crash-proof Leaptops." 
All stem from more than 30 years 

of experience and a clear vision of 
the future. And these are backed by 
the widest support infrastructure 

in India. 
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UBS' Girotra: Mega dealmaker 





24,395 crore). Just a couple of 
hours later, the world's largest mo- 
bile company Vodafone announced 
it would buy Hutchison Telecom 
International's 52 per cent hold- 
ing in Hutchison-Essar for $10.9 
billion (Rs 44,690 crore). In one 
day, deals worth $17 billion (Rs 
69,700 crore) had taken place out of 
India. Both the transactions had uss 
as an advisor—the bank represented 
the buyers in both deals. Between 
the transactions for Birla and Mallya, 
UBS also found time to advise the 
Ruias in Essar Global's buyout of 
the Ontario-based Algoma Steel for 
$1.6 billion (Rs 6,560 crore). 
"We spotted the cross-border 
trend early and saw the need to 
show Indian companies M&A ideas 
quickly," says Manisha Girotra, 
Managing Director & Chairperson 
(India), UBs Securities. According 
to Girotra, the combination of ideas 
with financing is what has made 
UBS' story compelling. *Globally, 
we use our balance sheet only when 
we use advisory. That is our sweet 
spot," she adds. While Girotra does 
admit that it has been a good phase 
for UBs, the challenge has been in 
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executing complex deals. So, which 
one was the toughest? "I think the 
Hutch-Vodafone deal was compli- 
cated simply because it was really 
three deals rolled into one. There 
was the deal between Hutch and 
Vodafone, between Vodafone and 
Essar and finally between Vodafone 
and the regulator," says Girotra. 
It's not just M&A activity that's 
keeping UBS busy. It's also got a few 
big-bang initial public offerings (IPOs) 
in the pipeline, including those of 
DLF Universal and Spice 
Communications, besides a rights is- 
sue from Jet Airways. “I think there 
is a fair balance between our M&A 
and capital market businesses,” says 
Girotra. That’s a balance any banker 
would be willing to give an arm 
and a leg for. 
KRISHNA GOPALAN 
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ow-Rise, 
High Price 


Jeans are no longer for just 
inconspicuous beer drinkers. 


HEY RE THE MOST VERSA- 
Tie of garments, having 4 
moved from the decks of 
French ships to Californian 
mining communities, to 
where they are today—on 
high fashion runways in Paris, 
Rome, New York, Milan, and 
of course, Mumbai. There 
used to be a time when 
the only premium-priced 
jeans in the market were 
the result of up-scale fash- 
ion designers attempting 
to go mass. Like Darshan 
Mehta, CEO, vF Arvind 
Brands, says: “Five years 
ago, the costliest pair of 
jeans was made by Calvin 
Klein. When CK launched 
jeans at $70, he in a 
sense, revolutionised the 


VF Arvind's Mehta 
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market, because before that, jeans 
were comfort wear, and regular 
wear; it was what you grew up in. A 
good pair of jeans cost $40 and a 
basic pair of jeans cost $20, and 
that's what the market was 
all about." 

But alas jeans were not meant to 
be just for cowboys and beer- 
drinkers, and the market duly got 
revolutionised with the entry of 
several young, new and hip brands 
with a premium price tag to boot. 
Brands like GAs, Energie Miss Sixty, 
Replay, and Diesel have all broken 
the $100 barrier with what are 
touted as luxury jeans. Recently, 
all these labels made their debut in 
India, and priced at anywhere 
between Rs 4,000 and Rs 15,000. 
In contrast, humbler brands like 
Levi's and the even humbler Flying 
Machine are priced in the Rs 800- 
3,000 and Rs 350-1,000 range, 
respectively. Says Harpratap Singh, 
Managing Director, Indus Clothing, 
which is responsible for bringing 
brands like Miss Sixty and Energie 
to India: “I think the luxury jeans 
market is going to grow between 30 
and 50 per cent year on year, but it 

also equally depends on what 
kinds of brands come in." 

According to Mehta of 
Arvind Brands, which has 
brought Diesel into the 
country via a joint ven- 
ture, 65-70 million pairs 
of jeans are sold 
every year in 
India. "Some 80 

per cent of 
this market is 
priced at un- 
der Rs 500, 
which is 
what we 
call the 
economy 
level, the 
footpath level 
or the absolute 
mass level," 
says Mehta, who 
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Ry Windows Server 2003 


NDPL PACKS MORE ‘POWER AFTER 
CHOOSING WINDOWS OVER LINUX. 


Responsive customer service requires 
reliable messaging platform 


By BIBHUTI V SINGH 


NEW DELHI, Mar. 2007 — 
A rapidly growing power 
distribution major supplying 
electricity to a major part of 
India's capital and harbouring a 
vision of making its IT 


mail solution that did not scale 
up, was tough to maintain and 
had high overhead costs. 


"The Sendmail solution was 
| highly unreliable in other 
aspects as well. The planned 
/ and unplanned downtime was 
quite high ท With no 
manageability features built-in, 
maintaining the solution was a 
huge task and required us to 
replicate technical support in 
various locations," says Jha. 


NDPL IT was looking for a 
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Ashok Choudhary for The Highly Reliable Times 
NDPL manages power distribution across Delhi using a strong IT backbone. 


reliable, seamless, integrated 
and scalable messaging and 
collaboration infrastructure and 
it found the answer in Microsoft® 
Windows Server platform. 


“When you take a look at the 
facts, Linux doesn’t seem to 
offer the level of reliability that I 
thought and Windows Server 
2003 is more reliable than I 
realised," adds Jha. 


Today, NDPL has 2,000 
desktops and 2,500 mailboxes 
approximately, across 120 
locations and over the last two 
and a half years, NDPL has also 
deployed other technologies 
from the Microsoft stable. 

For the full NDPL case study 
plus other case studies and 
independent research findings 
on reliability of Windows Server 
versus Linux, visit us at 
microsoft.com/india/getthefacts 


BREAKING NEWS: 
. | Windows over Linux: Profitable 
. | proposition 


Despite being open source software, there were cost intensive 
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pegs the market size at Rs 1,800- 
2,000 crore. "There's already a 
Rs 200-300 crore market of very 
high-end consumers buying very 
high-end premium luxury jeans," 
he adds. Agrees Zohair Officewala, 
COO, GAS India: "About 45-50 per 
cent is the unbranded segment; 
the other half is where the brand 
element comes in, and this includes 
both Indian and international 
brands, as well as absolute high- 
end designer jeans (which make 
up 5-7 per cent of this segment). 
Officewala goes on to explain that 
the lower end of this branded seg- 
ment is shrinking as consumers 
aspire for premium brands. One 
wonders if the pot-bellied beer 
drinker, too, is a part of that 
aspiring mass. 
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In Control, 
For Now 


Miditech denies selling out 
to R-ADAG 


T'S VINDICATION OF SORTS FOR THE 

Alva brothers-owned Miditech, 
whose latest show Indian Idol 3 has 
got off with a good opening on 
Sony Entertainment Television (SET) 
with ratings averaging to 3.4 since it 
was launched early this May. 
“Indian Idol has put SET into the 
top-five programmes list for the 
first time,” points out Tarun Nigam, 
Executive Director, Starcom North 
(India and Pakistan). “This proves 
our ability on areas outside of doc- 
umentaries,” says Nikhil J. Alva, 
CEO, Miditech. This score comes 
at a time when talks of attracting 
private equity funds for its growth 
are hotting up, including reports 
that the Reliance-Anil Dhirubhai 
Ambani Group (R-ADAG) is looking 
to acquire controlling stake in it. 
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Currently, a fourth of 
Miditech's equity is held by ICICI 
Ventures, and Alva admits to dis- 
cussions with other such players: 
"We are certainly looking at fund- 
ing and our talks are on with most 
private equity firms, including play- 
ers like R-ADAG. However, it would 
be foolish on our part to sell out a 
controlling stake to anyone. This 
could be an option for those where 
growth is beginning to plateau. 
We are on a growth path." 

Miditech's prospects certainly 


ous centres that are developing skill 
sets pertaining to different 
requirements. For instance, 
Mumbai will focus on fiction-based 
shows like Parivar for Zee TV and 
Indian Idol. The Delhi and 
Singapore offices together will be a 
hub for kids programming and 
high-end documentaries, and 
Bangalore will focus on current af- 
fairs and lifestyle. “We are really 
ramping up and will surely require 
funds for growth, which is why we 
have chosen to diversify,” says Alva. 





Miditech's Nikhil Alva: Riding on a growth path 


look bright and according to C.V.L. 
Srinivas, Media Consultant and the 
former-head of Maxus, GroupM: 
"Miditech is definitely a quality 
player, and there will be room for 
such players to exist despite aggre- 
gation in this space. Content cre- 
ation is not necessarily about scale 
and muscle alone. Content needs 
great ideas more than anything else. 
While bigger players may have the 
ability to build scale it doesn't mean 
they will consistently produce 
quality content." 

Miditech has chalked out vari- 


Investors, too, look at multiple 
revenue-earning streams from such 
players and according to Srinivas 
“what is more important, going for- 
ward, is for content companies to be 
able to adapt their skill to newer 
media platforms, and capitalise on 
developments like media conver- 
gence to tap into newer market seg- 
ments." For its part, Miditech has 
initiated talks with players such as 
Time Warner, Sony Pictures, 
Television 18, NDTV and also some 
global PE funds. Watch this space. 
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f Again 


What do businessmen do when they cash out of ventures they 
painstakingly built over the years? A few retire, a few plot a trip 

to the Bahamas. B7, however, stumbles upon a clutch of entrepreneurs 
that has preferred to start all over again, by reinvesting in 

today's sunrise opportunities. MAHESH NAYAK 


risk for a business venture”, what do you 

call one who organises, operates and as- 

sumes the risk for another business venture all 
over again, after cashing out of the first? There’s no 
word in the dictionaries to describe these nomadic pi- 
oneers but, after borrowing from research done by UK 
insurer More Than, let’s call them the Alterpreneurs. 
More Than coined the term a couple of years ago to 
describe promoters who plunged into business not to 
make truckloads of money but to be “happier” and 
“set more control over their lives”. The business 
promoters featured in this article may not fit that de- 
scription to a T, but one thing’s for sure: Fortune- 


AN ENTREPRENEUR IS DEFINED AS “A PERSON 
who organises, operates and assumes the 
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hunting isn’t the only reason for their wanderlust 
in the Byzantine business world of India Inc., where 
the streets these days are paved with pebble stones of 
opportunities. The thrill of starting from scratch 
once more is also at work. 

BT's Alterpreneurs have created businesses, taken 
them on a rapid growth path, then sold them to 
starry-eyed global majors, and duly moved on to 
reinvest in young sectors with bright prospects of 
handsome returns. They're not necessarily serial en- 
trepreneurs—who are more prone to flit from one 
start-up to another—although a few of them might 
well go on to fit that label. Many of these Alter- 
preneurs may also find themselves juggling an array 
of businesses across sectors after selling out a venture 


that was their flagship for decades. 

These are businessmen who are turned on by 
new ideas, new technologies, new paradigms. Akin to 
the millions of inhabitants of Second Life, an on- 
line virtual world, which has an economy of its own 
that rewards risk and innovation, these Alterpreneurs 
have also taken on a new avatar. The only difference? 
There's no fallback to the safe haven of the first life for 
the risk-takers in the real world. 

So what exactly are these opportunities that 
India's new breed of Alterpreneurs has sniffed out? 
They're indeed diverse, although transforming into a 
private equity pasha seeking out investment-worthy tar- 
gets clearly appears the favourite avatar. A few prefer 
the hurly-burly, high-returns universe of financial 








services, which includes non-banking finance companies 
and mutual funds. Of course, there are those who quite 
simply prefer to pump the loot directly into the equity 
markets, into stocks with promise. Real estate, and 
allied ventures like special economic zones and in 

fotech parks, is another prospect these swashbucklers 
have found difficult to ignore. A few second-life 
promoters are also eyeing either exotic or esoteric sec 

tors like renewable energy and biotech. And there are 
those who prefer to hover around the industry they 
know best. 

The blueprints are ambitious and the investments 
huge, often larger than the proceeds raked in from the 
sale of the flagship. Read on to find out who is doing 
what, with how much. 











Dream On 


USHAR JANI STARTED BLUE DART EXPRESS IN 1981 WITH 

a start-up investment of just Rs 10,000. Some 14 

years later, he's walked away with 

Rs 144 crore, after selling his 16.74 

per cent stake in Blue Dart to 
DHL, the Us logistics behemoth. *To 
carry on, we would have required 
huge investments, which was not fea- 
sible at that time (in 2004)," explains 
Jani. However, life hasn't stopped for 
vesteryear's crown prince of the courier 
industry; he's now trying to make it big in 
cargo. "I want to be the Infosys of 
supply chain management," 
declares Jani. 

Since 2004, the 53-year- 
old MBA graduate has opened 
two cargo companies in 
Bahrain and Dubai and is 
investing money in four proj- 
ects related to the cargo in- 
dustry. By end-2008, Jani 
would have invested close 
to Rs 200 crore in businesses 
related to cargo. Along with 
his former partner at Blue 
Dart and close friend 
Khushroo Dubash, Jani is 
investing Rs 100 crore in 
an inventory management 
project to be started by 
Jani’s daughter, Bhairavi. 
“Transmart will provide 


























TUSHAR JANE 


BUSINESS SOLD: Blue Dart, a logistics firm, to DHL 
PRICE TAG: Rs 144 crore 

SECOND LIFE: Cargo, warehousing, supply chain 
ESTIMATED OUTLAY: Rs 200 crore 


solutions for warehousing,” says Jani. The trigger 
for starting up Transmart came courtesy the large 
spends by Indian companies in logistics. 
“Compared to a 4-5 per cent spend by Us com- 
panies, Indian companies spend nearly 13 per 
cent in logistics; so there is 
huge scope to cut transporta- 
tion costs,” explains Bhairavi, 
who has registered Trans- 
mart and is also develop- 
ing an IT portal that will 
have comprehensive 
information on logistics 
and cargo management. 
Apart from inventory 
management, Jani, 
through a joint ven- 
ture, is forming a cargo 
handling company as 
well as using his family 
expertise in the custom 
clearing business to create 
a co-operative of 2 million 
truckers. Blue Dart may be 
water under the bridge, but 
Jani is still in full flight. 
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Lifting Anchor 


WISE MAN AND HIS MONEY AREN'T EASILY PARTED—ALTHOUGH, 
in Atul Shah's case, an endless procession of visitors armed 
with business plans is attempting to convince him to loosen 
the purse strings, almost daily. You can't blame them, though. 
The 42-year-old Shah is sitting on a Rs 2,000-crore stash, 
which gushed in when, in late April, the family sold 80 per cent of 
their company, Anchor Electricals, to Matsushita Electric Works of 
Japan (MEW, the company with the National and Panasonic brands). 
"A lack of expertise on the technological front was responsible for 
the decision to sell the electricals business to MEW. Infusing capital 
wasn't a problem. The issue was of developing R&D to grow further 
in a competitive market," explains Shah. *If we would have gone 
on our own to develop R&D, we would have ended up developing 
technology that would be outdated by the time we were ready with 
it. Therefore, it made sense to tie up with the leaders," he adds. 

With the electricals business out of the way, Shah is now 
assessing his options, the most obvious of them being his existing 
operations in the fast moving consumer goods (FMCG) sector. 
"Our dream is to be the Unilever of India," beams Shah, who 
currently has a toothpaste and talcum powder brand called Anchor, 
and a soap named Dyna in the market place. He now plans to go the 
whole hog into the home and personal care segment, with forays into 
detergents, shampoos, hair comestics (colours and dyes) and talcum 
powder. “We will do so organically, as well as via acquisitions,” says 
Shah. He's also preparing to double the capacity of soap 
manufacturing to 4,000 tonnes. 

However, only a fraction of the Rs 2,000 crore Shah has 
raked in will flow into FMCG. The family is evaluating forays into 
a range of business opportunities, including real estate 
development, special economic zones (SEZs), private 
equity and the non-banking finance company 
(NBFC) space. Shah already has a proposal to 
build an SEZ at Kharpada in the Raigad district of 
Maharashtra. “Financial advisors put forth dif- 
ferent investment proposals and we are evaluating 
different options, just one of which is the devel- 
opment of an SEZ,” says Shah. He has the money, 
all he needs are ideas—the right ones. 


ATUL SHAH 


BUSINESS SOLD: 80 per cent of Anchor 
Electricals to Matsushita 
Electric Works 

PRICE TAG: Rs 2,000 crore 


SECOND LIFE: FMCG, real estate, 
SEZ, private equity or NBFC 


ESTIMATED OUTLAY: 
Rs 2,000 crore 
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Spreading 
it Thick 


RAJEEV CHANDRASEKHAR 


BUSINESS SOLD: BPL Mobile, a cellular 
telephony player, to Hutchison 


PRICE TAG: Rs 1,000 crore 


SECOND LIFE: Radio, television, 
infrastructure, private equity, 
aviation and infotech parks 


ESTIMATED OUTLAY: Rs 2,000 crore in 
current year, and Rs 4,000 crore 
in next five years 


HAT SEPARATES THE MEN FROM 
the boys in the world of busi- 
ness are those things called 
vision and passion. Rajeev 
Chandrasekhar, who flagged 
off BPL Mobile in 1993, had both. “I 
entered the telecom business at a time 
when many people thought | was mad. 
But it was the future potential that | 
saw that gave me the drive,” points out 
the man who eventually sold the ven- 
ture to the Essar Group for Rs 4,400 
crore. Chandrasekhar made a per- 
sonal killing of over Rs 1,000 crore in 
the process. “I exited telecom after 
more than a decade of running the 
business, by which time it had moved 
on from a distant opportunity into 
a stable and mature business,” adds 
the 43-year-old maverick. 

What is more, Chandrasekhar isn’t 
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quite the type to take the money 
and sit at home, strumming his gui- 
tar (although he does find time to 
strum the strings). He's short-listed 
an array of sunrise industries, like 
infrastructure, television, and radio, 
into which he's going the whole 
hog. Late last year, through his 
investment company, Jupiter Capital 
Ventures, Chandrasekhar acquired a 
51 per cent stake in Malayalam 
television channel Asianet Comm- 
unications for Rs 120-150 crore. 
He's also started his own FM radio 
station, Indigo, in Bangalore. 

'In Today, What's Tomorrow? 
has been our mantra. Jupiter's main 
focus will be on infrastructure. Many 
people may see the opportunities 
of the future as clearly as I do, but 
you also need to have the patience to 
nurture and grow businesses that 
would realise those opportunities. 
Basically, it's the same thing that 
motivated me to invest in telecom. 
Our strategy is to invest counter- 
intuitively to target islands of con- 
sumers and not mass markets," he 
explains. Over the next one year, the 
investment company has planned 
an investment in Karnataka of over 
Rs 2,000 crore in diverse projects, 
including transportation and logistics 
infrastructure, aviation infrastruc- 
ture and training, strategic technol- 
ogy parks, hospitality and enter- 
tainment. And over the next five 
years, Chandrasekhar plans to invest 
another Rs 4,000 crore in 
Karnataka. Meanwhile, for its avia- 
tion business, Jupiter Aviation (a 
wholly-owned subsidiary of Jupiter 
Capital) has signed a contract with 
European Aeronautic Defence and 
Space Company (EADS), the com- 
pany that owns Airbus, for setting up 
an MRO (maintenance, repair and 
overhaul) facility, a flying school 
and an airline resource training ven- 
ture. It has already set an outlay of 
$250 million for this project. If to be 
loaded sounds exciting, to be putting 
all that wealth to good use can only 
be exhilarating. 
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Build, Operate, Sell 





YUNUS BILAKHIA 


BUSINESS SOLD: Sold 70 per cent in Micro Inks to Huber of Germany 
PRICE TAG: Rs 950 crore 


SECOND LIFE: Healthcare, biotech, private equity, NBFC and 
renewable energy 


ESTIMATED OUTLAY: Is expected to invest around Rs 300-400 crore in 
his different ventures 


HEY PREFER TO HIDE BEHIND THE HEADLINES, BUT IN 2005 WHEN THE 
Bilakhia trio of Yunus, Anjuman and Zakir sold a majority 
stake in their company, Micro Inks, to the Huber Group of 
Germany for a little under a thousand crore, they just couldn't 
avoid making it to page one. To be sure, the Bilakhias aren't 
strangers to building businesses, and offloading them to India-hungry 
multinationals. In 1999, the family sold a 51 per cent in its agro- 
chemical company, Mitsu, to Aventis (now Bayer CropScience sA), for 
roughly Rs 450 crore (three years later, they sold another 23 per cent 
for around Rs 225 crore). Says S. Ramesh, coo, Kotak Mahindra 
Capital: “Getting compelling valuations during exit is purely thanks 
to their ability to scale up businesses to a different altitude. In the case 
of Micro Inks, the company had an option to infuse money and scale 
it up to global levels. But the company might have had to bear 
losses for three to five years, which didn’t appear too attractive. And 
then Huber came along with this attractive valuation.” 
Analysts estimate the Bilakhias to be sitting on a cash pile of 
Rs 2,500-3,000 crore. The family is said to have ventured into 
businesses related to life sciences, biotech and renewable energy. The 
Bilakhias were travelling and unavailable for comment. They may 
prefer not to, but it may not be long before the Bilakhias hit the 
headlines once again. 
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Going, Going. . . 
and Still Going 


E HAS ALL THE MAKINGS OF A SERIAL ENTREPRENEUR 

—he chucked up his job as an investment 

banker with Goldman Sachs to start an internet 

portal, Baazee.com. He duly cashed out, and to- 

day is invested in an array of new-age busi- 
nesses. But Avnish Bajaj is pretty clear about his future. 
"This is my last job. I will retire from here,” he says. 
That's difficult to digest from a man with so many 
irons in the fire—and from a man who left a lucrative 
job in the us to chase his dream back home. 

Bajaj’s ambitions coincided with the buzz in the 
dotcom space at the turn of the century, when he 
flagged off Baazee.com, an auction portal. “Money 
was big in the internet. But we started the portal to 
create something big and to get recognition for our 
achievements," says Bajaj. Started with funding of $21 
million from private equity players and investors 
like Star Tv, ChrysCapital and icici Venture, 
Baazee.com was eventually sold to American e-com- 
merce giant eBay for $55 million in 2004. *Beyond a 
time, the learning curve flattens out and you have to 
find other alternatives to keep you going,” says Bajaj, 
who feels he could not have carried on with the 
business for more than 2-3 years. "We were at a 
crossroads with two options: Either invest more cap- 
ital into the business or sell out. We choose the second 
route as we also wanted to give our investors an 
exit route.” 

Bajaj found himself staring in the face of more 
choices after the sellout. He could either stick around 
with eBay, or start another company. He opted for 
something else: To become an investor, of private 
equity. "I could have chosen the internet or the 
mobile space, but I opted for investing as that would 








Sellout with Soul 


ITH EVERY GLOBAL GIANT WORTH ITS FORTUNE 
500 rank angling for a place in the Indian sun, 
the challenge for promoters of businesses 
with size and scale is not to find a seller but 
to find the best one. Narottam Sekhsaria, the 
man responsible for promoting one of India's most re- 
spected companies, Gujarat Ambuja Cements (GACL), 
hit the eye of the bull when he found a partner in 
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AVNISH BAJAJ 


BUSINESS SOLD: Baazee.com, an auction portal, to eBay 
PRICE TAG: Rs 250 crore* 

SECOND LIFE: Private equity, via Matrix Partners 
ESTIMATED OUTLAY: Invested roughly Rs 12-15 crore so far 


* Total value of deal, which would have been split amongst 11 
investors, including two promoters of Baazee.com. 


give me exposure to different businesses," says Bajaj. 

And that's exactly what he's getting. Bajaj started 
as an angel investor by investing a few lakhs (in the 
range of Rs 5-10 lakh) in start-ups like Pinstorm (a 
search marketing company), Cleartrip.com (a travel 
portal), Indus Biotech (a bio sciences company) 
and Pangea3 (a knowledge process outsourcer). 
Along with Rishi Navani and Matrix Partners Us, 
Bajaj co-founded Matrix Partners India, a private 
equity firm. The $150 million fund is currently 
20 per cent invested in four companies. Bajaj's 
personal wealth of about Rs 12-15 crore is invested 
in the private equity firm. If it is his last job, it prom- 
ises to be a long stint. 








Holcim of Switzerland, the world's largest cement 
manufacturer. It got larger when Sekhsaria, along 
with co-promoters and close relatives, the Neotias, 
offloaded 14.8 per cent in GACL to Holcim for 
Rs 2,100 crore (Holcim recently made an open offer 
for GACL by virtue of which it is firmly in control of the 
Indian cement firm). Sekhsaria was unavailable for 
comment, but a senior executive who has worked with 
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NAROTTAM SEKHSARIA 


BUSINESS SOLD: 14.8 per cent in Gujarat 
Ambuja Cement to Holcim of 
Switzerland 

PRICE TAG: Rs 2,100 crore 


SECOND LIFE: Investment company 
ESTIMATED OUTLAY: Rs 2,100 crore 


him points out: “There was no sec- 
ond line of command that could 
handle the business, which might 
have prompted Sekhsaria to sell.” 

An equity analyst who tracks 
cement says: “The valuation of the 
transaction was too good to refuse. 
Holcim, for its part, would want to 
be present in the second largest 
cement market in the world, and 
GACL was a good bet as it had the 
second highest margins in the 
industry. What’s more, a huge 
capacity (of 16 million tonnes) was 
available at one go.” 

Life hasn’t changed much for 
the person who comes from a fam- 
ily of cotton traders. The focus now 
has turned from managing compa- 
nies to managing wealth. It is 
believed that Sekhsaria has put all 
the sale proceeds into the kitty of 
Radha Madhav Investments, an 
investment company. Those close to 
the man say he has plans to set up a 
venture capital fund. In fact, 
Sekhsaria has been an angel investor 
for quite some time now. 


76 BUSINESS TODAY JUNE 17 


Rich, and Restless 


SIDHARTH BIRLA 


BUSINESS SOLD: Mysore Cement, 
to Heidelberg of Germany 


PRICE TAG: Rs 437 crore 


SECOND LiFe: Evaluating a foray into = 
financial services, keen on acquisitions 


ESTIMATED OUTLAY: Not yet decided 


ELLING OUT, AS MANY PROMOTERS 

have discovered, is the better part of 

valour. Rather than reinvesting at a 

furious pace in a bid to match up to competition from 

global major, an exit can be viewed as a more pragmatic 
alternative than a futile battle against a much larger competitor. S.K. 
Birla and his son Sidharth Birla might have thought along the same 
lines when they sold Mysore Cement to Heidelberg of Germany. 
Says Ravi Sardana, Senior Vice President, icici Securities: “An 
inability to scale-up is one big reason why promoters these days are 
open to exiting businesses.” 

In the case of Mysore Cement, survival may have not been the is- 
sue. Making it to the big league certainly was. Says Sidharth Birla, 
Director, Mysore Cement: “The company along with the industry had 
faced difficult times in the past few years. So it was a rational business 
decision for us to examine all options. Secondly, consolidation in the 
cement industry had already progressed. Despite Mysore Cements 
being a multi-location, yet medium-sized cement manufacturer, we 
stood the risk of being marginalised in due course." 

That valuations were compelling—Heidelberg bought Mysore 
Cements’ 2 million tonne capacity for Rs 437 crore—might have 
proved the clincher for this Birla family. And they also had their 
reasons for selling. Says Birla: *In the past few years we had made var- 
ious divestures (other than Mysore Cements). All divestures were made 
to leading and respectable players in respective sectors. Though our 
group topline obviously reduced as a result, the process fulfilled our 
aim of discharging group debts fully and quickly. We are now fun- 
damentally a debt-free group and cash flow from our operations is avail- 
able to each business." Currently, the group is concentrating on its 
existing businesses: Birla VXL, Precision Engineering and Xpro. “Our 
endeavour has been to stabilise and strengthen these businesses, 
maintain very respectable levels of ownership, with good governance 
and accompanying clarity between ownership and professional man- 
agement,” says Birla, who is now scouting for different business options. 
“While we are looking at new non-organic opportunities, there is no 
pressing time frame that we have set out. We would probably choose 
between stepping in as limited strategic investors in an existing busi- 
ness being run well or invest in financial sector business where we could 
contribute our relevant skills and network to a good professional team. 
We are in a planning and evaluation stage.” Clearly, money idling 
doesn’t provide that big a buzz. Playing the game does. 
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The Biggest Deal of All 





HEMENDRA KOTHARI 


BUSINESS SOLD: A 50 per cent stake in DSP Merrill Lynch 
to Merrill Lynch 


PRICE TAG: Rs 2,250 crore 


SECOND LIFE: A high net worth investor, investing in 
secondary markets and as a private equity player 


ESTIMATED OUTLAY: Not available 


OR DECADES HE BOUGHT BUYERS AND SELLERS 
together, and made more than a decent living 
off it. Then, one fine day, Hemendra Kothari 
decided it was time to turn seller himself. In 
December 2005, Kothari, lead promoter of 
DSP Merrill Lynch, sold a 50 per cent stake in the 
investment bank to the us Wall Street firm for a cool 
$500 million. Kothari was unwilling to come on 
record, but years of deal-making would have ensured 
that the 61-year-old banker wouldn't see a gift 
horse in the mouth. Kothari continues to be 
Chairman of psp Merrill Lynch, and in fact has 
also been anointed Vice Chairman of Merrill Lynch 
International, a company that supports Merrill 
Lynch's growth plans internationally and assists 
Indian companies in their global endeavours. 
Apparently, Kothari is looking to find the right 
avenues for investing. He is said to have become 
some sort of (very) high net worth individual on 
Dalal Street, and might have also invested in an asset 
management company. Kothari is also at the fore- 
front of a nature conservation movement, and is a 
passionate apostle for wild life conservation, so 
don't be surprised if you see him committing a 
significant amount of funds for this cause. 
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High on Tech 


SANJEEV AGGARWAL 
BUSINESS SOLD: Daksh, a BPO, to IBM 


PRICE TAG: Rs 750 crore (total deal size) 
SECOND LIFE: Helion Venture Partners, a private equity firm 
ESTIMATED OUTLAY: Not available 


HE BIGGEST CLIENT NATURALLY HOLDS PRIDE OF 
place for most IT/IT-enabled services firms. Sanjeev 
Aggarwal, founder of business process out- 
sourcing (BPO) entity Daksh, liked his biggest 
client, IBM, so much that he sold his business to 
the IT giant for $160 million. Aggarwal could not be 
contacted, but a merchant banker close to Aggarwal 
points out: "We were trying to help him come out with 
an initial public offering (ipo). But before the IPO 
could materialise, Aggarwal received this great offer 
from IBM.” Ravi Sardana, Senior Vice President, ICICI 
Securities, compares Aggarwal to the serial entrepre- 
neurs who emerged from Silicon Valley at the peak of 
the rr boom at the turn of the century. *Aggarwal has 
been more like the California-based entrepreneurs 
who started a firm to sell it after taking it to a scalable 
size, only to move on and start another business." 
So, what's Aggarwal up to now? Since exiting 
Daksh last year, Aggarwal has set up a $140 million 
India-focussed, independent venture fund, with Ashish 
Gupta and Kanwaljit Singh, that invests in tech-pow- 
ered businesses in sectors like BPOs, internet, mobile, 
tech products and gaming. The tech obsession persists. 
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Like a Rolling Stone 


KALPATHI SURESH 


BUSINESS SOLD: A 51 per cent stake in SSI, — — 
a real estate developer and erstwhile IT & training 
firm, to PVP Enterprises 


PRICE TAG: Rs 614 crore 


SECOND UFE: Venture Capital 
ESTIMATED OUTLAY: Not available 





E MAY NOT BE A FAVOURITE AMONGST HIS SHARE- 
holders, but if Kalpathi Suresh looks back 
at his achievements, he would have little rea- 
son to be disappointed. That might be because 
Suresh appears to have perfected the art of 
cashing out at the right time and, needless to say, at 
the right price. The man who began with an 
investment of just Rs 6 lakh, recently sold a 51 per 
cent stake in his real estate development company 
ssi (the erstwhile rr and training company) to the pvp 
Group for Rs 614 crore. Even after the stake sale, 
the promoters (the Kalpathis and associates) hold 20 
per cent stake in the company, which they plan to 
offload at a later stage. 

Kalpathi has also mastered the art of being in the 
right business at the right time. It was 15 years 
ago when he started ssi as an IT training firm. He 
later diversified into software development. He 
also created value via the inorganic route, when he 
acquired Albion Orion of the us for $63 million in 
2000 (he duly sold it off to Scandent a few years 
later). And in 2003, ssi acquired the 27 per cent 
stake of Atul Nishar in Aptech for Rs 24.5 crore. His 
next fancy was real estate. In 2006, Suresh acquired 
a 70-plus acres Binny Mills property in Chennai and 
also Dasaprakash's hotel property in Ooty. He 
also forayed into entertainment by acquiring 
Telephoto Entertainment. Now after exiting all 
the businesses, his next target is to become a venture 
capitalist and a private equity player. What's that 
they say about rolling stones... 
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Consolidation Time 


แผ แม เท SINGH 


BUSINESS SOLD: Bulk active pharma, electronic 
components, mobile telephony, V- sat comm., IT, etc 


PRICE TAG: Not available 


SECOND LIFE: Healthcare, life insurance, clinical 
research &, specialty plastics 


ESTIMATED OUTLAY: Rs 2,000 crore 


NALJIT SINGH FIRST ENTERED THE LIMELIGHT IN 
1998 when he first sold his 41 per cent stake in 
Hutchison-Max (now Hutch) to Telecom 
Investment, an indirect subsidiary of the Hong 
Kong-based parent Hutchison Telecom, for Rs 
560 crore. Over the years, however, Singh has earned 
a reputation for starting up businesses, and selling them 
to multinationals. These ventures range from phar- 
maceuticals to electronic components to V-sat com- 
munications to, of course, mobile telephony. 

Such widespread divestments notwithstanding, 
Singh has quite a full plate today. He's present in 
healthcare, via Max Healthcare, life insurance (Max 
New York), clinical research (Neeman Medical 
International), specialty plastics and healthcare staffing. 
He's also in invested mode, with an outlay of 
Rs 2,000 crore earmarked for the years ahead in 
these businesses. 

In March 2006, Singh got back into Hutch when 
he bought an 8.33 per cent stake for Rs 1,019 crore. 
Today he holds nearly 7.56 per cent stake in the 
company. Going forward, Singh seems determined to 
be associated with his existing ventures for the long 
haul. *These businesses will give us the opportunity for 
close customer contact, a reasonable mix of busi- 
nesses and social interests, opportunities to develop 
international class businesses, good returns and 
reputational capital." 

AMIT MUKHERJEE 
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Dear Mr Nilekan 
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You've got mail: 
Infosys got the most 


DEEPAN 


The debate in the US over immigration has engulfed H-1B 
visas and IT offshoring. But curtailing work visas will only 
lead to more tech work being shipped out to India. 


VENKATESHA BABU AND RAHUL SACHITANAND 


a 


N MAY 14, AS EXECUTTVES AT TCS, INFOSYS 
and Wipro's us offices—in Arlington, 
Virginia; Fremont and Mountainview, 


of its 12 million illegal immigrants (mainly Mexicans) 
to reside legally, and also increase the number of 
work visas granted to foreign workers from 65,000 to 


California, respec- 

tively—were just 
getting over their Monday morn- 
ing blues, something arrived in 
their mail rooms that deepened 
their funk. It was a letter from 
Senators Charles E. Grassley and 
Richard J. Durbin wanting to 
know how these companies— 
besides Satyam Computer 
Services, MphasiS Corp., Patni 
Computer Systems, L&T Infotech, 
Tech Mahindra, and i-flex—were 
utilising their H-1B visa workers. 
More specifically, the two-page 
letter sought details across four ar- 
eas: Number of H-1B visas sought 
and how they were used; average 
wage of H-1B visa holders; body 
shopping of H-1B workers; layoffs 
in the US, and if any of those 
laid off were replaced by H-1B 
workers. In all, 21 different ques- 
tions. "We appreciate your co- 
operation, and respectfully 
request that you respond to our 
questions no later than May 29, 
2007," the Senators wrote. 

The deadline expired a day 
after BT went to press, but until 
the 28th, none of the nine com- 
panies—BT contacted all—was 
willing to comment on the issue. 
Hardly surprising. The issue is 
highly inflammatory in the us, 
which is debating a new bill on 


Capping H-1B 
The number of H- 1B visas on offer is a third of what 
was even four years ago. 


US fiscal year corresponds 
to October-September 


Note: Visa cap and 
visas issued vary 









1999 2000 2001 2002 2003 2004 2005 2006 2007 


1. H-1B visas going to Universities and Government Research 
Laboratories are exempted from the quota 

2. Several NRIs convert their B- 1, B-2, F-1 and other 
non-immigrant visas into H- 18 legally 


Source US Citizenship and Immigration Services 

H-1B: An India Story 

India has been getting a growing share of H-1B visas 
46,020 
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39,521 
37,041 
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EN No of H-1B visas issued EN 7. of total H-1Bs issued 


6,800 H- 1Bs reserved for Singapore and Chile, and 20,000 H-1Bs 
issued to students in US or converted to B1. B2 and F1 visas have 





115,000 a year. While President 
George Bush has called the bill 
historic for what it seeks to 
achieve, opinion is divided 
among other Americans, includ- 
ing Senators, immigration 
experts, think-tanks, high-tech 
companies, and people at large. 

The us Senate, which debated 
the bill the third week of May, 
will reconvene early June to take 
up the issue once more. But be- 
fore going on a recess, the Senate 
did manage to get decisions made 
on some key issues. On May 24, 
it voted in favour of a decision to 
increase fees imposed on em- 
ployers who hire H-1B workers. 
The money will be used to fund 
scholarships in healthcare and 
the sciences (including computer 
science) for American citizens. 
Thanks to Senator Edward 
Kennedy, an amendment that 
would have ended H-1B visas for 
less-skilled workers starting 2012, 
was narrowlv defeated. There 
were 48 votes for it, and onh 
49 against it. 

Critics of the bill—at least, 
the part that pertains to tempo- 
rary work visas—say that the 
proposed rules are cumbersome 
and unrealistic. For instance, em- 
ployers hiring foreign workers 
may now have to prove that not 


GRAPHICS BY RANDHEER 


immigration that will allow many 3 not been included 


i Home Comfort: TCS is 
~ India's biggest IT firm 
but has fewer H-1B: 
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only is the skill in question not 
available in the Us, but also that it 
will not lead to displacement of any American work- 
ers. That means an IBM or a Microsoft may simply 
decide to expand their development centres outside 
of the us than go through an expensive, messy and 
time-consuming process of justifying H-18 hires. 
Neither Grassley nor Durbin, who are championing 
a review of H-1Bs, replied to BT’s e-mailed question- 
naire, but Beth Levine, a spokesperson for Grasslev, 
did e-mail BT a statement that said, “Senator Grassley 
is in favour of increasing legal immigration avenues. 
But his questions to the Indian companies are an 
effort to gather more information because of allegations 
of fraud and abuse within the H-1B visa program." 


Source: USCIS 
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not be intermingled and con- 
fused with immigration. 
Work permits are primarily a 
tool for facilitating trade and 
allow global companies to 
bring key staff to the Us on 
temporary assignments, just 
as US staff often travel across 
the world (on) temporary 
assignments and this is clearly 
different from immigration," 
the Delhi-based agency said 
in à statement. 

India's Union Commerce 
Minister Kamal Nath, mean- 
while, has expressed surprise 
that the Senators decided to 
write directly to the compa- 
nies instead of raising the 


Kiran Karnik Arun Vakil issue through proper chan- 
President/ NASSCOM Immigration consultant nels or at an appropriate 
NASSCOM's stand is that work permits "Immigration and temporary movement torum. "Temporary move- 
and intra-company transfers are issues of skilled workers are two different issues, ment of skilled professionals 
related to trade, not immigration but are unfortunately getting mixed up" Is an essential component of 

the global services economy 
Mum is the Word and bears no relation to immigration rules," Nath has 


The Indian rr industry, meanwhile, has simply decided been quoted as saying. “Unless we see forward move- 
to hunker down and let the storm blow over. For ment in such areas, it will be difficult for India to 


good reason. It has been growing at a com- 
pounded annual growth rate (CAGR) of 33 as 
per cent over the last four years, with the | : 
top players growing their revenues and prof- 
its at faster rates. Joining issue with the on- 
going debate may only roil 
the waters further, and put 
the spotlight on the top IT 
companies. Therefore, the 
industry doesn't want to say 
or do anything that could 
affect its dream run in a coun- 
try that fetches more than 
half of its revenues. 
However, the industry 
association, NASSCOM, did 
issue a statement on May 15 
that was meant to convey its 
members' sentiment. *The 
Indian iT industry and 
NASSCOM do not see this as 
an immigration-related issue, 
but one related to interna- 
tional trade, and would urge 
that work permits and intra- 
company transfers (L-1 visas) 








The H-1B Share 


Last year, Infosys got the most work visas of Indian 
tech companies. 
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** MphasisS is a subsidiary of EDS 
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enhance its commitments in 
the services negotiations,” the 
minister has said, (possibly 
much to the industry’s hor- 
ror) in what can be construed 
as a veiled threat to American 
trade negotiators. 


A Contentious Issue 

As far as the H-15 part of the 
debate is concerned, there 
are two primary concerns 
that some policymakers have. 
One, that cheaper workers 
are displacing Americans and, 
two, that they are depress- 
ing local wages. For instance, 
Ronil Hira, assistant professor 
of public policy at the 
Rochester Institute of 
Technology, and author of 
Outsourcing America: What's 
Behind our National Crisis 
and How We Can Reclaim 


American Jobs, says that 


Microsoft’s Bill Gates has 
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created the impression that all H-1B 
workers earn $100,000 (Rs 41 lakh) a 
year, simply because that's how much the 
software giant claims to pay them. The 
reality, says Hira, who's also the Vice 
President of Career Activities for IEEE 
and, hence, very interested in furthering 
the study of electronics and electrical 
engineering in the Us, is that the me- 
dian wage for new H-1B computer pro- 
fessionals is just $50,000 (Rs 20.50 
lakh). *That means half earn less than 
$50,000. This is less than the starting 
salary for a freshly-minted Bachelors 





The H-1B protagonists: Senators Grassley (L) and Durbin suspect that 
Indian IT companies are misusing H-1B visas and suppressing wages 


holder in Computer Science," says Hira, a second 
generation Indian immigrant. 


Other critics such as B. Lindsay Lowell, Director of 


Policy Studies, Institute for the Study of International 
Migration, Georgetown University, say that part of the 
wage difference is “due to the lack of easy portability be- 
tween employers, which means that (the workers) 
can't negotiate a higher wage for new employment 
opportunities." But he adds that "there is also a small 
segment of employers that employs H-1Bs particularly 
because they know they can get away with paying 
them less or working them more." 

While it’s a fact that H-1B workers, and not just those 
employed in IT or with Indian companies, tend to 
make less than their American peers, what must not be 
forgotten—at least in the case of Indian rr compa- 
nies—is that such temporary workers often continue to 





My job's gone: Critics say the 
visas are unfair to Americans 


receive their rupee salaries back home, 
besides other benefits, on top of their 
dollar salaries. Is that unfair to American 
workers? Perhaps, but that's a conse- 
quence of free and integrated world 
trade. Says Arun Vakil, a Mumbai-based 
immigration consultant and author of 
Gateway to America: “Immigration and 
temporary movement of skilled workers 
are two different issues, but are unfor- 
tunately getting mixed up.” 

The argument that H-1B workers are 
displacing American workers also seems 
exaggerated. A study put out recently by 
Virginia-based National Foundation for 
American Policy, and reported by the 
Washington Post, reveals that new H-1B 
visa workers made up 0.07 per cent of 
the total American workforce in 2006 
and that 57 per cent of them had 
advanced degrees. The study also points 
out that “there is little evidence native 
information technology (IT) workers are 
harmed by the entry of H-1B profession- 
als." In fact, citing a study by Madeline 
Zavodny, a research economist at the 
Federal Reserve Bank of Atlanta, the 
study says, "None of the results sug- 
gests that an influx of H-1Bs lowers con- 
temporaneous average earnings. Indeed, 
many of the results indicate a positive, 
statistically significant relationship." 

The study further points out that 
"the current low unemployment rate of 
2.8 per cent in the category of pro- 
grammers means fewer than an esti- 
mated 17,000 computer programmers 
nationwide are unemployed, with the vast majority 
facing *frictional' unemployment, simply between 
jobs, or located in the wrong geographic area or 
possessing the wrong skill set. There is no evidence 
this rate would be lower even if the us stopped the 
entry of all H-18 professionals". 

It's not the first time that the us is debating its 
approach to immigration or that workers affected by the 
changing dynamics of world trade are venting their 
feelings. But the problem is, as Lowell puts it, *the 
very large 12 million illegal residents who take up all the 
air in the room and squeeze out meaningful discussion 
about highly-skilled visa classes". One thing is for sure: 
Almost every company and policymaker understands 
that shutting the doors to skilled workers would tan- 
tamount to shipping out skilled work for good. That's 
a bargain the world's largest economy won't seek. 8i 
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All clear: (R-L) Air India’s Thulasidas, 
Aviation Minister Patel and Indian’s 
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DEBASIS PALIT 


Air India and Indian will soon merge into one mega airline 
operating on both domestic and international routes. But its 
flight path is strewn with air pockets. KUSHAN MITRA 


N TUESDAY, MAY 22, 
Union Civil Aviation 
Minister Praful Patel 
showcased the new 
colours of the soon- 
to-be-merged Air India and Indian 
at a crowded conference at the 
headquarters of the Civil Aviation 
Ministry. The new airline, which 
will have red and orange livery, 
will be called Air India and the op- 
erating company will be called 
National Aviation Company. 

Patel has categorically ruled out 
any layoffs, which means the new 
mega carrier will have an employee 
strength of around 34,000—that's 
about 280 employees for each of the 
120 planes it is expected to have by 
the end of the year—enough to fill 
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up its daily capacity with its em- 
ployees alone. In leading global air- 
lines like British Airways, Singapore 
Airlines and Emirates, the compa- 
rable figures are 120-150 employees 
per aircraft. Then, a horribly mixed 
fleet of Airbus and Boeing aircraft 
will negate any engineering syner- 
gies, and unions such as the Airlines 
Corporation Employees Union 
(ACEU), demanding an early resolu- 
tion of the pay arrears issues, can 
bring the airline to its knees. The big 
question is: can the merged carrier 
fly at all? 

The minister thinks it can. Patel, 
who can rightfully claim credit for 
more than doubling the number of 
domestic flvers from 12 million to 
30 million during his three-year 





The Financial Picture 
Both airlines are individually 
profitable, but will 

the numbers finally add up? 
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tenure, courtesy low-cost carriers, 
has said that he considers this merger 
to be his finest achievement as min- 
ister. ^The unions and all the em- 
ployees are on board, and it will 
take some time for all the synergies 
to work out. But I believe the 
merged carrier will become a world- 
class one in a few years," he says. 


Two Power Centres 

The new company will be head- 
quartered at the Air India Building 
at Nariman Point, Mumbai. 
However, domestic operations will 
continue to be run from Airlines 
House in New Delhi, the current 
headquarters of Indian. 

V. Thulasidas, CMD, Air India, 
who is expected to lead the merged 
carrier, says it will take at least 18-24 
months before a complete merger 
takes place on the ground. “Even 
though we will become one com- 
pany in July, it will take time to in- 
tegrate our operations, routes and 
fleets," he says. Adds Vishwapati 
Trivedi, MD, Indian, who is expected 
to be the second-in-command in 
the new carrier: “We have begun the 
process of synergising our IT sys- 
tems, but a true merger will happen 
only when we shift our entire IT 
infrastructure to one system. And 
that will take at least 12 months." 

The top management of the two 
airlines may be saying all the polit- 
ically correct things right now, but 
turf wars between employees lower 
down the hierarchy will present a 
huge problem once the operations 
of the two airlines are integrated. 

Thulasidas already has a plan in 
place to tackle this. “Employees 
‘in duplicate roles’ will be shifted to 
separate business units (SBUs)—such 
as the low-cost Air India Express 
(which will itself merge with Indian 
subsidiary Alliance Air to form one 
low-cost carrier for both domestic 
and international routes) and 
engineering operations," he says. 
That looks good on paper, but 
managing the bloated workforce 





The new airline will have to face and overcome the following challenges: 


m Increased competition on the US route: Jet Airways plans to start operations 
on the lucrative India-US sector in August, and Kingfisher might soon get 


international flying rights as well. 


Strategy: Air India will fly non-stop between India and the US; these direct 
services will take traffic away from intermediate airlines in Europe and 


South-East Asia. 


m Opening of the money-spinning Gulf routes to private competition: Private 
Indian carriers will soon muscle into what is practically an Air India and Indian 


monopoly. 


Strategy: Airline officials say that the sector is already highly competitive and 
that Gulf carriers such as Emirates and Etihad already operate multiple 
daily flights to cities such as Delhi and Mumbai, so it's not really concerned 


about the entry of a few more airlines. 


m Troublesome unions might derail the merger: Both airlines have powerful 
ไป ร that hold them to ransom at the drop of a hat. 


Strategy: Praful Patel says that all the unions have already been sanitised on 
the benefits of the merger. The troubles with the Airline Corporation 
Employees Union (ACEU) have nothing to do with the merger but are linked 


to an outstanding salary dispute. 


m Route planning: The two airlines now plan these independently and there is 
little synergy between the two at present. 


Strategy: The domestic and international operations of the airline will be 
based in Delhi and Mumbai, respectively. To achieve full synergies, the airline 
will integrate domestic routes to facilitate connecting international traffic. 


m Diverse Fleet: The two airlines operate nine families of Boeing and Airbus 
planes. This will make it difficult for the combined airline to leverage 
economies of scale and saddle it with additional maintenance costs. 


Strategy: Airlines officials say that this problem will be fixed gradually as 
certain aircraft are phased out, leaving the airline with a far more streamlined 


fleet by 2010. 


will not be easy. 

Turf wars are bound to break 
out. Indian, for example, operates 
several international flights to West 
Asia and South-East Asia, and has 
even leased two Airbus A330-300 
aircraft for international operations 
from Winter 2007. An Indian 
executive pointed out that senior 
flight crew and executives will be 
loath to give up their international 
flying rights to the Air India portion 
of the new airline. One way of 
working around this issue will be to 
draft senior Indian crew to fly on in- 
ternational sectors once Air India's 
new Boeing 777 and Boeing 787 
aircraft arrive. Trivedi is quick to 


point out that consulting firm Acce- 
nture, hired by the government to 
prepare the merger road map, has 
yet to submit its recommendations. 
*A decision on how to share 
responsibilities will be taken only 
after we see the report," he says. 
Diverse fleet, no layoffs (and, 
consequently, a bloated workforce) 
and disparate IT systems lead to the 
next obvious question: where will 
the immediate savings that Patel 
has promised come from? "There 
will be tremendous savings on sev- 
eral fronts immediately," promises 
Trivedi. *For one, in several coun- 
tries, such as Singapore and the UK, 
we have different General Sales 
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delivered 


m Air e e, including 17 on lease. Another 50 planes will be 
d by 201 


m Air India Express: 13 aircraft, including 7 on lease. Another 12 planes will 
delivered by 2010 j 


be del 201 


พ Indian: 54 aircraft, including 22 on lease. Another 42 planes will be 
delivered by 2010 = 


——— i — -e — — - 


— — 


พ Alliance Airlines: 12 aircraft, including 4 on lease. 
By end-2007, the new Air India will have 120 aircraft, including several 
new ones from Airbus and Boeing. Some older planes will be phased out by 
then. Air India Express will have 30 aircraft and Air India Cargo 4 aircraft 


Agents (GSA); this can be brought 
under one roof. Secondly, in cities 
like Chennai, for example, both 
airlines have lots of office space on 
lease. We can easily amalgamate 
our offices. Doing this across several 
cities and countries can help us save 
a lot of money within a few 
months." But the combined real- 
estate rentals of the two airlines 
constitute less than 1 per cent of 
their combined operating costs. So, 
even a halving of this figure will 
save the new airline only a few 
crores of rupees a year. 

Both Thulasidas and Trivedi 
point out that a merger will allow 
the carrier to tackle competition 
head-on. “It will be possible for 
passengers to book from interna- 
tional locations all the way to the in- 
teriors of India on one airline and 
one ticket," Trivedi says. Thula- 
sidas points out that merged ground 
facilities will also dramatically help 
the carrier reduce costs. Here, too, 
the new Air India will have to con- 
tend with two sets of personnel for 
one task, despite Thulasidas's rather 
simplistic formula for dealing with 
‘duplicate roles’. 

Kapil Kaul, Managing Director, 
India and Middle East, Center for 
Asia-Pacific Aviation (CAPA), an avi- 
ation market research firm, feels 
that the carriers had little choice 
but to go through with the merger. 
“Without this, both national carriers 
might have been rendered irrele- 
vant within a few years, given the in- 
tense competition on domestic 
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routes, especially from low-cost car- 
riers, and the aggressive plans of 
Jet Airways and Kingfisher on in- 
ternational ones. So, from an oper- 
ational point of view, Air India and 
Indian had little choice but to 
merge,” he says. 


No Layoffs, But... 


Both Air India and Indian are also 
trying to rationalise their work- 
forces, despite Patel’s no layoffs 
promise to the unions. “We have 
cut our staff strength gradually from 
over 23,000 a few years ago, to 
around 18,000 today,” Thulasidas 
points out. Indian has also reduced 
its roster of employees from 18,000 
five years ago to approximately 
15,000 now. Then, it is also try- 
ing to shake off its dowdy image by 
offering older members of its in- 
flight staff early retirement options. 

Thulasidas points out that it is 
unfair to compare the new Air 
India’s staff strength with that of 
its global rivals. “Many carriers, 
such as Lufthansa and Singapore 
Airlines, have outsourced their en- 
gineering work or spun-off their 
engineering divisions, so their engi- 
neering and maintenance staff does 
not figure on their rolls, but they do 
in our case,” he says. The airline is in 
the process of signing Maintenance, 
Repair, Overhaul (MRO) facility deals 
with both Airbus and Boeing. This 
will allow it to deploy its personnel 
gainfully. There is also the possi- 
bility of the engineering sBU being 
spun-off from the parent company. 





The same 
thing might also hap- 
pen with ground operations, which 
is a money-spinner, particularly for 
Air India. 

The problem with the ACEU, 
however, doesn't bother any of the 
parties concerned, even though a 
recent flash strike by ACEU employ- 
ees crippled Indian operations on 
May 17. Patel, however, says: *The 
issues should be resolved soon". 


Global Alliance 


The merged airline also plans to 
enter a global airline alliance, 
Thulasidas confirms. Entering such 
an alliance will help the carrier get 
more international traffic as well 
as allow Air India passengers to 
redeem frequent flyer points on 
other international carriers. And 
though Thulasidas did not mention 
it, Air India's existing relationship 
with Lufthansa and the fact that it 
uses Frankfurt as its European hub 
points towards the Lufthansa-led 
Star Alliance. 

"The merger will make Air India 
a much more viable carrier and 
more attractive for investors," says 
Kaul. No surprise then that Patel is 
looking forward to an IPO in 2008, 
^once the merger procedures are 
complete". However, Kaul warns: 
"The merger has to be executed 
within an 18-month time frame and 
it should be followed up with an 
effective restructuring exercise that 
includes route and fleet planning, 
because without that, the entire 
exercise will be pointless." 

That warning should be heeded, 
because competition is already hot- 
ting up. Jet Airways plans to start 
direct Mumbai-New York flights 
on August 5, but Air India will beat 
it to the punch with a non-stop 
service between Mumbai and New 
York on August 1. If Air India can 
make this the template of things to 
follow, things could look up for 
the Maharaja, whose services as 
mascot are being retained. เพ 
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CAL POINT 


Is Patni on the Block? 


There are persistent rumours of a feud in the promoter family. 
And a host of suitors is circling over it, waiting to pounce. 


ANUSHA SUBRAMANIAN 


Will he, won't he: Chairman & 
CEO Narendra Kumar Patni 





TOTAL REVENUE NET PROFIT 





2006-07* 2005-06* 2006-07* Growth 
TCS 13245 18633 41 -| 3080 4131 34 | 22 25,024 5,483 
Infosys 9449 13,950 48 | 2458 3726 52 | 27 17,924 4,848 
Wipro 10,654 15,097 42 | 2,067 2872 39 | 19 19405 3,645 
Satyam 4792 6,485 35 | 981 1404 43 | 22 8,096 1,733 
HCL Technology 4,388 6,081 39 | 774 1209 56 | 20 7,783 1,513 
*Figures in Rs crore Source: Respective companies 
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T’S A TANTALISING PROPO- 

sition. Is Patni Computer 

Systems, India’s sixth- 

largest IT company and 

one of the pioneers in the 
sector in India, up for sale? The 
corporate and media grapevine 
is buzzing with whispers of an 
imminent deal. Adding grist to 
the mill are rumours of discord 
between Narendra Kumar Patni, 
Chairman & CEO, Patni 
Computer Systems, who man- 
ages the company, and his two 
brothers, Gajendra Kumar and 
Ashok Kumar, who are, effec- 
tively, passive investors despite 
sitting on the Patni Board as 
Executive Directors. Each 
brother owns a little over 14 
per cent of the company. So, HCL Infosys Patni 
any investor who buys out  AsonMay21, 2007 
Gajendra and Ashok will have to 
launch an open offer for an- 
other 20 per cent in terms of the 
sEBI Takeover Code, taking his 


stake to at least 49 per cent. Promoters* 

Boardroom battles, family 
feuds, brother lining up against stitutions** 
brother and big money deals— " " 
what more can a corporate pot- i 
boiler ask for? Confirmation— Public 
which, unfortunately, is not 

Custodians* 


forthcoming. An official state- 
ment from the company says: 
“Patni Computer Systems has 
not been informed by any of its 
large investors of their intent 
to offload any stake. As a policy, 
the company does not comment 
on market speculation.” A.K. Patni, the youngest 
brother, also denies any such move. “These are spec- 
ulations. There is no truth in this,” he says. G.K. Patni 
did not respond to an e-mailed query on the issue. 
People close to the Patni family, however, say that 
it is possible that Gajendra and Ashok want to sell 
out. “Given the fact that they are not involved with the 
company’s operations and run their own business, a sell- 
out makes sense,” says one such person. Another 
source close to the company adds that N.K. Patni, 
the second brother, may himself buy out his brothers. 
Gajendra and Ashok are actively involved in the fam- 
ily's rr hardware business, Pcs Technologies, which 
has a turnover of Rs 500 crore. Narendra, incidentally, 


Narendra Kumar Patni: 14.6995 
**Fils hold 227% 


KANDHEER 


Valuations aren't Going Anywhere 


A comparative analysis of the market capitalisation of Indian IT 
companies will show that Patni has underperformed its peers. 





Satyam TCS Wipro 
M-cap in Rs crore 


e_r 


The Shareholding Pattern 


If Gajendra and Ashok sell out, it may not be difficult for 
an investor to mop up another 20 per cent. 





*Gajendra Kumar Patni: 14.42%, Ashok Kumar Patni: 14.79%, 


#These are shares held by various custodians and depository 
receipts have been issued against them 
Shareholding pattern as of quarter ended March 31, 2007 


is a Director on the board of 
this company. “We hold a stake 
of around 70 per cent in Pcs 
Technologies and it is divided 
almost equally between us three 
brothers,” says Ashok, indicating 
that all is hunky dory in the 
Patni clan. “And as a Director in 
Patni Computer Systems, | at- 
tend all the board meetings and 
| am aware of what is happening 
in the company," he adds. 

That should have been the 
end of this story, but the buzz 
refuses to die down. The rea- 
sons aren't hard to find. The 
obvious one is that Patni, des- 
pite being one of the pioneers in 
the Indian software industry, 
hasn't been able to keep pace 
with the likes of Infosys, Wipro 
or TCS in either growth or in 
scaling up its capabilities. It also 
has a high attrition rate of 29 
per cent (against the industry 
average of 18 per cent), low 
margins, of 19.3 per cent (in- 
dustry average of top six com- 
panies: 24.3 per cent), high 
client concentration and low 
manpower utilisation levels. 

As its rivals keep climbing 
the IT value chain, Patni will 
find it increasingly difficult to 
hold its own in this world of 
cut-throat competition. So, it 
makes sense for Gajendra and 
Ashok to cash out now while 
valuations are still comparatively 
high. Given Patni's M-cap of 
Rs 7,182.83 crore on May 21, each brother could 
get a minimum of about Rs 1,000 crore were they to 
sell out now. 

A report on Patni Computer Systems by brokerage 
firm First Global says: *The problem really lies in 
Patni's revenue mix. It derives as much as 70 per cent 
of its revenues from low-end applications develop- 
ment and maintenance work and does not appear to 
have made any aggressive efforts to move up the value 
chain, the way some of its peers have." The report adds 
that the company has not diversified significantly 
across geographies and has not been able to grab opp- 
ortunities in Europe, where offshoring has been gain- 
ing increasing acceptance and where the pricing scenario 


1,21,049.23 


78,001.87 





Source: CMIE 
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is still favourable compared to 
other markets. Besides, Patni 
has a very high client concen- 
tration compared to its peers. 
It derives 37.10 per cent of its 
revenues from its top five 
clients; about 14.6 per cent of its 
revenues come from GE, which 
is known for stretching its dollar 
further than other clients. Patni's 
revenue model has also kept its 
average billing rates low. Patni's 
onsite billing rate is $48 
(Rs 1,968) per hour and off- 
shore billing rate is $21 (Rs 861) 
per hour compared to $60 
(Rs 2,460) and $24 (Rs 984), 
respectively, for the Big 3 of 
the Indian iT industry. This, 
along with other factors like high 
sub-contracting costs, increase 
in employee and selling, general 
& administration expenses has 
led to a decline in EBIDTA mar- 
gins from a robust 36.1 per cent 
in 2002 to 18.8 per cent in 
2005 (Patni follows the calendar 
year as its financial year). 
Why, then, does it seem such 
an attractive buy? Actually it's a 
paradox. Despite its obvious 
drawbacks, Patni Computer 
Systems is still India's sixth- 
largest IT firm, is invited to bid 
for large deals and even wins 
some of them (it won the multi- 
million dollar ABN AMRO out- 
sourcing deal along with TCS 
and Infosys). A closer look at 





WHY BUY IT? 


Three main reasons why Patni Computers is 
attractive to a global vendor. 


@ Patni has a trained pool of 13,000 
employees. An acquisition will provide a 
global buyer with ล readymade set-up. If a 
global major has to seriously compete with 
companies like Infosys and TCS in India, it will 
have to ramp up fast and buying out an Indian 


company will obviously be the best option 


W it has low employee utilisation levels. 
Patni's employee utilisation is 72 per cent 
compared to Infosys (77 per cent) and TCS 
(79.6 per cent). This will give the acquirer 
sufficient headroom to scale up operations 
without increasing headcount 


W Patni will be particularly attractive to IBM 

as it does a lot of work on the IBM Framework; 
also Patni is strong in the Applications, Deve- 
lopment and Maintenance business; IBM does 
not have a significant presence in India in these 
segments; so synergies will be easy to tap 


employee utilisation levels (which 
will allow a new promoter to 
ramp up operations without any 
significant additional invest- 
ments). If the bidding process 
for Patni begins, there could be 
significant upside to the stock 
price despite its current high 
valuations," he adds. 

Says Arup Roy, Senior 
Research Analyst at Gartner's 
IT Services Market Group: 
“Both MNCs as well as Indian IT 
service providers are resource- 
hungry and are always on the 
lookout for ways to scale up 
their offshore resources. 
Traditional IT services vendors 
who do not have a sizeable 
offshore resources in India are 
now looking at inorganic means 
of bridging this gap—by way of 
acquisitions.” 

It’s not that the manage- 
ment of Patni Computer 
Systems is unaware of its 
strengths and weaknesses. The 
company is in the process of 
strengthening its focus on sales 
penetration, delivery manage- 
ment and internal controls to 
generate faster growth. It has 
also restructured its hierarchy 
and created two new posi- 
tions—of Chief Operating 
Officer and Chief Delivery 
Officer, and appointed Mrinal 
Sattawala and Vijay Khare, res- 
pectively, to these roles. 


its numbers also reveal that the fine print isn’t half as 
bad as the headlines. Patni’s revenues at the end of 
2006 stood at $579 million (Rs 2,600 crore), about the 
same level as Infosys’s revenues back in 2002. The 
company logged a net profit of $59 million (Rs 265 
crore then). Then, over the last five years (2001-06), 
its revenues have grown at a CAGR of 32.3 per cent— 
higher than HCL Technologies (26.9 per cent) and 
Satyam (28.7 per cent). However, it has been a laggard 
when compared to Infosys (five-year CAGR of 39.1 per 
cent) and Wipro (36.9 per cent), according to the First 
Global report. 

Harshad Deshpande, Securities Analyst at First 
Global, says: “Three things that make it attractive are: 
Patni's trained employee base, readymade set-up and low 
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Says Sattawala: “Going forward, we are confident 
of continuing our profitable growth by leveraging our 
operating efficiency, enhancing current client rela- 
tionships, expanding future customer base, and ex- 
panding our current operations.” For the second quar- 
ter of 2007, the company has guided revenues at 
$163 million (Rs 668.3 crore) and net income in the 
range of $22.5-23 million (Rs 92.25-94.3 crore). “We 
are looking at gross addition of about 1,200 people. In 
general, we expect to see our employee strength grow 
in tandem with the overall growth of the company.” 

If all these plans bear fruit, it will make the company 
even more attractive to potential suitors. The grapevine 
says IBM is interested, but BT could not independently 
confirm this. Watch this space. m 
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Six companies now largely 
control India's telecom 
market, which is growing the 
fastest in the world. But even 
as valuations rise, ARPUs are 
dropping. Will this, and other 
issues like limited spectrum, 
bring values back to terra 
firma? KRISHNA GOPALAN 


Dial V for 





Perfect bonding: Vodafone's Arun Sarin (left) with Essar's Ravi Ruia 


N MID-2005, RAJEEV CHANDRASEKHAR SOLD BPI 
Communications to Essar Teleholdings for Rs ARPUs* ARE HEADED SOUTH 
4.400 crore, and signalled the dawn of the billion- The big question IS will valuations follow? 
dollar M&A era in the Indian telecom space. His 
operations, spread across four circles, including 
the lucrative Mumbai circle, then had a subscriber 
base of 2.63 million. This was only the beginning. 
More such deals followed. In October 2005, Vodafone 
picked up a 10 per cent stake in Bharti Airtel for $1.5 
billion (then Rs 6,750 crore); then, in December 2005, 
Maxis Communications of Malaysia and the Reddys of 
Apollo Hospitals bought out C. Sivasankaran’s 100 per 
cent stake in Aircel for $1.08 billion (then Rs 4,860 
crore); and in April 2006, the Aditya Birla Group ac- 
quired the Tata Group’s 48.14 per cent holding in 
Idea Cellular for Rs 4,406 crore. The mother of all tele- 











com deals in India, of course, was Vodafone's 52 per - 187.04 
ส : ^ - ^ ๆ ป q T m T — P 
cent buyout of Hutchison Essar for $10.9-billion (Rs July-Sept Oct-Dec Jan-Mar Jan- Mar Apr-Jun luly-Seot 


44.690 crore) last year, that valued the company at $21 2005 2005 2006 2006 2006 2006 
xllio 16,100 crore). It's almost as if the law of น | i = 

billion (Rs 86,100 crore). It's ilmost as if the law of Bharti Airtel NEN Hutch-Fssar ili อ ม 

gravity had been put in suspended animation—what แพ พ (gea Cellular NEN Reliance Telecom 

went up could only go higher in the Indian telecom  figuresinRs  *ARPU: Average R 


avenue Per User Source: COAI, companies 
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space, it seemed. 

There were (and are) sound eco- 
nomic reasons for the exponential 
growth in the valuations of Indian 
telcos. “Two years ago, one couldn't 
have anticipated a monthly sub- 
scriber growth of six million new 
additions," says Rajeev Gupta, 
Managing Director and Head of 
the Carlyle India Buyout Team. 
Then, India's wireless subscriber 
base of 167 million at the end of 
April 2007 translates to a penetration 
level of less than 16 per cent. For 
China, a comparable market, the 
figure has already crossed 400 mil- 
lion, a penetration of 35 per cent. 

Clearly, then, the Indian market 
has massive headroom to grow. lt is 
this potential that excites global 
giants like Vodafone and others that 
now view India as a long-term play. 
The natural corollary: they are will- 
ing to pay high premiums to grab a 
slice of this pie. *India is a com- 
pelling telecom story; no wonder 
all serious players want to be a part 
of it," says Manisha Girotra, 
Managing Director and Chairperson 
(India), UBS Securities. Her firm 
represented Vodafone in its buyout 
of Hutch-Essar. 


Many Buyers, Few Sellers 


A decade ago, there were a large 


number of players to choose from. Today, following 
several rounds of consolidation—which saw the exit of 
players like JTM, RPG, Usha Martin, Skycell and 
Telstra—there are five large private operators, Bharti 
Airtel, Reliance Communications, Hutchison Essar, 


THE M&A ROSTER 


THE VALUATION 
CONUNDRUM 





a The subscriber story is looking 
big today since penetration 
levels are low. However, 
Average Revenue Per User 
(ARPU) is falling, from Rs 370 
for Oct.-Dec. 2005 to 
Rs 315.93 for Oct.-Dec. 
2006. Going forward, this is 


certain to impact valuations. 


พ For now, though, the number 
of potential buyers is much 
greater than the number of 
possible sellers. Given this 


lopsided demand-supply 
equation, valuations could 


remain high for some time. 


= The availability of spectrum 
could be an issue, given that 
operators are keen on not only - 
expanding their current 
operations but also 
targeting 3G services. This 
issue will be critical over time 
and could have a negative 
effect on valuations. 


The deals that took place over the last two years. 






TIMELINE COMPANY 
May '07 
Oct. '05 
Jul. '05 
Dec. '05 
Apr. '06 
Jun. '06 
Mar. '06 


*In $ million 


ACQUIRER 

Vodafone 

Vodafone 

Essar Teleholdings 
Maxis *- Reddy family 
AV Birla Group 


Temasek 


Hutchison Telecom International 


Tata Teleservices and Idea and the 
public sector BSNL that have largely 
carved out the market among them- 
selves. The implication: buyers who 
want to enter the Indian telecom 
sector at this stage have to buy a 
large operator; this will naturally 
involve the payment of a hefty con- 
trol premium. The Vodafone-Hutch 
deal is a case in point. *Valuations 
are about projections of future cash 
flows discounted to their present 
value. Earlier, the subscriber base 
was the key determinant of valua- 
tion since EBITDA figures of most 
players were largely in the nega- 
tive," says Sanjeev Aga, Managing 
Director, Idea Cellular. Today, the 
EBITDA margin is the key indicator of 
valuation; going forward, earnings 
multiples, and not EBITDA margins, 
are likely to emerge as the key to 
valuing telcos. “Eps will become im- 
portant when current exponential 
growth rates and the high levels of 
capex slow down to more normal 
levels. Today, we are still in the in- 
vestment mode," he adds. 

To put the issue in perspective, 
AT&T last year acquired BellSouth 
(both us-based) for $67 billion 
(Rs 3,01,500 crore). A few months 
before that, Spain's Telefonica 
agreed to acquire UK's O2 for just 
over $31 billion (Rs 1,39,500 


crore). BellSouth had 54 million customers spread 
across wireless voice and data services and earned a net 
profit of $3.3 billion (Rs 14,850 crore) last year. 02 
had a pre-tax profit of $614 million (Rs 2,763 crore) 
at the time of the acquisition and 27 million customers 


> ACQUIRED 
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globally. This means, that on a like-to-like basis (prof- 
its to enterprise value), Vodafone's acquisition of 
Hutchison Essar is between two and four times more 
expensive than these deals. 

Ironically, the era of high valuations and steroid- 
charged growth in subscriber numbers comes at a time 
when Average Revenue Per User (ARPU), a key metric in 
the telecom industry, has been falling. According to data 
released by the Cellular Operators Association of India 
(COAD, the apex body of GSM operators, the national 
ARPU for the October-December 2006 quarter was 
Rs 315.93 compared to Rs 335.46 for the July- 
September quarter of 2006. Interestingly, every player 
in the market has been hit by this phenomenon (See 
ARPUs Are Headed South). 

There have been a few indicators to suggest that 
there could be a slowdown in subscriber growth. For 
instance, BSNL added 0.32 million subscribers in April 
this year compared to 1.98 million in March, an 83 per 
cent fall in growth rate. 

But this doesn't seem to have had any adverse 
effect on the companies. The Bharti Airtel share 
price has appreciated 126 per cent over the last year 


from Rs 370.15 to Rs 836, valuing the company at Rs 
1.58,322 crore as on May 24, 2007, while Reliance 
Communications has seen its scrip rise 83 per cent from 
Rs 269.95 to Rs 493.75 over this period, giving it ส 
market capitalisation of Rs 1,00,952 crore as on May 
24. 2007. The latter, in fact, recently joined the ex- 
clusive club of seven Indian companies with M-caps in 
excess of Rs 1,00,000 crore. The Aditya Birla Group, 
meanwhile, has sold a 33 per cent stake in Idea Cellular 
to a clutch of investors for $833 million (Rs 3,415.3 
crore), giving it an equity valuation of $2.5 billion 





R-Comm's Ambani: Keen on a GSM footprint 


(Rs 10,250 crore), while Temasek's decision to pick up 
a 9.9 per cent stake in Tata Teleservices for $300 mil- 
lion valued it at $3.03 billion (Rs 12,423 crore). 


How Stretched Are Valuations? 

Rajeev Chandrasekhar, who was Chairman of bri 
Communications before its sale to Essar Teleholdings, 
thinks the valuations are fully justified. "Till 2001, 
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DRAGON AHEAD BUT ELEPHANT'S NOT TOO FAR BEHIND 


Chinese telecom companies are ahead in absolute numbers, but their Indian counterparts have muscle in their fine print. 





Mkt Cap” EV EV/EBITDA (multiples) 06-08 P/E (multiples) 06-08 
Country ($ million) ($ million) 2006 2007 2008* ต เรี ะ ร น 2007 2008* CAGR (%) 

MOBILE 
Bharti India 38,637 39,831 243 152 10.6 51.2 41.9 26.3 18.6 50 
Reliance India 23784 24590 N.A. 12.4 8.2 N.A. N.A. 22 13.8 N.A. 
China Mobile China 186,468 182,022 8.8 74 6.3 18.2 21.7 17.6 13.4 273 
China Unicom China 18874 20,994 5.1 49 4.7 44 23.7 20.7 179 149 
Mean | 127 9.9 15 24.6 29.1 21.6 15.9 30.7 
Median 8.8 9.9 13 18.2 23.7 21.3 15.9 27.3 
FIXED LINE 
China Telecom China 44948 59,045 5.3 5.2 5.3 0.3 15.6 15 15.5 0.1 
China Netcom China 15,921 24217 45 4.5 4.5 -0.5 13 13.2 13.8 -3.2 
Mean 49 48 49 -0.1 143 141 14.7 -1.6 
Median 49 48 49 -0.1 14.3 14.1 14.7 -1.6 


* Estimated #As on May 15,2007 EV: Enterprise value; EBITDA: Earnings before interest, taxes, depreciation and amortisation N.A.: Not available Source: UBS 
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THE HUNTERS AND THE PREY 


Several existing and new players are casing out 
the Indian telecom sector for possible acquisitions. 
And there are a number of companies that seem 
like juicy acquisition targets or, at any rate, good 
investments. 





m Anil Ambani: He has been extremely keen on a 
GSM footprint and is waiting for spectrum to 
come his way. Expected to bid aggressively if 
any company becomes available for sale 


m Vodafone: Following the buyout of Hutch-Essar, 
it could look to acquire the 15 per cent stake 
held by Asim Ghosh, Analjit Singh and IDFC 


m European players: Telenor, Telefonica and 
Deutsche Telekom are known to be keen on 
getting a slice of the India market 


m Telekom Malaysia: It currently holds a 49 per 
cent stake in Spice which it bought for $178 
million and may look to increase this holding 


พ Tata Teleservices: It is more than likely that the 
company could get in another investor after 
Temasek and Sterling Infotech which hold 15 
per cent in the company 


m BPL Mobile: This Mumbai operation is being run 
by Essar and there is more than a good chance 
of the Ruias selling out if the price is right 

m Idea Cellular: UBS said in a recent report that 
Idea was a possible candidate for acquisition 


m Essar: The group's 33 per cent holding in 
Hutch-Essar is worth about $6 billion and there 
is every chance that the group may dilute its 
holding in future 








telecom was considered a part of infrastructure; but 
today, it is seen as a consumer business. Valuations 
depend on demand and supply, and India is the most 
exciting telecom market in the world," he says. 
Analysts say that valuations will be sustained 
at current levels, though they do not expect to go up 
much further. *We estimate that the sector will 
see capex of $22 billion (Rs 90,200 crore) over 
the next three years against the $13 billion (Rs 
53,300 crore) it has witnessed since 1995," says 
Subhabrata Majumder, Telecom Analyst at 
Macquarie Securities, a financial services firm. This 
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Spice Telecom's Modi: Spreading wings for more 


will be driven by the existing Big 5 private players 
and also by the national ambitions of regional play- 
ers like Spice Telecom, which has ล presence in 
the Karnataka and Punjab circles. *We are looking 
to spread our presence to 21 more circles. This 
will increase our valuation from $1 billion (Rs 
4.100 crore) today to $20 billion (Rs 82,000 crore)," 
says B.K. Modi, the company's Chairman. 

Then, analysts also foresee the probability of 
more M&A activity in the sector, as more global 
players seek to enter the market. Says Carlyle's 
Gupta: *The multiples in the sector seem to have 
peaked. And while the ownership pattern in indi- 
vidual companies may change, there may not be ล 
change in the number of players." 

Players, for their part, will need to offer more 
value-added services and with the expected launch of 
3G services soon, some big-ticket investments will be 
made. Assuming that these investments will take time 
to pay back, there is a good chance that valuations will 
be affected. 

Analysts also feel that the contrarian trends—of 
falling ARPUs and rising valuations, both driven, ironi- 
cally, by rising subscriber numbers—will play out 
simultaneously, and the occasional big-ticket deal will 
create periodical spikes in valuation, and add excitement 
to the market. Clearly, the valuation story for Telecom 
India could not have got more interesting. 8 
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Here Comes 


Venture capitalists are beginning to chase 
unconventional industries such as clean 
energy and social sector projects. Why? It's 





not just socially responsible, but also profitable. 


TEEJESH N. S. BEHL AND AMAN MALIK 
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East meets West: Acumen Fund's Novogratz (R), seen here with a villager, makes investments that yield social benefits 


EEKING TO EXPAND THE OPERA- 
tions of their ambulance service 
1298, Zigitza co-founders Shaffi 
Matther and Ravi Krishna were 
scouting for donations when 
Vinay Shah of Mosaic Capital, an invest- 
ment firm, put them through to Jacqueline 
Novogratz, Founder of Acumen Fund. 
Novogratz, who was looking to invest in 
India’s health sector, was impressed by 
Ziqitza's business model based on differ- 
ential pricing, which meant poor patients 
paid little and rich more. 

More importantly, in a country where 
revenues of ambulance service providers 
dependent on carrying the dead, Zigitza 
was making a difference to the lives of not 
just the rich, but also the poor. “We found 
that in Mumbai, only 6 per cent of emer- 
gency patients were being brought to hos- 
pital by ambulance,” says Matther. So, 
in March this year, Acumen invested $1.5 
million in Zigitza. “We see India as a 
laboratory of sorts—it’s a market that offers 
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great value in terms of the social equity such busi- 
nesses, inherently low on margins, generate,” says 
Novogratz. 

The New York-based Novogratz, who man- 
ages a $20-million non-profit fund, is a classic 
example of what's happening to venture invest- 
ing globally. Long confined to investing in main- 
stream businesses, venture capitalists (VCs}—they 
come in all shapes and sizes—are looking outside to 
sectors where the seemingly conflicting objectives of 
profits and social benefits meet. Sectors such as 
clean energy (ranging from fuels to equipment to 
devices), healthcare, housing, farming, and rr that 
is aimed at bridging the digital divide. 

Globally, the money flowing into green and 
‘social spaces’ is estimated at around $1.7 tril- 
lion (compared to India’s Gpp of $1 trillion), with 
the majority of the investments happening in 
Europe and the us. These two regions hog ‘clean’ 
investments, while the developing economies 
across Asia and Africa are getting investments 
aimed at tapping the bottom of the consumer 
pyramid. According to a study by Clean Edge, a us- 
based research and consultancy firm that tracks and 
analyses global trends in clean tech, the four 
benchmark technologies—solar photovoltaic, wind 
power, bio-fuels and fuel cells—recorded a growth 
of 38 per cent in revenues in one year, growing 
from $40 billion in 2005 to $55 billion in 2006. 


The next 10 years could see the figure touching 
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Sumita Ghose/ Founder/ Rangsutra 


“The economics of the trade do not favour artisans, 
hence venture funding is a good option” 





THE 'GOOD' FUNDS... 


Global Environment Fund 
พ Corpus size: $1 billion of capital commitment 


พ Focus area: Clean energy & technology, forestry and forest 
products, waste water management and efficient transport 


æ Good investment: GEF's only current Indian investment is in 
Bangalore-based Reva Electric Company, where GEF, along with 
Draper Fisher Jurvetson, has invested $20 million 


Clearstone Ventures 
พ Corpus size: $650-700 million* 


พ Focus area: Technology and media and is eyeing the green 
technology and bottom-of-the-pyramid (BoP) markets 


W Good investment: DigiBee Microsystems 


EACE Fund 

m Corpus size: Raising $139 million for India 

พ Focus area: Clean energy, bio-diesel and energy efficiency 
w Good investment: None so far in India 


Globally Managed Services 

เพ Corpus size: About Rs 800 crore, plus another Rs 400 crore 
for the North East.—mainly for agriculture and tourism 

เพ Focus area: BoP, social sector, nature projects in North East 
w Good investments: Amalgamated Plantation: Baliapara 
Foundation in the North East, a non-profit aimed at creating 
social and agri-entrepreneurs; AgriQuest, which aggregates and 
markets agriculture produce in the North East 


CARE Enterprise Partners (CEP) 
m Corpus size: $5 million 
พ Focus area: Bottom-of-the-pyramid ventures 


W Good investments: Suminter India Organics, which exports 
organic produce to the US and Europe; Conserve India, a solid 
waste management firm that is currently in talks with CEP for 
equity participation 


ITPI 
พ Corpus size: $15 million 
แพ Focus area: Photovoltaic energy and solar home systems 


W Good investments: Shell Solar India ($3.5 million), Shakti 
Alternate Energy ($2.21 million), SREI Infrastructure ($3.5 million) 











Acumen Fund 

m Corpus size: $8 million 

เพ Focus area: Health, water, housing and energy 

พ Good investments: Drishtee ($1 million), which manages more 
than 1,500 internet kiosks in villages; Scojo Foundation India 
which provides affordable reading glasses in rural and semi 
urban areas of Andhra Pradesh 


” 
"Global corpus, no India-specific fund c= 
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$226 billion, says Clean Edge. 

As far as social ventures are concerned, the focus is 
on emerging markets like India, where there are millions 
of poor people who are not served by big companies, 
leaving the field wide open for small, but innovative, 
entrepreneurs. "It's becoming a viable proposition 
because there is a huge market opportunity," says Vineet 
Rai, founder & CEO, Aavishkaar India Micro Venture 
Capital Fund, which makes for-profit investments in 
social sectors. “While some estimates put the market at 
$5 billion, others peg it at $2-3 billion," adds Rai. 

The thing about such investments is that you don't 
need millions of dollars. Often, the investments are less 
than $1 million each, and meant to get the entrepreneur 
started on a viable plan. Therefore, the *good' money 
invested in India so far is estimated to be around $500 
million—compared to $3.37 billion in vC/private equity 
inflow in 2006. There's more money coming into this 
area. ICICI Bank has established a Rs 100-crore credit line 
to support innovation and development of green busi- 
nesses through short- and medium-term loans of Rs 5 
lakh to Rs 40 lakh. Then, there are others like Canada's 
CARE Enterprise Partners (CEP), which intends to invest 
at least a million dollars in India this year and $3-5 
million over the next three years. 

What sorts of projects are getting funded? A wide 
variety of them, although alternative and clean energy 
seem to be the staple. *The de-regulation of the power 
sector, a fairly healthy financial sector that can lend to 
such projects, and oil touching $70 a barrel have pro- 
pelled players to look for alternative low-cost options," 
points out Sandeep Kohli, a Senior Project Officer 
with IFC in Washington that has invested $15 million in 
KEDAR NENE/FOTOCORP 
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"The revenue model of most ambulance services in 
India is dependent on transporting dead bodies" 
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Aavishkaar India Micro Venture Capital Fund 

w Corpus size: $1.4 million 

พ Focus area: SMEs, investments of Rs 5 lakh to Rs 1 crore 

m Good investments: Rangsutra (Rs 21 lakh), which works with 
over a 1,000 artisans across India; Sri Kamdhenu Electronics 
(Rs 12 lakh): Develops new-age milk collection technologies: 
Vortex: Offers enterprise level, project management and business 
intelligence services. Aavishkaar invested Rs 50 lakh as equity 





BlueRun Ventures 
m Corpus size: $20 million 
im Focus area: Early stage clean energy businesses 


m Good investments: Deeya Energy ($7.5 million): A technology 
start-up developing and manufacturing green batteries 


this area through its local partner rr Power India. 
"Another major factor for investments in this sector is 
the booming software industry, which requires reliable 
power," he adds. 

IT Power India is looking at markets in the hinter- 
land that are not on the grid. “It is a myth that the ru- 
ral customer cannot pay. The rural population certainly 
has purchasing power—what is needed is a financial sys- 
tem structured for their needs," says Devyani Hari, 
Manager (Financial Solutions), rr Power India, which 
has invested $11 million under the Photovoltaic Market 
Transformation Initiative (PVMTI) and another Rs 70 lakh 
under the Triodos Renewable Energy for Development 
Fund (TREDF). PVMTI has converted the monthly expense 
of a rural household on kerosene lamps into equated 
monthly installments (EMIs) for the solar home sys- 
tems that have been installed under the programme. 
Similar to what rr Power is doing, Chennai-based 
Servals Automation, funded by Aavishkaar, has launched 
kerosene burner stoves in rural markets that are 27 per 
cent more fuel efficient than other stoves. 

Agriculture is another sector that is attracting 
investors in not just core farming but in fisheries, 
tourism, water management and eco-infrastructure. 
For instance, former Orange CEO, Ranjit Barthakur, who 
runs Globally Managed Services (GMS), has ambitious 
plans of investing in nature-related projects in the 
North East. His principal co-investors: IL&FS, IFC and 
UK's Blenheim Chalcot. Fund size: Rs 1,200 crore. 

Then, there are ventures such as Satyan Mishra's 
Drishtee, which sets up internet kiosks in villages to en- 
able rural entrepreneurship, and Sumita Ghose's 
Rangsutra, a co-operative of artisans from Rajasthan, 
Uttaranchal, Assam, Sunderbans and Himachal Pradesh 
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Actually, a wide variety of ventures. 


Reva's CTO Chetan Kumaar Maini: 
He’s got $20 milion in funding 


m Reva Electric Car Company: In December last year, Global 
Environment Fund and Draper Fisher Jurvetson invested $20 
million in this Bangalore-based electric carmaker to help it boost 
capacity from 6,000 to 30,000 cars a year, and sell in global 
markets 


m DigiBee Microsystems: Clearstone Ventures and SIDBI 
pumped in $8 million in Bangalore-based DigiBee in January this 
year. Why? It's working on launching low-cost, feature-rich GSM 
and CDMA handsets aimed primarily at the poor consumer 


m Vatsalya Healthcare: Started in December 2004 to focus on 
non-metro healthcare, Vatsalya is likely to get its 2nd round of 
funding of $1 million from Aavishkaar India Micro Venture 
Capital Fund to set up 10 more of its 20-bed hospitals. Its 
customers: people in the middle and lower middle class 
households in semi-urban areas 


mw Ziqitza (aka 1298): Started in 2004 with an initial corpus of 
Rs 1.8 crore, 1298 received $1.5 million from Acumen Fund to 
expand its ambulance fleet from 24 to 70 in Mumbai. 1298's 
USP: charges patients according to their income levels 


m Suminter India Organics: A trader turned contract organic 
farmer, Suminter focuses on the Akola belt of Maharashtra, 
where farmer suicides were rising due to failed crops and 
mounting loans. Today, Suminter owns about 20,000 acres of 
land and supplies non-perishable produce to Europe and the US. 
Started with a capital of Rs 1.25 crore, it's pitching to Care 
Enterprise Partners for funds (for $2-3 million) to launch its own 
cold storage and retail facilities 
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to collectively retail their products, and Vijay 
Balakrishnan’s DigiBee Microsystems, which is devel- 
oping low-cost, feature-rich handsets aimed at low 
end of the market (see Who's Getting Fund?). Says 
Ghosh: *The economics of the trade do not favour the 
artisan community. An artisan gets 12-15 per cent of the 








Rahul Khanna/ Director/ Clearstone Venture Advisors 


‘Sometimes, the idea may be exciting, but there may 
be no definite time frame for its execution" 


į = sale price of a product." At such low returns, no bank 
: would be willing to risk a loan—necessitating the in- 
” tervention of a VC like Aavishkaar, which has picked up 


a 23 per cent stake in Rangsutra for Rs 21 lakh. 


The Bottom Line 


Investing in socially responsible ventures doesn't, how 

ever, mean that VCs are simply giving away money. 
Most players opt for either debt or equity participation, 
and seek to exit either when the business becomes 
self-sustainable or at the term-closure of the fund, as in 
the case of IFC, which closes its fund in 2010. Some oth- 
ers, like Global Environment Fund (GEF). exclusiveh 
look for equity funding, since it gives them more say in 
the management of the company. Exit options could in- 
clude an iro—preferred by many—or a strategic sale, 
though that is more popular globally than in India. As 
for returns, GEF's President and CEO Jeffery Leonard says 
it depends on technology, country and size of the 
company, though his own fund targets a return of 25 

30 per cent annualised, while others like Clearstone tar- 
get for 10X over a period of approximately five years. 

Is good money investing, then, all a bed of roses? 
"Not quite. There is a high failure rate in these kinds of 
projects," says Suneel Parasnis, Country Director, 
New Ventures India, who pegs it at 40 per cent. 
Explains Rahul Khanna, Director, Clearstone Venture 
Advisors: "Sometimes, the idea may be exciting, but 
there may be no definite time frame for its execu 
tion, in which case we need to ask ourselves: is it a scal- 
able business model and can we do it in the time 
frame mandated to us?" He cites the case of a firm that 
was trying to create a new category of hybrid air-con- 
ditioners, which could take either a year or 10 vears to 
develop. Clearstone decided not to invest. 

Not that it's a miss anyone will mull over. With 
global funds developing a taste for green and BoP proj- 
ects, there will be many more ventures that queue up for 
funding. Perhaps, in another six or seven years, the VCs 
will figure out if their troubles were worth it. B 
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OGILVY HEALTHCARE 


The healthcare specialist. 


. OGILVY SPORT 
Sport advertising, 


promotion, and events. 


— OGILVY ACTIVATION 
Outdoor, rural and 
direct marketing. 


-OGILVY DIGITAL 


Internet advertising. 


AUTO CLUSTER 
Works on the agency's 
auto-related clients. 





to using every medium 
available—radio, print, 
the internet, outdoor, 
television, cinema—to 
get their message across 
to their target audience, 
the country’s premier 
ad agencies have 
recast their operations 
in a bid to be present 
at every touch point. 
DEEPTI KHANNA BOSE 





J.C. Giri 
Sii "We need to be wherever the consumer 


hy s Mather — is in the 360-degree circle of life" 
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M SUDLER AND HENNESSEY 
The healthcare 
advertising division. 


ส WUNDERMAN 
The relationship 
management arm. 


| OAP 
Outdoor and out-of-home 
promotional activities, 


พ SHOWDIFF 
Customised events, 
sports marketing, talent 
management, content 
syndication and in-film 
placement. 


— “It’s up to the agency to decide whether it wants to 
Pedet a, nave a department store model or a mall model” 


AST FORTNIGHT RELIGARE, A RANBAXY GROUP COMPANY THAT PROVIDES 
financial services, went live with an advertising campaign that 
attempts to extol the virtues of trading in shares via the internet. 
The campaign may not have set the Ganges on fire, but the significant 
bit about it is that the company and its advertising agency, Rediffusion 
DY&R, are using every medium available to get their message across—radio, print, 
online, below-the-line, television and even cinema. Religare may not be an iso- 
lated example of advertisers resorting to 360-degree campaigns. Recent com- 
munications by Pond's Age Miracle, Appy Fizz and Chevrolet Aveo were 
also launched on multiple media platforms. 

Such hybrid campaigns may be gaining in popularity but that's not what this 
story is about. Rather, it's about how advertising agencies are remodelling 
themselves to be in a position to offer clients solutions on multiple fronts. 
After all, today there exist innumerable ways of getting to the consumer, and ad- 
vertising agencies are fast waking up to the fact. With traditional media, primarily 
television commercials, no longer able to give advertisers an adequate bang for 
their big bucks, advertisers have little choice but to rely on other forms of 
communication delivery. And that's already begun to happen. For instance, what 
till recently was referred to as *below-the-line-activity' is today one of the most 
focussed areas of advertising, marketing and communications. So much so that 
it is referred to as through-the-line in some sections of advertising, and rightly so. 
As Ashish Bhasin, Director of Lintas India's Integrated Marketing Action Group 
(IMAG, which comprises Lintas’ eight specialised arms), puts it: “If you were to look 
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Lintas' Hybrid Model 


พ LINTERLAND 
Rural marketing 


il LINTAS PERSONAL | 
DM, CRM, Internet solutions 


m AAREN INITIATIVE 
Out-of-Home 


พ LINOPINION 
Public relations 


พ ADVENT 
Event Management 





พ LINTERTAINMENT _ 
Film marketing, in-film 
product placements 





๒ LINTAS HEALTHCARE 
Pharma and healthcare 


m dCELL: : 
Strategic design consultancy 


at the us, depending on the category, almost 70-75 per 
cent of the ad industry's revenues come from through- 
the-line areas. Looking at the trend in India, by 2007- 
end, IMAG estimates show that through-the-line will 
command a 50 per cent share for the entire industry. 
Going forward, it will make up a far larger part of the 
communication and marketing pie." As far as the 
Lintas group is concerned, through-the-line-activities 
are on a smaller base, but make up the fastest growing 
part of the business. This is true for the industry at large. 

To be sure, not all advertising agencies are re- 
sponding in exactly the same manner to the increasing 
demands of clients. Whilst the likes of Lintas, Ogilvy 
and Rediffusion DY&R have set up separate divisions to 
cater to their clients’ specialised needs, others, like 
Leo Burnett and behemoth JwT, have all these spe- 
cialised services under one banner. Says Arvind Sharma, 
Chairman of India Sub-Continent, Leo Burnett: “We 
have brought Arc Worldwide to India. It will pro- 
vide our clients with speciality services like direct 
marketing, customer relationship management (CRM), 
events management, promotions, and a whole area of 
services that our clients might want, depending on 
their needs." JwT too has RMG Connect, which performs 
a role similar to that of Arc Worldwide. 
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Doubtless, however, its the divisional structure 
that’s most popular with agencies. Consider Lintas’ 
IMAG, which consists of eight divisions. Linterland, 
its rural marketing arm, has 10,000 people working for 
it at any point in time. Lintas Personal, which started 
as a direct marketing entity, has today evolved into of- 
fering CRM and internet solutions too. Aaren Initiative 
is the company's out-of-home operation, LinOpinion 
its public relations division, Advent the event man- 
agement arm, and Lintertainment is involved in film 
marketing and in-film product placements and asso- 
ciations. There's also Lintas Healthcare and dCell, ล 
strategic design consultancy that focusses on packaging, 
corporate and brand identities and retail design. Then 
there's Ogilvy, which has OgilvyOne, which in turn in- 
cludes a host of focussed operations. These include 
Ogilvy Healthcare, Ogilvy Sport, Ogilvy Activation 
(which concentrates on outdoor, rural and direct mar- 
keting), and Ogilvy Digital, which also includes 
Ogilvy@neo. 

There’s clearly reason for such specialised branding, 
Explains Prem Mehta, Chairman, Lintas India: “Clients 
would not see those services (for which different 
brands have been created) as specialised unless they 
were branded separately. In fact, if you look at things 
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"One can't become a one-stop 
shop for every integrated service 
that there is; I’ve seen that model 
and it just doesn’t work” 


like direct marketing and design, these are things that 
the agency provides free of charge to the client in any 
case; but for these units to compete with specialised 
companies, they needed to have the character of spe- 
cialised expertise." Adds J.C. Giri, President, Ogilvy & 
Mather, Mumbai: “We need to be where the con- 
sumer is in the 360-degree circle of life. We need to be 
present at every touch point." 

It's not as if divisions for direct marketing or rural 
marketing or design or out-of-home or in-film mar- 
keting are new phenomena. For many years now, 
they've been on offer as a part of a bouquet of services. 
However, it's only in the past couple of years that 
these offerings have been packaged, branded and pro- 
moted as individual, specialised services. Giri adds 
that agencies have also realised the importance of hav- 
ing people with in-depth domain knowledge at these 
specialised niches if the objective is to "deliver quality 
work seamlessly." 

Another agency that's put in place a hybrid model 
is Rediffusion DY&R, although the specialised divi- 
sions don't rely on the mother agency for branding. 
[here's Sudler and Hennessey, which is the healthcare 
advertising division, Wunderman, which handles cus- 
tomer relationship management, OAP, with a focus on 
outdoor and out-of-home promotions, and Showditt, 
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which specialises in customised events, sports marketing, 
talent management, content syndication and in-film 
placement. Says Mahesh Chauhan, President, 
Rediffusion DY&R: “It’s up to the agency to decide 
whether it wants to have a department store model, oi 
a mall model." 

However, there's at least one agency that doesn't ap 
pear enamoured of any of these models. McCann 
Erickson in India is the only multinational advertising 
conglomerate that does not have specialised divisions. 
It does have McCann Healthcare, but that's run as ล 
separate company, with a separate office. Prasoon 
Joshi, Creative Director for South & Southeast Asia, 
McCann-Erickson, is more keen to focus on his agency's 
core strength. “We need to define and understand 





“We have brought Arc Worldwide 
to India, and that will provide 
our clients an array of 
speciality services" 


what it is (the core strength). We can't become a 
one-stop shop for every SCTV ice that there is; I’ve seen 
that model and it just doesn't work," shrugs Joshi. 
Those are indeed brave words that go against the 
grain. Joshi may have a point when he voices doubts 
about an agency's ability to build competencies across 
the spectrum; but, then again, with clients increas- 
ingly seeking value-added services, ad houses that don't 
set up such specialised shops run the real risk of losing 
Out dollops of business. As Lintas’ Mehta points out: 
“Traditional media is beginning to give way as it Is not 
as vital to communications as it used to be.” Traditional 
agencies too might be going down the same road. & 
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Scott McNealy/ chairman and Co-Founder/ Sun Microsystems 


“1 Don't Think Sun Needs 
Reinvention Right Now" 





OR YEARS, SCOTT MCNEALY 

was one of Silicon Valley's 

most colourful and com- 

bative CEOs. His running 

feud with Microsoft and 
his acerbic take on tbe software giant 
made many a scintillating story. (He 
once described Bill Gates as ‘Probably 
the most dangerous and powerful 
industrialist of our age’.) Alas, all 
that’s history. Three years ago, the 
two companies made peace, which 
involved Microsoft paying $1.6 bil- 
lion (for alleged patent violations) to 
Sun and agreeing to work together 
with it on technology for the next 10 
years. The settlement, however, was- 
n't enough to get Sun out of its dot- 
com funk. The company continued 
to lose money—until recently. The 
last three quarters (July-March) saw 
Sun report a net income of $144 
million against a loss of $563 million 
in the same period the previous year. 
McNealy, 52, who ‘stepped up’ as 
the company’s Chairman in April 
last year, was in India recently to 
meet with key customers and gov- 
ernment officials. He spoke to BT’s 
R. Sridharan on Sun's prospects in 
the Us and India. Excerpts: 


It's been a little over a year since you 
stepped down as CEO... 

...I stepped up, not down (laughs). 
When you've worked really hard 
and you've done a good job as CEO 
for 22 years, you get promoted to 
Chairman (laughs). 


So is Sun better or worse without you 
at the helm? 

| think we've got a fantastic guy 
(Jonathan Schwartz, CEO) in the job 
and he's doing a fabulous job. Pd 
encourage you to read his blogs, 
you get a little flavour of what he's 
like. He's bright, articulate, coura- 
geous, high integrity, savvy, per- 
sonable, charismatic... he has got all 
the pieces, and I am still there. | 
am still working hard, I am freed 
up... For the last 10 days, he's been 
stuck in executive leadership team 
meetings and grinding out next 
year's budget and all that stuff. I've 
done that for 24 years. Pm now 
doing what I like to do, which is 
dealing with the customers, be with 
our partners, meet our employees 
worldwide and talk to government 
leaders and education folks and all 
the rest of them. It's a good gig if 
you can get it. 


| looked at your three quarter 
numbers, and... 

We're growing and making 
money again and gaining huge 
share. You know, it will be our 
| 8th straight year of cash flow pos- 
itive from operations. This year, 
we'll generate half-a-billion to a bil- 
lion dollars of free cash flow. That 
ain't bad. 


But the worrying thing is your server 
sales seem to be slowing down 
globally... 








You know, you've got to look at 
Sun as a company. We've got 
servers, storage, software and one 
more thing, services, right? And 
some people will buy the services 
and not the servers. We just did a 
very interesting deal with the 
Defense Information Systems 
Agency (DISA) in the United States 
that is the IT provider to the intelli- 
gence community in the US gov- 
ernment. They didn't buy any 
servers. What they did is they signed 
up for about a $125-150-million 
deal where DISA will own and op- 
erate the data centres, we'll own 
and operate the servers, storage, 
networking operating systems and 
middleware in their data centre and 
then they'll 
own and op- 
erate the 
data and ap- 
plications in 
their environ- 
ment. We're go- 
ing to charge them 
a base monthly serv- 
ice fee and a variable 
$X per gigabyte 
month and $Y per cru 
hour. Is that services 
revenue? Well, it's all 
running software, so is 
that software? Well, it 
includes storage; so IS 
that storage number? 
Well, it is also servers, 
so is that server sale? 
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bt 60 minutes 


So the numbers get a little hard for 
the world to totally understand. 1 
just look are we gaining share? 
We're growing, we're making 
money, we're generating cash. 


But do you think the juice is going out 
of hardware? Do you need more of 
services like what others have done? 
You can't do services without hard- 
ware (laughs). You know, the chal- 
lenge with software is we're making 
it all free and open source. So, is the 
juice going out of software? Well, I 
don't know. What about services? 
What about storage? Well, 37 per 
cent of the world's data resides on 
our platform. It's like saying that of 
our four kids—servers, storage, soft- 
ware and services—which do you 
like the most and which do you 
think is going to be the most suc- 
cessful? They all do brilliantly, 1 
love them all. 


The other Silicon Valley icon, Steve 
Jobs, has managed to reinvent Apple. 
He did the iPod thing, now the iPhone 
thing. Is Scott McNealy also thinking 
about some sort of reinvention that will 
make Sun look very different from what 
it is today? 

You know, it's gonna be up to 
Jonathan to reinvent if we want to 
reinvent. It's his job to go do that. 
Sun has gone through several rein- 
ventions. We started off as an open 
source, you know, workstation 
company. Then we did servers and 
then we were the dotcom, internet 
bubble company and then we grew 
too fast and we got caught and 
(were) not being faithful to our 
roots. So we went back to open 
sourcing, back to focus on R&D, 
back to a ‘lean and mean’ focus on 
quality and ‘lo and behold’, we've fo- 
cussed back in on all those old things 
that made us so successful before the 
bubble and now we're growing and 
making money again. And the guy 
who did a lot of the heavy lifting on 
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all that was Jonathan. And as a re- 
sult, it has to be said that we've got 
it, we go for it and we make it hap- 
pen. I like our position, I like where 
we are and we like being an infra- 
structure provider for Web 2.0, 3.0 
or 4.0. Twenty-five per cent of the 
world is connected to the IP net- 
work right now, the other three- 
fourths are totally on the other side 
of the digital divide. They're gonna 
come on board. What are we 
adding 6 million wireless subscribers 
a month here? They're all iP-con- 
nected. In fact, the first way most 
kids are getting connected to the 
IP network is through the cell phone 
and this is the model that we like 
and are promoting and supporting. 
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I don't think that we need reinven- 
tion right now. 


At the JaveOne conference in San 
Francisco recently, you launched JavaFX 
mobile. Is that going to target all oper- 
ators across all platforms? 

It’s a full, open source stack that 
will run right on handset up, set-top 
box or game up environment. The 
beauty of it is that everybody's got 
this quadruple player where they 
wanna bring wireless and wireline 
and then video and audio and all the 
rest of it and bring it all together. 
With Javarx mobile, you can put it 
on the phone, you can put it on 
your set-top box, you push it in 
your video recorder, you can put it 
in your games environment, you 
can run it on your Blu-ray DVD. So 
you can create a quadruple-play 
kind of user experience and have 
one development model, one user 
interface, one security fault man- 
agement architecture, and it's all 
open source and it's all Java. 


But have you signed any deals with 
operators yet? 

We just signed one last night. We're 
gonna sell this very aggressively. We 
will have a whole family of JavaFX 
products, starting with mobile and 
script. And stay tuned, it will show 
up on lots of other devices. 


Sun has now gone the open source 
way, but.... 

Gone back to it. You forget we 
were the first company to basically 
base our whole business model on 
open source software with Berkeley 
Unix and others. Nss (Network 
Security Services) was open source, 
TCP-IP was open source. We've do- 
nated more than three times our 
nearest donator in source codes to 
the community. Linux is another 
instance. If you take Linux, 25 per 
cent of the bits came from Sun. So, 
we're not separated at birth. These 
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MORÓCCAN 


1,860 sq.ft. 3BHK Apartments and 
Penthouse from Rs. 1,03,62,030. 





A PA RICA ENTE 
— Live your dreams — 


1,2 & 3BHK Apartments available 


Starting at Rs. 29,10,495/- 
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Vaastu approved with exquisite views 


Bare shell and self-design options 


Possession by July 2008 Possession by November 2007 





B BEST/Private Bus Services available 


เพ Cricket Academy เพ Toll free access to Aarey Milk Colony 
W 2,000 Apartments and over 1,300 Offices sold Upcoming Facilities 
พ Free membership to Emerald Club worth Rs. 2 Lac พ 3,00,000 sq.ft. Shopping Mall 
æ 5-star hotel Park Plaza operational ๒ 100 Bed Hospital 
เพ Green Valley International School (ICSE) operational W 1,000 Apartments 
พ Medical clinic and shopping village พ 2,000 Offices 
— 
Call 2879 4000 ROYAL PALMS 
7 minutes from the Western Express Highway, eilne 
7 kms. from the Airport. L aL € 
ISO 9001 & ISO 14001 certified 


Aarey Milk Colony, Goregaon (E), Mumbai - 65 Tel.: 2879 4000/01/02/04, 6770 1000 Fax: 2879 4251/52 Email: palms vsnl.com 
Website: www.royalpalmsindia.com 


Note- All the specifications, designs, facilities, dimensions etc. are subject to the approval of the respective authorities. And the developers reserve the nght to change the specifications or features 
without any notice or any obligation 
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are stem cells (laughs). 


But now Microsoft is saying that 235 of 
its patents have been violated by open 
source software... 

If you read Jonathan's blog, he says 
it very well. We try not to litigate 
with our customers, we try to in- 
novate. And that's our strategy. 


But if Microsoft did want, let's say, 
some share of all the open source soft- 
ware that's going into increasingly large 
number of big companies such as Fedex 
and Exxon, what happens? 

| can't speculate. | mean that's your 
job to speculate (on)... I certainly 
don't recommend suing customers. 


This is a very different Scott McNealy. 
You've mellowed down. 
You know what? It's not my role 

. Jonathan will set the position- 
ing. We have a 10-year interoper- 
ability agreement with Microsoft. 
We're integrating and tying our 
technologies together as aggressively 
as we can. We compete with every- 
body, and we collaborate with every- 
body. That wasn't true 20 years 
ago, 15 years ago. And I explained 
to the press all along it was all 
theatre. I told everybody who knew 
me, ‘did you get enough quotes, 
did vou get enough to write?’, it's all 
theatre. 

We're very secure in our market 
position, we're very secure finan- 
cially and we're very secure that 
we've got a great open source-shar- 
ing business model that customers 
love and it's been a lot of time here 
(Asia) and I have not yet heard one 
customer say (that) they don't like 
our strategy. They're all very excited 
about this model. 


But you haven't mellowed down be- 
cause you're 52, that can't be. 

| don't know about mellowed 
down...certainly wiser (laughs). 


What do you mean when you say that 
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this is the Participation Age? 
The first age in computing was digi- 


tisation and then there was NFS 
(Network File System) where we 
shared files and then came the Java 
browser, and that was kind of the 
publishing subscribe era where 
somebody could publish an HTML 
page and you subscribed to it by 
just doing a URL call from your 
browser and it was a publishing- 
subscribe kinda static, kinda like 
watching a movie, one frame at a 
time. We've now moved into what 
we call the participation age where 
you're e-mailing, instant messag- 
ing, blogging, everybody's a pub- 
lisher, everybody's a content cre- 
ator, everybody's an editor, you do 
mashups, you do podcasting... 


India is a fast-growing market for Sun. 
| think you're growing at 35 per cent on 
revenues of about Rs 1,200-1,400 
crore. There are lots of new sectors 
that are now beginning to take off. 
What's the outlook for Sun? 

Sunny, (laughs) bright (laughs). The 
future is so bright we've got to wear 
shades. India is much more to us 
than just a market. We have our 
largest non-US engineering site here. 
We have about 1,500 folks here. 
And it is one of our few global tar- 
geted growth sites. So, our future in 
many ways is dependent on India 
doing well, not just the market, but 
the education system, and the 
infrastructure system. 


One final question. How do you see 
the competition between Google and 
Microsoft playing out? 

You know, we'd like to be an arms 
supplier to both. We're happy to 
supply servers, storage, network- 
ing, operating systems, environ- 
ment... whatever. We'd love to 
supply them with really great 
infrastructure technology. | think 
whoever buys more of our stuff is 
probably going to win. 

One other thing I'd like to plug 
while you are here is, we took all 
we learned around open source and 
engineering and developed a site 
called curriki.org. I think there is a 
big opportunity for India to lower 
its cost of textbook development, 
curriculum development, testing 
and assessment programmes by sup- 
porting curriki.org. It provides 
infrastructure and a website where 
content can be created and then lo- 
calised into 23 different languages 
and again it will be free, open source 
and available. We're talking to lots 
of government officials. This is sep- 
arate from Sun, it's a non-profit 
(organisation), but spun out of Sun. 
| think it's an interesting way of 
taking everything you know about 
sharing in the technical world and 
applying it to education. Bi 
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VCOVER FOR Al! 


A SPECIAL REPORT ON 
THE INSURANCE INDUSTRY 
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insurance in India has crossed an inflection point and Is 
well on its way to becoming the next hot thing in financial 
services. The earth moved with the revolution in telecom 
and retail banking. Well, it is moving again with insurance. 


SHALINI S. DAGAR 


AX NEW YORK LIFE INSURANCE COM- 
pany’s (MNYL) MD & CEO, Gary R. 
Bennett, believes there’s a simple rea- 
son why insurance is the industry to be 
in India. “As people get more stuff, 
they need to insure themselves and all the stuff that they 
get,” explains Bennett with his Aussie wry humour. 
Well, he is right. Indians are raking in the “stuff”. As 
the India growth story unfolds, clocking an annual 
growth rate of 8 per cent and more, Indians are getting 
more prosperous. They are earning, spending and 
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travelling more. And with their larger disposable 
incomes they are also buying more assets. SO, apart 
from insuring themselves—the bread earners—they also 
need to insure their health, their cars, their property 
and other assets. 

Understandably, then, the insurance business has 
been on fire in India. Life insurance business in terms 
of first year premium has shown a growth of more than 
95 per cent over the previous year and non-life, or gen- 
eral insurance, is not far behind either, growing at 22 
per cent during 2006-07 in terms of new business 






premium. So, is there a tipping point in the offing 
that will completely change the dynamics of the in- 
dustry? According to industry executives, at least one 
inflexion point has already happened. *The life in- 
surance industry, based on first-year premium, has 
transformed itself from annual growth rates of 16-17 
per cent in 2004-05 to 34 per cent the following year 
and it has closed 2006-07 with a 95 percent growth," 
points out one senior executive as evidence of the 
inflection point. 

And mind you, that includes stupendous 
growth by the state-owned life insurance gi- 
ant, Life Insurance Corporation of India, which 
nearly doubled new premium business (more 


Satwalekar agrees that the explosive growth in the 
financial services sector will continue. “I don't think we 
have seen anything yet. We have seen beginnings of it 
in retail banking, housing finance, credit cards, but we 
have not seen anything on the liabilities side," he says. 

Although the growth in insurance may not rival the 
growth in sectors such as retail banking, it will never- 
theless mirror the multiplicity of service providers, 
products and services. Partially, it is what some call the 
‘dance of the elephant’, McKinsey, in a recent study, pre- 


Taking Cover 


Penetration and density of both life and non-life insurance, though 





than 90 per cent) in 2006-07 and managed to ar- = "Mited, are on the rise. 

rest the steady decline in its market share. Birla INSURANCE PENETRATION | INSURANCE DENSITY 

Sun Life President and CEO, Vikram Mehmi, OUMTRY ut. 3 AM 26 

points to another valid data point. “This year- United States — 9,61 - 936 - 3.15 | 3637.7 3755.1 38752 

end, for our company the renewal business and Brazil 296 . 98. 301 P 826 1011 1289 

new business would be roughly equal and from nited Kingdom 13.37 126 1245 40585 45084 4599 
i CEP OO southkrea 963 952 10.25 | 1243 44193. 1706.1 

Long Way to Go India 288 317 314 | 164 197 27 

However, there is more that can be expected. China S739 27 363 402 46.3 


McKinsey & Co. has a theory that as the GDP of 
à country rises, insurance penetration shoots 
up manifold. Based on that argument, the sweet 
spot should be just a few years away. *Growth in 
insurance is by no means exhausted. There still is a lot 
of room to grow," says Tilman Ehrbeck, Partner, 
McKinsey. 

Indeed. India still ranks low on the parameters of in- 
surance penetration and density as compared to even 
other BRIC nations, leave alone the developed countries. 
There is quite a gap that needs to be filled (See Taking 
Cover). HDFC Standard Life’s MD & CEO, Deepak M. 


Stunning Growth 


Life insurance market is growing fast... 
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19,889.04 YoY 


Promis is 95.32% 


collected 
in 2005-06 
22,033.24 


Illi Individual single premium B Individual non-single premium WB Group single premium 


แพ Group non-single premium Mi Total — First year premium figures in Rs crore 


67,17,447 


Source: IRDA annual report 2005-06 Insurance penetration is measured as ratio of 
premium to GOP Insurance density is measured as ratio of premium to total population 


dicts that Indian household incomes will almost triple 
over the next two decades if the economy moves at an 
annual growth rate of 7.3 per cent from 2005 to 2025. 

MNYL's Bennett, who has been observing the changes 
in India for more than a decade now and still travels 
extensively across the country, says there is a raft of 
Opportunities for insurance companies as nearly half a 
billion of 25-30-year-olds take the economy forward in 
the next few years. “This country is driven by 


. While general insurance is clipping too. 
25,002.45 







871654 


YoY growth 
is 30.1496 





Premium collected Premium collected 
till March 2007 till March 2006 
E Private total Public total Mi Total 


Gross premium figures in Rs crore 
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25-year olds. Over the next 
25 years, they will have 
investment needs, protection 
needs, education needs for 
their children. In 5-10 vears, 
they will seriously start think- 
ing about what they will do 
when they retire, because 
they may not have come 
from traditional families with 
reasonable wealth or land." 

As they move through 
their lives, the 20-somethings 
will have to invest for their 
own needs, those of their 
children and most probably 
even those of their parents. 
Therefore, there is definitely 
a trend towards an im- 
provement in penetration 
and density of insurance in 
India. Says Prof Jyothi Lakshmi, an insurance expert and 
visiting faculty at iM Bangalore: “Earlier, insurance was 
seen more as a savings instrument and not so much as 
risk cover, but now with events like the earthquakes and 
tsunami, there is greater awareness (even for general in- 
surance).” Of course, aiding this process is the entry of 
private players and their aggressive marketing. Besides, 
the delivery channels have multiplied. 


Indian households. 
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Source: McKinsey Global Institute 


Gary Bennett/ MD & CEO/ Max New York Life 


"There's a raft of opportunities for insurance 
companies as India is driven by 25-year olds" 
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Why Insurance is Taking Off 


It has to do with the changing consumption profile of 
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No wonder the gravy 
train is attracting newer play- 
ers from across the world 
(See Waiting in the Wings). Is 
there space for all? The 
resounding answer from the 
industry is, yes. “In Japan, 
which is one-tenth the size of 
India, there are 44. In 
Taiwan there are 30 plus,” 
Timothy E. Feige, Co- 
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& Services President, Prudential 
Household products International Insurance Co., 
Housing & utilities which intends to set up a 
Apparel life insurance joint venture 





with DLF, told BT on a recent 
trip to India. Just as the first 
wave of privatisation injected 
fresh air into the moribund 
insurance industry, so will 
the arrival of new players 
change its dynamics. Since they will not have the early 
mover advantage, their mantra would be innovation. 

Not that the situation will not change for the private 
sector incumbents. McKinsey’s Ehrbeck believes that the 
path to growth will now lie in segmentation. “We 
predict continued growth, continued differentiation of 
customers through product offering, channel archi- 
tecture and services.” However, as these players cannot 
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Bert Paterson/ MD/ Aviva Life Insurance 


“Some agents don’t mind how they sell and 
what they sell to the customers” 








For men who prefer to dive 
for their oyster and lobster. 





SCHAFFHAUSEN 
AUTOMATIC 


SCHAFFHAUSEN 
SINCE 1868 


Aquatimer Automatic. Ref. 3548: Some thi gs are best done yourself | 
Which is why IWC painstakingly hand-builds this diver s watch with its 42-mn MEUS ( 


| 
steel case, 3.3-mm-thick sapphire glass and automa windina sv 
tem. It s water-resistant to 1000 metres. OK, so you won t find any oysters that jla | vn | | 
iar Gown. Sut deep-sea fish can also be tasty. IWC. Engineered for men. | 


JOHNSON 
i > “> a? 
Time & timelessness rfe OLL PA 


bt special 


acquire existing policies, they can only try to grab a share 
of the new policies that are sold. *Much will depend on 
their product configuration, their reach and the team 
they have,” says Birla Sun Life's Mehmi, adding that 
some of the activities such as new product innovations 
will be seen in the coming year itself. 16161 Pru’s launch 
of a diabetes policy was one such. 


A Matter of Reach 


However, product innovation alone will not help 
matters, believes Uday Sankar Roy, MD & CEO of SBI 
Life. “In this market, competitive edge provided by 
product innovation can sustain only for a couple of 
months, since products can easily be cloned. 
Tomorrow’s business will be dictated by distribu- 
tion networks of far reach,” says Roy. Predictably, 
insurers are pumping in big money in scaling up their 
agency force and opening new branches. 

Agents will continue to be the dominant channel for 
distribution, since insurance is a product that is sold and 
not bought. However, they are likely to be less sig- 
nificant for new players as they get ready to tap the 
market as soon as possible. “Agency is a time-con- 
suming channel,” says Gaurang Shah of Kotak 
Mahindra Old Mutual Life Insurance. As the products 


Waiting in the Wings 
Players awaiting IRDA's nod... 


m Future Generali: Future Group and Italy-based Generali Group 
To enter both life and general insurance segments 


m Universal Sompo: Allahabad Bank and Sompo of Japan 
To foray into general insurance segment 


m Apollo DKV: Chennai-based Apollo and DKV of Germany 
To offer services in health insurance 


m Shriram General Insurance: JV between the Shriram Group, 
Sanlam Group and Bank of Maharashtra 


m |DBI-Fortis: JV between the Netherlands-based Fortis and 
IDBI for life insurance 


m Principal PNB: JV between US-based Principal Financial Group 
and Punjab National Bank. To enter life insurance segment 


...those setting up 


...and those mulling 
liaison offices... 


a foray. 


m Munich Re is looking at entry 
in both life and non-life through 
Ergo. Looking for partner 


im Scor of France 
m OBE of Australia 
m Russian Insurance Centre 


m singapore Re เพ Canara Bank-HSBC-Oriental 
m Samsung Life Insurance Bank of Commerce venture 
m Munich Re | m DLF-Pramerica 

m Tokio Marine and Fire 


| m Bank of India-Daichi 
m Religare-Aegon 


m Royal Sun Alliance 


m ING Insurance 
Source: IRDA: BT Research 
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T.S.Vijayan/ Chairman/ Life Insurance Corp. 


The state-owned giant came roaring back in 
2006-07 thanks to unit-linked policies 


themselves become more complex, the top-perform- 
ers in the agency model may transform into inde- 
pendent financial agents, who will give advice on 
total investment requirements of the clients. 

Banks, an alternate to agents, are now another tra- 
ditional distribution channel. And a very useful one for 
some. SBI Life, for instance, is able to control its cost of 
operations quite significantly simply by leveraging 
the 14,000-branch network of its parent the State 
Bank of India. Yet, the efficacy of banks as a channel 
is going to be challenged, with several state-owned 
banks getting into insurance product manufacturing. 
They would then like to distribute their own products, 
since current guidelines require exclusive banking 
channel tie-ups. "Over time, exclusivity in bank rela- 
tionships is likely to disappear,” feels MNYL’s Bennett. 
The IRDA is already considering multiple bank partners. 

In either case, there is uncertainty for new players. 
Hence, players without banking entities would continue 
to protect their turf, but will clearly focus on their own 
networks. “In coming 2-3 years there will be polarisa- 
tion in distribution-insurance companies with own 
banks and without banks,” says Mehmi. “Those with 
banks would leverage their existing investments in the 
bank branches, while those without banks would lever- 
age their investments in their own branches and other 
innovative channels such as tele-marketing or 
web-based channels.” 

A new player such as Bharti AXA may want to lever- 
age the huge subscriber base available with its sister con- 
cern Bharti Airtel. Kishore Biyani-promoted Future 
Group’s insurance venture is likely to tap into the vast 
retail network available to Pantaloon Retail. Akhila 
Srinivasan, 46, MD, Shriram Life Insurance Company, 
concedes that her company, as a late entrant, will have 
to deal with competition, which going forward would 
be the biggest challenge for new entrants. “However, we 
can leverage the strengths of our other businesses (chit 
funds, truck finance, consumer durables and personal 
finance, enterprise finance and insurance broking). All 
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Vikram Mehmi/ President & CEO/ Birla Sun Life 


"Much will depend on the new players product 
configuration, their reach and their team" 





RACHIT GOSWAMI 


of this means more than 600 offices and 65,000 agents 
across the country." Of those, Shriram Life has already 
converted 10,000 into IRDA-approved agents. 

Some others say that conventional channels are 
beginning to saturate. “We have to think afresh. Our 
current distribution channels are continuing to exhaust 
us,” says Sandeep Bakhshi, MD & CEO of icici Lombard. 
What frustrates him is the fact that telecom companies 
are able to do a 10-rupee transaction whereas the 
insurance companies struggle to complete an 800-rupee 
transaction to cover two-wheelers. Bakhshi is quite 
clear that the main story in the coming years will relate 
to technology, servicing and distribution. 


Life Beyond Metros 
Another significant trend will be the movement away 
from true blue urban centres. More and more players are 
moving into the second and third rung of towns to tap 
newer opportunities. *Insurance will go beyond these 
ponds of metropolitan areas," says MNYL’s Bennett. 
General insurer ICICI Lombard has an internal financial 
inclusion group. *The mindset has to be in terms of do- 
ing low-ticket transactions, technology, large channel and 
high level of servicing," says Lombard's Bakhshi. 
However, this sharp acceleration in growth is putting 
pressure on the industry in many ways—right down 
from getting funds to fuel that growth to getting suitable 
sales and marketing people, to scaling up on the tech- 
nology front and incorporating suitable risk management 


124 BUSINESS TODAY JUNI 


17 2007 





Shikha Sharma/ MD & CEO/ ICICI-Pru 


The largest private sector insurer is growing at 
a frenetic pace, and moving into smaller towns 


strategies. Although it may seem like a happy problem, 
Satwalekar assures that “we manage with difficulty." 
Across the industry, trained manpower, consumer 
education and awareness, good quality data and use of 
technology at the customer interaction level are already 
getting in the way of growth. Says Bert Paterson, 
Managing Director, Aviva Life Insurance: "Some agents 
don't mind how they sell and what they sell to the 
customers." Adds S.V. Mony, Secretary General, Life 
Insurance Council of India: *Availability of skilled and 
professional manpower can cause downstream issues in 
control mechanisms, HR, compliance and the like." 
According to industry experts, there is a demand for 
two lakh agents every year to add to the 15 lakh already 
available. Add to it specialised skills such as actuarial, 
underwriting, and investment, and the shortage becomes 
acute. India currently has around 30-40 actuaries. 
However, as Mony points out, even a city like Sydney 
in Australia with fewer insurance companies and a 
much smaller population has around 500 actuaries. 
Insurance industry is currently poaching from other 
aligned industries such as telecom and retail, but then it 
is equally at risk of attrition due to people leaving for 
other industries. However, the biggest hurdle in the way 
of the industry’s growth is a lack of capital. The section 
that follows tells you what innovative methods insurers 
are using to overcome the constraint. 
ADDITIONAL REPORTING BY NITYA VARADARAJAN, 
E. KUMAR SHARMA AND SAUMYA BHATTACHARYA 
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Capital | 
Constraints 


Breakneck growth has increased the need for 
capital sharply. Although some regulatory 
changes could help, players in the meantime 
are finding creative solutions to the problem. 
SHALINI S. DAGAR 





EN BILLION DOLLARS IN MARKET VALUE IS A LOT OF 
T in any industry. It is more so in an industry 
such as life insurance, where the payback periods are 
long and the industry per se is a tough one. And in- 
surance companies, especially life insurance companies, 
are incredible consumers of capital. Yet, the likely val- 
uation for ICICI Holdings—the new holding company 
for ICICI Bank's 74 per cent stake each in the life and 
general insurance and the 51 per cent stake in asset 
management business—ranges from $7.5-$10 billion 
(Rs 30,750-41,000 crore). The deal is expected to set 
the valuation benchmarks in the insurance business. 

There's one big reason why ICICI 's insurance busi- 
ness is so prized. It's not just the largest, but incredibly 
fast growing. Consider ICICI Prudential, the key element 
in ICICI Holdings’ valuation. In just 2006-07, it in- 
creased the number of branches from 177 to 583, 
scaled up the sales force from 72,000 advisors to over 
2,30,000, and the number of employees from 7,000- 
odd to more than 16,000. 

Insurance industry watchers insist that the pres- 
sure on investors to be part of the great Indian insurance 
story is quite strong. Not surprisingly, then, the main 
trigger moving the stock of parent icici Bank and 
other companies with insurance subsidiaries has been 
the business generated by their insurance arms (see 
Proxy Play). Bajaj Auto's share suffered when it was re- 
vealed that the parent company could not capture all the 
upside that resides in the insurance subsidiaries. If the 
optimism about the insurance subsidiaries, particu- 
larly the life business, is anything to go by, then there 
is no dearth of capital to fund the scorching growth of 
insurance companies. Yet it is not so simple. 


Capital Hungry 
It is believed that icici Bank adopted “the creative so- 
lution” of placing equity in ICICI Holdings due to the fact 
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K.V. Kamath/ MD & CEO/ ICICI Bank 
The insurance subsidiaries of ICICI Bank are key 
to the valuation of ICICI Holdings 


that the regulator has apprehensions about a direct list- 
ing prior to 10 years of operations. In fact, IRDA 
Chairman C.S. Rao told Br (see page 130) that “there 
is a 10-year cooling period... though the law does 
not prohibit an early ipo." The rationale against an early 
listing seems to be that the fast growth of the industry 
is pushing back profitability of these companies much 
farther than the usual 7-8 years. And in any case, the re- 
tail investor is not likely to understand the dynamics of 
the insurance business, especially since it loses money 
hand-over-fist in the early years. 

However, the absence of listed stock of insurance 
companies is fuelling what many industry watchers 
call “valuation frenzy.” Companies too seem to be 
giving in by chasing growth and market share at the ex- 
pense of profitability. In such a scenario, listing in itself 
would bring in a lot of discipline. 

Meanwhile, it is the nature of the business that 
needs regular capital infusions for growth, new customer 
acquisition, servicing existing customers, and also for 
regulatory requirements. *If you start a 30-sales man- 
ager branch on April 1, then by the end of the financial 
year you would have sunk Rs 1.5 crore," says Gaurang 
Shah of Kotak Mahindra Old Mutual Life Insurance. 

To top it, the insurance regulator requires insurers 
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Proxy Play 
There are no listed private insurance companies, 
but investors are betting on their parents. 
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to maintain a 150 per cent solvency margin. Simply put, 
they must maintain capital 1.5 times their liabilities. That 
means the need for capital rises in proportion to 
growth. Private insurers (including general insurers) have 
invested more than Rs 10,000 crore as equity capital 
into the industry since liberalisation in 2000. And as can 
be expected, some promoters (especially Indian pro- 
moters who own 74 per cent of the business) are get- 
ting fatigued with this constant ploughing in of capital. 

This and the desire of the foreign investors to 
own a larger piece of the pie has led to a high-profile 
clamour for relaxation of the foreign direct investment 
cap in insurance from 26 per cent to 49 per cent. 
Foreign investors, wanting a bigger part of the grow- 
ing Indian pie, have been frustrated by the “sometimes 
on and sometimes off” approach. “The frustration 
stems from the fact that the relaxation was in the na- 
ture of a commitment made at the time of liberalisa- 
tion,” says a foreign investor. 





Deepak M. Satwalekar/ MD & CEO/ HDFC Standard Life 


"Choice of instruments such as hybrid capital 
should be left to the players" 


Industry watchers agree that lifting the cap would 
simplify the issue, yet it seems to be a holy cow for the 
Left allies of the government. This despite the present 
regulations allowing 74 per cent foreign ownership of 
banks in the country. Are foreign investors going to exit 
India if the cap is not relaxed? Certainly not (Chubb and 
HDFC parted ways not because the market wasn't ex- 
citing enough). It is too important a market. The gov- 
ernment seems to know that. Is the cap affecting 
growth of the players? Yes, especially of those where the 
Indian partner is either unwilling or unable (more 
likely the latter) to pump in more money. 

The current growth of the industry is forcing the 
industry to explore other options. Officials have 
made presentations to the regulator for relaxation in 
solvency requirements. S.V. Mony of the Life 
Insurance Council says an option is to move towards 
risk-based capital requirements. “Uniformly high sol- 
vency margins for all players do not lead to the most 
efficient utilisation of capital, as the extra cost of 
capital is finally built into the pricing of insurance 
products,” he says. Another option could be explor- 
ing the forms of capital allowed other than just plain 
vanilla equity. “The choice of instruments such as hyb- 
rid capital should be left to the players. Appropriate 
regulatory compliance could be insisted on,” says 
HDFC Standard Life's Deepak M. Satwalekar. 

However, what is clear is that something has to give 
way soon because, as Satwalekar says, "issues of capi- 
tal constraint will begin to bother the industry and may 
affect growth soon". 
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Not so General 


Ever since some of the tariffs were deregulated 
earlier this year, the general insurance indus- 
try dynamics have changed. But with another 
round of opening up expected in April, things 
will change some more. SHALINI S. DAGAR 


[. INDIANS DON'T SEEM TO CARE MUCH ABOUT INSURING 
their lives, they care even less about their assets. Or 
at least that's what the numbers reveal. Take a look: 99 
per cent of the households are uninsured, and so are 80 
per cent of two-wheelers in India, and only 2 per cent 
of the total health spends in the country come via 
insurance. "It's more a supply side issue rather than a 
demand issue. We have not been able to cost-effectively 
service a huge market," says Sandeep Bakhshi, Mb & 
CEO, ICICI Lombard, one of the most aggressive private 
insurers in general insurance. 

Cost is increasingly becoming a critical issue in 
general or non-life insurance. Three crucial portfo- 
lios were de-regulated earlier this year that had a fall- 
out on the overall portfolio of non-life companies. 
Earlier, pricing was fixed for fire, engineering and 
motor insurance at levels higher than commensurate 
risks. In this scenario, the insurance companies used to 
cross-subsidise their loss-making portfolios with those 
offering fat margins. But with tariff restrictions gone, a 
risk-based pricing, de-linked from other portfolios, 
was expected to emerge in the market. While that 
has happened in some portfolios—like in the case of 
health and motor—the immediate impact was ex- 
pected to be an over-the-board drop in prices. 

On that count, the consumers have not been dis- 
appointed. Rates for fire and engineering covers have 
dropped by 25 to 30 per cent. In fact, the price com- 
petition has been so intense that IRDA has had to step in 
to set a floor level for the drop in prices. “(ว ท a month- 
to-month basis, discounting has doubled since 
February," says Kamesh Goyal, head of Bajaj Allianz 
General Insurance, another aggressive insurer in the 
market. Industry watchers point out that the pricing 
pressure is so severe that in some cases discounts have 
touched 50-70 per cent as well, although the overall 
scenario is still not that bad. *The Indian market has 
behaved largely along expected lines and quite well post- 


Life En od 


with Orientals Personal Accident Policy 





Sandeep Bakhshi/ MD & CEO/ ICICI Lombard 


"The industry has not been able to cost-effectively 
service a huge market" 


detariffication," says Praveen Vashishta, CEO & MD, 
Howden India, an insurance broking firm. 

He also points out that the Indian experience 
looks quite similar to those of other countries that 
freed up general insurance. For example, in countries 
such as Hong Kong, Japan and Ireland, the market 
growth suffered in the first four years of deregulation, 
but that was followed by a sharp recovery in the 
fifth year (See The Deregulation Effect). That means 
in the short term, things will only get worse for gen- 
eral insurers in the country. 


Hurtful Competition 

While customers may relish the price war (many of the 
large ones are flexing muscle to get hefty discounts), it’s 
not in their interest in the long term—especially, if the 
profitability of the insurer gets affected. If the insurer 
is not healthy, then the very reason for taking an 
insurance cover gets defeated, since a financially pre- 
carious insurer may be in no position to pay claims. 
“The current price reductions have no rationale as 
there is no perceptible drop in risk associated with 
those policies," points out G.V. Rao, Chairman GVR 
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The Deregulation Effect 
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Risk Management Associates. Rao, a former chairman 
of government-owned Oriental Insurance, believes 
that these cuts come from a mentality of chasing mar- 
ket share at any cost. *In a bad year, with any unfore- 
seen catastrophe, things could become very, very ugly," 
warns Goyal of Bajaj Allianz. 

Notwithstanding these concerns, Goyal expects the 
pricing pressures to continue for the next couple of years. 
The options are simple: chase growth or profitability. 
"We have taken a decision not to focus on topline this 
year but to try and defend our market share of around 
7.2 per cent," says Goyal, adding pragmatically that in 
portfolios where the loss ratios are good, the com- 
pany continues to compete on price. Otherwise it lets the 
business go. These pressures are evident in the latest 
statistics, where the monthly growth rates of premium for 
the companies have dropped to around 10 per cent as 
compared to over 20 per cent earlier. This drop is 
despite the fact that there has been an increase in the 
premium of some portfolios such as motor vehicles. 


Retail Focus 

Next April, when the regulator is expected to com- 
pletely free pricing and allow changes in policy word- 
ings, the dynamics of the industry will change fur- 
ther. The prospect of even stiffer competition has got 
insurers to consider growing new lines of business. 
Since the squeeze on margins is particularly severe in 
corporate and commercial lines of business, insurance 
companies are now looking to tap retail customers to 
cushion against the pricing pressures. Ajit Narain, MD 
and CEO of IFFCO-Tokio General Insurance, says that 
nearly all companies have started looking at retail 
portfolios in a big way. IFFCO-Tokio’s focus on retail 
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Ajit Narain/ MD & CEO/ IFFCO-Tokio General Insurance 


“What we are selling is peace of mind and there 
is enough buying power for that" 


business itself is such that it requires a 100 per cent 
subsidiary purely for retail marketing. 

Another move is towards the hinterland or non-ur- 
ban India. “Anything that is not categorised as Class A, 
B or C cities is interior India for us, and that is a huge 
opportunity for us (non-life companies)," says IFFCO- 
Tokio's Narain. Already, the share of fire and engi- 
neering is going down in the overall portfolio mix of 
insurance companies. Further widening of the portfo- 
lio mix and, therefore, risk, makes for sound busi- 
ness sense. Ultimately it will be back to the basics. 
Ultimately, “the core product that insurance companies 
sell is risk management," says Rao. Adds Narain: 
"What we are selling is peace of mind and there is 
enough buying power for that." 

What will keep the general insurers going is the fact 
that there's plenty of room to grow. Vashishta says that 
for non-life business to contribute even 1 per cent of the 
GDP, it would need to grow at 30 per cent a year for sev- 
eral years. Down the road, several other changes may 
occur. Besides the inevitable industry consolidation, cus- 
tomers—particularly companies—will look at insurance 
from a risk management perspective. After all, global 
warming and terrorism are changing the world in un- 
predictable ways. m 
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C.S. Rao/ Chairman/ IRDA 


“There’s been a 50% increase in 
insurance penetration” 


OUR YEARS AGO, WHEN THEN 

Revenue Secretary C.S. RAO 

took over as the new 
Chairman of the Insurance 
Regulatory and Development 
Authority of India (IRDA), several in- 
dustry watchers expected him to 
have a tough time matching up to bis 
predecessor N. Rangacbary's suc- 
cessful seven-year stint. Rao, how- 
ever, not just managed a smooth 
transition, but was able to bring 
about some key reforms such as the 
partial deregulation of general in- 
surance rates early this year. Rao, 
who is due to retire next year, spoke 
to Br's E. Kumar Sharma on sev- 
eral key issues that still confront the 
industry. Excerpts: 


Earlier, insurance companies were ex- 
pected to IPO before 10 years. Now, it 
seems they will be allowed to do so only 
after 10 years. 

There is a 10-year cooling period 
and it will definitely be after 10 
years, although the law does not 
prohibit an early IPO. But it takes 10 
years for an insurance company to 
stabilise its operations. It’s a well 
thought-out requirement. 


Is there a case for moving from uniform 
solvency margin to a risk-based capital 
requirement? 
This is a process of evolution and 
will involve considerable 
preparation by both 
the insurance com- 
panies and the reg- 
4 ulatory authority. 


How has insurance 
penetration and 


insurance delivery changed following 
opening up of the sector? 

There has been a 50 per cent 
increase in insurance penetration 
in the last seven years and about a 
three fold increase in insurance den- 
sity in the same period (from around 
$7 per capita to about $22 per 
capita). But we still have a long way 
to go compared to other countries. 


How does IRDA view the call and put 
options placed in contracts between 
the foreign and domestic players in the 
absence of relaxation of the FDI cap? 
[t is an option to be exercised only 
when the relaxation happens in the 
FDI cap. 


Are you happy with the progress in de- 
tariffing of the general insurance sector? 
I think it has gone on smoothly. In 
fact, the general insurance business 
grew by 22 per cent in 2006-07 
compared to 2005-06. This is 
despite de-tariffing, which tends to 
reduce premium collections. So, de- 
tariffing has been effected without 
affecting the viability of insurance 
companies. 


How can liberalisation proceed in loss- 
making portfolios such as motor 
insurance? 

Earlier (in a controlled tariff regime), 
there was a possibility of cross-sub- 
sidisation between portfolios. But 
now in a de-tariff scenario, com- 
panies will have to keep in mind 
the profitability of every portfolio 
and will have to adjust rates based 
on this criterion. 


What are the challenges in popular- 
ising health insurance? 

This segment is growing quite sig- 
nificantly at nearly 40 per cent on a 
year-on-year basis. This shows there 


is considerable demand from the 
public. The challenge lies in making 
cash-less service much more effective 
and more policy holder-friendly. 


IRDA had moved last year to curb 
the rampant use of investment 
objectives to sell insurance policies. 
Are you satisfied with market 
response to those strictures? 

We only wanted to make sure that 
the consumer becomes aware of the 
risk getting shifted to him in unit- 
linked policies. The risk cover now 
should be five times the premium 
along with a minimum lock-in 
period of three years. This will 
ensure that we retain the element of 
insurance. We are happy with the 
way the industry is responding. 


Is there a case for relaxation in the 
investment criterion for insurance 
companies? 

This is laid down in the Act itself, 
but there is need for change as new 
methods of raising resources and 
new financial instruments (like 
derivatives) have come in. So, yes, 
there is a case for such a relaxation. 


What are the gaps that the amend- 
ments proposed in the new insurance 
bill will plug? 

I will not call it gaps. Instead, | will 
say the Act requires a re-look 
because of the changes that have 
happened in the financial sector 
over the last 30 years. There are 
some redundant provisions that 
need to be done away with and 
some new clauses that need to be 
incorporated keeping in view the 
changes in the financial sector. 


What is your wish list from the 
industry and the market for the next 
two years? 

Responsible underwriting by general 
insurance companies in the pres- 
ent (de-tariff) scenario and devel- 
opment of professional agents by 
the life insurance industry. 






THE 
CONSISTENT 
PERFORMERS 


Only a few fund 
managers have 
performed consistently 
over time. What did 
they do right and 
should you invest 

in them now? 
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Only a handful of funds has performed consistently over time. What did 
they do right and should you invest in them now? MAHESH NAYAK 


HESE ARE THE BEST 
times for the fund man- 
agement business. Infl- 
Ows are steady and per- 
formance has been rel- 


Ol 


atively easy, particularly because of 


the soaring stock markets. On a 
three-year basis, 48 out of 89 funds 
have managed to beat the S&P CNX 
Nifty in performance. Yet, if you 
take a closer look, you will find 
that not many have been able to 
beat the market on a yearly basis. 
Consistent performers managed 
to beat the market's benchmark (in 
this case Nifty) on a sustained basis. 
Ot the total 48 equity funds 
(excluding index funds) that have 


been in existence for the past five 
years in the market, only six have 
done well on a sustained basis: spi 
Magnum Sector Umbrella-Infotech 
Fund, Birla Sun Life New 
Millennium Fund, Franklin India 
Prima Plus, 551 Magnum Global 
Fund 94, Franklin India Oppor- 
tunity Fund and HDFC Equity Fund. 
They reported returns from 166.5 
per cent to 286 per cent compared 
to 116 per cent of Nifty in the last 
three years. 

50, what makes these funds 
different from others? Says Prashant 


Jain, Chief Investment Officer (C10). 


HDFC Mutual Fund: “The key for 
outperforming is not in targeting 


high returns with high risk each 


year, rather in avoiding big 


takes in every single vear." De: 
the varied investment styles 
jectives—trom a sectoral fun 


t 


thematic fund—there’s mu 
common in the managem« 


these funds. Their fund 


Manavel 


don’t hesitate to move out of 


that are lagging behind and yer 


low a stock-specific approach 


based on fundamentals. Sa: 
salasubramanian, cio, Birla Sui 
Life Mutual Fund: “Flexible 
proach is the best for achievin; 


sistent returns.” 


It's difficult to repeat 
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performance every year, 
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Sanjay Sinha/ Fund Manager/ SBI Magnum 
Sector Umbrella-Infotech Fund 


"Picking stocks in IPOs that 
have doubled since listing has 
also helped us to deliver 
superior returns 


SBI MAGNUM SECTOR UMBRELLA- 
INFOTECH FUND 

FUND MANAGER: Sanjay Sinha 

owective: Growth through investment in IT sector 
corpus (as on April 30, 2007): Rs 121.42 crore 
NAV (as on May 18, 2007): Rs 29.25 per unit 
Asset Allocation 

Equity 73.67% 





Cash 26.33% 


reTurns*: Third year (ended March 30, 2007) 44% 
Second year (ended March 31, 2006)73% 
First year (ended March 31, 2005) 5596 


* Year-on-year 


Fund Composition 
Top Industry Allocation as on April 30, 2007 


Computers (Software & Education) 68.08% 
Telecom 2.86% 
Pharmaceuticals 1.43% 
Electronics 1.29% 


BIRLA SUN LIFE 


FUND manacer: A. Balasubramanian/ 

Mahesh Patil 

opective: Primary objective is the growth of capital 
through investments in software services and 
products, hardware, e-commerce and internet, 
telecommunications and media 

corpus (as on April 30, 2007): Rs 129 crore 

NAV (as on May 18, 2007): Rs 21.88 per unit 


Asset Allocation 
Equity $2.98% 






Cash 7.02% 


rerurns*: Third year (ended March 30, 2007) 30% 
Second year (ended Mar. 31, 2006) 68% 
First year (ended March 31, 2005) 53% 


* Year-on-year 


Fund Composition 
Top Industry Allocation as on April 30, 2007 


Computers (Software & Education) 57.64% 
Telecom 20.32% 
Entertainment 8.55% 
Banks 6.29% 
Printing & Stationery 2.65% 
Miscellaneous 2.38% 
Finance 1.44% 


A. Balasubramanian/ CIO/ Birla Sun Life 
Mutual Fund 


“Flexible approach has been 
crucial for achieving consistent 
returns. Our proactive approach 
in handling stocks and 
investment more towards 
mid-cap has helped in 
outperforming the benchmark” 





INVAASOO LIHOVM 


many things, apart from a keen eye 
on the stocks of the future. Says 
Hemant Rustagi, Chief Executive 
Officer (CEO), Wiseinvest: “These 
are good funds and you have to 
grant it to the fund manager for his 
efforts to maintain consistency.” 


The Big Guns 

The sbi Magnum Sector Umbrella- 
Infotech Fund has been the biggest 
gainer in the last three years, record- 
ing a massive 286 per cent return. 
The fund’s mandate has been to 
provide maximum growth oppor- 
tunity by investing in IT stocks. At 
this point, the fund has shored up 
cash which is about 26 per cent of 
its portfolio, but 68 per cent of it is 
currently invested in IT stocks, and 
the rest in top-class telecom, phar- 
maceutical and electronic compa- 
nies. Sanjay Sinha, the fund man- 
ager, has predominately invested 
in mid-cap IT stocks. Of the total 17 
stocks in portfolio, 13 are from the 
mid-cap space with Infotech 
Enterprises being the largest holding 
with 13.1 per cent in the portfolio. 
“Picking stocks in IPOs has helped us 
deliver superior returns,” says Sinha, 
CIO, SBI Mutual Fund. He feels his 
confidence in newly-listed 11 com- 
panies has delivered results. 

Sinha has, however, followed a 
different approach in SBI Magnum 
Global Fund 94. Primarily a mid- 
cap fund, it is quite diverse with 
64 stocks in its portfolio as on April 
30, 2007, but no stock accounts 
for more than 4 per cent of the to- 
tal corpus of the fund. “Superior 
stock selection and complete bot- 
tom-up approach has worked in 
our favour," says Sinha. His ap- 
proach: stay in cash if you don't 
see value in the market. In Global 
Fund 94, he is sitting on cash, 
money market instruments and debt 
worth Rs 500 crore (33 per cent). 
For the past three years, the fund 
has recorded 285 per cent returns. 

Similarly, HDFC Equity Fund has 
a 10-year track record of 
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Get Your Car iPod-ready 
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There are many ways to play back Apple's iconic music player in your car. 


IVEN THE TENDENCY OF MANUFAC- 

turers to add an “i” before a 

product, it is surprising that there 
isn't an iCar yet. But, if you own an 
iPod, at least a post-2005 model, there are 
ways you can play it back on your car. All 
you need is the correct accessory or music system. 

In the West, most mainstream cars come with an 
iPod connection along with the stereo. In India, several 
manutacturers—including Alpine, Blaupunkt and 
Pioneer—sell head units that are compatible with 
iPods; all they need is a special interface cable and 
dock that you need to purchase. This interface cable, 
however, isn’t the easiest accessory to come by. 
systems like the Blaupunkt Mumbai MP26, which 
costs Rs 7,500, is a multi-format digital audio 
cD-player and is the cheapest iPod-ready system out 
there. Blaupunkt’s iPod interface cable is available at 
select Blaupunkt resellers for Rs 5,700. Blaupunkt also 
has a Bluetooth accessory that allows you to not only 
answer your phone but also stream music from a 
Bluetooth-capable device such as your laptop or your 
mobile to your car stereo. 

The second way to play your iPod back on your car 
is one of the simplest. Some car systems come with a 
3.5mm stereo connection that plays back sound through 
the auxiliary mode. The problem is that there are not 
too many in-car audio systems 
that come with this point any- 
more. ไท case your car has such 
a connection, all you need to get 
Is ล 3.5mm-to-3.5mm lead and 
connect your iPod's headphone 
jack to your car stereo. 
However, it will not charge 
your iPod. 

The third way to play back 
your iPod in your car is through 
the iPod-to-cassette accessory. 
belkin makes one and it costs 
around Rs 1,000-1,200 de- 
pending on where you buy it. 
This connects to your iPod 








headphone jack and plays back the music 
through a cassette. However, there is a 
deterioration in playback quality, and 
given that most in-car systems do not 
come with a cassette player, this option 
is quickly going the way of the dinosaur. 

The fourth way to play back vour iPod on your car 
is by using a radio adapter such as the Griffin iTrip or 
Belkin's TuneCast and TuneDok systems. The Griffin 
iTrip, which is quite popular, now comes with a digital 
LCD display and allows you to not only select the 
frequency band you want to transmit your music on, 
but also the quality of the signal. Higher quality signals 
are essential for cities with several radio stations because 
there is a significant amount of background noise. 
Many Apple resellers in India do not store the iTrip 
currently, but you can get one for around Rs 2,500- 
3,000, or buy one abroad for $50 (Rs 2.050). 

Belkin's Tunecast is a small FM transmitter that 
plugs into your iPod's headphone jack and works 
with any audio device with a regular headphone 
jack. Audio quality is ordinary, but the product is not 
device-specific. The TuneDok, on the other hand, is 
iPod-specific and comes with a hard plastic stand 
which plugs into a vehicle's 9v connector—the cig- 
arette lighter connection—so that it can also charge 
your iPod while transmitting. The hard stand, 
however, is flexible enough to 
ensure that your iPod doesn't 
rattle around too much. These 
systems cost around Rs 2,000 
2,500 each, again depending on 
whether you buy them legally o1 
from the grey market. 

So, your iPod isn't a device 
that becomes useless in vour car, 
and with close to 80GB of music 
in the top model, why should 
you carry hundreds of CDs? But 
whatever you do, remember, 
never plug in your headphones 
while driving; it is dangerous. 

KUSHAN MITRA 
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Is too much tech hurting devices? 


HE HANDY OLD 

Nokia 3310 and 5110 

were great de- 
vices—they did the job 
they had to, that is, making 
calls, quite well. The bat- 
teries lasted a few days 
without a recharge and 
everybody used one. Even 
when people started text 
messaging, the batteries 
didn't suddenly go on the 
blink because too many 
applications were being 
supported. 

Look at the average cell 
phone today. All manufac- 
turers are trying to cram 
in more and more features 
onto a device smaller than 
your palm. The latest 
devices have Global 
Positioning Satellite receivers, and, according to reports, 
by next year, will even feature 5-megapixel cameras as 
standard with top-end devices that will also have six- 
to-seven radio transceivers, 10-gigabytes of on-board 
memory and what not. There we go again, with tech, 
specs and more... But sometimes, even the geek inside 
you wonders: *Do phones—and, indeed, all other 
electronic gadgets—really need so much tech?" 

The answer to that, paradoxically, is both yes and 
no. James Surowiecki says in a recent article in The New 
Yorker that consumers expect to be bombarded with 
new and sophisticated features on gadgets every few 
months. This is, ironically, where the paradox kicks in. 
The very features that attract consumers in the first 
place could also be the ones that put them off for 
being too complicated. This “feature creep”, as 
Surowiecki calls it, is also due, in part, to another 
phenomenon called *internal audience problem". 
Products are invariably conceptualised by engineers, 
designers and marketers who feel that adding ever 
newer features adds value to these gizmos. And given 
that it doesn't really cost an arm and a leg to load any 
number of new features onto a gadget, it is not difficult 
to understand why manufacturers are doing so. But the 
truth is that the average user—who may be impressed 
with that romantic ad about how you can be deep in 


RAMEN SARKAR 


Technology Overload 








the Amazon forest and still 
save the planet from sheer 
doom using that handy 
501-in-1 device—still may 
not want such a device. 
Most people want reliable 
and sturdy devices, and for 
readers of this magazine at 
least, decent looking ones, 
which get the job done. 

A consumer study done 
in the US recently, and 
quoted in the same The 
New Yorker article, says 
most consumers will, at 
first choose a features-rich 
product, but, after a few 
(usually unsuccessful) 
attempts at mastering them, 
settle for a simpler one. 
The moral of the story: the 
features that most people 
find sexy, unfortunately, aren't always the ones they're 
comfortable living with. This column loves feature-rich 
products, but then, we are not the average user, and 
therein lies the problem. Most people don't use more 
than half the features available on their phones, com- 
puters, TVs and cameras. For example, how many lay 
consumers actually use multi-media on their phones. So 
is it pointless buying a phone like the Nokia N95? Not 
really. The geeks will love it; and the non-geeks will 
flaunt it to impress friends, colleagues and partners. 

The recently-launched Nokia 6300 is a simple 
product; that's why this column liked the handset so 
much. Did you use the last version of Microsoft 
Office? Ms Word was like a minefield of options. And 
honestly, for many people, no, make that to most 
people, such tremendous levels of complexity can be 
quite a put-off. Why, for example, has Office 2007 
received such great reviews? Simply because it is the first 
version of that software in almost a decade that puts the 
average user back in the driving seat. It is simple. 
That is why the iPod has been so successful. Not only 
did it make a fashion statement but even the most 
tech un-savvy person could use it. 

So, here is a plea to technology hardware and 
software manufacturers—don't forget your users. 
KUSHAN MITRA 





Plateau Busting 


T'S THE PLATEAU AND YOU'RE AT RISK OF HITTING IT TWO OR THREE YEARS 

after you've begun hitting the gym. Let's say you have been passably 

regular about your workouts (three or four times a week, most 
weeks). You're eating healthy too and not bingeing on alcohol. Yet, you 
don't seem to see any further changes to your body. Your muscle 
strength or size isn't changing appreciably and going to the gym is 
becoming a bit of a chore. I don't have the stats on this but this is prob- 
ably when most people tend to give up on workouts, dropping out of 
gyms or just losing interest. 

Yet there are ways of busting the dreaded plateau. Like many of us, 
muscles also grow tired of doing the same thing over and over again. So, 
doing the same exercises week after week makes muscles immune to their 
benefits. One way out of a plateau or rut is to change your routine once 
every three weeks. 

Say, you're doing four days of workouts every week: Day One: Chest 
plus Triceps; Day Two: Back plus Biceps; Day Three: Shoulders plus 
Quads; Day Four: Calves plus Forearms and Abs. Typically, on the first 
day, you could be doing your chest exercises followed by triceps work- 
outs. On the second day, exercises for the 

back followed by biceps and so on. If 
you stick to such a format over a pro- 
longed period, your muscles get used 
to the workout. One suggestion: mix 
them up. 
PN In the spirit of eating one’s 
7W, own dog food, let me describe 
; my plateau buster: Giant Sets. 
Instead of one type of exercise at a time (say, three sets of bench 
presses), I’m doing a set that comprises three sub-sets of exercises targeting 
three different muscle groups. That is, on Day One, I target my chest, back 
and biceps. And instead of sets of exercises aimed at individual muscle 
groups, I do one mega set, targeting all three. Here's an example: a set 
comprising 12 repetitions of bench presses (targeting the chest), 12 
repetitions of seated rows (targeting the back) and 12 repetitions of bi- 
ceps curls. The three exercises have to be done seamlessly and without 
resting. That completes one giant set. Rest and repeat. Like that I do two 
more giant sets each comprising a different combination of exercises tar- 
geting the three muscle groups for the day—chest, back and biceps—re- 
peating each set once (that is, doing each of them twice). On Day 
Two, I do giant sets to target shoulders, triceps and hamstring muscles; 
on Day Three, quads, deltoids & traps and forearms. 
Exercise of the fortnight: Beginning this installment, Treadmill shall 
feature an exercise of the fortnight. Today’s is the walking lunge (see 
illust.) for the quads. Grasp dumb-bells at your sides. Step forward 
with one leg; land on your heel and then forefoot. Lower your 
body by bending at the knee and hip of the first leg. Push to stand on 
the leg that extends in front and lunge forward with the other leg. 
Repeat. Keep your back straight and head up. 









MUSCLES MANI 


write to musclesmani@intoday.com 
Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 








BACK IN SHAPE 


F YOU ARE IGNORING SPORADIC BACK 

pains, and don't know whom to tum 
to for advice, then read on. Here are 
five ways to maintain a healthy back. 
Ride Right. Your back need not pay 
the price for the long distances you 
have to travel every day. While driving, 
ensure that your seat is properly 
adjusted to reduce stress on your 
back. Says Dr Harsh Bhargava, Senior 
Consultant, Indraprastha Apollo 
Hospital, New Delhi: "Adjust your 
seat to the position you are most 
comfortable in—you should be able to 
lean back on your seat and comfort- 
ably grasp the steering wheel. If you 
have an adjustable lumbar support, 
adjust it to where you have a slight 
inward curve into your low back." 


Sit Smart: Says Dr K.B. Attri, Senior 
Consultant, Indraprastha Apollo 
Hospital: "At work, make sure that 
your monitor is set directly in front of 
your chest so that you do not have to 
tum your head or twist your back. The 
top of the monitor should be at eye 
level." Never cradle a phone between 
your neck and shoulder. Use hands- 
free devices, instead. 
Feed Your Spine. Eat a healthy diet of 
fresh fruits and vegetables. Don't 
drown food in sauces, butter and 
dressings. Limit soft drinks, candy 
bars, ice-cream, cookies, and other 
sweets. Says Dr Bhargava: 
"Remember to get enough calcium 
(found in dairy products) and vita- 
min D to keep your bones resilient." 
Bed Basics. Says Dr Attri: "Sleeping 
on a soft bed can strain your back 
muscles since the curves of the spine 
are not adequately supported. 
Sleeping on your stomach is not rec- 
ommended as it can cause strain on 
the back. Make sure you have a firm 
mattress that keeps the spine aligned 
and supports the spinal curvatures." 
Road to Recovery. Take up aerobics 
or yoga, under expert guidance. Says 
Dr Attri: "Yoga can also help by 
healing injured back muscles." 
MANU KAUSHIK 
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New Job 


NOTHING SUCCEEDS LIKE SUCCESS, 
The hoary dictum shines true in 
the demeanour of SUNII 
BHARTI MITTAL, 49, the 
man from Ludhiana 
whose meteoric rise 
through India Inc. 
coincides with the 
country's economic 
resurgence. Having 
built Bharti Airtel, 
India's most valuable 
wireless company, 
and an increasingly 
diversified group, 
Mittal has moved into 
a more statesman-like 
mode. As the new CII 
president, his priorities 
would be to not only 
champion the cause of 
Indian business, but also 
encourage sustainable 
development and more 
inclusive growth, Mittal said in 
a TV interview. That impressive 
statement takes cue from Prime 
Minister’s exhortation to Indian 
industry on May 24 that it must 
push for greater equity and eco- 
nomic justice. But Mittal’s agenda is 
a tall order. Can India Inc. stand 
up to the challenge of forging a more 
equitable and politically acceptable 
growth? Billionaire Mittal has a 
whole year to find out. 
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Acting the Part 


*2 





Role Reversal 


IHE STORMY PETREL IS AT IT AGAIN, CHAIRMAN OI 
Trinamool Congress MAMATA BANERJEE, 52, has 
been at the forefront of Krishi Jami Bachao 
Committee's (Save farmland Committee) agitations 
at Singur, Nandigram and elsewhere. After forcing 
the government to go on the back foot over the land 
acquisition issue, Banerjee is now trying to dabble in 
responsible political leadership. She was recently 
present at the all-party meeting called to restore 
peace and normalcy at Nandigram. One-and-a- 
half hours into the meeting, Banerjee staged a walk- 
out over the state government refusal to brand the 
Nandigram bloodbath as ‘genocide’ in the draft 
resolution. She, however, has promised to be present 
at any such meeting again if the West Bengal gov- 
ernment “shows serious intentions of solving the 
problem”. Otherwise, there’s nothing Mamatadi 
likes more than a good fight. 


NOT MANY GAVE NIRVIK SINGH HALF A CHANCE WHEN HE TOOK OVER FROM THE LATE RAVI GUPTA AT THE HELM 
of Trikaya Grey in 1997. Doomsayers then had a field day saying that this ex-HTA and Lipton man 
would only expedite the downfall of the agency after the departure of its creative hot-shot, Alok 


Nanda. They couldn't have been more wrong. Singh, eventually named ‘Agency Head of the Year 

at MEDIA magazine's prestigious Asia Pacific Awards, is now President, South East Asia, 

Grey Global Group. Donning yet another role, Singh, 43, has now played a cameo in Pradeep 

Sarkar's next directorial venture Laaga Chunari Mein Daag starring Rani Mukherjee and 

Abhishek Bachchan. "I played myself in the movie; an obnoxious CEO of an advertising 
agency. It was fun!" quips Singh. Busman's role, did you say? 





Fly in His Whisky Good 
Innings 























DAYS AFTER SNAPPING UP SCOTTISH WHISKY MAKER 


Whyte & Mackay for $1.18 billion (Rs 4,838 crore), AFTER 14 YEARS IN INDIA, 
VIJAY MALLYA, Chairman, UB Group, is faced with an SCOTT BAYMAN will be 
old FERA (Foreign Exchange Regulation Act) violation handing over the reins 
case. Recently, the Delhi High Court dismissed of General Electric in 
Mallya's plea to stop criminal proceedings against India to Tejpreet Singh 
him for not responding to Enforcement Directorate Chopra. Bayman, who 
(ED) summons. The case was filed over payment of $1 recently turned 60 and 
million by United Breweries to a foreign firm for is retiring, had become a 
promoting the Kingfisher brand without the RBI regular on the Delhi 
permission. The ED claims to have served summons business, social as well as 
on Mallya tour times in 1999, but he, it says, refused Golf circuit. He has 


to make an appearance before it. Mallya refutes mixed feelings about 


the charge. While his lawyers sort out the matter, the heading home to 
51-year-old Mallya is believed to be plotting new Chicago. *I have 
moves to take his group into the next growth tra- lived in Delhi 
jectory. Nothing, it seems, can keep the king of longer than any city 
good times down. since leaving home 


to attend college." 
Bayman, however, is 
looking forward to 
going back to the us to 
spend time with his 
three children and four 
grandchildren. He hopes 
to reduce his golf 
handicap tO single digits 
as well. And it isn't as if 
he is leaving India for 
good, “I have joined the 
board of Crompton 
Greaves and expect to 
join a few more 
boards in India, and 
plan to be in India 
four to five times 
every year." 


BHASKAR PAUI 





Power Play 


HE MAY BE IN THE FORBES LIST OF TYCOONS, BUT ANIL AMBANI, 48, HAS FAILED TO IMPRES 15 
Minister Mayawati. The newly-elected CM looks all set to pull the plug on ส คี ทา อ ล ท เร ambitious SEZ proj- 
ect in the state, besides 'reviewing' his proposed 7,400-MW Dadri power project in the state, too. The 


SEZ project, spread over 2,500 acres, was approved by the previous Chief Minister Mulayam Singh Yadav 
With Mayawati in the saddle in Lucknow, Ambani, a Yadav confidant, seems to have been i aught 


in the crossfire. UP's ostensible reason for recommending scrapping of the SEZ project is that only 
contiguous land could be allotted for SEZs, while Ambani's project is divided by a stretch of road 
"Ihe Centre has amended rules this year that now allow SEZs with non-contiguous areas as well.” 
says a hopeful Ambani group official 





CONTRIBUTED BY VENKATESHA BABU, KAPIL BAJA], DEEPTI KHANNA BOS! 
KUSHAN MITRA, AMIT MUKHERJEE AND RITWIK MUKHERKIE! 
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NAME: 
AGE: 73 
DESIGNATION: Prime Minister 


Reformer Then, Politician Now 


AS MANMOHAN SINGH, THE ARCHITECT OF INDIA'S ECONOMIC REFORMS, FINALLY MADE 

a full transition to Manmohan Singh, the populist politician? Several clauses in 

the *10-point social charter" he outlined at CIs AGM on May 24 seem to point 
to that. In particular, his exhortation to industry to temper its profit motive seems a straight 
lift from the ideologies of the 1950s and 1960s that made India the "sick man of Asia". 
Then, his advice to industry to cap the pay of senior executives can only be termed ill-con- 
ceived at a time when Indian business is grappling with a massive talent shortage. These 
remarks, expectedly, have set the cat among the pigeons. 

It is universally accepted that the Prime Minister is a decent and honourable man; his 
erudition and intelligence, too, have been on public display through his decades-long 
involvement in public affairs, first as a technocrat-administrator of parts of India's financial 
system, then as the helmsman of India's financial future and, finally, as Prime Minister. 

But it is also becoming evident that he's a weak Prime Minister who still remains in the 
political shadow of Congress President and UPA Chairperson Sonia Gandhi; and therein 
lies the problem. He lacks the political authority to take the bull by the horn and implement 
the tough measures needed to make his wish of *inclusive growth" a reality. It's a slogan 
no one can argue with. On the ground, this means delivering the benefits of India's steroid- 
charged growth to the hundreds of millions of people who remain outside its ambit. The 
Prime Minister himself has gone on record saying that this can only be achieved when 
India's farmers get remunerative prices for their crops; when the millions of youth who 
enter the workforce every vear have ready jobs waiting for them; and when the hundreds 
of thousands of crores that Indians save every year is efficiently channelled, through an 
efficient financial services sector, to productive sectors of the economy that needs this money. 
But all this will require larger doses of reforms—that need political will to implement. 

Singh today stands at the crossroads. What he does over the next few months will 
determine the nature of his political legacy. m 

KAPIL BAJA] 
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REVOLUTIONS ARE NOT 
BORN ON THE STREETS. 
THEY RISE IN YOUR MIND. 
THE WORLD NEEDS MORE 
LIVING HEROES. AND YOU'RE 
HERE JUST IN TIME. 





The spotlight is on India, the new emerging economic powerhouse, And you 
are its champion. Which is why you need the best business tool — the Lenovo 
ThinkPad R60 powered by Intel® Centrino® Duo processor technology — the 
global business tool of the future. Are you ready for it? 
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